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Burroughs Inspection Service covers small towng as well as large 
cities. There is a Service Station at the end of your telephone whether 
you are located in Panchita, Texas, or Mattiwanikeag, Maine 























Reports of Service Inspectors are cai y filed 
under the names of Users. Thus the service history of each 
machine and of cach user is always available 











ind the Burroughs 


“An accident has put our Burroughs out.”’ 
telephoned the First National Bank of Eunice, La., 


to the Burroughs Office at New Orleans. 


Eunice is 200 miles from New Orleans. What 


do you suppose was done for that bank? 


We quote the cashier: ‘‘We received a substt- 


tute machine from New Orleans in just eleven hours.” 


It wasn’t a matter of making good on a guar- 
antee. An accident had put the machine out of 


business. 


But Burroughs service is more than a guarantee. 


[t is service insurance. It keeps the machine in use. 


Back of the Burroughs salesman is a machine 
guaranteed mechanically perfect, but we don’t 


stop there. 


Back of the Burroughs Guarantee is Service. 
Back of Burroughs Service is the largest adding 


machine factory in the world. 


Is there any wonder that nine of every ten 


adding machines sold are Burroughs? 

Would you like to know more about Service? 
There is more about it in ‘‘300,000 a Year,’’ the 
Burroughs Service Book. 

A copy of it is yours for the asking. Write 


us a line today. 


Burroughs Adding Machine Company 


39 Burroughs Block, Detroit, Michigan 


European Headquarters, 76 Camden Street, London, E.C., England 


Offices in 122 American cities 


and in all the principal foreign citi 
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3043 PERSONS 


out of 5501 fail to distinguish new machines from 


Ramer Remanufactured Typewriters 
after a close inspection of both kinds put side 


by side in plain view and easy reach of everyone 





A part of our display at the New York 
Business Show consisted of four type- 
writers set on tables close to the rail in 
plain view. Iwo of these typewriters 
were new and two were Ramer Re- 
manufactured machines. 


Visitors were invited to record a guess 
as to which were new and which were 
Ramer Remanufactured machines. 


The guess cards were deposited in a 
strong box until the last night of the 
show, when the cards were assorted 
and counted. 


The cards of those who guessed right 
were put in a separate box and the name 
of the fifth card drawn declared the 
winner of the machine which was of- 
fered as a prize. The lucky person 
was Miss Clara Stevens of Jersey City. 


A committee composed of J. N. Kim- 
ball, proprietor of Kimball’s School, 
New York; C. H. Hunter, advertising 
manager of the Elliott-Fisher Co., Har- 
risburg, Pa., and Evan Johnson of 
Office Appliances, uncovered the serial 
numbers, audited the count and 
superintended the drawing. 


It is a remarkable fact that 3043, or more than half, 
of those who recorded their guesses singled out the 
Ramer Remanufactured machines as the new typewriters 


Dealers who want the best will see a profit 
pointer in the demonstration. The Ramer 
Remanufactured line includes every machine 
for which there is a demand. Full partic- 


ulars and prices on request. 


We have always maintained that few 
persons could tell Ramer Remanufactured 
Typewriters from new machines. This 
second test affords ample proof of our claim. 


WHOLESALE TYPEWRITER COMPANY 


W. W. RAMER, President 
314-16 Broadway - a - New York City, N. Y. 











London Office: 136-137 Long Acre, W. C. 
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The National desks have individuality. 
They are original in design. 
They have a pleasing style of architecture. 
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by some of the largest railroad and insurance com- 
panies in this couutry, and this was after they had 
examined every other line on the market. Wouldn't 
such a line interest you? Send for catalog. 


aE ** 
" fff rf RTD 
The National desks have been adopted by the U. 5S. 
Government for use in all post offices, custom houses 
and federal buildings. They have, also, been adopted 








NATIONAL DESK CO., Herkimer, New York, U. S. A. 
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‘* That which eliminates extra work and motions 
is scientific saving. ”’ 


This principle of 


| Scientific Management 


applies to a typewniter just as 
much as to any other detail of 
) No business administration. 


, Ah 
. Fe 


Tite iit th Pre 


Holes Ane foperator to set the carriage instantly 
Et 2 one “of several predetermined points, 


Simply by pressing a key, thereby 
%liminating extra work and motions 


in letter writing, billing and all statistical work. 


SMITH PREMIER TYPEWRITER CO., SYRACUSE, N.Y. Branches Everywhere. 
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OVER 10,000 IN ACTIVE USE Cy, 
Ww 











$60.00 


Capacity, 8,000 Heavy 





$25.00 


Seals 2,500 to 3,000 Envelopes per Hour 


Try One of these Thexton Sealers 


Sent on ten days approval 


Envelopes per Hout 








The Thexton Hand Sealer handles up to 3,000 envelopes an hour and sells for $25.00 

The Thexton Junior Electric Sealer has a capacity of 8,000 envelopes an hour and sells 

for $40.00. The Thexton Senior Electric Sealer will handle any size envelope from 

the regular number six to numbers ten and twelve, with enclosures which vary from 

letter thickness to three-eighths of an inch—capacity 8,000 envelopes an hour 
price $60.00. 

The First National Bank of Chicago says ‘““The Thexton Sealer is indispensable in 

handling a volume of mail.’’ Write for descriptive circular showing a few hundred of 

the ten thousand progressive concerns now using Thexton Sealers. 

We will send you any one of these sealers you select on ten days approval. If you 

like it, keep it; if you don’t, send it back. 

Write at once—before this special offer is withdrawn. 


ACORN BRASS MFG. CO., 4°®°®4: 








Wanted 


$40.00 


Capacity, 8,000 Envelopes per Hour 
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In Thirty-Seven Years 


I have mastered 


Eighty-Four Languages 


and am booking orders 
at the rate of 


A Machine 
aMinute / 


Remington 
Typewriter 


Visible 
Writing 


New York and 
Everywhere 







POR LES 












Send to any Remington 
office for folder which 
shows my writing in 84 
Different Languages. 


9 PEE GORI een; 4 
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THE MARVELOUS MOON-HOPKINS BILLING 


IT EMPLOYS THE FUNDAMENTAL RULES OF 
IN COMBINATION WITH 


BILLING MACHINE 


The billing machine will haidle 








the record of any commercial trans- 
action no matter how complicated its 
nature. Every letter, word, symbol, 
number, figure or mathematical com- 
putation on any bill of merchandise 
including extensions, discounts, totals, 
sub-totals, or grand totals can be made 
upon this machine just the same as a 


letter is written upon a typewriter. 


The machine itself comprises a 
typewriter, four separate and distinct 
adding machines, a subtracting me- 


chanism and a multiplying mechanism. 





Carriages any length from 10 to 18 
BANK MACHINE inches. Subtraction, multiplication 

and division done by short methods. 

The various uses to which this machine 

, ron ne ae 4 -an be put are illustrated by examples 
} LEDGER © TRORLICHT- DUNCKER CARPET Co: [ . : 
: : of actual work done as shown in 


S. B. Cor. 4th St. oud Weehington Ave. 





{ wan ere CARPETS axv CURTAINS i ; . 
BUGS, LINOLEUMS, MATTINGS AND UPHOLSTERY Goons ; this advertisement. 


Saint Louw 
solv To HOWE FURNITURE CO. 
WINONA, MINN. 


One clerk with this machine can do 





it «. : ; 
f i : 
| we on the work of many book-keepers with 
xin > 242 : . — 
TAPE Lwin eee fe: all chance of errors eliminated. 
j 1} WELTON RUG 1875 1875 9379 
1S 5 PR. Laces 175 675 : 
9 Pas Laces a ; . -e invi 
1 36 n ato onl aaa Commercial houses are invited to 
© Servosscinots ae ; ivi 
7 %e 00Z- RINGS | ine. —- area write for catalogue giving full parti- 
f 20 36 WHITE EW. POLES 21* 774 ; : 
iwc. a ; culars, and as soon as the machines 
| CAN VARNOL __. 25. » 2163 , " 
can be arranged for, demonstrations 


o> @ BOXES GRASS TACKS 
17 YOS.TaPe 
4 002. SRACES 

2s S$ 002-.SHADES 
4 002+ & STAIR PADS 
4 PR. Laces 


eee" The Moon-Hopkins 
ST. LOUIS, 
CHICAGO OFFICE: 


[ will be given in all large cities. 
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MACHINE—“THE MACHINE THAT THINKS” 


MATHEMATICS IN MECHANICAL COMPUTATION, 
TYPEWRITER PRINTING 


iv A N K M A C H | N k CAPTTAIL, SURPI.US AND PROFITS, $:80,000,000.00 , 
CONTINENTAL AND COMMERCIAL NATIONAL BANK OF CHICAGO 

















INSTROCTIO 
rs . : TO CONTINENTAL & COMMERCIAL NATIONAL BANK Iteme $10.00 or leas, or listed with “X", no 
[he Bank machine is the most com- CHICAGO ILL. Ce proteot gi ams or, 810.00 nor prem bese 
le . h¢ has ‘ver bee 1 = ya! _ AA fe Wy ey os 
plete that has ever been devised fot $500.00 oF over. Deliver documents ot Bile of Leading 
, : , enly_co_peyment of daha cneched- *- 
handling transit letters by the numeri- Respect 
. gs We enclose for collection and returns in Chicago or New York Exchange, items as listed below. NATHANIEL R. LOSCH, Cashier 
p "c . SVS : SS === = —S = Sauna 
cal transit ystem. | AMOUNT lustracis| PARTICULARS = ff AMOUNT lnstractions PARTICULARS 
a | | CASH LETTER |—~“easco [um lore 24800 773 
[his machine has a special arrange- | 2475 | 75-28 13500 23-3! 

' : a ey ree 136500 |T.N.P| 84 6 13600 PERRY OKLA 
ment of the typewriter keyboard which er | aa ae | ee-17 hee ev ekae ten 
enables the operator to kee is hand In@ex Letter 145 0€ 86-21 135000 |T.N.P, 78-71 
enk le the perator t ; keep his hat | 165.00 | Wr | 7'-54 13675 | 85-74 
in practically one position, as the key- 16 00 35~-Sé 126 85 | 61-72 

i a 1625] 56-31 19.500! | NoPe 75-6! 
board covers only about three by eight 13.00 | WP | 61-74 65 80 | 61-75 ° 
ae : 5 and date 136500 |B/t ATT —76 16500 | 81-75 
inches. 24500 6-74 126500 |T.N.P 74-83 
___SEP'T 25 11 13500 76-73 
rm . ° 1%¢ om 4G 1363 
[he machine is operated by elec- or 24500:) tre. | 76-78 eee | 
tricity and all calculations are done pees Riga win 33s — 
; 








without any assistance from the oper- 
ator other than touching the correct 
keys. The machine is even fitted with 
an automatic carriage return, which 
makes it the fastest and most complete ‘ 
machine for bank work. 


The typewriter portion of the ma- 
chine enables the operator to write in 
anything that cannot be given by the 






































numerical system. This machine not _. icine 
only totals each letter written, but THE NATIONAL CITY BANK OF CHICAGO 
‘ CHICAGO, ILL, 
automatically allows these totals to a an 
° } Tora. Oare meron Amount 
accumulate in another part of the ma- = Severn _j_fnwet_teres +2 _ 
. . . | 4619 | ecsance ronmame 70034 72 
chine so that by pressing a certain but- ie: | 
vs ‘ | ! iz 4 & DICKINSON JAMO 71 
ton the total of all letters can be given. | 3e | ps8 cuane £0 00 
: cw CLAY” 110 00 
4 ’ ’ | CURRIER & BRYANT 40467 
Many banks are using this machine 4 D00SON $00 09 
, ? e ‘ i C MITCHELL 35 35 
and find it a great saver of time, labor | spree ay rite ap ance 
and expense. All banks interested in FT gen te epee “630 
° : 99 WENTERON / 4 BURNS 60 090 
the numerical transit system should 832 DODSON MN CATLAW 10 52 
: P = ‘ 5045 au 8 IN ; OG RAIDEN 2000 
zo > 6 - 6 ¢ 866 8 528 375 
write at once for catalogue and full is. tee ais Peberses juintas, tea 
particulars of this wonderful machine. quate on ancl 
Billing Machine’C ci 
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ROGRESS is the watch- 
word of the hour. From 

the earliest days of Desk 

manufacture, the dealer in 
household furniture has marketed the 
product. The needs of the hour 
have demonstrated that the dealers 
in office appliances and _stationers 
were the logical merchants to sell 
Desks. Being among the earliest 
manufacturers to sell Desks through 
this agency, we can and do offer 
















superior inducements. 






Write and get acquainted with us. 











g 5 


Latest Improved Sanitary Desks ~ E } [ Stand1i ks Ojfice Tables 
| 
a 


OR ee eee 
Roll-Top De sks 
Flat-Top Desks 


Satisfy Your Customers By 
Giving Them the Best 


The 
J. Dornette & 
Bro. Co. 


Cincinnati, O. 






































































| Catalogue ‘“21-E”’ for asking | 
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NEW MODEL 5 
Two-color Ribbon; 
Back Spacer; Tabula- 
tor; Tilting Paper 
Table; Hinged Paper 
Fingers and other New 
Features. 





View of the 
Royal Typewriter 
factory at Hartford. Conn. 
re 
Cae 


hk Los 





Back of the Royal is one of the 
largest and most important type- 
writer manufacturing concerns in 
the world, with unlimited resources 
and ample ability, offering every 
advantage of dealing with a high- 
grade business institution. 


HE Royal always has been abreast with the best; here 
is a new model which places it far in the lead. Read 


about Royal Model 5—every office manager, every stenog- 
rapher, every up-to-date typewriter user ! 


Feature 1. TWO-COLOR RIBBON DEVICE. convenient in billing, tabulating or correcting. 
The only one that insures perfect two-color writing; feature 4. TILTING PAPER TABLE. Found only 
over-lapping of colors impossible on Royal—gives instant access to all margin and 

Feature 2. TABULATOR. An important improve- tabulator stops; a time-saver and great convenience. 
ment, perfected with usual Royal simplicity. Feature 5. HINGED PAPER FINGERS. This 

Feature 3. BACK SPACER. Touch the key and car- feature, exclusive with Royal, permits writing to 
riage draws back one space. A popular feature extreme of either edge of paper. 


And so on through all the points of Royal supremacy—the direct vision of writing, making 
it the one perfect visible writer; the special facilities for quick and easy handling of the paper, the 
Royal type-bar accelerating principle, famous among typewriter men, a feature which is admitted 
to be the greatest single invention since typewriters began. The Royal is the marvel among all 
typewriters for durability, for ease and speed of operation, for alignment 
and manifolding power. 


Write or ’Phone for “The Royal Book” 


—one of the finest pieces of typewriter literature ever issued. 32 pages, beauti- 
fully printed and illustrated, and above all, interesting. It is important that you 
get ** The Royal Book,’’ whether you are in immediate need of a machine or not. 


~ 
MS, 
‘ 





Guarantee 


That the Royal Standard Typewriter 

is made of the highest grade ma- 
terials obtainable and by the 
most skillful workmen money 
can hire; 

That it will do work of the 
best quality for a greater 
length of time at less ex- 


Read our Guarantee! That is the basis upon which we want to 
demonstrate the Royal to you. All we ask is an opportunity to give this machine 
a severe test in vour own office on your own work, alongside of any other machine. 


ROYAL TYPEWRITER COMPANY 














pense for upkeep than Royal Typewriter Bldg. Principal European Office: 
‘andl iho — Rains New York 75-a Queen Victoria St., London 


ROYAL TYPEWRITER COMPANY Branch Offices and Agencies in all Principal Cities of the World. 
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to the Dealer 




















The Business Goes 





who can demonstrate that his line of safes offers the greatest assurance of security together with the 
utmost convenience. 

While appearance, design and price are important, the fact remains that security and convenience 
are the two considerations that influence a man to buy a safe. 












is built with this fact in mind. In design, material, workmanship, finish, appearance and price it 
offers every inducement to the prudent buyer. In security it maintains the highest standard known 
to the safe maker’s profession. In convenience it has no competitor. 












Convenience 


Interior is adjustable to every pos- 
sible combination of files or shelves. 
Fittings are inexpensive and may be 
secured as needed. 


Security 


Resists fire, water, smoke, steam 
and thieves. 







Lightest safe in the world for its size 
and strongest safe in the world for 
its weight. 






White and black enameled dial on 
lock makes it easy to read. 






Welded into one solid piece without 
bolts or screws. 






Swivel Type Casters. You can move 
the “Security” like any other piece 
of office furniture. Rubber tires 
prevent damage to floors. 








Will withstand shock of a fall or 
of heavy masses falling on it. 








All fittings are interchangeable, in- 
terlocking and indestructible, being 








Interlined with sheet asbestos filler, 















enclosing a myriad of dead air cells of the finest sheet steel, beautifully 
hermetically sealed with retort ce- enameled 
ment. 





The Security Office Safe is por 
best selling proposition ever of- — . enna 
Angle jammed doors and casings. fered in this line because— ee a Never rust 
Of its SUBSTANTIAL PROFIT to 
the dealer and LOW PRICE to the 










vale C ination Locks which, con- - = 
. trcorwem on r customer, and— Beautifully finished in olive green 
trolling heavy bolt work, will hold fe igor elt - 
if hinges are cut off Of its having more exclusive with gold striping or in special wood 
We ves ¢ _o ( R : , : é : dine 
—_ eT . = finishes. Adds dignity to any office. 






points of merit in construction than 
any other. 
These are but afew of the many ex- aad 
Write today for our agency prop- Twice the capacity of any other 


clusive merits of the Security Office \ 
Safe osition. safe at half the cost. 












The Fireproof Furniture and Construction Co. 
Dept. B. Miamisburg, Ohio 
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PERMANENT ALIGNMENT 


Complete Keyboard Control that Makes for 


Visible Writing. 
ae e nae Speed. 
Positive Type Bar Control—the ‘‘Why”’ of Per- 


: -aragraphing Keys. 
manent Alignment. Paragraphing Keys 


Back Space Key. 


Inbuilt Decimal Tabulator and Billing Device. 
Automatically Reversed Two Color Ribbon. 


Ribbon Feeds only when Type Bars Move — 


a Great Saver of Ribbons. Uniform, Light Touch. 


. ws IR te} Fast Escapement. 
emovable and Reversible Platen. , ‘ 

Automatically Adjusted Gear-Driven Carriage. 
ype Protector on Each Type Bar. Removable Escapement. , 


Line Finder at Printing Point. Independent and Flexible Paper Feed. 


The Secor Typewriter Co., 


General Sales Offices, 302-304 Broadway, New York 
Chicago Office, 5 North Wabash Avenue 


Factory at Derby, Conn., U.S.A. 
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Two Leaves from a 
New Booklet 


AMFIL 
PLATEN 
SERVICE 


This little booklet is simply 
an “‘experience meeting’ of 
men in the trade. It is 
free for the asking. Send 
a postal today. 











<< 


wn itt Company 
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The PLATEN 
is the 
Heart of the Typewriter 


Upon it, more than upon 
anything else, depends 
satisfactory service of 
the machine. 


If youare not acquainted 
with this product, write 
us at once for full par- 
ticulars. It will be to 
vour advantage. 


The Ames & Filstead Co. 


CHICAGO NEW YORK 
508 8, Dearborn St. 314 Broadway 
A. R. Ames, Médr. D. W. Filstead, Mér. 
DENVER SAN FRANCISCO 
1649 Champa St. 58 2nd Street 
H. R. Karcher C. H. Ames, Mégr. 


Special Representative for Great Britain, Throle & Beaumont, Kingsway House, W. C., London 
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The Book-keeping Machine 


Is experienced on books like yours. 


Posts to the ledger, and as it posts it adds the debits and 
credits and puts down the footings on each and every 
account. It also gives you a grand total of postings to all 
accounts. It reduces the possibility of human mistakes and 
mechanically checks the work of the book-keeper who 
operates it. If a wrong posting is made or any figures are i] 
transposed, the machine shows up the mistake by being 
mechanically thrown out of balance, thus the mistake may 
be easily corrected immediately. 


ELLIOTT - FISHER, THE BOOK-KEEPING MACHINE 


is so simple and easy to understand 
that anyone can operate it. 


The machine does all the posting, heads up the accounts, 
writes the dates, names, amounts and does all the adding 
all at one operation and no other tools are necessary—No 
hand writing—No mental additions—No hunting for mis- 
takes at the end of the month. 


Think it over, a machine written ledger, mechanically 
added and mechanically proved with the balance sheet 
always ready to be taken off whenever wanted, and a state- 
ment or bill at the same writing too, if wanted. 


Send for booklet ‘‘Book-keeping To-day’—Free for 


OR FE Ah pe Oe Se Neh Sek pe keh beke pbeee bake ae RON oe ON oe ON oe SON ee SGD we SOD we aan be SOD Be aan Be COD Be RGD be AGE we Kn he HOE Be SGN Be SGN Be Ke Be 


oD ED PE EDD EO 9 9 99H EOI EHYEHYDSD 


the asking. 
ELLIOTT-FISHER COMPANY 
1102 Cedar Street Harrisburg, Pa. 
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“That sign is 
a regular 
trade magnet” 


—said one local distrib- 
utor to a typewriter 
salesman. 

“T bless the lucky day 
you left it every time I 
glance at my window 
and see the people look- 
ing in. It connects me 
up with your other 
advertising —and has 
made me a big man in 
this town.” 


You, too, can utilize the friend-making, 
trade-stimulating power of 


Meyercord Opalescent 


Decalcomania Window Signs 


READ WHAT THE OLIVER 
TYPEWRITER COMPANY SAYS 


THE MEYERCORD COMPANY, Inc. 


Chamber of Commerce, Chicago 

















Gentlemen: 
Referring to your request for some expression concerning the effectiveness of your signs for windows. 
; We are very much pleased to advise that after using The Meyercord Decalcomanias for years, we are more en- 
thusiastically in favor of their use than ever before. Not only are the signs works of art and highly effective as advertising, 
but they serve to keep alive the close friendship and spirit of co-operation that should exist between 
manufacturer and distributor. Yours truly, 


THe. 
OLIVER THE OLIVER TYPEWRITER COMPANY. 
Typewriter Sign Advertising is direct hand-to-eye advertising 


It fulfills a specific duty in your general advertising campaign. Sign advertising is good advertising. It 
spans the gap between the dealer and consumer that exists in so many sales campaigns; is the connecting link 
that joins the ultimate buyer and the retailer—in the sale. 


Meyercord Window Signs are unusually effective sign advertisements. Their bright, artistic appearance in 
the dealer’s window is the starting point for many anextrasale. They change perfunctory trade interest to loyal 
co-operation. The dealer appreciates your interest in him—expressed through the medium of an attractive win- 
dow sign. And his friendship and the trade-pulling ability of Meyercord signs help you to realize the utmost 
returns from your entire advertising investment and selling expense. 

Meyercord Window Signs are made in open lettered sign-writers effect—in pure oil colors and gold 
exactly like hand-painted signs. Easy to apply—impossible to wash off. Rubbing makes them brighter. Are 
opalescent—don’t shut out the light. 

Write us on your business stationery—enclosing a sample of your trade mark or trade slogan—and we will 

} ] . 





show you-—wtthout obligating you in the least—how attractive you can make them appear in you 


Ew MODEL dow—and how you can utilize the free advertising space these windows afford at a triflng cost. Writ TN )] YAY 
oe. &-— THE MEYERCORD COMPANY, Inc. 


A MEYERCORD SIGN American Manufacturers of Guaranteed Decalcomania Transfer Products 


nctoal tise 13x20 in ches. 1107-1112 Chamber of Commerce Building, . . CHICAGO 


actual size 13x20 in ches. 
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ICKL EASILY SURELY \ 


If you handle AMERICAN FACTORY REBUILTS. These machines 
are without an equal in the rebuilding field. They have been sold on merit 
for many years. The name and trademark of The American Writing 
Machine Company will help you carry the order away against any kind of 
competition. The high character of our machine is backed up by wide general 
publicity to the consumer which helps to make the selling easy for the dealer. 
Our large factory and equipment enables us to keep a complete stock of all 

makes of machines so that an order can be filled promptly. 






Dealers are urged to write us at once for our 
new price lists just oug, including typewriter 
tools and parts. 











American Writing 


Machine Co. 


345-347 Broadway 
New York, N. Y. 
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Record Breaking S 
WORLD’S TYPEWRIT 


WON O 


NDERWOOD 


Once each year for six consecutive years, at the Annual 
World’s Fastest Typewriter Operators have competed for the 


WORLD’S CHAMPIONSHI 
EVERY contest EVERY year in EVERY class has 


and the following are the World’s Championship Records, for one hour’s writing 





Year Winner 


November lst, 1906 Rose L. Fritz 
October 17th, 1907 6 66 
October 22nd, 1908 “ 66 


September 30th, 1909 6 rT 
October 27th, 1910 H. O. Blaisdell 
October 26th, 1911 66 ‘6 


The winning operator may change but the win 


“The Machine You 


OTHER 


In addition to these records, UNDERWOOD operators hold the World’s 
—the English Championship, the Canadian Championship, as well as all 
The Official Record of the Underwood for one hour’s work is 26 words 


The Underwood Typewriter Plant Is Ov 


More Underwood Typewriters Are Ma 
Writing Machin 


| 


J 
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peed and Accuracy 
ING CHAMPIONSHIP 


N THE 


TYPEWRITER 


Business Show, Madison Square Garden, New York City, the 





P and $1,000.00 TROPHY 
been won on THE UNDERWOOD TYPEWRITER 


from unfamiliar matter, after five words were deducted for each and every error: 


Net Words Per Min. Machine Used 
82 UNDERWOOD 

87 UNDERWOOD 

87 UNDERWOOD 

95 UNDERWOOD 

109 UNDERWOOD 

112 UNDERWOOD 


ning machine is always THE UNDERWOOD 


Will Eventually Buy” 


RECORDS 


Amateur Championship, the World’s School Championship 
other Official Championships. 
per minute better than the best record of any other competing machine. 


er 50 Per Cent Larger Than Any Other 


nufactured and Sold Than Any Other 
e In the World 


Ce 





ee SE 





anil 

















20 OFFICE APPLIANCES 









Line 


The 
Uprights? 








Yes, Six Pieces! 






A Battery of Fast Sellers 







As pioneer manufacturers of Stock Sectional Filing Devices, built of steel, 
we point with pride to the never ending list of new accounts we are daily 
adding to our agents’ books. A dealer in each market becomes 


EXCLUSIVE _“4&é@26 AGENT 


Let us give you our agency proposition, taking up by mail, or in person, 
the special features of THE ALLSTEEL SALES PLAN. 






The General Fireproofing Company 


Home Office, Youngstown, Ohio 


Branches and Show Rooms: 
BOSTON NEW YORK PHILADELPHIA WASHINGTON CLEVELAND CHICAGO 
Export Offices: 396 Broadway, New York 
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All that practicability has 
ever meant in typewriters \ 





plus Noiseless operation 
and greater durability. 





® 
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THE NOISELESS TYPEWRITER COMPANY, 320 BROADWAY, NEW YORK. 
BUFFALO CLEVELAND BOSTON PITTSBURG ALBANY ~— WASHINGTON, D.C. 








Distributing Agents for Canada: THE CANADIAN FAIRBANKS COMPANY 
MONTREAL ST. JOHN, N. B. TORONTO WINNIPEG SASKATOON CALGARY VANCOUVER 
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Nathan W. Tupper, Secretary of the company 
and general boss on office appliances, will preside over 
our booth and the old mason jar at the 


Kansas City Business Show, 
Convention Hall, week of November 20th 


Every man in the Great Order of OFFICE 
APPLIANCES is invited to make the booth his 
headquarters during the show. Come and sit in the 
green plush cushion of the swivel chair and rest your 
weary feet on the desk. If you know Tupper you 
will surely be there---if you don’t know him, let noth- 


ing keep you from the joy of his acquaintance. 


Tupper was born in the very heart of Evan- 
geline’s country. He drank inspiration from “Ihe 
Whispering Pines and the Hemlocks.” He knows 
every foot of the path adown which went Evangeline 
and Gabriel. He has climbed the hills to see the 


western sun slant its golden rays upon the village of 


Grand Pre. 


Tupper'’s mind is a store house of good things; 
and he knows all the shoals and deeps of business in 
the realm of office appliances. 


Frank Robinson, manager of the Show, will tell 
you that Tupper is the Big Headliner of the event. 


Don’t miss OFFICE APPLIANCES booth--- 


you will find some old friends there. 


Evan Johnson. 
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THE 0. K. MANUFACTURING CO. 


TWO NEW LINES 


MR. DEALER 


We here present illustrations of our two new lines, 
THE REYNOLDS’ IMPROVED PATENT INK- 
WELL and FREDERICK’S PATENT ADJUST- 
ABLE SANITARY ERASER in connection with our 
regular line of WASHBURNE’S PATENT “O. K.” 
PAPER FASTENERS. This style of Ink-well and 
Pencil Eraser has been called for times without number 
but has never before been produced at any time or any 


place. THEY SHOULD INTEREST YOU. 





No. 1-B 1-2 Natural Size 


This INK-WELL, which, as shown, is provided with 
two small wells on opposite sides of the base, one being 
of the right depth for a stub pen and the other of the 
right depth for the ordinary long pen. These wells are 
both constantly supplied with fresh ink from the air tight 
reservoir above. A\s the ink is used it is fed down from the 
reservoir in such quantities as to keep the ink in each well 
at its normal depth at all times. Therefore, FRESH 
INK. is provided without waste and without liability of 
OVERLOADING the pen, and, the result is clean paper, 


clean penholder and clean hands, with no waste of ink 
from any source whatever. 

This ink-well is constructed of two parts, a reservoir 
and base, both glass, therefore there is nothing to corrode or 
get out of order. These parts are held together by a spring 
clamp, which prevents any casual displacement of the reser- 
vor. The base being broad prevents liability of upsetting. 

The RESERVOIR is adapted to turn on the BASE, 
so that the PEN OPENING may be used for BOTH 
wells, to accommodate either the use of a stub or the ordi- 
nary long pen. It will be noted by the illustration that the 
well not in use is closed. Both wells may be closed by 


turning the reservoir around either way. 





Cross-section of No. 1-B 1-2 Natural Size 


REYNOLDS’ IMPROVED PATENT INK- 
WELL makes writing a pleasure and saves over one-half 


of the yearly ink supply. 
EASY TO CLEAN AND EASY TO FILL. 
Made in three sizes and two styles: No. 0-B holds 2 ounces of 
ink, No, 1-B 3 ounces and No. 2-B 4 ounces. 
RETAIL PRICES 
No. 0-B $2.75 each, No. 1-B and 1-C $3.00 each and No. 2-B 
and 2-C $3.25 each. 


Gucranteed a lifetime--and to always work. 





It will be observed that 
the eraser holder is provided 
with a loop at one end for the 
convenience of connecting it by 
means of a cord to a type- 
writer desk or school desk. 
The length of the rubber is 
substantially the same as the 
holder and is inserted at the 
end opposite the loop. 

Knowing the true value 
of this Ink-well and Eraser, 
to the consumer, no pa:ns or expense has been spared by us in 


the development and perfection of these two new lines. They are 
attractive and attractively put up. 
In the Eraser, as inthe Ink-welli, the construction is simple. Nothing 


to wear out except the rubber, which we supply at a good profit 


to the trade, as refills. It will be seen that the holder keeps 


FREDERICK'S PATENT ADJUSTABLE SANITARY ERASER _ 








the eraser clean at all times 
and stiffens the rubber at the 
end where it is used, and is of 
suitable length to be held as a 
pencil. The rubber is of the 
right thickness so that one letter 
in a word may be erased with- 
out defacing another letter. 
The rubber for both the pencil 
and ink eraser is of the very 
best quality that we can pur- 
chase. We guarantee the eraser 
The holder is finished in bright nickel plate. 
RETAIL PRICE 15 cents 


to give entire satisfaction. 


Put up in d splay boxes in three colors. 


each with cne extra rubber. 


Sold by all enterprising jobbers. Send for illustrated 
and descriptive booklet and ask for trade prices. 


THE O. K. MANUFACTURING CO., Syracuse, N. Y., U.S. A. 


23 











24 OFFICE APPLIANCES 


The 1912 Business Show 


will be held in the 69th Regiment Armory, which 
occupies the block between 25th and 26th 
Streets on Lexington Avenue, New York. This 
is less than one block from Madison 
Square Garden, which will be torn down in 


the spring. 











Elsewhere in this number of Office Appliances 
is a picture of the armory, which is one of the 
best appointed buildings for the purpose in 
New York City. 


As a result of the pronounced success of the 
show held last month, at which the high water 
mark of attendance and results were reached, 


One-half of the Space in the Armory 
Has Already Been Taken 


The new building and its special appointments 
will enable us to put ona show that will surpass 
in many respects the expositions of the past. 











Manufacturers in every branch of the office 
field should write for diagrams and contracts 


at once. 


ANNUAL BUSINESS SHOW COMPANY 


150 Nassau Street, NEW YORK 
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DO YOU USE THE NATIONAL? 


If not, you are not using 
the best Stamp Affixer 














This machine is built in our own factory and by first-class 
mechanics. Machine fully guaranteed for one year. 


We have a proposition to make to high-grade dealers. 


National Envelope Sealing & Stamping Machine Co. 


200 Devonshire St., Boston, Massachusetts, U. S. A. | 
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Announcement may now be made of the new 
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16 Column Electrically Driven Comptograph Listing- 
Adding-Calculating-Machine 


Two years ago, at a sales agents’ convention, our men were told of this giant Comptograph. 
Since that time we have never been able to catch up with large capacity Comptograph orders. 
As our new factory with trebled output is now in operation, formal announcement to the trade 
of the larger Comptographs is now possible. 

Large Comptographs are furnished with from eleven to sixteen columns listing-adding capacity. 
These machines are veritable giants in utility. They open up an entirely new and distinct field 
of usefulness heretofore not touched. 


Let us tell you fully about them—space does not permit us to do so here. 


“Send literature descriptive of the giant Comptograph 


TO SPECIALTY SALESMEN 


ty machine, and that one is limited as to 


Simply say: 


company furnishes a large capa 
building, etc. @ Increased output enables us to add three good men this 


and want to be a bigger one, you ar 1 


Only one other adding machine 
function because of method of 
month. QIf you are a success 
Comptograph line offers you a great chance of growth and profit. 


COMPTOGRAPH COMPANY, 1720 N. Marshfield Ave., CHICAGO, ILL. 


the man we want, and the present 
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STANDARD [°OLDING 
‘TYPEWRITER 


AWARDED GOLD MEDAL 














AT TURIN EXPOSITION 


| THIS PORTABLE TYPEWRITER IS APPRECIATED 
| THE WORLD OVER 


| Manufactured by 
| STANDARD ‘TYPEWRITER (COMPANY 


(GROTON, N. Y. 
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WE ARE PROUD OF OUR RECORD. 


DAVIDS’ INKS | 


ARE THE STANDARD OF THE WORLD! 


They have been tried by the only test which 
determines real value—THE TEST OF TIME 


Established in 1825, for 86 years they have measured up to the 
changing conditions of business demands. Alw ays the highest 
quality, they have advanced with the development of the art of ink 
manufacture until they stand today the perfection of ink and ad- 
hesive manufacture, giving perfect satisfaction to both user and dealer. 


The Standard Line For Nearly a Century 


LIVE DEALERS 


would do well to put in our line of inks and adhesives 
as they give both dealer and consumer entire satisfaction. 


Davids’ Signature Ink De Luxe 


is an absolutely permanent ink, and all stationers should 
carry it in stock. 


It Will Mean Money to You 


Let us send you our handsome illustrated catalogue. 
Get our prices and we’|l get part of your business. 





It will pay you to visit our plant when in New 
York and your visit will be appreciated by us. 


THADDEUS DAVIDS CO. 


Office and Factory 


95-97 Vandam Street New York, U. S. A. 
















































Brown’s Linen Ledger Paper 
Has Fine Writing and Erasing Qualities 


[HE reproduced photograph 
shows a piece of Brown’s Linen 
Ledger Paper, bearing a heavy blot 
partially erased—with handwriting 
over the erased portion. 


This test proves the fine erasing and 
writing qualities of this paper. 


Under the erasing knife the heaviest 
blot disappears in fine powder. There 
is no rolling, tearing, shredding of the 
paper. Noroughness, no holes. As many 
as six erasures can be made in the same 
place before the paper wears through. 


And an erasure can be written over 
with a fine or coarse pen, without the 
ink running, blurring, or blotting— 
without the penpoint sticking, spatter- 
ing or clogging. For the fine writing 
quality extends way through. 


HENEVER a customer 

desires a better than the ordinary 
ledger or record paper, recommend 
Brown’s Linen Ledger. It will in- 
crease your reputation as a “quality” 
stationer. 


Write for the Brown Sample Book. 
Every good stationer should possess it. 


Brown’s Linen Ledger is best for rec- 
ords that must be preserved. It never 
discolors with age. Great strength 
makes it ideal for loose-leaf systems— 
it won't tear out. It won't curl. 


We make Ledger and Record Paper 
in several grades. We also make all 
Linen Papers for typewriting, checks, 
letter and bill heads, fine correspondence, 
etc. Write for complete details of the 
profitable Brown line today. 


L. L. BROWN PAPER COMPANY “424™5: BERNEOURE county, MASS. 





Facsimile of the watermark which appears in each sheet. 






































To Insure Uniform Byron Weston Quality Throughout Your Paper Equipment SPECIFY 
Byron Weston Linen Record Paper; For Loose Leaf Books, Byron Weston Hinged 
For Correspondence, Drafts, etc., B-W Defiance Bond. 
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Byron Weston 


Byron Weston 
Hinged Paper 


Paper (not hinged 





mT 


Every good Stationer or Bookkeeper will recognize in 


BYRON WESTON 
HINGED LINEN RECORD PAPER 


(Patented Nov. 7, 1911 


The Solution of the Loose Leaf Problem. For the first time, 
by a new process, is made possible a perfect laying sheet of 
highest grade paper, with no spring or bulge at the binder and 
every inch of space available for ruling or writing purposes. 


The hinge is not a corrugation, crimp or after-treatment, but a 
process of manufacture in no way affecting the durability and 
perfect, uniform surface of either side of the paper. 


Byron Weston Hinged Linen Record Paper is sold ready for 
the ruler or binder at the same prices as our standard Record 
and Ledger Paper. 


os /n response to repeated demands for a Correspondence Paper possessing the same 
quality and standing as other Byron Weston products, we are now making DEFI- 
ANCE BOND. This paper is the composite of all the good features of other bond 
papers, with something added for greater quality because of our nearly half a cen 
tury of only high-grade manufacturing experience and the use of pure linen rags 
and pure water 


a ina eaen BYRON WESTON COMPANY 


Book U ts compact Established 1864 
and made for seca aicanat 
handy reference DALTON MASS. 


The Paper Valley of the Berkshire 


Matled on request 



















Loose Leaf Ledge? 
of Byron Weston 
Linen Record Paper 








For Bound Books, 
Linen Record Paper; 
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Have You Weitean Yet? 


Our request for opinions on Multikopy brought many 
letters. Those who handle MultiKopy (and the larger per- 
centage do) say it’s the market’s finest seller in quality,-quick- 
ness and steadfastness of sales, good profits. Those who do 
not yet sell it evidently thought they had better soon do so. 









TRADE 


ULI Paper 


is the only widely advertised carbon paper—a thousand users 
know MultiKopy to every one who knows any other. 


MultiKopy is the accepted standard because of the all- 


round excellence developed by applying science to the making 
of carbon paper, One sheet copies 100 letters; 20 copies can 
be made at once. Copies or carbon won’t rub, smudge, fade 


or become unreadable. 


MultiKopy pays well—the advertising keeps it selling; 
quality brings the return trade. 


If you haven’t written yet, let us hear from you today. 
Ask for price list and interesting literature. Do you know that 
we refer many thousands of most valuable inquiries to dealers? 


STAR BRAND 
TYPEWRITER RIBBONS 


all colors for all machines, 75,000 impressions of letters 
e’’ without clogging type to show on paper. 


66.99 


a’ and ‘ 





F. S. WEBSTER COMPANY, 338 Congress Street, Boston, Mass 


New York, 396-8 Broadway Chicago, 222 W. Madison St. Philadelphia, 908 Walnut St. 
Pittsburg, 432 Diamond St. London, 67 King William St. Paris, Rue Saulnier, 10 
Vienna, Adlergasse, 16 Berlin, Friedrichstr., 60 Budapest, V-Alkotmany, u, 19 
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Kalamazoo—The utmost in loose leaf efficiency 








Equipped with 1,000 leaves 


Has 3-inch extra expansion 


One sheet in the Kalamazoo, yet the book is complete 


The “KALAMAZOO” 


The Kalamazoo products have been increasing in popularity and have been increasing the efficiency of the 
various offices in which we have introduced them to such a wonderful extent, that we sometimes wonder 
why it is difficult to get some concerns, who may have fuse for our line, to answer advertisements. 


The ‘“‘Kalamazoo”’ binder and Automatic Index accomplishes so much that it is impossible for us to cover 
it in many pages of advertising and it is necessary, therefore, for us to touch only on the most essential 
features as they may appear to us. Your particular requirements may be somewhat peculiar and we may 
not be thoroughly familiar with what you require, but what we want to impress upon the “user is the 





fact that 


There is a Kalamazoo for 


The ‘‘Kalamazoo” Binder will increase the efficiency of your 
Accounting Department, on account of the rapidity with 
which it can be operated—the simplicity of the mechanism, 
the binder being always complete whether holding 1 sheet or 
1000—no adjustment of any kind being required, when the 
capacity of the binder is increased or decreased. 

The alignment of the sheets can be kept in perfect condition. 
In other words, the alignment cannot only be obtained, but 
be maintained, in the ‘‘Kalamazoo’”’ binder—no matter 
how the sheets may be handled; even though very carelessly 
placed in the book, they can be jogged into alignment ina 
manner that can be done in no other Loose Leaf Binder 
made today. 


The Automatic Index eliminates entirely the use of project- 
ing leather tabs or cut-out sheets, thus saving considerable 
expense and storage room in the binder and making it 
unnecessary to carry sheets of a certain cut to meet the 
requirements in a cut-in index. The accounts can be indexed 
with a few strokes of the pen, and no further indexing is ever 
required on that sheet, as, when the sheet is transferred it is 
indexed automatically. This, alone, saves a tremendous 
amount of time. 


Our new style Binder which is made for light work or for 
Catalogue purposes is surely the acme of perfection. It is 





every business requirement 


constructed along the well-known lines of the ‘‘Kalamazoo’’ 
binder, is extremely thin and light and very durable, possesses 
the Automatic Back feature, which is so popular in the 
Kalamazoo binder, and is extremely rapid: in operation 
This binder has been received by the purchaser wherever 
presented in the most enthusiastic manner and will, without 
question, be the most popular binder for the purpose for 
which it is intended that can or will ever be made. 


Full information concerning our various binders, which in- 
cludes devices of every kind. specially designed to meet the 
various requirements, will be supplied to you free upon 
application. 


Our Efficiency Bureau will work out any problems you may 
have in your Accounting Department without any charge to 
you. This feature is very valuable, and we hope to have the 
pleasure of serving you. 4 


The “Kalamazoo” products are now being handled over the 


entire country by the very best Stationers, and by our own 
Branch Offices. 


Submit all your problems to us and remember that there is 
a Kalamazoo for every business requirement. 


NOTICE TO DEALERS 


If you are desirous of handling the “Kalamazoo,” take it up with us at once and, if your territory is not already covered, we 


will consider placing an agency with you. 


























Kalamazoo Loose Leaf Binder Co., Kalamazoo, Mich. 
GEO. P. WIGGINGTON, Gen. Mgr. 
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ON THE MARKET CONTINUOUSLY FOR 21 YEARS 
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These papers are 
manufactured expressly 
for typewriting work. %\. 
They combine all of the qualities 
Strength, Durability and 
Fineness of texturé ; 
most essential to g00d Worse” 9 
on the various writing machines jn 





Reprint of box cover for Berkshire Typewriter Paper.) 


Our product was always superlative. The package is now unexcelled. 


LEs EATON, CRANE & PIKE COMPANY, PITTSFIELD, MASS. 
\@) JNew York Office: Brunswick Bldg., 225 Fifth Avenue MG 


"Chane 8% 


Vaan 
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Be Prepared—Get Ready Now 


to Supply the Demand for Transfer Cases 


Just because you are busily engaged in preparing for Holl- 


day trade in the way of novelties, do not let this be the cause of 
your losing a remunerative trade on Transfer Cases and Supplies in January. 


Be prepared. Go over your stock now. Check up on 
your assortments and be ready to immediately deliver any and all styles 


or supplies for 
Globe-Wernicke 


Storage and Transfer Cases 


when your customers will be likely to want them and want them, without delay— 
at the beginning of the busy Transfer Season. 
Make sure ow of having an adequate stock on hand to hold and satisfy 


your trade when the New Year rush for Office Accessories, Storage and Transfer 
Cases begins—by sending for the latest GlobeSWeenicke Catalog of Stationers Supplies—today. 





Write for your copy at once. Simply address Dept. X, 810 


She Globe“Wernicke Co., 
Cincinnati 
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SEVENTH ANNUAL CONVENTION OF THE NAT 
ASSOCIATION A NOTABLE EVENT 


Sessions of Big National Organization 


before at a convention of the 
Stationers 


been 


EVER 
National 
Manufacturers 
interest in 


Association of 


and has there 


manifested so great an conven- 
tion proceedings, nor so fraternal a spirit in 
as at the annual meeting 
which was held last month at Buffalo. Dele 


gates and visitors, without exception, were 


association affairs, 


unstinted in their praise of the hospitality 
extended them in Buffalo, and everyone who 
attended the convention left for home, at its 
conclusion, with the most pleasant recollec- 
tions of a delightful week 

The 
were marked by 


business sessions of the convention 
an unusually large attend 


of members and visitors, and by the 


ance 
close interest with which the proceedings 
were followed by everyone, good natured 


discussion following nearly every paper 


which was read. If any man returned to his 
home taking 


his business; something of great and partic- 


without with him, for use in 


ular value, he failed to take advantage of the 


which the convention proceed 


offered 


opportunity 
ings treely 


It was obvious at Buffalo that the visitors 


and delegates came to the convention with 


serious intentigns. Not only were the dele 


gates and visitors more earnest than usual in 


following the proceedings, but the attend 
ance was larger than ever before 
Probably no line of business has been 


more greatly benefited by organization than 
the stationery business. In the last three or 


four especially, great strides have 
been made in the betterment of trade condi- 
tions as a result of the work of the National 
of Stationers and Manufactur 
ers. The stationery business, seemingly con- 
ducted without the influence of that modern 
has been put on a 


been 


years, 


Association 


“system,” 
Stationers 


force we call 


have given 


higher plane. 
repeated suggestions that have caused them 
to think along new lines, to figure costs and 
profits upon a more business-like basis, and 


For account of Stationers’ Convention at Buffalo see page 93 and succeeding pages. 
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they have been. shown how to help them 
selves to make more money and place their 
business upon a sounder and more scientific 


Thig ¢great spirit of fraternity has 
been engéfidered b&.the annual meetings 
and thé other work of the association, and 
many abusésatw Leh for years annoyed the 
trade, have Bebtrelitmifiated. 


There is one benefit, however, which the 


basis 


association has given to the trade, that far 
transcends all of the others. Indeed, it lies 


at the foundation of all other advan 
and from it other benefits have come 


This is noth 


very 
tages, 
in the unfolding of the work 


ing more nor less than the establishment 


of friendly personal relations between men 


engaged in the same line of trade For 


many years, indeed, until the organization 


of the national association seven years ago, 


the stationery business was conducted on 
the plan of—every man for himself, and the 
devil take the hindmost sut when the 


yroposition of organizing a national associa 
before the stationers of 


they showed 


ion was put fairly 
the United 


gressiveness and 


States their pro 


enterprise by taking it up 


with enthusiasm and sound judgment. The 


national association was organized at the 
] 


eight of an era of commercial associations 


It had before it a number of examples which 


had certain good features, and a number of 


horrible examples of attempted commercial 
organizations, which, in their efforts to con 


violated every principle of com 


trol prices, 
mon and statute law relating to combina- 
tion and restraint of trade. In laying out 


Association of Sta 


National 
tioners and Manufacturers was fortunate in 


its force, the 


the possession of men of wide experience 


and uncommon ability, who took the respon 


sibility of organization and formed a plan 


which has been at once successful and en 


tirely free from either legal or ethical objec 
tions. We know of no association, especial- 


ly none so large and so influential whose 
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er in Buffalo, Point to High Water Mark of Attendance and Interest. 


business has been conducted upon lines so 
entirely free from offense to the rights of 
the public. 

With no ironclad rules, but simply through 
suggestions and ideas which arose from in- 
terchange of opinion, have come co-opera- 


tion. While the high water mark of attend- 
ance was reached at Buffalo, there are still 
a great number of stationers who should 


take out memberships in the national asso- 
ciation. 

Members throughout the country will be 
interested in knowing that the work of the 
catalog commission is to be perpetuated. A 
permanent secretary has been employed to 
do the detail work which has grown to such 
a volume that it 1s practically impossible for 
the members of the commission to handle 
it. 

No advance will be made in the dues, 
which are to remain at $10 per year. The 
entertainment fee, which has hitherto been 
$12, has been raised to $15, which sum, it is 
thought, will provide a sufficient fund to 
pay all costs of convention meetings in the 
future. The increase in this fee will relieve 
the stationers in towns where conventions 
are held from a considerable expense. 

During the convention invitations were re- 
ceived from Denver, Colorado, and Spring- 
field, Massachusetts, on behalf of the Con- 
necticut Valley Manufacturers, and also 
from Omaha, Nebraska. The Omaha invita- 
tion, so ably extended by Mr. Elliott and 
Mr. Moyer, was accepted by the association. _ 
The choice of Omaha as the next convention 
city is one which should meet with cordial 
approval. Omaha is a live, enterprising city, 
and it is fully able to entertain the conven- 
tion in a fitting manner. It is centrally lo- 
cated and easy of access to stationers from 
every part of the United States. Every 
member of the organization should begin to 
plan now to be present at the Omaha con- 
vention in 1912. 
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Number of Exhibits Larger, Exhibitions More Interesting, and Attendance a Record-Breaker. 


HE Fourteenth National Business 
Show was not only the best exposi- 
tion of the kind held for many years, 

but was in several respects the best in the 
history of the show enterprise. In point 
of attendance all records were broken. It 
was, however, the class of attendance rath- 
er than the number which made it especially 
imteresting. 

Representatives of many large corpora- 
tions took advantage of the opportunity to 
inform themselves on modern office equip- 
ment and supplies. 

Dealers and manufacturers from several 
foreign countries were present. 

From the first strains of the Star Span- 
gled Banner at twelve o’clock on Monday 
to the din and clatter which followed the 
closing note of Auld Lang Syne on Satur- 
day night, there was no moment of relaxa- 
tion. 

Business men were there on business 
bent. Not only did a large number of man- 
ufacturers line up a considerable number 
of prospects but practically all of them re- 
ported a substantial volume of business on 
the spot. 

Madison Square Garden was never more 
tastefully decorated. The entire ceiling of 
the big structure was covered with a hand- 
some canopy of white and yellow, from 
which hung great bulbs fitted with a large 





L. H. MORY, National Business Show Company. 


The Booth 
were uni- 


number of incandescent lights. 
decorations in white and gold 
form throughout. 

Three aisles at full length of the building 


divided the exposition into two great sec- 


tions, which were sub-divided by an aisle 
crossing in the center of the building 

An impressive display made by the Un- 
derwood Typewriter Company occupied 
one end of the Garden. At the opposite 
end was the National Cash Register Com- 





A. L. FIERLEIN, President Business Show 
Company. 
pany. While the latter did not have such 
a conspicuous decoration, it dominated the 
north end of the Garden. 
New Devices. 

Besides many of the standard machines 
and devices which were shown, there were 
a number of new ones, and some very 1n- 
teresting new features to those which are 
already established on the market. 

Perhaps the most interesting of the en 
tirely new things, or at any rate something 
never before shown in the Madison Square 
Garden, was the Noiseless Typewriter. The 
one of the special centers of 
Thousands of people 


beoth 
attraction. 
never heard of or seen the Noiseless Type 
writer flocked to the rails of the exhibit to 
Every attendant at 


was 


who have 


see the demonstration. 
the Noiseless Booth after six 
o'clock in semi-evening The booth 
contained nothing but handsome rugs, ma 


appeared 


P 
aress 


hogany chairs and tables, typewriter desks 


their machines 


on six or eight of which 
were demonstrated 

There were also shown new attachments 
for the Addressograph and new features of 
the Rapid Addressing Machine, and many 
other special attachments for various 
devices, all of which are described in the 
alphabetical list given elsewhere. 

The new model of the Elliott 
Company made their booth one of the con- 
gested spots of the big hall. Not far away 


from this booth, James L. Dalton, presi- 


Fisher 


dent of the D. A. M. Co., and Wilbur Rob- 
inson, inventor of the Robinson Touch 
System, gave interesting demonstrations on 
the Dalton. The Dalton electric drive held 
the crowd spell-bound. 

Special Features. 

The special features of the week were 
the annual typewriter contests for speed 
and accuracy held by Office Appliances; 
the Edison transcribing contests, one of 
the most interesting features of the week, 
made entertaining and instructive by a se- 
ries of moving pictures; and the National 
Cash Register Company’s fascinating mov- 
ing picture entertainment, in which were 
shown moving pictures in natural colors. 
These pictures included scenes around the 
company’s great plant in Dayton, and in- 
teresting moving views of the actual man 
ufacture of the cash registers, which has 
introduced economy in the conduct of near- 
ly every business. 

Drawing for Typewriters. 

Three interesting little features of the 
week were the guessing contests held by 
the Hammond Typewriter Company, The 


Royal Typewriter Company and The 
Wholesale Typewriter Company, of New 
York. 

The Hammond contest was by tickets 
distributed at the booth. These tickets 


‘N 





FRANK E. TUPPER, National Business Show 
Company. 


were placed in a locked box until Saturday 


night at nine o'clock. At that hour a 
young woman from the crowd was invited 
to come into the booth, and after being 
blind-folded, selected twenty-five tickets 


from the mass which were put into a hat. 
Another young woman was called in, blind- 





folded, and ask to select five tickets from 
the hat, the fifth ticket being the winner of 
a handsome Hammond machine and case 

The lucky one proved to be Wm. Shall, 
163 Forest Brooklyn, N. Y. Mr. 
Shall was not present at the drawing, but 
much rejoiced when notified 


avenue, 
was, no doubt, 
to come and get his machine. 

The drawing for the Royal machine was 


Dey if 
Hy ditty 


iM) 
uh i 
rm 


CENERAL VIEW OF 


done practically the same way. The 
lucky man was Mr. Wm. Lange, connected 
with the Jersey City Knitting Goods Co., 


of Jersey City. Mr. Lz was not in the 


big crowd which 


inge 
awaited the decision, but 


was also greatly surprised, no doubt, when 


+ 


informed that the new model Royal was to 
e his after proper identification. 
The Wholesale Typewriter Drawing. 
at the Wholesale 
er Company’s booth was a little 
from that of the 
Beside the 
in the booth, 


Typewrit 
different 


Fhe drawing 
other two. 


regular display of machines 


they had four machines placed 
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close to the rail in plain sight and in easy 


reach of everyone. Two of these machines 


and two were Ramer re 


The holder ol 


were brand new, 


manufactured typewriters. 
the ticket was to guess which of the ma 
remanufactured and which 


chines were 


were new ones. The cards of each guesser 
were recorded and placed in a box and kept 


ntil Saturday night at eight o’clock, when 


lb ii 


over to the committee 


Kimball, 


turned 


J. M 


they were 


composed of pr prietor of 


the Kimball Shorthand School, C. H. Hun- 
ter, advertising manager of the Elliott 
Fisher Co., Harrisburg, Pa., and Evan 
Johnson of Office Appliances. The cards 
having been arranged, the committee audit 
ed the count. 

It was found that 5,501 guesses were re 
corded. Of these 2,458 guessed correctly, 
that is to say that this number identified 
the new machines. The remainder of 3,043 
persons singled out remanufactured ma 


chines as the new ones In other words, 
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this number of persons were unable to tell 
the machines apart. 

After the cards had been verified, the 
committee had them put in a box and five 
of them withdrawn. The fifth card was to 
be the winner. The lucky holder was Miss 
Clara Stevens, of Jersey City, N.(J., 
as she was not in the crowd which awaited 
the committee’s decision, she was directed 


eM 


] 
se 





BOOTH ARRANGEMENT, FOURTEENTH NATIONAL BUSINESS SHOW. 


by the Wholesale Typewriter Company to 
call for the machine to which she was en- 
titled. 





The Commercial Utilities Company, 
Boyd H. Fuller, Manager, 632 W. Sixth 
street, Los Angeles, California, are now 


well located and are prepared to handle 
all kinds of office specialties. The com- 
pany is open for propositions from manu- 
facturers, to cover the California territory 
exclusively. Manufacturers desiring rep- 
resentation in that city should look up this 


concern. 
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BUSINESS SHOW EXHIBITS DESCRIBED 


ADDRESSING MACHINE COMPANY, Buf- cipally devoted to the demonstration of Gold- by means of which it is possible to secure an 
falo, N. Y.—D. IL Wheeler, New York sales man’s Arithstyle, a stylus-operated pocket add which is purely automatic in its operatior ind 
manager, was in charge, assisted by New York ing machine The machine possesses many accurate count of items accumulated in the 
sales force, and exhibited their tag addressing features of merit, and Mr. Goldman in his en- ~* machine With the Barrett it is also possible 
machines, the purpose of which is to produce ergetic way had little trouble in demonstrating to show proof of calculations without repeating 
quantities of addressed shipping tags rapidly its high practicability and usefulness in ordi- the operations The Barrett Adding Machine 


demonstrated to be eminently suitable for 
the use of bookkeepers and others, whose work 
often demands a relatively small, convenient 


and conveniently. The .type for printing the nary office computation. This company is was 

tags are set mechanically by an ingenious largely interested in the exportation of Ameri- 

mechanism, and the actual addressing is done can office equipment goods, having many valu- 

at high speed. able foreign connections. machine which does not take up too much room 

ADDRESSOGRAPH COMPANY, Chicago, II. AUTOMATIC ENVELOPE SEALING AND on the desk and may be moved conveniently 
in STAMPING MACHINE COMPANY, Provi- ‘rom place to place. 


J. T. Whitehead, New York manager 
charge, assisted by F. E. Hazard, E. C. Hawk- dence, R. I.—Exhibit in charge of Donald Jack- BAIRD ELECTRIC COMPANY, Chicago, Ill 
inson, C. J. Welford, Kenneth McGregory, 8S. N. son, general manager, showed their new model —Exhibit in charge of G. C. Dent, showed a 
Lovelace and Samuel Weiss, exhibited a full Envelope Sealing and Stamping Machine, on complete line of Baird time stamps, including 
line of the products of the Addressograph Com- which they have reduced the price to $300.00. the Arrowgraph, which is a job ticket timer; 
pany, including their improved one-piece ad- This machine shows the result of the efforts the Factory Tempograph and the Baird Time 
dress plate, equipped with shifting tabs, and of this company to lower the cost of the man- Stamp This line has been on the market for 
with the card index feature. They showed also ufacture of the machine by cutting down the seventeen years; and owing to the unique de- 
a new Automatic Safety Devise designed to number of parts. They have accomplished con- sign of mechanism, there is no strain on the 
prevent injury to the hands of operators while siderable in this direction through the change bearings or clock when an imprint is made. 
using the machine. They also showed a ma- of mechanism in the stamp affixer. This is THE BATES MANUFACTURING COM- 
chine equipped with an auxiliary signal, de- the only machine: on the market in which the PANY, Orange, N. J.—F. A. Burnham, Jr., in 
signed for use in connection with the shifting moistener is applied directly to the stamp to _ charge, assisted by I. B. Gowen, showed a com 
tabs to assist in the routing of second class insure positive affixture. plete line of their products, including number 
mail matter to conform with the recent Post This machine seals and stamps 5,000 to 8,000 ing machines for various purposes, and also 
Office order which requires that all second class envelopes per hour, it is said, and is instantly combination numbering and dating stamps. The 
matter be classified and routed. adjustable to, perform either operation alone Bates products have been known to the trade 

The machines shown by the Addressograph or both in combination. for years. They are universally accepted as 
Company included the regular machine, the WALTER F. BARNES. New York.—Walter among the best the market affords. The line 
Automatic Envelope Feed Addressograph which F. Barnes in charge, assisted by Frank T has kept pace with modern ideas in every re 
prints 7,500 typewritten addresses per hour, the Barnes, Irving Barnard, Henry Doscher and spect and the machines show many refinements 
Office Graphotype, a machine for embossing Walter *Gibson, showed a complete line of and improvements which maintain their wonted 
type faces on metal plates, and the New Ad- desks, Office furniture-and fixtures, also a large high prestige. The Bates booth was a center 
dressograph “C,"" which is especially designed ine of office partitions:: They also had in their of much interest during the show 
to use one-piece metal address plates and is exhibit, which occupied the largest single space BECKETT PAPER COMPANY, Hamilton 
more especially intended, from its features of jn the’Garden, a model office, completely out- Ohio.—C. B. Forsythe in charge, exhibited their 
capacity and flexibility, to be used by large fitted with harmoniously selected sanitary fur complete line of Buckeye Catalogue Covers 
public service corporations such as gas and niture, equipped with all modern conveniences which they have been manufacturing for twenty 
electric companies, water companies, insurance and advantages, such as metal bottoms, dust years These covers are furnished in sixteen 
spre ge P palette teat ” proof compartments, ete. This display caused colors, four finishes and four weights 

1e display was of a highly interesting an . favor: . ¢ ‘ as ‘enter ’ sauiteteds = < none : 
practical = one and Pace. large patna Scale ge eee gens yet paca oo fia Bl RRO GHS ADDING MACHINE COM 
se ha Raa sete” a . . gee ais pie ; PANY, Detroit, Mich.—Ward Gavett, assistant 

ADV ERTISING & SELLING, New York.—A ited the show. Most people were much im- advertising manager, representing sales and 
F. Britton, circulation manager, in charge, as~ pressed by the model office, whose arrange- advertising departments of the Burroughs Add 
sisted by George W Hitt, exhibited copies of ment and appointments approached the ideal ing Machine Company, and H. C. Peters, dis 
their business and advertising publication. R BARRETT ADDING MACHINE COMPANY, | trict manager for New York, had charge of this 
C. Gilmore, president, was in attendance dur- Grand Rapids, Mich.—Glenn J. Barrett, presi- wonderfully interesting exhibit, assisted by a 
ing the week dent, in charge, assisted by Paul J. Barrett and large corps of salesmen and expert demonstra 

ARITHSTYLE COMPANY, THE, New York the New York sales force, showed the Barrett tors. The Burroughs Company manufactures 
—Henry Goldman in charge, assisted by the Nonlisting Adding Machine This machine em- eighty-six different styles of adding and listing 


New York office force Their exhibit was prin- bodies a feature known as the Item-coufiter machines, a large number of which were on 
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lisplay at the three adjoining booths occupied 
hy the company’s exhibit. Among the most 
interesting machines shown were the new type- 
writer-adding machine, the new calculating ma- 
*hine non-listing, the new~-calculating machine 
listing, the 17 column machine, and the visible 
Burroughs-Pike model. The booths of the com- 
pany were crowded afternoons and evenings 
with people interested in the wonderful mech 
anism and performance of these machines 


THE CARBON-LESS PAPER COMPANY 
New York.—Gilbert C. Lutz, vice-president, in 
harge issisted by M Boley, showed their 
newest development in Carbon-Less paper, the 


purpose of which is to make it possible to secure 
multiple copies of correspondence, records, and 


ther type or pencil written matter without the 


ise of ordinary carbon paper, copying presses 
or other accessories. This new paper is com 
posed of a black or blue base coated with a 
white substance which is removed by the 


impact of the typewriter type, pencil or stylus, 
thus producing the duplicate’ copies. The 
Carbon-Less Paper Company also demonstrated 
the utility of its goods for making duplicate 
adding machines, typewriters, etc., 
interesting each day a large and intelligent 
audience of people not heretofore acquainted 
with the many merits of the Carbon-Less lins 

THE COMMERCIAL SUPPLY COMPANY of 
New York.—E. W. Iles, manager. showed the 
Rapid Mail Opening Machine of Chicago, ar 
electrically driven device which opens envelopes 
at the rate of 20,000 an hour Other features of 
the display included Bowes’ Envelope Sealer, an 
electric device made in New York, and the 
multipost Hand Stamp Affixer manvfactured in 
Rochester. Mr. Iles was assisted by Clyde G 
Bryant of the Rapid Mail Opening Machine Co 
and by J. S. Bates of the Multipost Co. 

X BY X COMPUTING MACHINE COMPANY 
New York Konrad Brandt in charge, exhibited 
two styles of crank operated computing ma 
*~hines, the smaller being similar in many re 


records on 


spects to the familiarly known machines upon 
the market, but the larger having the added 


machine keyboard to 
factors in mathemat 


feature of a full adding 
be used in setting up the 
ical computations. These machines are manu 
factured in Germany, and Mr. Brand’s company 
‘ontrols the American selling rights 
COLUMBIA PHONOGRAPH COMPANY, New 
York ©. Brushaber, New York sales manager 
n charge, assisted by J W. Smith, George 
trabau, O. Kreunemauer, P,. K. Lyle, H E 
Baune and H. Dorian of the New York office 
showed their new model, which is said to 


desk 


ve the smallest and most compact dictatior 
machine yet placed upon the market. In their 
hooth, they had also an exhibition of various 
models Columbia Phonographs and Dicta 

phones from the first machine produced in 


Photos by American Photo Service Co., New York 
WHERE LARGE CROWDS TRIED TO DISTINGUISH 
TYPEWRITERS 
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1889, down to date. The old 1889 machine is of 
the treadle type, and was the first talking ma 
chine to engrave records upon the cylinder, a 
principle which every talking machine 
produced has employed. They report that busi 
ness has recently been unusually good, and that 
they large number of orders at the 
show. In the demonstration of the 
they had the assistance of Miss M. G 
the Dictaphone Company, and Mrs. H 
f H. W. Peabody & Company 


since 


secured a 
machines 
Shaw, of 
Baldwin 


CUSHMAN AND DENNISON MANUFAC 
TURING COMPANY, New York.—Arthur Dodge 
in charge, showed their complete line of office 
fixtures, including Ring Paper Clips, the L. E. B 
Paper Clips designed to hold firmly fifty to ons 
hundred sheets of paper, their new plate dater 
their Multi-Plex Numbering Machine and their 
other numbering machines and dating stamps 
as well as a full line of ink-wells, paper weights 
ete etc. In their booth they had in operatior 
an electric machine making ring clips at th 
rate of five hundred per minute, which attracted 
onsiderable. attention 


COMPANY, 
president, in 


DALTON ADDING MACHINE 
Poplar Bluff, Mo.—J. L. Dalton, 


charge, assisted by Oscar Muller New York 
representative and the New York sales force 
showed a full line of Dalton 10-key Adding 
Machines, including the new Dalton Electric 


which it is stated is equipped with the quietest 


running and most rapid motor of any adding 
machine at present upon the market This 
electrical feature adds greatly to the ease of 
operating these machines. During the week, 
demonstrations of speed and accuracy in opera- 
tion, by the touch method were given by Gov 
ernment Dalton Machine Operators from Wash 
ington. Wilbur Robinson, the well known speed 
expert of the ‘‘Dalton’’ demonstrated the touc! 
method of operating that machine, giving mar- 
velous exhibitions which fascinated large crowds 
of interested spectators 

The electric drive unit for Dalton Adding 
Machines first demonstrated at the Business 
Show this year, attracted a great deal of atten- 
tion It is not an electric Dalton but is a re 
markably silent, smoothly running motor op 
erating without jar, and so constructed that 
even a novice can attach it to any Dalton ma 
chine, or readily transfer it from one machin 
to another of the same make The 


motor is 
cord and socket to any el t! 
when hooked up to a Dalto: 


trarsiorms it 


ttachable by 
light circuit, and 
machine instantly 


driven to an electric drive machine 
THADDEUS DAVIDS COMPANY, New York 
J W. R. Merckle. president in charge ably 


issisted by L. E. Williamson, general sales man 


ager, Stephen T suckham, F. E. James, Mr 
Kline, Mr. Bates and three handsome ladies 
Davids Ink and the Thaddeus Davids Company 





MANUFACTURED THE MAGNIFICENT 


FURNITURE DISPLAY OF 
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are two of the oldest institutions in the Amer- 
ican business world. They had one of the hand- 
somest displays at the show, their exhibit con- 
taining a specially built case which cost $2,500 
to build in which they displayed a full line of 
their inks, and other products. One of the latest 
additions to the Davids line is their Signature 
Ink De-Luxe, which is an absolutely permanent 
writing fluid, made to retail at $1.50 per quart. 
Sales Manager Williamson states that while this 
ink retails at a higher price than ordinary inks, 
the dealer realizes as his profit from the sale 
of a bottle of it as much as the full amount he 
receives for a bottle of many other makes, 


DAUS DUPLICATOR COMPANY, New York. 

Felix F. Daus in charge, assisted by Ernest 
Daus, Leonard Daus and Leonard Katz, exhi- 
bited a full line of Daus Duplicators, including a 
new linen Duplicator Roll, which Felix Daus 
brought back from his recent European trip. 
This new roll will hereafter be a regular part 
of the Daus line. 

ELLIOTT-FISHER COMPANY, Harrisburg. 
Pa.—‘‘At the sign of the red arrow,’’ which bore 
the inscription “The Book-keeping Machine,” 
was displayed a battery of Book-keeping ma- 
‘hines, adapted to any line of business for any 
concern, large or small. Penless Book-keeping 
was surely an innovation. “Elliott-Fisher,’’ the 
book-keeping machine (your correspondent was 
told), ‘“‘is experienced on books like yours.” 

Elliott-Fisher Booth was captained as “‘in 
days gone by,” by Advertising Manager C. H. 
Hunter, assisted by a capable corps of assistants 
from the general office of the company, and the 
New York Sales Agency, all encouraged by the 
presence of General Manager Watt. Last, and 
also least, there was Miss. E/illiott-Fisher, 
whom Evan Johnson says is a real live mascot, 
and the soul of a book-keeper. 

The display of this company’s interesting ma- 
chines was one of the principal centers of at- 
traction, as the Elliott-Fisher booth always is. 
No display is ever more intelligently handled 


than that of the Elliott-Fisher Co. 
THOMAS A. EDISON, INC., Orange, New 
Jersey.—H. M. Seeley, New York Sales Man- 


ager in charge, assisted by Nelson C. Durand, 
general manager, showed a complete line of 
Edison business phonographs, including the new 
metal case instruments, which are said to be 
the most compact devices of the kind yet pro- 
duced, without the sacrifice of space on the 
cylinders for recording. They also showed Mr. 
Edison's latest invention, a moving picture ma- 
chine produced for use in homes. During the 
week they conducted their transcribing speed 
contest, which was won by Miss Lottie Betts, 


who wrote sixty-three words a minute net, using 
an Underwood typewriter, The second prize was 
taken by Miss Florence Smith, who wrote fifty- 
three words a minute, net, using a Remington 
typewriter. 


This contest was conducted by 





WALTER F. BARNES. 
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standard deduction of 
was made. 


the 
error 


Prof. Kimball, and 
five words for each 


COMPANY, 
general manager, in 
Seddon, of the 


Oo M. EWDARDS Syracuse, 
N. Y.—W. A. LeBrun, 
charge, assisted by Harry I. 
executive offices, and G. C. Stickler, New York 
manager. This was one of the handsomest ex- 
hibits at the Show. They exhibited steel furni- 
ture in mahogany, golden oak, Circassian wal- 
nut and other finishes, featuring two articles, 
a combination steel chiffonier and secretary, and 
a bureau, both finished in imitation of mahog- 
any and equipped with French bevel plate mir- 
rors, which are parts of a $50,000 contract 
awarded to them by the Navy Department for 
battleship furniture. 


This display attracted much attention 
Samples of furniture were shown of unusually 
high standard, every piece being of the finest 
workmanship. Steel office cabinets of every 


type was shown, also steel tables in such exact 
duplication of oak and mahogany finish that no 
wood 


one could tell the difference between the 
and the steel except by interior examination. 
ELLIOTT ADDRESSING MACHINE COM- 
PANY, Boston, Mass.—B. E. Smart, New York 
manager in charge, assisted by H. B. Elliott, 
general manager of Boston, Mr. Glover, Chi- 
cago, and Mr. Anderson, of Boston, and the 
entire New York sales force, showed a com- 
plete line of Elliott Addressing Machines and 
Stencil Cutters, including their $1,000 Wrapper- 
Cutter and addresser, which is capable of a 
speed from 80 to 100 impressions per minute 


Their auto 
were 


and their key-board stencil cutter 
matic inking machines and other 
also exhibited. 

ELLIS ADDING TYPEWRITER COMPANY, 
Newark, N. J A. L general manager 
in charge, assisted by L. O. Ritter. This com- 
pany exhibited their two lines of machines, their 
transit machine for banks, and their double 
accumulater designed for the simultaneous ad- 


dev ice s 


goyce, 


ding of two columns of figures. The products 
of the Ellis Company were among the most 
talked of at the show, and their exhibit was 
particularly well attended. The company had 


just opened its New York office at 177 Broadway. 

FELT @& MANUFACTURING 
COMPANY, DeBerard in 
charge, assisted by J, C general man- 
ager, Chicago; M. O'Brien, Ranson, O 
Tesar, R,. J. Detgen, W. D. Gibbins, E. E. Cat- 
telle, J. Bannon and other members of the New 
York sales force, showed a full line of Compto- 
meters, to gave expert demonstration of speed 
and scope of the machines. 

FIREPROOF STEEL FURNITURE COM- 
PANY, THE, 372 Broadway, New York.—This 
company showed a fine and very attractive line 
of steel filing cabinets in a wide variety of 
different designs, and for a large number of 
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uses, embracing a wide range in steel equipment 
of this character. 

FLEXOTYPE COMPANY, Burlington, N. J 
F. C. Yale, the New York manager, in charge, 
assisted by J. W. Valiant, T. C. Jones, F. R. 
Burnham, Harry Cohn, and J. A. Finigan, of 
the Washington Flexotype Branch. S. A. Nei- 
dich, president, was also in attendance part of 
the week, but it was stated that Mr. Neidich 
could not remain, nor could the other officers of 
the company attend, owing to extremely heavy 
pressure upon the manufacturing department. 
They showed the full Flexotype line, consisting 
of their ribbon and direct ink printing com- 
bination machines, their automatic type-setter 
and distributor, and their automatic feed, which 
it is stated is the only absolutely automatic 
paper-feed yet devised for upon this 
of machines. One of the features in connection 
with the Flexotype is the low cost of supplies, 
the company’s estimate being that it but 
about 3 cents for supplies to produce im- 
pressions. 

GRAHAM-CHISHOLM COMPANY, New York 

Graham, president, in charge, ex- 


use class 


costs 


1,000 


Thomas J. 


hibited their full line of loose leaf systems and 
devices, including the G. C. Steel Binder, the 
Triplet Expansion Binder and the Wood Quick 
Index. The company also featured the C. S. & 
R. B. Co.’s line, in which is included loose leaf 
devices for every purpose. The booth was one 
of the busiest in the Garden. 

GRABER CALCULATING MACHINE COM- 
PANY, New York.—John J, Harris, sales man- 
ager, in charge, assisted by the New York sales 
force. This company showed the only American 
made, crank operated calculating machine It 
is of absolutely springless construction, and it 
is said, comprises considerably less parts than 
other machines of its type now upon the mar- 
ket They also showed the Graber Adding Ma- 


chine, which they state is the smallest key- 


operated adding machine in the world 
GENERAL FIREPROOFING COMPANY, 

exhibit, in charge of Mr. Bierschenck, showed a 

of fireproof filing cabinets, 


very complete line 

safes with adjustable interiors, letter and docu- 
ment files, vertical letter files, card files, 
shelves, etc. This display included steel office 
cabinets for every purpose, and the samples 
shown were not specially made for this occa- 
sion, but were taken from the company’s regu- 

‘ 


at 
any 


contains as gr 
standard as 


lar stock line—a stock which 
a variety and is of as high a 
line in the country. 
HAMMOND TYPEWRITER COMPANY, New 
York.—C, O. Gardner, general. sales manager 
in charge, assisted by the New York 
force, showed a complete line of Hammond ty; e- 


sales 


writers, designed for a wide range of efficient 
work, and to write in practically every known 
language. Not the least interesting of the ma- 


chines exhibited by the Hammond Company 


SPOTS IN THEAN ESPECIALLY 


BUSIEST 


ATTRACTIVE 


was their new reversible carriage machine Ir 
this machine the escapement is so constructed 
that the carriage can be driven in either dire¢ 
tion at the will of the operator, thus making it 
possible to write Hebrew, Persian, or Arabia 
in all of which languages the reading is done 
from right to left. This booth was very beaut 
fully arranged While it was uniform in gen 
eral decoration with the other booths in the 
Garden, the company had beautified it wit 
palms, rugs and other little features of decora 
tion which made it most pleasing and attr 
tive. Information regarding the Guessing Cor 
test on the Hammond typewriter will be found 
in another part of this report 

THE HOWIESON CALCULATING MACHINE 

New York.—J. Attridge M n ir 


COMPANY 
assisted by the New York office for 


charge, 


showed their calculating machines, whi ire 
designed to be easily attachable to typewriter 
machines of various styles. This is one f the 
very latest developments in this class of offi 
devices. The company issued an ittracti 


booklet, and the management took occasion 
compliment the Business Show Compa o! 
several occasions upon the highly satisfactor 
results they were obtaining throug! 


hibition 


C. HOWARD HUNT PEN COMPANY, ¢ 


den, N. J.; BLAISDELL PAPER PENCIL COM 
PANY, Philadelphia, Pa DE-LONG HOOK & 
EYE COMPANY, Philadelphia, Pa J t 
cupied a permanent space at the show 
Messrs. H. R. Bitner, J. A. Quinr H. R 
Harrar in charge During the w L. \ 
Hawkes, general manager of the C. H 
Hunt Pen Company, was in attenda! 
concerns showed a complete line ot 
holders, paper clips, paper pencils 

THE INDEX VISIBLE COMPANY Ne 
Haven, Conn Albert I. White in e¢} of \ 
General Manager Herbert W. Fisher, ex te 
their new Visible Card Index, the ventio1 
Prof. Irving Fisher, of Yale University rhe 
construction of the index fixtures 1 irds 
used in this system render visible at tl 
time thousands of index cards, and the 
facturers estimate that it is seventy-five 
cent faster for reference purposes t 
dinary card index used in a drawe! 

KALAMAZOO LOOSE LEAF BINDER 
COMPANY Kalamazoo, Mic} R I Poole 
manager New York office, in charge sisted 
by George P. Wigginton, general ma ‘ Vir 
Hanley, Mr Sweeney, Mr. Corcoran nd M 
Dunn of the New York office Mr. Hat w 
their Washington representative MM : 
attendance They showed th reg Ka 
mazoo Binder which has met wit gratifying 
success throughout the country, toget A 
all their supplementary lines, including the 


also new 
Binds = 
loose leaf world nd 


spring style A Binder, and 
known as the Kalamazet 
innovation in the 





DISPLAY WHICH WAS CROWDED AT IMES 








excellently received by the purchasing publi 
notwithstanding the fact that before the show 
the company had not exploited it or shown 


samples 


LIBRARY BUREAU, Ilion, New York.—James 


N. McCord, New York manager, in charge, as 
sisted S. T. Russell, president, llion, New 
York; A B. Russell, supt.; Mr. Montgomery 
of the Philadelphia office; the New York terri 
torial managers, and the New York office force 
They showed a complete line of wooden and 


steel filing ibinets in various finishes. One of 
the newer additions to their line, the Demi 
Unit, whi is but half the size of the stand 
featured, in both vertical and 
stvles 


ard unit was 
horizontal 

MEACHAM ADDRESSING 
PANY, New York George W 
dent, in charge, assisted by A. Hodgson, Jay 
Fox and Seymour Solomon, showed their No 
addressing machine for addressing envelopes, 
etc., their combination 
machine and addresser, which 
minute. All the 


MACHINE COM- 
Meacham, presi- 


postalcards, also 
wrapper-cutting 
dev elops 1 speed of 125 per 


machines of this company operate with fa 
simile typewritten stencils which may be pre 
pared upon any office typewriter, without spe- 
cial attachments 

W. A MORSCHHAUSER COMPANY, New 
York W \. Morschhauser in charge, assisted 
by George Morschhauser and the New York 
sales force, showed the complete line of mil- 


lionaire calculating machines, including the new 
driven machine 

METHODS COMPANY, Detroit 
advertising manager in 
this business 


electrically 
MODERN 
Mich John 
charge dist 
magazine 
MONTAGUE 


Ferguson, 
ributed copies of 


MACHINERY COM- 
PANY, Chattanooga, Tenn.—E. E. Mills, New 
York manager, in charge, assisted by 
Lloyd R. Stoner, of Chattanooga, general sales 
manager, and G. E. Burleigh, special represent- 
ative, also the entire New York sales force 
showed t new hand Typograph for emboss 
ing metal use in Montague Mailing 
Machines. They showed a new develop 
ment which -has been brought about by the 
recent ruling of the Post Office Department re- 
quiring publishers to route second class mail 
matter Through the use of this machine, the 


MAILING 


Sales 


plates for 


also 


routing is done automatically. They exhibited 
also a complete line of their office machines, 
new style metal address plates, and steel filing 
cabinets for addressed plates. Their hand-ad- 


dresser was also in evidence 

OSCAR MULLER COMPANY, New York 
Oscar M president, in charge, assisted by 
the New York sales force, exhibited the Tim 
and Unitas calculating machines. These ma 
chines aré ade in Europe, the Muller Company 
having the exclusive American selling agency 
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computa 


With the 
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tions, and to show proof of all factors after 
e operation has completed 


for same 


been 


NATIONAL CASH REGISTER COMPANY, 
Dayton, Ohio.—M. G. Keith, manager New York 
office, in charge, assisted by S. H. Van Horn 
in charge advertising display department, 


showed a complete line of National Cash Reg- 
isters for various uses, including the National 
office register, designed to furnish protection in 
handling office transactions, without disturbing 
present methods of book-keeping or filing. This 
register prints on an inserted slip a record of 
the transactions, and is built to take care of 
from one to nine departments, it being equipped 
with nine separate totalizers, and will show in- 
dividual records of from one to nine employes. 
The National company also showed models of 
their counter and drawer register on the hotel 
checking systems, cash and credit systems for 
department stores, including their O. K. en- 
velope systems. During the entire week the 
National company conducted a series of lec- 
tures in the Concert Hall, at the Garden, at 
which was shown Kinemacolor pictures of their 
factory and of National machines in various 
stages of manufacture; their gardens 
and other points of interest in and around Day- 


boys’ 


ton. It is interesting to note that these pic- 
tures are the first Kinemacolor pictures ever 
taken in America 

NATIONAL ENVELOPE SEALING AND 
STAMPING MACHINE CoO., Boston, Mass 


Cc. E. Skerry, president, in charge, assisted by 
Alfred Hall, general sales manager, and Mr 
Burt, New York sales manager, showed the 
new model National envelope sealing and 


stamping machine, capable of a sealed and 
stamped output of four thousand an hour 
This machine automatically stamps and 
counts, using the regular government perforated 


seals, 


rolled stamps. They also showed their hand 
stamp affixing machine with latest improve 
ments. They state they will be prepared to 


make deliveries of the combination sealing and 
stamping machine within thirty to sixty days, 
as within that time, their new factory with a 


daily output of one hundred machines will be 
completed. 
L. D. NELKE, New York.—L. D. Nelke in 


York sales force, 


showed a complete line of advertising signs 
NEW YORK COMMERCIAL, New York 
Albert Lewis, of the advertising department, in 
charge This is the only New York daily 
which lent to the show its support and influ- 


ence by occupying a regular space at the Gar- 
den. 

NOISELESS TYPEWRITER COMPANY, 
New York.—General Sales Manager L. D 


Camps, in charge, assisted by W. F. Sroufe and 


43 


the New York sales force attracted universal 
attention and generous approval with their 
exhibit of Noiseless typewriters. These ma- 
chines, true to their name, operate without 
clatter, produce beautifully aligned work, and 
are capable of extremely speedy operation. 
The “Noiseless’’ booth was immediately on the 
right of the entrance. It had no overhead deco- 
rations, and was equipped with handsome ma- 
hogany desks, tables and chairs. A few Noise- 
less machines were displayed on mahogany 
typewriter desks. At the night session all the 
gentlemen connected with the company's 
booth appeared in semi-evening dress. 


THE OFFICE APPLIANCE MANUFACTUR- 
ING COMPANY, Providence, R. I—George 
Kohlstede, general manager, in charge, assisted 
by T. C. Chapman, exhibited the White Stamp 
Affixer, with newly designed fitting table; by 
which they state the speed of operation of the 
machine is increased 25 per cent. They also 
showed the Memograph machine, a small de- 
vice, built somewhat on the lines of a Tempo- 
graph Register, and designed for use in record- 
ing telephone messages and other memoranda 
in duplicate. 

OFFICE APPLIANCES, Chicago, Il.—This 
booth was in charge of Evan Johnson, presi- 
dent of the Office Appliance Company, pub- 
lishers, and C. H. Everly, New York manager, 
with a corps of assistants. Here was shown 
Office Appliances, the 160-page monthly maga- 
zine of office equipment, carrying exclusively 
the official program of the Business Show, clas- 
sified and illustrated, together with a large 
number of articles descriptive of new machines 
and devices, personal news, general informa- 
tion of the field, etc. The advertising pages of 
Office Appliances each month form a most valu- 
able directory of live office equipment manufac- 
turers. 

OFFICE OUTFITTER, Chicago, Ill.—L. B. 
Mackenzie, president, in charge, assisted by 
J. B, Sharpe, advertising manager; A. T. Leach, 
sec’y. and treasurer, and Wesley A. Stanger, 
editor, exhibited copies of their periodical. 


THE O. K. MANUFACTURING COMPANY, 
New York.—Paul Fisher, sales manager, in 
charge, exhibited their complete line of sta- 
tionery, their well known O. K. paper clip, their 
economical dustproof inkwells, their magazine 
erasers, the latter which are made for use in 
erasing pencil, typewriter, ink, etc. An inter- 
esting feature of this display was a machine 
which was installed at the booth, manufacturing 
the company’s famous clips. 


POSTCRAFT COMPANY, New York.—A. 8. 
Curtis, vice-president; S. S. Smith, treasurer, 
and W. E. Davenport, secretary, in charge, as- 
sisted by seven demonstrators. They showed 
the new model Postcraft stamp _  affixers, 
equipped with several new features, principal 
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Photos by American Photo Service Co.. New York A DISPLAY OF BEAUTIFUL STEEL CABINETS \ DISPLAY FROM WHICH EVERYONE CARRIEI 
AWAY SOME GOOD IDEA 


BUCKEYE COVERS CAUGHT THE CROWD 


among which were the new safety device to York office, and E. D. Dorsey, of the Philadel- distinguishing between ‘Dear Sir, Dea 
protect the stamps from theft, and the new phia office, in charge, exhibited the Belknap Madam, ind “‘Gentlemen.’”” The machines are 
stamp feed which ensures the absolutely accu- Addressing Machine, which operates in connec- also equipped with automatic skip tabs. They 
rate severing of the stamps. They also showed tion with the new facsimile typewritten stencil also showed their new proofing device, by the 
a new device, which will shortly be incorporated produced by the use of any ordinary typewriter use of which it is possible to take proofs and 
in the machines, the purpose of which is to without special attachment. The tapid Ma- correct forms without placing them upon the 
automatically eject the envelopes from the ma- chine Company produced and exhibited at the machine for the purpose With the new mod 
chine after the stamps have been affixed show a new device designed to assist publish- els, electrotypes can be used to advantage or 
‘ . ‘ ‘nats . - ers in routing second class mail to conform set forms. The company announces it wil 
PRINTOGRA PH COMPANY, LaCrosse, Wis to the recent post office ruling. One interesting shortly bring out its new type distributing fea 
—W. 7. Anderson, New Tork sales eee ON feature of this exhibit was a test of the dura- ture 
charge, assisted by the New York sales force, bility of their typewritten stencil. Running 
showed the latest model potanegrage Guptieat- constantly, a Rapid Addressing Machine pro- ROYAL TYPEWRITER COMPANY New 
EE rg yg » dah —_ _— — ms gl duced 54,583 impressions and left the stencil in York.—J. S. Stewart, New York manager, ir 
g s s possible to produce co yjlete form = ' tes charge, assisted by Mr McGrew advertising 
letters, with individual name, address and salu- gees apap me } manager. and the entire New York sales force 
tation filled in. It is claimed that these are H. J. REYNOLDS COMPANY, Chicago, III The Royal Typewriter Company returned to the 
the only duplicating machines at present upon ©. G. Ryan, general sales manager in charge, pusiness Show arena for the first time since 
the market capable of producing the signature 4ssisted by Dr. H. J. Reynolds, president, ex- their spectacular exhibit of 1908, and w ie thes 
in ink, with the title below the signature hibited the Reynolds Hand Envelope Sealer did not present anything quite ‘0 se] ations 
They also showed their new Automatic Gravity and the Reynolds Electric Envelope Sealer as their last exhibit, they did have a most 
Type setter, which is designed to render less The latter machine practically doubles the out- unusual and interesting display in inom 
laborious the composing of forms for use upon put of the operator by enabling him to feed minis thtevent camteeed-tm tha Maw Medel five 
the Printograph envelopes into the machine with both hands which was exhibited here for the first time 
‘ a . ‘ me at the same time In construction, it is sub- neste tne Jeced oe ne seal ae 
PROUDFIT LOOSE LEAF COMPANY, Grand stantially a double Reynolds hand sealet ee ae eee ees oe ees 
Rapids, Mich.—M. C. Green, New York man- ROGERS itd Lage eae a ; rently with the opening of the Business Show 
ager, in charge, assisted by R. B. Powell, Paul 7ERS ADDRESSER COMPANY, Chicago, The new Royal shows a number of marked im 
Revere, L. P. Flynn and Harry Atkinson, of the rl Dexter Fairbank, president, in charge, as- provements over the former machine nost 
New York office; Mr. Spring, of Philadelphia sisted by Livingston Fairbank, vice-president. notable among the new features being the tw 
and Chas. L. Field, of Boston. showed a full R L Evans, general manager Davydd ¢ color ribbon attachment, the back-space key 
line of the well-known Proudfit loose leaf de Hughes Baral P.. Arberg, BR. M. Knight, J Bohm the tabulator and a number of improvements 
vices and supplies, including ledger binders, and L. C. Cunard, showed the new Rogers Com about the paper-clamps, carriage, et« A unique 
minute books. catalogue binders. transfer bind bination Duplicating and Addressing Machine, feature of the Royal exhibit was the arranges 
ers, etc., etc. During the week, W. S. Proudfit, CONSISTING of a rotary type duplicator and ad ment of machines for demonstration purposes 
ef the home office. was in attendanc: dressing mechanism utilizing individual metal A number of Royals were displayed on revolv 
type address plates The machine produces ing pedestals stationed along the boundary line 
THE RAPID ADDRESSING MACHINE COM complete form letters with individual names of the boot 1 demonstrator was assigned t 
PANY, New York.—C,. M. Eakin, of the New iddresses and salutations filled in, even to the each machine ind thus it was possible t 


S 





Photos by American Photo Service Co., New York HENRY GOLDMAN CONJURED THE CROWD WITH TWIN GRIP FASTENERS AND HUNT'S ROUNI 
THE INDEX VISIBLE WAS IN GREAT FAVOR THE ARITHSTYLE POINTED PENS INTERESTED THE VISITORS 
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Photos by American Photo Service Co., New York. 

DETAIL OF OVERHEAD DECORATION OF UNDERWOOD BOOTHS STRIKING DISPLAY OF NATIONAL CASH REGISTERS 
demonstrate to hundreds of visitors as they which they supply to their agents and repre- and showed some remarkable sa es 
passed up and down the thronged aisles. The sentatives. produced upon them. 
loanes aah nouvente land nanclio, ai at chun «°c. SPIRO MANUFACTURING COMPANY UNIVERSAL STAMPING MACHINE COM 
were eagerly accepted by the tel po New York.—This company made an interesting PANY, New York.—W. H Bowes president 
terious clock, running apparently without works display of the Rapid Pencil Sharpener, demon- charge, assisted by P. P. Williams and F. E 

3 Mises : . : strating the rapidity, durability and simplicity Poor, of the New York sales office ite 

or motive power, attracted much attention, and f that well know achine which retails at ; their machines for cancelling stage st < 
was the object of considerable curiosity, as was = —_ me —— oa oaggee ae =“ Torna = s : — ap ee « nny po Macnee 1 
also an electrically driven gigantic reproduc- moderate price. Members of the aoa and ~~ the — 90 eg vactag ar were 
- . of the sales force, were in charge of the booth, These machines are also designed t he used 
tion of the Royal escapement. Royal officials hi : : : : " . . °: 2 ‘ 

- ¢ which was a center of considerable interest for endorsing checks, stamping time f receipt 
expressed themselves as highly gratified with upon incoming mail, etc. They “= shows 
the showing of the Royal Five on the occa- SYSTEM COMPANY, CHICAGO.—Exhibit in their card pa ” machine. i - i ind- 
sion of its first bow to the public. charge of H. E. DePuy, New York manager of operated device by means of wl ich i re 

Particulars of the guessing contest on Royal Premium Department, assisted by J. T. Lange, Gnietios of canta can be accor pl ao 
typewriters is given in another part of this re- exhibited numbers of System and Factory; also” tne ytmost facility 
port. sets of the Business Men’s Library, and their UNIT STEEI CABINET COMPANY New 
SANFORD & BENNETT. 51 Maiden Lane, new Three Volume Publication, “The Business este Sencen o Sieters aamaiet a + cy 
New York.—Alonzo Walling, general manager, ©°'Tespondence Library. ager in charge. assisted by E M. Landsberg 
in charge, manufacturers of Commercial Foun- TRANSPORTATION UTILITIES COMPANY, and H Ww Ehler, showed samples 
tain Pens, exhibited a complete line of their New York.—R. H. B. Fuller and R. Hoyt Sloane new Unit Steel Cabinets in various siz ind 
products, consisting of non-leakable, self-filling, in charge, exhibited the Liner Elapsed Time finishes, including card units, document units 
premium and other pens. Every pen manufac- Recorder; a new device for producing starting personal letter files, pay envelope units They 
tured by this company is constructed of selected time, stopping time, elapsed time and wage also showed a new device known as e Post 
materials. The barrels are hand turned Para cost. The Liner Elapsed Time Recorder Com- Office and Safety Deposit Unit,’’ equipped wit! 
rubber, and are fitted with full weight 14 carat pany which originally placed this machine upon lock and key In their exhibit was included 
gold nibs tipped with native iridium. Besides the market have disposed of their entire in- a desk consisting entirely of a card unit systen 
regular fountain pens, they snowed tneir pat terest in same to the Transportation Utilities THE WHOLESALE TYPEWRITER COM 
ented Gravity stylographic pen. Company, but retain the jurisdiction of the PANY, New York.—W. W. Ramer, president 
SAUNDERS SEALER COMPANY, Boston, marketing of the machine. in charge, assisted by Fred Lawson and C. E 
Mass.—W. M. Whitten, president in charge, as- UNDERWOOD TYPEWRITER COMPANY, Sturm, showed a compiete line of re-manufa 
sisted by Mr. Brew, 261 Broadway, New York, New York City.—J. E. Neahr, George Button tured typewriters of all makes. The special at 
showed the Saunders Sealer, an ingenious de- and Frank A. Robinson in charge of the type- traction was the guessing contest. Two new 
vice for sealing envelopes by hand. They also writing, billing machine and calculating ma- typewriters, and two re-manufactured machines 
showed the Hall Stamp Affixer, a small and chine department, and S. T. Smith, Jr., in charge were exhibited numbered from 1 to 4, and the 
inexpensive device for moistening and affixing of the duplicating machine department, assisted object was to guess which was whi Five 
postage stamps to mail matter. by the New York sales force. They exhibited thousand five hundred and one votes were cast 
SIMPLEX LETTER OPENER COMPANY, their typewriting computing machine, which will two thousand four hundred and (fifty-eight 
New York, N. Y.—Alexander Ortlieb, president, take care of all commercial statements, which guessing correctly and the remainder incor! 
in charge, exhibited two models of the Simplex require to be added horizontally, vertically, or rectly As these tickets have a trade value of 
Letter Opener, one opening envelopes in sizes both; their computing machine in connection with $3.00 each, they represent an output by the 
up to six inches in width, and the other for en- the Underwood Billing Machines, for regular Wholesale Typewriter Company of $16,503.00 
velopes up to twelve inches. They also ex- posting and bookkeeping work, also the Anderson On the last night of the show a drawing was 
hibited one of their larger size models mounted Automatic Carriage Return, and a full line of made for a prize of a re-manufactured type 
upon a table and equipped with an operating correspondence and billing machines, as well as writer. The committee in charge of the draw 
foot treadle, designed to increase speed of special wide carriage machines, for statistical ing were Prof. J. N. Kimball, of the Kimba 
operation by leaving both hands of the operator and other work. They showed also the auto- School, Evan Johnson of “Office Appliances 
free to handle the letters to be opened matic Underwood, a machine operating some- and C. H. Hunter of The Elliott-Fisher Com 
Cc. E. SHEPPARD COMPANY, New York what upon the principle of a piano player, for pany Miss Clara Stevens, of Jers City, was 
T. N. Bawn, in charge, showed their Ready producing individually written form letters with the holder of the lucky ticket The Company 
Made Accounting System, and loose leaf forms changes of name, address, and salutation. They report sales greatly in excess of those at an 
and binders for different commercial purposes, also showed the adaptation of this machine to previous show, a number of cash sales having 
together with their steel ledger binder, and a addressing work. The duplicating department been made Further particulars of tl) guess 
full line of their advertising circular matter exhibited a full line of Underwood Duplicators ing contests will be found upon anothe oe 





IMPORTANT TO SUBSCRIBERS 


The new Post Office regulations provide that copies of papers mailed to any Post Office and not delivered 
because of change of address, shall be returned postage collect to the publisher. One or two copies for 
October have been returned on that account. Subscribers changing their address should notify the publisher 


at once, so that change may be made on the stencils. 


























THE INTERNATIONAL TYPEWRITING 


XOM the standpoint of public interest 
was no feature of the 1911 Bus 
could 
These were 
hall 


seats 


there 
iness Show’ which compare 
with the typewriting contests. 
held, as before, in the large concert 
over the main entrance, and galleries, 
and aisles were insufficient to contain one 
half the number of those who tried to gain 
admittance. The old 
gives a fair idea of the situation, if 
packed “heads up.’ 


“regulars” 


simile of “sardines in 


a box” 
sardines were only 
And it was not the 
ed the main floor of the 
discriminating audience, watching with in 


who crowd 


Garden; it was a 


tense interest the pulling of each sheet from 


the machines, and applauding to the echo 


any seeming advantage gained by the op 


erator with whom they were acquainted, 


Every com 
fifty 
was on the floor and hun 


machine they favored. 
mercial school 
New York City 
dreds of bright-eyed stenographers watched 


or the 


within miles of 


man 


with envy the seemingly easy task of turn 


more than one hundred words per 


and they went home primed with a 


ing off 
minute, 
determination to come closer to that “hun 
dred” mark than they had ever come before, 


or die in the attempt 


There is little to say about results—the 
tables show just what was done. In the 
amateur contest and in the professional! 


contest all former records were smashed 


112 words per minute for the hour is prob 


ably the fastest writing ever done by mot 
tal man under the trying conditions of a 
contest, and has seldom, if ever, been bet 
tered in the quiet of the practice room and 





CHARLES H. GORSLINE, Member Board of 
Judges, Typewriter Contests. 


CONTEST OF 1911 


under the most favorable surroundings 


Blaisdell is certainly “some writer.” 


And so are they all. Gus Trefzger, who 
1 


won the amateur contest, has labored long 
for that honor, and none too long, for Miss 
that he 


the novice 


Owen was so close to his heels 


could hear her breathe. Oswald, 
winner, is a wonder; but sixteen years old, 
that the 


when asked to pin 


in short trousers, and so small 


chairman of the judges, 





PROFESSOR J. N. KIMBALL, Manager of 
Typewriter Contests and Member 
Board of Judges. 


asked if that was all 


He certainly will make 


the medal on him, 
there was of him. 

his mark in the typewriting world in the 
And so Miss 


Smith Premier novice, who wrote exactly 


future will Hurfurth, the 


the same number of words as did Oswald, 


nd only came in second because of a slight 


ndency toward inaccuracy. She will b 
heard from next year, you may be certai! 
ef that And speaking of accuracy, Miss 
Lottie Betts, with but three errors in 3,139 
words, shows what can be done in that line 


stunt can better be unde1 


that she made but three 


may be the 


St od by 


saying 


mis-strokes in writing over 17,000, and whil 


making those strokes at the rate of som: 
thing like ten per second 
In the Edison dictation contest ther 


were twenty entries, of which the ta 


gives the name of the three who made the 
highest records. Silver placques were the 
prizes for which these operators competed, 
and they were divided into two classes, one 
class being those who used the Edison 
Business Phonogriaph, solely, in their daily 
work, and the other class open to all with- 
out respect to the machines used. Miss 
Betts won the latter and Miss Florence 
Smith the former. 

One new feature was introduced in the 

professional contest which was extremely 
interesting; the correcting was done upon 
the stage and under the eyes of the entire 
audience. Phonograph records had been 
made of the matter used, and the correct- 
ors, with hearing-tubes in their ears, looked 
over the work and corrected the errors. 
Each paper was examined by four different 
persons, and then each error was submit- 
ted to a member of the board of judges 
for final arbitrament. 
Kimball, Gorsline, Pratt, Bot- 
tome and Kells constituted the board of 
judges, as last year, and the correcting was 
done by a trained corps of stenographers, 
including Miss Campbell and Messrs. Pratt, 
©’Hara, Rockstroh, Phelan, Richards, 
Guiremand, Zwick, Warburton, McGregor, 
Hoffman, Robinson, Graham, and 
others, most of whom have performed the 
same duty in previous contests. 


What Office Appliances Stands For. 

The question has been asked why Office 
Appliances fosters these contests, and there 
is no better place than here and no better 
time than now to answer that question. 


Messrs. 


Doran, 


Office Appliances stands for office - effi- 





R. A. KELLS, Member Board of Judges, 
Typewriter Contests. 
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P ciency and nothing Professional Contest, One Hour—Oct. 26, 1911. between seventy and 
Net Per : : a , 
else. It has a per Machine Name Words Errors. Penalty words. minute. eighty This would 
sonal interest in any  U.... H. O. Blaisdell..... 7,077 69 345 6,732 112 seem to be but the 
labor-saving devices ee Florence E. Wilson.......... 7,290 131 655 6,535 111 ordinary progress of 
, ; , ese Rose L. Fritz.. ‘ reéee 6,93 104 520 6,416 107 . 
advertised in its col- | Emil Trefager.............. 7,095 138 690 6.405 107 events, but it is not 
umns, nor in any per-_ U. J. L. Hoyt... 6,705 70 350 6,355 106 We feel no hesitation 
son operating any of Amateur Contest, 30 Minutes—Oct. 24, 1911. in stating emphatical 
those devices. Its © Gus R Trefager...........-- 3,191 “8 st 5,996 YS ly that this result 
. . “Dp U. Margaret B. Owen... 3,141 41 205 2,936 98 ' 7 
watchword is “Prog- U Bessie Friedman.... 3,139 88 440 2.699 90 this gain, has been 
ress,” and so far as Res Se. Ms 6 séGnwecen ss 2,519 3 15 2,504 83 made possible solely 
its influence “ it Ss. P aa Thomas Ehrich............. 2,718 51 255 2,463 82 aed pe ag thr +} 
. << goes = gp ude Leslie H. Wilson........... 2,836 87 435 2,401 » = aose wrung 
will encourage any- S.P.. Irma R, Kier..... 2,869 100 500 2,369 79 +the agency of the 
thing and everything S. -. Ruth Hurfurth bev eaecenee 2,544 62 310 2,234 74 contests held under 
“ i I tis Dorothy M. Linder. cennene 2,805 132 660 2,141 i2 ‘ 
which tends to the pcs. .Edith M. Hanford............ 2,418 99 495 1,92 64 the auspices of Of- 
uplifting of either 5S. P. ......Virginia Spickerman......... 2,245 110 550 1,695 56 fice Appliances, and 
1 2 * ......Jessica L, Johnston... 2,682 222 1,110 1,572 52 ne ene : 
—— eC len.. -Harriett Criss.............. . 2 150 750 1,539 sx Ss ‘the cirect ot 
ployed. The busi- Mon.......... ....»Helen MecMahon........... 1,961 33 665 1,296 43. growth of those con 
- . , ) ar? oe ae 0 er ee 2,665 281 1,405 1,260 42 
ness office of toda tests. 
d th ‘oy : ) 8s. P DEMOS TOWER. inc cccccccsees 2,329 218 1,090 1,239 41 Th 
d é d re 5 . . 5 f st wo ) 
and that of hity years Novice Contest, 15 Minutes—Oct. 24, 1911. re 6fArst two oF 
ago differs principal- U.. William F. Oswald........... 1,219 12 60 1,159 77 three contests hel 
ly and almost solely Ss. P Ruth Hurfurth Hea Coa nece eee 1,219 49 245 74 65 naturally brought be 
; Mon Ao a ere 1,139 58 290 849 7 ; : 
in what may be called py .Rose Bloom........... 1,171 68 340 831 55 fore the public ey: 
its “machinery,” the S. P.. Jessica L. Johnston......... 1,272 106 530 742 49 the writers who. at 
: . : . Rem Emma M. Domeneque........ 1,157 114 570 587 39 : . s 
things — will —_ Mon Emily Humphreys............ 811 130 650 161 11 that time, were ex 
advertised in the One Minute Contest—Oct. 26, 1911. perts in their line 
pages of this maga- Bcdeces H. O. Blaiadell.......-ccecees 112 l 5 107 [he typewriter mak 
zine, all of which [ rer ‘ - Emil rrefzger Sar ee yee 114 . 1¢ 104 ers, quick to see the 
: Be cater ny ee , Sree rere 112 3 15 97 : 
have but a single end w.. Es BB |, aaa ee 108 3 15 93 value of the advertis 
in view, the doing of U ....-Florence E, Wilson.......-.. 117 7 35 82 ing features, imme 
more and better Edison Transcribing Contest, 10 Minutes—Oct. 25, 1911. diately hired those 
, ‘ _ ee TTT Tee 709 16 80 629 63 55 ‘ 
work in shorter time. Rem Florence E. Betts........ 628 19 95 533 53 operators to make 
The typewriter has Rem Mies MeMOMMS: <....2..5..... 616 22 110 506 51 demonstration before 
but two points which schools and in public 
make it of any service in the business office- as it lessens the cost of the work done by offices; in the latter it influenced the sale 
it. That is an axiom, so far as the machine’ of machines directly, and in the schools it 


absolute legibility and speed. Legibility need 
because it an im- 


influenced the pupils seeing the demonstra 
tions in their choice of machine, and later 
in the introduction of that 


offices in which they were employed—for it 


itself is concerned, but as the machine is 
not human, as it needs someone to operate 
it, the human element must be considered 


considered, is 
possibility that typewriting 
other than legible, and therefore the prime 


not be 
should be 
machine int 





value of the machine lies in the fact that 


as well as the mechanical. 
of 


is a well-known fact that whatever machine 


three or four times as much work can be Ten years ago the business schools 

done upon it as can be done in longhand this country, upon whom the business man may be used in a business office the sten 
during the same time. Anything which depends fog his supply of employes, con- ographer eventually will have the say i: 
tends to increase this speed necessarily sidered a student well equipped who, upon the matter 

tends to add to the value of the machine graduation, could turn out thirty-five And these demonstrations straightway 








FRANKLIN P. PRATT, Member Board of 


Judges, Typewriter Contests. 


words per minute upon the typewriter, and 


a speed of fifty words was considered 
worth advertising. Today the same schools 
student reach at least 


point, and if any 


require that every 
the fifty-per-minute 


vertising is done it tells of those w ho write 


ad 














H. O. BLAI@DELL, Winner Professional Cham- 
pionship Contest; 112 Net Words Per Minute. 





WILLARD B, BOTTOME, Member Board of 
Judges, Typewriter Contest. 


UNDERWOOD 


WILLIAM F. OSWALD, Winner School Cham- 
pionship Contest; 77 Net Words Per Minute. 


upon the pupils 


In the early 


had their natural effect 
before whom they were made. 


days, when Miss Fritz wrote before a 
school at eighty words per minute, the 
youngsters who saw her, and who were 


dawdling along at fifteen or twenty, imme- 
diately began to wake up and wonder why 
they behind the procession, 
and an increased interest immediately took 


were so far 


posesession of every pupil and there could 
be and was but one result, a gain all along 
the line. 

And this gain means just as much to the 
business man as it does to his employe— 
The employe gets a better 
gets @ greater 
both time and 


it means more. 
salary, but the employer 
percentage of 
saved. 
Changes Suggested. 

All sorts of changes have been suggested 
as to the conducting of these contests, but 
view has 


work, and 


money are 


every case the end in 
We have been asked to 


in nearly 
been lost sight of. 


put in a Card Indexing Contest, and an 
Adding Contest, and _ similar schemes 
These are, as a rule, dependent upon the 
construction of certain machines and at 
tachments, and that is just what we have 


been carefui not to exploit. All such at 


tachments are good and are rightly adver 
for which 


tised and sold for the 


they are 


purpose 


designed, but we consider the 
a typewriter—the first 


machine as a 


typewriter only as 
and great element of the 
machine being its efficiency as a means of 
business correspondence. Our 


body of 


facilitating 
idea is to set before the great 
typists the figures which stand for the best 
that can be which 
all are interested, the writing of the 
lish language in whatever form it may be 


done in the one line in 
Eng 


and we believe this 
direct copying from 


necessary to put it in, 
can best be done by 
printed matter, presented in the best possi 
ble shape, and which shall neither be 


kindergarten nor technical, but the every 
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day speech of the ordinary business man 


That we have succeeded in our endeavor 
can easily be seen by examining the figures 
made in the competitions which have been 
Trophy, and 


2 at the 


held for the International 


which have been pushed from 8 
competition in 1906, to 112 in the compet! 
1911, and we 


tion held October 26, expect 


these figures will go much higher in the 
future 
Unquestionably _ the proprietors and 


teachers of commercial schools are in a 


position to know what has been the out 
come of our work for the past five years, 
and probably we express the opinion of the 
vast majority when we print the following 
telegram sent to Mr. Blaisdell the day after 
the contest and signed by Morton McCor 
mack of Chicago, president of the National 
Commercial Teachers’ Federation. 
“My most 
Your 


ambition, persistence and ability 


sincere and heartfelt congrat 
monument to 
You and 


deserve the 


ulations. work is a 


the company you represent 
thanks of every commercial 
world for the 
better work in 


school in the 


incentive you give to do 


more and typewriting.” 
The Edison Transcribing Contest. 
filled the 


Garden, 


thousand 
Madison 


At least a 
Concert Hall at 
October 25th, to witness the 


persons 
Square 
Edison Tran 
scribing contest, which is held yearly dur 
ing the annual business show in New York 
took their places on 
Edison 


Thirty contestants 
the stage, each beside an Business 
Representatives of the vari 
were 1! attendance 
of Thomas \ 


that all 


Phonograph 
ous typewriters used 
with the representatives 
were 


best 


Incroporated, to se¢ 
their 


Edison, 


satisfied with machines for the 
work 

J. N 
ternational 
of the Edison Contest; assisting him 
were six of the official counters employed 


contests M1 


Kimball, who has charge of the In 


Typewriting Contests, was 


judge 


in the Kimball 


typewriting 


UNDERWOOD 





LOTTIE E. BETTS, Winner Edison Transcrib- 
ing Contest; 63 Net Words Per Minute. 
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GUS TREFZGER, Winner Amateur Champion- 
ship; 98 Net Words Per Minute. 


instructed the contestants in the rules as 
follows: ; 

“Each contestant receives a wax cylinder 
containing 800 words of strange dictation 
by an unfamiliar voice made at a speed of 
one hundred words per minute. Ten (10) 
minutes transcribing is required from the 
word “Go” to the word “Stop.” For each 
error a penalty of five (5) words will be 
made. The contestant writing the greatest 
number of net words will be awarded the 
Edison Trophies.” 

The Edison Trophies exhibited were two 
large hammered silver shields mounted on 
oak. One trophy to be awarded to the win- 
ner of an Open-For-All contest, with no re- 
strictions concerning the contestants’ pre- 
vious employment. One trophy to be 
awarded to the winner of an Edison Tran- 
scribers’ Contest, restricted to those who 
earn their daily living operating only an 
Elison Business Phonograph. 

The winners were as follows: 

Lottie E. Betts. Open-for-all class. Un- 
derwood typewriter. Wrote 709 words, 
with 16 errors, representing 63 words net 
per minute. Florence Smith. Edison Tran- 
scribing class. Remington typewriter. 
Wrote 628 words with 19 errors, represent- 
ing 53 words net per minute. 

These results were made possible with 
the perfection of the modern Edison Busi- 
ness Phonograph. To dictate at 100 hun- 
dred words per minute and transcribe from 
this unfamiliar voice and strange matter at 
71 and 63 words per minute with less than 
3 per cent errors in ten minutes writing is 
indeed a wonderful performance for the 
individual and machines included in this 
cycle of operation from brain to type. 





To speak wisely may not always be 
easy, but not to speak ill requires only si- 


lence. 





Silence is a great peacemaker.—Longfel- 


low. 
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General Manager Barkerding of Mittag 
& Volger was host to a little company Fri- 
day night which included Mr. Bean of the 


Writerpress, Mr. Jared, Mr. Joyce, Mr. Jar- 
rett and Mr. Stafford of the Multigraph, 
Mr. Richardson and Mr. Newport of the 


Secor Typewriter Company, Mr. Morey of 
the Business Show and Mr. Johnson of 
Office Appliances. ~ Mr. Barkerding. gave a 
delightful little toast:to the company after 
which Joyce, the droll and whimsical, en- 
tertained the company with charm- 
stories in Southern dialect. 
x * * 


some 


ing 


the 
and 
with 


president of 
Stationers 


Millington Lockwood, 

National Association of 

Manufacturers of America, 

the throng in the Garden, Friday night. 
* * * 


mingled 


Peter McGregor of Ottawa, Canada, a 
direct descéndant of the skirted McGregor 
who planted the banner on the highlands, 
was a welcome visitor 
* * * 
Harry Pindar, now sales manager of the 


Union Ribbon and Carbon 
Philadelphia, was “in our midst.” 

* * * 
Fiske, a typewriter man from 
who is directing an 
business in Wilkes-Barre, 
Sooth his headquarters. 


Edwin S. 
back 


specialty 


way and now 
office 
made Convenience 
* * + 
Don E. Bailey of San Francisco, propri- 
etor of the Bailey Specialty Company, six 
feet tall and a live wire, registered at head- 
quarters. 
+ * + 
J. D. Newman, sales manager Multicolor 
Press Co., Fresno, Cal., attended the show 
each evening. 
¥ »* ~*~ 
J. S. Donaldson, assistant comptroller of 
the Pennsylvania Railroad Company, gath- 
ered interesting data during the week 


Company of 


AROUND THE GARDEN 


When Sales Manager George Ed. Smith 
of the Royal said to P. J. Ritter, the Royal’s 
manager, “P. changed 
your way,” Ritter replied, “Oh, no; I still 


weigh just 240.” 
x * x 


Boston J., you've 


The Belknap balloon races starting at the 
Rapid Addressing Machine Company’s 
booth and ending in the aviation grounds 
of Office Appliance’s booth was the best at- 
tended sporting event of the week. Man- 
ager Belknap made daily ascensions. 

* * * 
General Manager Durand of the Edison 


Company radiated gladness during the 
week. 

* * * 
Hunter does not 


It is as diffi- 


It is reported that C. H 
even leave the job for meals. 
cult to find him off the job as it is to catch 
a horse asleep. Horses do sleep, but no 
one has ever found one taking his siesta 


es os *£ 


The Rooter announced the fact that “the 
lady with the grand set of pipes who did 





the vocalizing accompanied by the band 
was Mary Garden’s sister—Miss Madison 
Square Garden.” 

* * * 


The Rooter, the show company’s daily, 
was one of the good features of the show 
The first edition announced the motto of 
the Rooter as “Go to it.” It was founded 
in 1910 by A. Mutt, edited by Kid Root, and 
published by Orful Dope. country 
produce, confederate money, mining stock 
certificates and Florida land would be ac- 
cepted, it was said, for subscriptions. The 
stuff in the livened 


things up. 


1oo 
Eggs, 


Rooter was clever and 
Copies were very much in de- 


mand 


\. A. De Flines, Jr., of Amsterdam, Hol 


land, was an interested visitor at the Busi- 


ness Show He is the grandson of the 
founder of the firm of Blickman & Sarto- 
rius, which has been in business in Am- 


sterdam for more than a hundred years 


2 a 


Amfil stickers showing the “black cat and 


key of perfection,” brought Amfil platens 
before the exhibitors and visitors at the 
Garden. 
* * x 

Registered at Convenience Booth, were 
Eugene Zimmerman, Moscow, Russia; 
Richard Hupperdsburg, Zurich, Switzer- 
land; Sidney Stott and son, Melbourne, 
Australia; Peter McGregor, Ottawa, Can- 
ada; Henry Schaier, Zurich, Switzerland; 


Robert Lienau, Manila, Philippine Islands; 


Richard Siegel, Berlin, Germany; Hugh G. 

Ardleigh, London, England; Francis L 

Impey, of London, and S. A. De Flines, 
Jr., Amsterdam, Holland 
* * * 

J. B. England, the Philadelphia manager 

of the Standard Typewriter Co., spent the 


week at the show, but left at half past nine 


each evening. J. B. says the excitement 
over winning the baseball pennant is still 
on, and that nearly all of the Philadel- 
phians stay up now until half past ten at 
night 
* * + 

Arthur E. Duhme, sales manager Ten 

acity Mfg. Co., Cincinnati, Ohio, spent two 


or three days at the show. 
oa aad * 


Francis L. Impey of London, England, 


Kalamazoo, brought an at- 


old England to t 


agent for the 


mosphere of good he ex- 


position 


+ t * 


G. Ashby Ivey, assistant purchasing agent 
Richmond, 


at the 


Virginia-Carolina Chemical Co., 
Va., placed quite a number of orders 


show 
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OFFICE 


London, October 20, 1911 
YPEWRITER and office appliance 
dealers in the United Kingdom are 


looking forward to a big trade 


hoom in the next few months. Indications 
are that general business will be brisk 
This, of course, always reacts upon mod- 
ern appliance business The wonderful 


season last year was an exceptionally good 


one and the coming period may show an 


other great movement. 
The 


this ccuntry with 


latest American typewriter to enter 
a view to sharing in the 
coming activity is the Standard, of Groton, 


which has now placed its British agency 
for the Standard folding machine. The 
agents here have been appointed in the 


Typewriter Company 
hand at the 


person of Tavk r’s 
\ few 


of writing 


machines are on time 


and a consignment of eighty 


more are on the Atlantic due to reach this 
country before the end of October. Agents 
are being appointed by Taylcr’s‘in the prin- 
cipal towns and the machine will be°sold 
The 


feature 


earlier publicity an- 
this 
5% pounds machine, its visible writing and 


at 63 shillings. 


nouncement the lightness of 


two colors. 

Some competition upon these lines is ex 
pected from the new model of the German 
Meteor that 


be carried 


This is said to be one can 


than 
The 


attach 


greater 
in Germany 


about with ease 


any as yet turned out 


new model has a two-color ribbon 


an automatic line spacing device 
Monarch 


ment and 


Manager Earle of the returned 
a ten days’ business 
Continent, which took in Paris 
Frank- 


your representative, he 


on September 29 from 
tour on the 
as Cologne, Mannheim and 
fort Talking to 
spoke of 


as well 


the wonderfully promising char- 
the 
all 


acter of typewriter business in Ger 


many for typewriters as well as his 


own. The Monarch people here say they 
have had a 35 per cent profit increase for 
the past trading year 


Director A. P. Brooks of the 


Roval returned on October 9 from an ex- 


European 


tended two months’ business tour amongst 
He 
and 


covered Nor- 
the north of 
Europe generally and found business good 


all the 
another two months’ tour, covering south 


his continental agents 


way, Sweden, Denmark 


along line. He is away again on 
western Europe, France, Spain and Portu- 
gal—if he into that lat 


ter small, troubled country. 


can manage to get 
\t the Hammond headquarters in Lon 


The 


don an air of expectation is apparent. 


xclusive Corresp« mndence of OrrFIcE APPLIANCI 
irrival of the newest Hammond mod¢ S 
expected at any time now and a big busi 
ness campaign is to be inaugurated in con 
nection with it Much is expected from 


Arabic and 


numerals which are, of course, the written 


interchangeable characters 


its 
media for so eastern languages 
The 


ind a 


many 
Empire is opening up new ground 


further considerable extension is 


shortly to be made to its London head 


quarters which will go with an increase of 


staff here 

The Blickensderfer is also taking fresh 
premises, a new London branch office hav- 
ing been opened on October 1. This in- 
cludes sales and demonstration rooms. 

Foreign Manager Wechsler of the Yost 
has again gone on one of his big foreign 
tours, leaving England on Stptember 27. 

Another typewriter tourist is Parker 


Drake of the Anglo-American wholesale, 
who has just come back from a long trip 
to the continent where he visited Germany 


He 


in the rebuilt»line satisfactory 


business 
At 
here in London the Anglo-American whole 


Belgium ‘and Franée. found 


home 
further additions to its 
It is especially featur 


sale is making 


premises and staff. 
ing trade with commercial stationers and 
office equipment dealers, the latter being a 
class of retailers newly developed in thts 
are al 


the 


country Stationers so being grad 


ually converted to lucrative character 


of office specialty side lines 


An 


noteworthy 


interesting Remington item is the 


demonstration of touch type 


writing given in London by the American 
operator, Ernest G. Weise. This took -place 
n the garden of a London business col 
lege. Weise typed the three words “This 
is the” for the space of one minute and 
during this period he struck the keys 852 
times, or at the astonishing rate of four 
teen strokes a second. Then blindfolded 


te typed a memorized sentence at the rate 


of 218 words a minute and later wrote 


passage from a book at the rate of 110 
words a minute, throwing off at the same 
time little showy fireworks in the way ol 


questions addressed to him in English 
while he 


the V 


idding and subtracting 


French and German was typing 


The big demand for isible Reming 


ton and the models 
continues 
John T 


ind interesting holiday in 


Underwood, after his prolonged 


England and 


_the continent, left these shores on Septem 


23. ,efore going, however, he gave 


off some interesting interviews 


ber 


with regard 


APPLIANCES IN GREAT BRITAIN 


S 





to the new Underwood additional premises. 

Reports from most of the other tyne- 
writer companies are along the same lines 
Appar 
ently not many of them are going to ex 
hibit at the Business Show at Olympia this 


of expansion and good business. 


year, although the old _ standard-bearers 
will be seen there. 
The Burroughs’ Adder people speak 


highly of the success which they secured 
at the Sheffield business exhibition at which 
they displayed all their latest type ma- 
chines as per your correspondent’s brief 
reference last month. The accompanying 
picture shows the three Burroughs’ repre- 
sentatives who were at the stand all the 
time and amongst those who witnessed the 
demonstrations was the Master Cutler of 
Sheffield, who made an exhaustive inspec- 
tion of the new type adder. In the picture 
he is seen “doing of it.” All the new ma- 
chinery has now been installed at the Bur- 
roughs’ adding machine factory at Notting- 
ham and the September output broke al! 
records. ‘Business in Scotland is so far 
improving that the sales district formerly 
under!the jurisdiction of Glasgow has not 
been cut up by the appointment of a spe- 
cial sales manager for the east of Scotland, 
including Edinburgh, Aberdeen and Dun- 
dee. 3 
Business in loose leaf devices continues 
to grow. The Kalamazoo people are now 
in more commodious quarters in the city 
of London, where their show rooms are 
extremely attractive. This company is do 
a lot of daily paper advertising and 
has found it pays. They claim to spend 
more upon their advertising in the press 
than any firm in a similar line of business. 
Lever Brothers, the Sunlight soap people. 
are using 70 Kalamazoo loose leaf ledgers 
in their tremendous and ideal office suites 
at Port Sunlight. Cadbury Brothers of 
cocoa fame tise Kalamazoos throughout the 
whole of their headquarters office at 
Bournville, outside Birmingham, where 
they employ 272 men and 140 lady clerks. 
One of Cadbury’s big competitors—Rown- 
trees—have also exclusively installed Kala- 
The new methods of binding are 
creating a lot of attention and the 1912 
model is securing a good reception. The 
new thinner covers are found to be a good 
attraction. The firm is opening up special 
business with France, using Paris as head- 


ine 


maZoos. 


quarters. 
Moore’s Modern Methods are further 
improving their organization with a view 
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The United 
into 
Each dis 


to coping with their big trade. 
Kingdom is being split up 

with resident representatives. 
trict will be managed by men having sole 
control of their respective lines. Already 
the organization is complete so far as three 
of these Here 
again, owing to the continual increase of 
business, factory and offices, have had to 
be transferred to more commodious prem 
ises recently. On the continent, Moore’s 
Modern Methods are especially active and 
the branch in Brussels has just been opened 
with Herbert Payne as agent Payne is 
well known on the continent in connection 
with his specialty systems. 


sections 


counties are concerned 


The associated 
firm of Shaw-Walk- 
er has now twenty- 
six agencies in this 
country and two on 
the continent, the 
latter 
into being 
October. 

The 
Multigraph 
a record month's 
sales, which Man 
ager Louis A. Smith 


having come 


during 


Gammeter 
reports 


regards as a very 
happy omen for the 
business in its new 
quarters, as well as 
a fresh triumph for 
the Gammeter as an 
office 


owning 


work 
firm 


aid to 
The 

has not. exhibited 
at a 
this 
con 


for some time 


trade show on 
side, but it is 
templated to demon- 
strate the latest 
pattern Multigraph 
it the forthcoming 
Irganizer exhibition 
o be held at Olympia 
t 1s interesting to 
Smith had the honor of 
Gammeter before the 
king—then prince of Wales—at an 
pian exhibition two years ago. His majesty 
made on that occasion a very close inspec 
considered it 


way, 


t By the 
that Manager 


demonstrating 


recollect 


capabilities present 


Olym 


tion of it, remarking that he 
1 wonderful invention and extremely sim 


ple in its mechanism 


A new departure is in contemplation at 
Holborn Viaduct, where it is realized that 
the greatest asset in selling an office spec 


well as sell the 


keynote of the 


ialty is to give service as 


product Service 1s the 


THE MASTER CUTTER—Alderman Senior Ex amining 
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sales, the firm not remaining 


machine to a 


Gammeter 
content to sell the customer 
but offering, on the principle of a common 
their 


interest in usefulness, to do all in 


afterwards to efficiency 


power increase 
They have lately noticed amongst firms 
who utilize “follow-up” and “personal” 


typewritten letters that the doing of these 


by the Multigraph process was the easiest 


part of the proposition. The difficulty was 
that many firms, even some in a big way, 
did not do enough advertising to need an 
advertising manager for this For the 


benefit of such the Multigraph company 


engaged the services of expert 


Higham, 


has just 


Frederick whose copy is 


Charles 





Burroughs 
Opening of Sheffield Exhibition. 


well known on behalf of many big tobacco, 


bread, corset and other advertisers. They 


now offer purchasers of the Gammeter ma 
f Mr 


and 


Higham to re 


chine the services ¢ 


advertising write them one 


booklets 
that a 


vise their 


or more free of charge It is 
such as this wi 


probable facility 


be extensively availed of 


\n interesting feature of National Cash 


Register advertising during the last month 
has been a very fine window show with 
an ironclad discharging projectiles from 


her turret guns in the shape of small card 
against a fleet of 
The battleship is 


board tickets disappear 


intended to 


ing vessels 





tvptty the newer and better methods of 


till registration and the sinking ships are, 


of course, the older and obsolete ideas. Big 
crowds are drawn to this show 

Recently at Grenoble, France the 
French Shorthand Typists’ Federation held 
its ninth annual convention After the con 


vention a typewriting competition took 
place for the championship of 
191] 


of the Chamber of Commerce, when the pres 


France for 


Che result was announced at the offices 


ident, M. Navarre, stated that an improve 
ment had been made over previous years 
and much higher speeds obtained by the 


majority of the competitors. He also men 
tioned that the judges had strictly adhered 
to the merits of the 
candidates and not 
taken 
ation any personal 


feeling or’ kind of 


into consider 


machine used. More 


over, the test piece 


had been rather dif 
ficult, being taken 
from a daily paper 


in reference to the 


M orocco questior 
between France and 
Germany The 
championship was 
awarded to M. Abel 
Bonnet of Grenoble 
who was also pre 


sented with a Sevres 
medal 
Che 


following is the re 


vase, silver 


and 75 francs 


sult in order. of 

merit l, M \bel 

Bonnet, champion 

machine used L. ¢ 

Smith; 2, Mille. R 

Cotta, Type 3, M 

D. Davy, Reming 

Adding Machine After ea 4 Mille 4 

Dorel, Smith Pre 

mier M P. Hugon, Remington; 6 

M. L. Yoyet, Remington; 7, Mlle. M. Ro 

matif, Smith Premier; &, Mile. M. Breloux 

Underwood; 9, Mile. P. Tavernon, Typ« 

10, Mile. L. Rochat, L. C. Smith; 11, M. A 

Touzeau, Monarch; 12, Mlle. FE \llard 

L. C. Smith; 13, Mlle. M. Genevey, L. ¢ 

Smith: 14, Mlle. B. Michon, L. C. Smith 

15, Mile \. Lavion, Underwood; 16, M 

Louis Martin, L. C. Smith; 17, Mlle. S 

Teppe, L. C. Smith; 18, Mlle. M. Freychet 

L. C. Smith. A silver medal was presented 

to Mile. Marguerite Genevey and a bronze 

medal to Mile. P. Tavernon for works of 
art done on thel. C. Smith and Typ 





NEW ROYAL MODELS 
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Royal Typewriter Company brings out Nos. 5, 6 and 7, with Two-Color Ribbon, Back-Spacer, and Full Equipment of 


is HE Royal, already a popular ma 
chine and one of the “big sellers” 
in the field, has come out with a 


highly improved new model—a machine 
comprising the well-known features. of 
typewriterdom, plus several new things ex- 
clusively Royal—and all this with no ad 
vance in price. 

E. J. Manning, vice-president and gen- 
eral manager of the Typewriter 
Company, smiled as he leaned back in his 
swivel chair and glanced lovingly at a sam- 
ple of the New No. 5 Royal occupying a 
place of honor in the middle of the direc- 


Royal 


tors’ table. 

“You ask me,” he observed, “ ‘what is the 
typewriter world coming to?’ I should say 
to an era of better typewriter service. At 
least, that is our aim in bringing out this 
Our policy is to 
We have 


features 


new model of the Royal. 
give the people what they want. 
recognized a demand for certain 
which we have refrained from placing on 
our machine until we were able to work 
out and perfect a simple and practical form 
of construction. 

“Simplicity always has been the keynote 
f Royal construction. The simplicity that 
has made the No. 1 Royal one of the most 
durable typewriters is retained in the new 


model. We have included the two-color 
ribbon, but our two-color ribbon mechan 
sm is, we claim, the simplest and most 
reliable ever devised—in fact, we believe 


t is the only reliable one, for we control 
the patents on the stops which positively 
prevent overlapping of colors. 

‘Our back-spacer is equally superior 


tther forms of back construction 


Spacer 


“‘Modern Improvements’’—-No Advance in Price. 
We have been able to arrange it so there 
is no adverse effect on the escapement 
mechanism, thus removing the chief ob 
jection against the use of a back-spacing 
device 

“These are examples of how we have 


planned and worked on the proposition of 
incorporating these other desirable 
features into the Royal without adding ma- 
terially to the number of working parts 
and without detracting from the machine’s 
We have 
only 


and 


durability and ease of operation 
magnificently. You 
No. 5 Royal to be 


succeeded have 

to examine the 

vinced of that.” 
Perfected Two-Color Device. 

An inspection of the new Royal Five, as 

than twenty 

major im 


con- 


it is called, discloses no less 


changes and improvements of 
portance and a number of minor modifica 
tions in construction. As already men 
tioned, the two-color ribbon and the back 
spacer are two of the most noticeable addi 
tions; and they are features that are al- 
ready well known to the general public 
With the Royal two-color device, it. is said 
that ndcmatter how rapidly the keys are 
operated nor how hard,’fhey are struck; 
whether printing in one color or the other, 
it is impossible for the @olors to overlap, 
i. e., for a letter to print:baefly in ore *color 
and -partlyain tite’ other This is due to the 
vibrator StdpG-Which contfdl the throw :of 


the ribbon—an- invention of E. B. Hess, 
who has already fought. out his _ patent 
rights in the courts and had them adjudi 


cated in favor of the Royal 
Tabulator and Tilting Paper-Table. 


The tabulator, which heretofore has beer 





New Royal 


Model No. 5 


furnished only on special order, is now an 
inbuilt feature of every Royal Five. The 
tabulator key works with a forward pres- 
sure, instead of downward, which, it is 
claimed, gives a better control. Improved 
tabulator stops are used; they adhere tight- 
ly to the rack without springs, retaining 
rails or other devices. In connection with 
the tabulator the tilting paper-table is 
found to be an unique and convenient fea- 
ture. Instead of being hinged at the bot- 
tom, the Royal paper-table is mounted on 
a bracket in such a way that it can be 
turned back entirely out of the way when 
it is desired to adjust the margin or tabu- 
lator stops. Furthermore, it is said to be 
stronger than the ordinary style and less 
liable to injury in shipment or through ac- 
cident. 
Improved Paper-Clamps. 

One of the most interesting of the new 
Royal features is the hinged paper-clamps, 
which are hinged so that the lower portion 
may be turned up to permit writing clear 
across the paper, all without disturbing the 
position of the clamp or releasing its grip 
on the paper. When desiring to erase, on 
carbon copies, the entire paper-clamp may 
be turned back, the paper drawn forward 
and erasures made on any number. of 
sheets without removing or even disturb- 
ing the paper. 

Many Other Improvements. 

Even the frame or base of the machine 

has been improved, being built with col- 


umns which not only improve its appear- 
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Writing at bottom of card, showing use of bail 
to hold card in position. 





Roller-bearing Escapement. 











Model 6, 14-inch Carriage. 


ance, but materially increase its rigidity 
and strength 

A left-hand carriage release key has been 
added, making it possible for the operator 
to control the line-spacing and the carriage 
movement in either direction, with the left 
hand, while the right hand is left free t 
handle pencil, notebook, telegraph key, etc 

Other important changes, all making for 


increased efficiency, are: 


[Improved and longer line space lever, 
making line-spacing and_ carriage-return 
easier. 

Heavier carriage ends and rods, increas 
ing rigidity of carriage 

Larger and more convenient cylinder 
knobs 


Improved space-bar bearings 

New line lock mechanism, which is as e! 
fective as it is simple. 

Reinforced upper and lower carriage 
rails, increasing rigidity and speed of the 
carriage 


Improved cushion, 


type-bar rest and 


which eliminate noise due to return of 
type-bars. 

One-piece universal bar, making the 
escapement reliable and rapid 

Improved ribbon spools and mechanism, 
giving accurate and satisfactory operation 
of the ribbon 

In addition, there are a large number of 
minor changes in the size, shape and ma 
terial of various parts, all making for the 
general improvement of the machine. One 
noticeable and extremely gratifying result 
of the many improvements is the elimina 
tion of much of the noise incident to type- 
writer operation. The new Royal Five op- 
erates with delightful ease and quietness 


Superior for Card Work. 


The No. 5 Royal will be supplied in two 
styles, of which the purchaser may have 
his choice at the same price, i. e., the reg- 


PP ad 


ROYA 





Model 7, 20-inch Carriage. 
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of card. 


at top 


Card Device. Writing 


ular correspondence style or the card-writ 


ing style. The regular machine is recom 
mended for all ordinary 
the card machine is superior where 


office require- 
ments; 
a large amount of card-writing is done, as 
circulation departments of news- 
departments of 


in the 


papers, insurance 


record 





Cover Design, New Royal Catalog. 
companies, etc. One very great advantage 
of the Royal card-writing machine is the 
fact that it can be used equally well for 
correspondence or other regular work. As 
a card-writer its efficiency is said to be un- 
limited. It will size, 
thickness or shape, and will write at any 
point on the card—top, bottom or either 


handle cards of any 





Hinged Paper-clamp. Lower portion turned up 
to permit writing to edge of paper 


side N clips, clamps o1 thet pping 
devices are used; cards are fed t the 
machine the same as letter paper at witl 


ease. 
Wide Carriage Models 

Models No. 6 and No. 7 are the wide 
taking fourtee and 


the same 


carriage machines, 


twenty-inch paper respectively. They 


prise every feature of the No. 5, and are 
the same in every respect except s ti 
width of carriage. In them, tox tice 


able a great reduction of nois: S 


improvement in acti 


No Advance in Price 


marked 


The price of the Royal Five S D/O tne 


same as always charged for the No. | 
Model with tabulator. This price include 
everything; there are no ext harges 
Heretofore the machine has sold for $65 


without tabulator, but as the demand for 
tabulators has been quite genera 


decided to i 


and con 


stantly increasing, it was 
clude the tabulator with every Model 5 
machine and have a uniform price of $75 
the two-color ribbon, back-spa and 
other features referred to throw: n by 
way of good measure. To supply any pos 
sible demand for a machine without tabu 
lator the company will continue to mant- 
facture the No. 1 Model and market it at 
$65, exactly as heretofore 

While passing through St. L s a few 
days ago, President Taft enlarged his sup 
ply of Waterman’s Ideal Fountain Pens by 
sending his secretary, C. | Wagener, t 
the store of the S. B. Adams Stamp & 
Seal Company for a new large sized safety 
pen, as well as a new pen for the secre 
tary himself. 

Wisdom is knowing what t ext 
skill is knowing how to do it, a irtue 
is doing it—David Starr Jord 





Entire paper-clamp raised to permit erasing on 


carbon copies. 





FOREIGN PATENTS ON SECTIONAL 
BOOKCASES FOR SALE. 

The Weis Slide Door Sectional Book 
cases are made to ship knocked down—fold 
ed flat Each 
the bookshelf with two strong hinges, im- 
bedded 


cases are assembled. 


section end is fastened to 


in the wood 


Hinges are invisible 
when 

Two metal framed lights of glass form 
the door. These slide right and left, past 
each other, in steel lined grooves. 

Sections are dust tight and occupy con- 
siderably less wall space than other styles 
of cases, since there is no space reserved 
for the door above the books, as is the case 
with the receding door cases. 

Four sections knocked down flat occupy 
the space of one section when assembled 
This means a saving of 75 per cent of the 
storage knocked down- 
folded flat feature cuts the transportation 
charges almost in half. 

These are very practical cases that can 
be manufactured in furniture or cab- 
inet factory, so they can be sold at com- 
paratively low prices and still net the man 
ufacturer a liberal margin of profit. 

These being sold extensively 
for use in homes, law offices and school li- 
braries \ number of stores use them for 
display purposes for their stocks of books, 
As they fit almost 
any space moved from one 
store to another without damage, and con- 
value as do 


space, and the 


any 


cases are 


stationery, drugs, etc. 
they can be 
sequently do not decrease in 
store fixtures built to order. 
Letters patent for Great Britain, Ger- 
many and France on this style of cases are 
offered for sale. 
The Weis Manufac- 
turing Company, 162 Union street, Monroe, 
Mich., and 


manufactured will be 


If interested, write 


showing the line as 


sent with any 


catalog 
now 
ther desired information. 


INTERESTING OFFICE APPLIANCES 


EXHIBITION. 

H. Probyn of the Office Supplies Co., 
5 Leeds Road, Bradford, Yorks, England, 
recently concluded Probyn’s second annual 
exhibition of the latest labor saving office 


This held at 
the Mechanics’ Institute, Bradford, October 
16th to 24th, inclusive, and the exhibitions 
were held daily from noon until 9 p. m. 


appliances exhibition was 


The following well known exhibitors put 


in interesting displays: Walter Johnson & 
Co., The Burroughs Adding Machine Co., 
The MackKenzie-Shiff Addressing Machine 
Co., The International Correspondence 


Schools, Shaw-Walker Co., Ltd., The Dicta 


phone ¢ The Monarch Typewriter Co., 
The Rot IcCOpy Rapid Letter Copier Go. 
Halsby & Co., agents for the Protecto- 
graph, and the Dixon Institute of Adver 
tising and Salesmanship. 


[The exhibition was organized entirely 


by Mr. Probyn and proved even a greater 
success than the one held last year, which, 
itself, was regarded as a most successful 
affair 
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By E. ST. ELMO LEWIS, of the 
Burroughs Adding Machine Company 


IX. Wherein is Satisfaction? 


You can’t pour water from an empty bucket—unless you have the 
audience hypnotized. 


It is surprising what bookmen can teach us. Holden, a mere 


professor of agriculture, so increased Iowa’s corn crop through his - 


theories applied that thousands of Iowa farmers are now going to 
school 

Campbell, the dry farmer theorist, has added seven dollars an 
acre to the value of land in Western Texas. 

Farmers are losing their faith in the signs and portents of the 
patent medicine almanac 

They are beginning to realize that fertilizers more than the quar- 
ters of the moon fix the quality and quantity of crops. Men who 
have made good write books of experiences—and when they can’t 
write they tell men who can. 

We are learning how to learn from books. 

When we get the wrong ideas and fail, it is not always because 
the book was wrong, but generally because we didn’t know how to 
read it. 

It is easier to blame the author than to admit we hadn’t brains 
enough to understand his message. 

Men who have been trained in the luck theory of life and find it 
hard to grasp the fundamental fact that we “see” in a thing only what 
we know about it 

Think that over! 

They don’t believe in cost systems in their factories—they depend 
on character reading for their credit—they price their goods on what 
their competitors sell them for—they consider advertising a game of 
chance like draw poker—and, of course, salesmen are born and not 
made. 

They dismiss books, gleaned from the experience of millions, as 
“hot air’—but they absorb the idle gossip of smoking rooms and 
board of trade meetings as the gospel of success. 

If they knew they would see that the man who “Steals his raw 
materials” is the man who has a system that tells him what he is 
doing and how much it costs—that the “lucky” credit man is the man 
who studies facts and not faces—that the competitor “who gives his 
goods away” is the man who keeps men at work finding what it costs 
to sell them—that the “lucky advertiser” is the one who has studied 
his people and works on a chart of comparisons—that the “born” 
salesman who gets the best of all competitors is the man who can tell 
you the most about all his customers and knows the most about the 
goods he 

What is the common trait? 

It is the knowledge of men and things. 

If I want to know things that are true, that are worth while, that 
count, I go to the men who are not afraid of the truth in the things 
they have done; who have gone after reasons and not swallowed 
“facts” like a dog bolts a chunk of meat. 

Too many superficial, uneducated men are willing to give an 
opinion on things they know nothing about. Too many bank presi- 
dents’ ideas of art is the picture of McKinley on a bank note. 

We don’t ask them to buy our paintings. 

They know too many things about art that are not true. 

Truth is everywhere—in men, where it is hard to separate from 
the worthless opinions. In the books of the masters, where it has 
gone through the sieve of one or more separations. 
for what it appears. 


sells 


Accept nothing reject nothing 





But learn—therein alone is Life’s satisfaction. 
= == SSS = 











AFTER THE DAY’S WORK 








John Q. Adams, James 


981,602. Loose Leaf Binder. 
town, Ohio. 
981,633. Adding Mechanism for Cash Registers, etc 


N. J., assignor to The 


Frederick L. Fuller, Trenton, 
Dayton, Ohio, a cor 


National Cash Register Company, 
poration of Ohio. 
Stop for Universal Bars of Typewriting Ma 


981,657. 
chines. Wellington P. Kidder, Boston, Mass., and 
Charles W. Sponsel, Hartford, Conn., assignors by 


mesne assignments to The Noiseless Typewriter Com 
pany, Middletown, Conn., a»corporation of Connecticut 

981,708. Word-Counter for Typewriting Machines 
Oscar B. Smith, Jasper, Fla 

981,808. Typewriting Machine: Herbert H. Steele, 
Marcellus, N. Y., asignor to The Monarch Typewriter 
Company, Syracuse, N. Y., a corporation of New York. 

281,809. Typewriting Machine. Herbert H. Steele. 
Marcellu,sN Y., assignor to The Monarch Typewriter 
Company, Syracuse, N. Y., a corporation of New York. 

981895. Typewriting Machine. Franz Paul Strauss, 
Frankfort-on-the-Main, Germany, assignor to The Cor 
poration of Adlerwerke vorm. Heinrich Kleyer, A. G., 
Frankfort-on-the-Main, Germany. 

981,920. Ticket Printing and Registering Apparatus. 
Clyde N. Fleischmann, Toledo, Ohio. 

981,927. Paper Carriage for Typewriting 
Theroe L. Knapp, Woodstock, Ill., assignor 
Oliver Typewriter Chicago, Ill... a 
tion of Illinois. 


Machines. 
to The 
Company, corpora 


John Scofield Rowe, West Hart 


981,949. Desk Tray. 
ford, Conn. 
981,959. Filing Cabinet Leland 8. Weaver, Fremont, 


Mich., and William F. Altenbaugh, Seattle, Wash 

981,974. Typewriting Machine. Alexander T. 
and Arthur J. Briggs, Syracuse, N. Y.; said 
assignor to said Brown. 


Brown 
Briggs 


Desks. James F. Col 


981.979. Swinging Shelf for 
lins, Washington, D. C. 
982,062. Filing Case. William K. Holman, Phila 


Isbister, William 
executrix of Wil 
Holman & 


delphia, Pa., assignor to William H 
K. Holman and Lena G. Holman, 
liam A. Holman, deceased, trading as A. J. 
Co., a co-partnership, Philadelphia, Pa. 
Edmond Hector Coates, Chat 


982,127. Coupon Book. 
tanooga, Tenn., assignor to J. Bruce Carroll, Chicago 
Il. 

982,171. Typewriting Machine. Cornelius B. Cor 


Y.. assignor to Underwood Type 


coran, New York, N 
York, N. Y., a corporation of 


writer Company, New 


Delaware. 
982,183. Typewriting Machine. Alfred G. F. Kurows 
ki, New York, N. Y assignor to Underwood Type 
writer Company, New York, N. Y a corporation of 
Delaware. 

982,184. Penholder John H. Lovell, Dorchester, I 
982,187. Typewriting Machine. Louis Ney, Hartford 
Conn., assignor to Underwood Typewriter Company, 


New York, N. Y., a corporation of New Jersey. 
976,295. Numbering Machine James H. Reinhardt 
East Orange, N. J., assignor to American Bank Note 
Company, a corporation of New York. 
976,336. Calculating Machine Glenn J. Barrett 
Grand Rapids, Mich., assignor of two-thirds to Grand 
Rapids Brass Company, Grand Rapids. Mich. 


976,397. Typewriter Clamp Frederick Roberts, St 
Louls, Mo 

976,421 Temporary Binder Friedrich Wolff, Pitts 
burgh, Pa 

976,437. Pen and Pencil Holder. Edward A. Crosby 
Minneapolis, Minn 

976,466. Carriage for Typewriting Machines. Oscar 
C. Kavie, Syracuse, N. Y., assignor to Harvey A 


Moyer and Emmit G. Latta, Syracuse, N. Y. 


976,805. Penholder. Jehu Jacobs. Henley, Cal 

976,815. Self-Filling Fountain Pen. 

990,834—Ty pe- Writing Machine. Lyman David 
Broughton, Hartford, Conn., assignor to Underwood 


Typewriter Company, New York, N. Y., a corporation 
of New Jersey 
990,917— Ribbon 


York, N. ¥ 


Mechanism. Charles Spiro, New 





PATENTS 


Ccpies of any one of these patents can be obtained 
by sending fifteen cents in stamps to E. G. Siggers, 
patent lawyer, Suite No. 33, N. U. Building, Wash- 
ington, D. C., by mentioning Office Appliances. 

990,919—Type-Writing Machine. Herbert H. Steele, 
Marcellus, N. Y., assignor to The Monarch Typewriter 


Company, Syracuse, N. Y., a corporation of New 
York. 
991,920—Type-Writing Machine. Andrew W. Stel- 


assignor to Remington Type- 
corporation of New 


Conn., 
Ilon, N. Y., a 


ger. Bridgeport. 
writer Company, 
York. 
991,939—-Type-Writing Machine. Frank A. Young, 
Syracuse; N. Y., assignor to The Monarch Typewriter 
Company, Syracuse, N. Y.. a corporation of New York 
990,940—Type-Writing Machine. Frank A. Young, 
Syracuse, N. Y., assignor to The Monarch Typewriter 
Company, Syracuse, N. Y., a corporation of New York. 
990,979—Account File. Harvey C. Gross and Ira D. 
Siegfried, Wadsworth, Ohio. 


991,133—-Loose Leaf Binder. Clarence E. Canan, 
Omaha, Nebr. 

991,154—Ribbon Mechanism for Type-Writing Ma- 
chines. Osear C. Kavile, Syracuse, N. Y. 


991,166—Type-Writing Machine. Harvey A. Moyer 
and Osear A. Kavle, Syracuse, N. Y., assignors of one 


half to said Moyer and one-half to Emmit G. Latta, 
Syracuse, N. Y. 
991,204—Interest Calculator. John H. P. Farrar 


and Anton Hecker, Newark, N. J. 
991,239—Loose Leaf Binder. Edwin James Pottinger. 


Hornsey, England, assignor to Spicer Brothers, Lim 
ited, London, England. 

991,240—Time Stamp. Frederick Purdy, Chicago, II. 
991,255—File Box. William C. Weis and Andrew 
L. Weis, Monroe, Mich., assignors to The Weis Man 
ufacturing Company, Monroe, Mich., a corporation of 
Ohio. 

991,348—Prescription File John D. Mulloy, Port 
land, Oregon. 

991,393—Loose Leaf Tablet. Earl Thompson, Syra 
cuse, N. Y. 

991,520—Fountain Pen Henry B. Levy, New York, 


Bu ae 
991,52 Indicator for Duplicate-Sales-Slip-Files. Hor 
ace McCormick, Des Moines, Iowa, assignor to The 
Complete Bookkeeper Co., Des Moines, Iowa, a corpo 
ration. 

991,583—Bell Desk Instrument. 
liams, Parkersburg, W. Va. 
991,616—Book Stand. Paul A. 


Charles L. Wil 


Hazard, Chicago, Ill 


991,692—Type-Writing Machine. Edwin F. M. Bran 
son, Leicester, England, assignor to The Monarch 
Typewriter Company, Syracuse, N. Y., a corporation 


York. 

Type-Writing Machine 
London, England, assignor to 
Company, New York, a corporation of 

991,706—Type-Writing Machine. Adolphus 8S. Den 
Ohio, assignor to Underwood Type 
York, N. Y., a corporation of 


of New 
991,702 John Joseph Cooper, 
Underwood Typewriter 


Delaware 


nis, Lakewood, 
writer Company, New 
New Jersey 


991,.753—Holder for Loose Leaves Arnold Schober, 
Beloit, Wis 

991,.764—Self-Filling Fountain Pen Jacob Ullrich, 
Hoboken, N. J. 

991,813-—Penholder Elhbraim A Ableman, Gheen, 
Minn 

991,9%4 took Cover George Henry Beckett, Belle 
ville, N. J. 

991 ,967—Pencil Charles A. Gaiser, Toledo, Ohio 


991,993—Loose Leaf Binder. Rollin G. Hubby, Cleve 


land, Ohio. 
992,047 Peak, Anna, II 
Pridged and 


William H. 
Samuel J 


Card Holder 
992,057—Loose Leaf Binder. 
Elwyn Clarke, Atlanta, Ga. 
992,L63—Machine for Cutting and 
Piedmont, W. Va 


Bank 


Stamping 


Notes Richard G. Richardson, 
992,125—Type-Writer George Gould Going and 
John A. Ruffin, New York, N. Y 

992,128—Cash Register. Henry S. Hallwood, Colum 


bus, Ohio, assignor by mesne assignments to himself 
and Annie Hallwood, Columbus, Ohio 

992,200—Type-Writing Machine. Osear L Ingram, 
Walla Walla, Wash.. assignor to Union Typewriter 


Company, Tlion, N. Y¥ a corporation of New York 


, 5 wy Py 
22 ¢ x + + ‘ + + 2 
¥ ’ 
992,234—Ruling Pen Ryouske Namiki Toky« 
Japan. 
992.263—Ty pe- Writer Machine John T Schaaf 
Washington, D. C., assignor to Union Typewriter Com 


York 


pany, Ilion, N. Y., a corporation of New 
Williams 


992,316—Type-Writer Keyboard. Lynn A 
Evanston, Ill 
992,.31S—Loose-Leaf Ledger. 
Ralph B. Wilsoa, Chicago, Il. 
992.317—Autographic Register Charles H. Wilson 
New York, and James Bengough, Niagara Falls, N. Y 
assignors to The Carter-Crume Company, Limited 
Niagara Falls, N. Y., a corporation of Canada 
992,342—Yielding Depressor Plate for Combined 
Type-Wrting and Adding Machines. Wiiliam L 
Pelham, N. Y Elliott-Fisher Company 
Harrisburg, Pa., a Delaware 


Loose-Leaf Ledger 


Dench 
assignor to 
corporation of 


992,413—Record Book. Thomas M. Enyon, Philadel 
phia, Pa. 
992.465—-Loose-Leaf __ Binder. Ernest Wienss and 


Richard D. Miller, Spokane, Wash. 


992,509—Book Holder. Stephan Kobzy, East Pitts 
burg, Pa 
992,550—Loose-Leaf Binder. James C. Dawson, Web 


ster Grove, Mo., assignor to Sieber and Trussell Manu 
facturing Co., a corporation of Missouri. 

992,592—Caleculating Machine. William P 
New York, N. Y. 


Quentell 


992,.618—Statement and Balance Book Lemert 
Chalkley Van Voorhis, Salt Lake City, Utah 

992,640—Type-Writer Cabinet Kennetth Miston 
Byron, San Jose, Cal. 

992,707—Loose-Leaf Binder. Daniel W. Colby, South 
Boston, Mass. 

992.749—Pencil Sharpener Frederick A Beckett 
New York, N. Y 

992,750—Cash Sales Book. Edward Kirby Bottle 


Falls, N. Y assignor to The Carter-Crume 


Niagara Falls, N. Y., a corporation 


Niagara 
Co., Limited, 


992,751—Manifolding Sales Book Edward Kirby 
Bottle, Niagara Falls, N » # assignor to Carter 
Crume Co., Limited, Niagara Falls, N. Y a corpora 
tion. 


992,8S27—-Cash Register. Edward J. Von Petr Das 


ton, Ohio, assignor to The National Cash Register 
Company, Dayton, Ohio, a corporation of Ohio (incor 
porated in 1906) 

992,844—Type-Writing Machine Charles J Bond 
Syracuse, N Y assignor to Monarch Typewriter 


Company, Syracuse, N. Y., a corporation of New York 
992,.850—Stand for Memcrandum Pads and Calendars 
William M. Chamberlin, Jr., Detroit, Mich 
992,.912—Type-Writing Machine. Georg: 4 Seit 
Ilion, N. ¥ assignor to Remington Typewriter Com 
pany, Ilion, N. Y., a corporation of New York 


992,916—Combined Book-Mark and Paper Cli; James 


Brasington Shiver, Rock Hill, 8S. C assign f é 
third to Nathaniel H. Dunlap, Sumter, S. ¢ 

992,925—Calculator Luther B. Thomas, Shreveport 
Louisiana 

992.931—Woor Holder Attachment for Type-Writ 
Desks Harry S. Dukes, Little Rock, Ark 

992.950—Calculating Machine. Dorr E. Felt, Chicag: 
Illinois 

992,9ST—Penholder. Antti Reinikka, Issaquah, Wast 

993, 189-——Type-Writer Camillo Olivetti, Ivrea, Itals 

9935,19)—Pen and Pencil Clip John L. Olsor Bisbee 
Ariz. 

993,234—Ty pe-Writing~ Machine Hannibal ¢ Ford 
Syracuse, N. Y assignor to The Smith Prem Dye 
writer Company Syracuse, N Y a corpora f 
New York 

993,347—Ink-Well William B. Cogge C) 
Ohio. 

993.4983-——-Book Rest or Table John L Young, Co 
lingswoed, N. J 

993,582—Type-Bar Connection for Type-Write in’ 


the Like Charles Wesley Davis, Montreal, Quebe 
Canada. 
993,583 Mechanism for Ty pe- Writers 
Westmount, Quebec, Canada 
Mechanism for Type-Writers 
George William Davis, Westmount, Quebec, Ca 
993.585—-Escapement Mechanism for Type-Writers 


George William Davis, Montreal, Quebec, Canada 


Tabulator 
George William Davis, 
993.584—Line-Spacing 


ad 
nada 


993.588—Cabinet for Type-Writing Machines. Georg 
W. Downing, New York. N. Y., assignor to Harry 


T. Ambrose, Orange, N. J 
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No. 1,004,569—Paper Feeding Device for visible writing machine; patented Oct 19 y Edward B. Hess of New York, assignor to the Royal Typew?fiter 
Company of Hoboken, N. J No. 1,004,108—Improvements on typewriter keyboards; patented Sept. 26, 1911, by Clara G. Thompson of Winchester, Ind. No. 
1,005,329—Pencil sharpener; patented Oct. 10, 1911, by John D. Sehmidt of New Orleans, La No. 1,005,158—Typewriting machine; patented Oct. 10, 1911, by 
Shobal V. Clevenger of Park Ridge, Ill. No. 1,005,879—Device for opening envelopes; patented Oct. 17, 1911, by Elias E. Ries, New York, assignor by direct 
and mesne assignments to the Simplex Letter Opener Company of New York No. 1,006,711—Tablet; pateuted Oct. 24, 1911, by Silas I. Atwater of New York. 
No. 1,.006.983—Drawer locking mechanism; patented Oct, 24, 1911, by Adolf H. Shaffert of Youngstown, Ohio, assignor to the General Fireproofing Company, 
also of Youngstown No. 1,005,018—Pencil sharpener: patented Oct. 3, 1911, by Charles A. Gaiser of Toledo, Ohio. No. 1,004,003—Holder for pencils and pens and 
the like; patented Sept. 26, 1911, by Boyd B. Shook of Rittman, Ohio. No. 994,759-—Combined eras ind pen extractor; patented June 13, 1911, by Frank H. 


Lamoreaux of Smithshire Ill 
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advertisers. It aims to discuss all subjects fairly, and 
to furnish its readers reliable information concerning the 
progress and development of the office appliance 
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Editorial 


F it were possible to compress into a single sentence the general consensus of the 
| op:nion of exhibitors and visitors at the Fourteenth National Business Show, 
the sentence would be “‘The best show ever held.”’ 

There was never a greater variety of 


The show was never better organized. 
The Garden was 


exhibits; there was never a larger or better class of attefdance. 
never more beautifully decorated. 


FOURTEENTH decorat 
NATIONAL BUSINESS SHOW Interest in the Exposition started with the 
A SUCCESS opening of the doors on Monday and lasted through- 


out the entire week. It seemed on Thursday and Friday nights that it would be 
desirable to close the doors. 

Representatives of many of the largest corporations were interested visitors 
at many of the displays. Perhaps the largest corporation represented among the 
visitors was the Pennsylvania Railroad Company. 

Dealers were there from every part of the United States. Among the foreign 
countries represented were Russia, Switzerland, Australia, Philippine Islands, Ger- 
many, England and Holland. 

The dominating spirit of the Show was business. 
down to brass tacks. 

The typewriter contests never drew such a large crowd. 

The interesting colored moving pictures of the National Cash Register Com- 
pany attracted great crowds at all times. The special moving picture entertainment 
and transcribing contest of the Edison Company crowded the Assembly Hall. 

President Fierlein and Messrs. Tupper and Mory of the Show Company left 
nothing undone to make the exposition a success. The best evidence of the satisfac- 
tion of the exhibitors was shown by the fact that more than half of the space for the 
1912 Show was contracted for before the exposition closed. 

The publishers of Orric—E APPLIANCES have been consistent boosters of the 
Annual Business Show for several years. They believe in the Show idea. They 
believe that the institution properly conducted can be made a great annual market- 
place. They believe that the Show is properly conducted. Certainly the one just 
closed left nothing to be desired. 

It is, of course, not to be expected that such an enterprise can be held without 
someone having small complaints. No business can be so run as to win the entire 
approval of everyone concerned. It is unreasonable to expect perfection in the 
exposition business as it is in any other business. If there were any complaints of 
the 1911 Show they must have been voiced in a whisper. 

The publishers of OrricE APPLIANCES congratulate the Show Company upon 
their achievement this year; they also congratulate the exhibitors upon the fine 
displays which they made. 

It is to be regretted that all the exhibitors did not have photographs of their 
booths. The general view of the arrangement which appears elsewhere 1n the maga- 
zine shows most of them however. 


Everyone seemed to get 


Business Show will be held in the 69th Regiment Armory, New York City, 

November 11th to November 16th, 1912, inclusive. 

President Fierlein of the Show Company made personal inspection of all the 
buildings in New York City in which expositions of this kind could be given, and 

NEXT ANNUAL selected the 69th Regiment Armory for its several advantages. 

a , Its location is practically the same as the Madison Square 

BUSINESS SHOW Garden. It occupies the block between 25th and 26th Streets 
on Lexington Avenue, and extends two-thirds of the way back to 4th Avenue. 

The main auditorium in which the Show will be held is not only ample to ac- 
commodate the exhibitors and give the same amount of space for each display as was 
given in the Madison Square Garden, but the building has many appointments which 
make it superior to the Garden. 

Special rooms will be set aside for reception rooms, appointment rooms, and 
also a room for reception of the ladies. This will enable visitors to the Show to have 
a little rest and breathing spell. 

While the room for the typewriter contests and other special events is not so 
large as the Concert Hall in Madison Square Garden, nor is it so convenient, it will 
afford ample provision and comfort. 

By far the greatest advantage offered by the Armory over the Garden is that 
of the rental. The difference in the rental price will be passed to the exhibitors. 
While the price for space will be the same it will be furnished to the exhibitor com- 
pleteiy decorated. Extra cost for watchman service, janitor service, and every 
incidental other than special wiring for electrically-driven machines will be eliminated. 
In other words, the exhibitor pays the same price for his space but is put to no addi- 
tional expense other than moving in and taking out his goods. 

All ot the conditions for the next Show presage a greater success than the 
With the additional advantages afforded by the building 
eliminated, it is certain that an 


A the Madison Square Garden is to be torn down in the spring, the next Annual 


exposition just closed. 
which will house the Show and with all ‘“‘extras’’ 
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unusual number of manufacturers will take advantage of the opportunity. This 1 
already evidenced by the contracts which have been signed for the 1912 Show 
r NHE real object of the typewriting contests held in New York City during the 
Business Show is not, perhaps, fully understood even by typewriter manu- 
facturers, but that it is understood by stenographers, by commercial school 
authorities and by students of commercial schools, is evidenced by the fact that 
during the principal contest every commerciai school man within fifty miles of New 
PURPOSES AND RESULTS York City was on the floor, and thousands of 
OF stenographers and students watched the contestant 
TYPEWRITING CONTESTS as they turned out matter at the rate of over 
hundred words a minute, viewing the event with the evident intention of coming 
themselves, to the hundred mark in their daily work 
The purpose of the typewriting contests is not to show which operator has 
the nimblest fingers, the greatest endurance, or which manufacturer has the best 
machine. It is intended solely to improve the standards of typewriting by the devel- 
opment of accuracy and the increase of speed. These two factors go hand in hand. 
Before these contests were instituted the business man was satisfied with thirty 
average letters a day. He now expects and receives fifty a day, and of a far better 
class of workmanship. Tne operator, too, on account of her increased efficiency is 
receiving a better day’s pay for a better day’s work. 

The records established at these contests are used to inspire the students of 
nearly every commercial school in the United States, and their influence is being felt, 
even in the commercial centers of Europe. In 1910 OrricE APPLIANCEs held a con- 
test in the Olympian Gardens, London, simultaneously with the contests at Madison 
Square Garden, New York. 

In developing speed with accuracy the sale of the typewriter has been pro- 
moted and the increased sale of the typewriter has made a perceptible increase in 
the business of every commercial stationer in the United States. 

It is a fact that the commercial stationer gives too little thought to the influ- 
ence of the typewriter upon his business. If the sale of typewriters were to fall off 
50% the business of the pencil manufacturer and pencil sales of the stationer would 
fall off 25%. It is the stenographer ubiquitous who consumes the major portion of 
the pencils and many other supplies which form the staple stock of the stationery 
store. A falling off of the typewriter sales 50% would mean a marked shrinkage in 
the demand for office cabinets, for the whole vertical filing system is used practically 
for taking care of the product of the typewriter. These two items are singled out of 
the line, in all of which probably half of the articles sold depend directly or indirectly 
upon the typewriter sales. 

The influence of the typewriter extends into the paper mill, into the furniture 
factory; the rubber manufacturer feels it; the loose-leaf manufacturer recognizes it; 
the carbon paper manufacturer depends upon it for the major portion of all his 
business, while it affects the manufacturer of duplicating machines, postage stamp 
affixers, addressing machines and many others. 

HE National Association of Stationers and Manufacturers achieved, at Buffalo, 
one of the most successful meetings in the history of the organization. Dur- 
ing the year the membership of the association has somewhat increased, and 

the attendance at the Buffalo convention reached high water mark. The asso- 

ciation is to be congratulated on having kept in office several of the leading mem- 

STATIONERS HAVE bers of the catalog commission, while the personnel 

SUCCESSFUL of the commission, as a whole, is as strong as it had been 

CONVENTION heretofore. The personnel of the commission is given at 

the close of the report on the annual banquet which will be found elsewhere in this 
issue Of OFFICE APPLIANCES. 

The organization made a good choice in selecting Omaha as the place of the 
next meeting, since that city is centrally located, has excellent hotel accommodations 
and is easy of access to stationers, both east and west. 

The association made a number of pertinent and valuable recommendations, 
all of which will be found in the report on the convention in this issue. Several new 
committees were authorized—one to investigate and report upon the sale of pens and 
pencils by manufacturers and jobbers direct to consumers, and another to be a stand- 
ing committee on carbon paper and inked ribbons. It was strongly urged that 
members who are in a position to do so should take out one or more additional mem- 
berships, to the end that the general burden upon the membership need not be in- 
creased by increasing the annual dues. Many members took advantage of this 
suggestion and it is thought that the amount of money received for annual dues 
will be considerably increased. The record of the past year shows an income a trifle 
under the estimate of the Budget Committee for the ensuing year, so that it will be 
necessary to have a few hundred dollars more than has heretofore been available. 

The association is to be heartily congratulated upon its choice of president 
for the ensuing year. Millington Lockwood is a thorough-going association man, a 
charter member of the organization and one who has proven by his ability, loyalty 
and sound sense, his fitness for the responsible position in which the association has 
placed him. 


closer 











trade as the 


known to the 


{ Otto Kellner, Chicago, 
manufacturer of University Book Rings, spends his 
holidays and vacations with dog and gun. He knows 
every stream and marsh and tree in Northern Indtfana 
end always returns with a full bag. 

* . . 
© Livingston Fairbank, president of the Rogers Ad- 
dresser Company, finds amusement outside of business 
in rooting for both the Cubs and the Sox with entire im- 
partiality. He is also a golf player with a wide knowl- 
edge of the best golf courses all over the country. 

. * os 

Barrett, president and treasurer of the 
Bindery Company, was at one time in the in- 
surance business in various executive positions with 
different companies. Mr. Barrett in that connection 
wrote several treatises on insurance matters. 

7 . 
{ George A. Davis, President of Stow & Davis Furni- 
ture Co., was for three years president of the Grand 
Rapids Board of Education and daring his occupancy 
of that position Grand Rapids made the greatest prog- 
ress in its history in the erection of school buildings 
with the most up-to-date sanitary and _ structural? 
features. Mr. Davis is still a member of the board and 
is chairman of its business committee. He is intensely 
interested in educational ang other public welfare mat- 


ters. 


{ Saxton S., 
Barrett 


7 . * 
© Wilbert L. Smith, president of the L. C. Smith & 
Bros. Typewriter Company, is an acknowledged expert 
upon the legal phases of typewriter patents. He has 
acute commercial judgment and is said to have given 
the originel suggestions which resulted in Syracuse be- 
coming the ‘‘Typewriter City.’’ 

> o . 
{ James M. Triner of the Triner Scale & Manufactaring 
Company is an Austrian by birth. He finds his prin- 
cipal recreation with Mrs. Triner traveling about in a 
big red touring car. He is an inventor of rare ability, 
having originated and worked out the models of the 
scales his factory makes. 

+ * . 
{ F. W. Hefjthekker of Amsterdam, Holland, is.a tall, 
very energetic young man—a cosmopolitan and a keen 
student of commercial affairs. He follows the develop- 
ment of the office appliances business with a thorough- 
ness, and has a breadth of information and understand- 
ing cf the subject that marks him as a true disciple of 
progress, 

+ - . 
{ A. L. Foster, president of the Manifold Supplies Com- 
pany of Brooklyn, was a good student in college and 
at the same time won distinction as an athlete. He is 
profoundly interested in mechanics and can work out 
his own ideas at the bench. And as a chemist he has 
few equals in the carbon paper field. 

. * . 
{ D. W. Beaumel of D. W. Beaumel & Co., New York, 
rose from office boy to proprietor of a big and thriving 
manufacturing business. He loves outdoor recreation# 
and he and his son, who is his partner in business, en- 
joy many exhilarating rides in their big Chalmers car 
down on Long Island and elsewhere. 

. oa . 
{ Oscar Wachtel, head of M. Erhbach-Nachfolger of 
Frankfurt-on-the-Main, is a true member of the Inner 
Cirele. He is a great traveler and radiates sense and 
sunshine wherever he goes. He can talk in severa! dif- 
ferent languages and sell goods in all of them, 

+ o . 
{ W. E. Smith of the L. E, Waterman Company, 
known to all his friends as ‘‘Bill,’’ is an automobile 
enthusiast and finds the machine not only good fan, 
but good business as well. He has just been put in 
charge of the company’s western interests, with head- 
quarters in Chicago. 

. 7 . 
{ L. D. Camps, general sales manager of the Noiseless 
Typewriter Company, is a high tension worker. He is 
thorough and goes to the bottom of every proposition. 
He can outdo the sum of several average men’s achieve- 
ments in a given time. 








60 
THE TYPEWRITER IN MOVING 
PICTURES. 
HORTLY to be put before the publi 
in the moving picture houses through 
out the world are the “Commerce and 
Industries” films. Their advent will mark 
a new departure in the history of the mov- 
ing picture, for the date of their appear 
ance will mark the first use of the moving 
picture film for the education of the peo 
ple in regard to the historic and mechan- 
ical development of the great appliances of 
modern industry. 

Until very recently the 
house has been inalienably 
the public mind with other places of pure 
amusements: but there is a growing con 
viction among the managers of these houses 
among 


moving picturé 


associated in 


and an increasing demand some 
people that the films should be not wholly 
devoted to fun giving, but that they should 
also higher purpose, namely, to 
educate the The 
make the pictures educational to the ex 
clusion of the amusing and the interesting, 
but that they shall partake of the nature 
of both the interesting and instructive 
And where could this latter combination 
than in -the 
machines in 


serve a 


people idea is not to 


be more attractively blended 
moving pictures of mighty 
operation, marvelous factories 
busy interior scenes, and the wonderfully 


and _ their 
fascinating historic scenes connected with 
the invention of some of these appliances 
for modern industry, almost human in the 
execution of their work? 


And again. where could the combinatio: 
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of the interesting and the instructive be 


more attractively blended than in the de 
f the typewriter, 


picting of the invention « 
around which quaint historic scenes cluster, 
and its manufacture? For the first film 
in the 


will show the complete history of the 


“Commerce and Industries” series 


type 
Was 


development since it 


the market The 


writer and its 
first put priority 
typewriter film in the series is 


view of appropri 


upon 
of the for- 
tunate from the point of 
ateness, for in the historic and mechanical 
evolution of the typewriter we see that of 
the most important appliance used in mod 


ern bustness 


Only a favored few have been tortunate 


enough to have seen the history of the 


typewriter as told in this fascinating man 


ner; but from those few has come an en- 


thusiastic report of the exhibit. From be 


ginning to end the show was teeming in 


interest and replete in instruction 

The first scene shows typewriter history 
even before the writing machine is a re 
ality, for in it are the people who are after 
ward to invent the machine. The view is 


an interior of a little shop in which the 
inspiration for the invention of the type 
writer was born The next scenes ar 


given up to the trials of the inventor, the 


building of his first model—still in exist 


ence—his relations to those ftinancing his 


visit to the Remington 


1873, 


invention and his 
tactory at 
the support of E. 
manufacturers, 


Ilion in where he obtained 


Remington & Sons, the 


great gun who placed be 


fore the public, ere that year was passed 


oue ol the greatest time and savers 
in the world of business 

From this point on the moving picture 
as an educator comes into its own; for 
following the above scenes, instructive in 
the field of past history only, come those 
showing the manufacture of the various 
parts of the typewriter as it is carried on 
in the factories of today \nd where could 
the motion picture more completely play 


its role than in the faithful depicting of 


the intense motion connected with a fac 


tory’? The interest evinced in the opening 


narrating historic ‘events, is now 


increased to a great degree as the 


scenes, 
present 
day activities of the factory are portrayed 
in panorama upon the screen 

Among them the ones most weirdly fas 
workman 
Here the 


cinating are those showing the 


around the gigantic furnaces 


people see, and many of them for the first 
time, the melting and pouring of the meta! 
into the moulds for the casting of the 


frame, the hardening of the parts in the 


cvanide furnaces, the rough grinding of 


the cast 
castings in the great 


parts, and the annealing of the 


ovens that are used 
for the 

Next 1s 
manufacture of the 


make up the writing machine of today. As 


purpose 
shown the actual scenes of the 
which 


various parts 


none of these can be singled out for spe 
cial mention, a few examples may serve 
to illustrate the remarkable work done by 
the machines in the manufacture of the 
typewriter 

The butt milling machine which makes 





<e 

















the segments, the one drilling no less than 
forty-two holes at once in a solid piece of 
steel, the intricate machine which manufac 
tures the screw, the one which rolls the 
type and the machine making the type 
faces, all of intense interest, might be taken 
as illustrative of those shown in the new 
pictures 

When the views showing the machines 
in the process of manufacture have been 
reviewed, the typewriter part manufactured 
by the process is displayed in such magni 
fied form before the audience that all, from 
the oldest to the very youngest, instantly 
recognize it. Thus not only the process is 
given, but the result of the process 

In the final scenes, having to do with 
the factory, the interest reaches its height; 
for these show the assembling of the parts 
just made, the building of one on the other 
until the finished product is flashed on 
the screen, that final result toward which 
each preceding scene, each machine, each 
process, each assemblage of parts, has 
made 

First the completed frame, the skeleton 
of the machine that writes, then the bell 
crank hangers, then the type bars, are 
added; next to top plate, the carriage, the 
ribbon mechanism and the main spring; 
and, finally, that splendid product, the 
model 10 Remington typewriter appears 
as the grand finale, the fitting object of so 
many scenes of endeavor 

Two more views and the entertainment 
is over. Without the first, the exhibition 
could hardly be complete for it shows that 
figure, familiar the world over, of ‘Miss 
Remington” who has come to typify the 
operator of the typewriter wherever the 
light of civilization has dawned. She is 
busied at her customary work taking dic 
tation and transcribing the notes on her 
model 10 Remington typewriter, just as a 
million “Miss Remingtons” are doing every 
hour of every business day. : 

The last scene entitled “A Vision Real 
ized’ shows the inventor and the manufac- 
turer watching, as in a vision, a present-day 
school room with its class of pupils op- 
erating Remingtons. The most worthy aim 


of the typewriter inventors has been at 
tained—the typewriter is being used as an 
educator 

The “Commerce and Industries” series of 


films serves to show the possibilities of the 
moving picture as an educator. When once 
the idea is grasped and appreciated that in 
the moving picture we have a vehicle of 
instruction, than which there is hardly one 
better, the idea will be developed and the 
new mission of the film, that of educator, 
will be applied to every avenue of human 


activity and human interest 


American machinery has a good market 
in Austria, particularly that class of goods 
regarded as typically American, including 
typewriters and cash registers. American 
fountain pens are also found all over Aus 
tria, even in the towns of only a few thou- 
sand inhabitants 
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The claim to “Quality” 1s 
largely the tactory expe- 
rience behind the goods. 


None will deny the /arge- 
ness ot both tactory and 
experience in our case. 


We have reached the point 
where we are able to say that 
our goods are universal among 
the most discriminating users. 


Typewriter 
Ribbons 


and 
Carbon 


Papers 


“OUR 
LINE” 


The World’s 
Standard 





In behalf of the trade we are steadily educating the large 
consumer in the fine “‘habit’’ of using our products. 


We Meet Every Condition. 
We Fill Every Requirement. 


MITTAG & VOLGER, Inc. 


Sole Manufacturers for the Trade 


Principal Office and Factory: PARK RIDGE, N. J., U.S. A. 


BRANCHES: 
261 Broadway 205 W. Monroe St., 7 and 8 Dyers Bldg., 
NEW YORK, N. Y. CHICAGO, ILL. Holborn, E. C. LONDON 


AGENCIES: All Over the World 
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Various News Items of the Trade 


MONG the flaunting posters that may 

be seen, gummed with truly German 

precision to various scaffoldings and 
to the iron towerlets, provided for the pur- 
pose in Vienna, one of quite exceptional 
size and boldness of design has attracted 
no little attention. An immense figure in 
scarlet, a nude giant, his muscles standing 
out like ropes, dominates the scene. He 
represents the spirit of modern times and 
is seen bending over the crowd, forcing 
the people to enter the Exhibition of Type- 
writers and other modern appliances for 
the saving of time in the office, that is be- 
ing held in the gardens of the Gartenbau. 
Old bureaucrats in the dress of the last 
century are attacking him, but make little 
impression with the immense quill pens 
they wield as weapons, against the spirit 
of progress. Another bureaucrat, with the 
long pigtail, that stands for all that is retro- 
grade and behind the times in this country, 
is trying to drag the figure away from the 
Exhibition. All efforts in this direction 
are unavailing. The crowd 
the Hall. 

Small reproductions of the large placard 
are being used for stamps, and are affixed 
to the back of envelopes containing all the 
correspondence of the committee. 

The Typewriting Exhibition. 

The poster is distinctly good, although 
at the last exhibition there was no need 
to persuade the people to enter the hall. 
The Viennese are always ready to inspect 
anything new, whether they have any real 
interest in it or not, and in the case of an 
exhibition like that held in the building of 
the Horticultural Institute, many who came 
to scoff remained to make large purchases 


presses into 


The Exhibition, which is being held un 
der the auspices of the “Union of Type 
Machine Merchants” in Austria will be 
open from November 8 to 19. It will 
doubt be largely visited by the Viennese 


themselves, but besides this a large number 
of strangers from the Balkans, from Tur 
key and even from Southern Russia pass 
through Vienna at this time of year. Such 
strangers crowd into the show and carry 
away notions that bear fruit in far-off 
places of the earth. It must never be for 
gotten that the capital of Austria is the 
key to the Near East, and that trade to 


such remote points as stations on the Per 
sian Gulf over Vienna 

It is only when the fact of the rush to 
the East is kept in mind that the full im 
portance of Vienna, as a center is realized 

Among the honorary for the 
Exhibition some of the best 
the Austro-Hungarian aristocracy are 


passes 


committee 
names among 
seen 





It appears that every available metre of 


space was taken six weeks before the open- 


ing of the Exhibition. The list of exhib- 


itors does not contain many new names. 
The good old reliable American firms are 
represented in their usual strength while 


comparatively few German names can be 
read among the list of exhibitors. No de- 
tails as to the arrangement of the stalls is 
as yet available. Among the novelties may 
be mentioned a new Burroughs’ Adding 
Machine. A new automatic setting ma- 
named the “Autoset,” exhibited by 
Borbstaedt & Norton, of Berlin, 
exhibition, with a letter type 


chine 
Messrs. 


will be on 
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machine for duplicating from the same 
house The “Albus,” a new Austrian tra\ 
eling machine built on similar lines to the 


Standard folding, is a novelty 


\ Remington Scholes machine made 
France will also be on view It is how 
ever, report d that this machine does not 
make any way, the Austrian consumer be 
ng greatly prejudiced in favor of the Amet 

in made machine 

\ “Titinia.” a German machine, of which 
a model was shown in Berlin at the last 
exhibition, will be exhibited as a finished 


first time. The Dictographs, 


Parlographs will be of 


article for the 
and 
to the public 


Edisongraphs 


great interest at large, who 


greatly enjoy seeing and hearing these ma- 


chines in working order 


It is expected that the Exhibition will 
give great impetus to the trade that is al- 
ready doing very well indeed 


ox 


By Miss L. REID. 


A commission for the introductions of 
busimess in 


Aus 


reforms in the carrying on of 
the Ministeries and public offices of 
tria has been formed and it is expected 
that this new move will accomplish much 
for the trade, in creating a demand for of 
fice furniture in those offices. The Aus- 
trian “Courier” Typewriter Company prom- 
ised to put a new model on the market, 
but until now nothing appears to have come 
of the efforts of the firm, at least as far 
as tangible results are concerned. Mean- 
while new models are promised from the 
Provinces, factories are to be erected in 
Reichenberg, the great commercial center 
in Bohemia, and in the ancient capital of 
Prag. 

Herr Ignaz 
Schreibwaren Zeitung” tells me that there 
is such a large demand for small traveling 


Tenger of the “Papier & 


typewriting machines in Austria that a spe 
cial line of stationery has been introduced 
to comply with the want that has arisen 
in consequence of the use of these ma 
Square cardboard boxes, to takg 
paper of quarto 


chines. 
a number of 
form, with a small number of envelopes, to 
fit the paper have been put on the market 
These are purchased en route as the need 
all classes of travelers who much 
papel 


sheets of 


arises by 
prefer the proper roughed surface 

to the regular hotel paper, the supply of 
which is also very uncertain in this coun 
try, as the proprietor has not learned that 


advertisement by stationery is one of the 


most successful manners of making the 
house known. 

\nother innovation is the envelope with 
a patterned edge with many perforations 
that is not merely or even primarily 11 
tended as an ornament, but that is intend 
to prevent the possibility of tl ntents 
being tampered with 

[In the official report for th 1910 
issued by the Austrian Chamb Cor 
merce, an interesting item is t tice 
t is stated that the trade 1 t lL p S 
nd penholders shows very litt reas 

hat this is owing to the ition 
( untain pen, that has g grea 

und in this country during tl 
was con pleted last Decemb 

\ curious circumstance is t ti 
with regard to fountain pens 1 5 cou 
try that may be due to the difference in 
climate They have a great tendency t 
leak The wife of a great composer ré¢ 
marked to me in a pained voice some tim: 
ago: “Den’t talk about fountain pens to m«¢ 


the more they cost the worse they leak 
my husband has tried every brand on the 


market,’ and she sighed as she thought of 





OFFICE APPLIANCES 


Building 
Character 
ma 
Writing 
Machine 








L. C. Smith & Bros. Typewriter 


(BALL-BEARING, LONG-WEARING) 


Every part of this typewriter is made as if it were the one 
product on which the factory’s reputation must finally depend. 


Every part is designed to produce, by itself and in con- 
junction with every other part (not only for the expert typist 
under favorable conditions, but for the ordinary operator 
under all sorts of conditions), the perfect work by which the 
L. C. Smith & Bros. Typewriter must be judged. 


Character is built into the L. C. Smith & Bros. Typewriter. It makes 
this typewriter the always dependable writing machine you want in your office. 


Write today for free illustrated booklets 5 


Sranchesinall LC, SMITH & BROS. TYPEWRITER CO. isx¢ 2 for Dometic an, Faria 


arge cities 





Crown, Globe, Pioneer 


TYPEWRITER RIBBONS 


Are three standard brands which have an enviable 
reputation among typewriter users for their clear 
impressions and strength of color and fabric. 

We have had a wide experience in the manufacture 


of typewriter ribbons and guarantee satisfaction. 
Dealers are invited to write for our beautiful com- 
bined sample book and catalogue, illustrating our 
complete line. 


There is money in these goods for you. Writ 
today. 


Crown Ribbon & Carbon Mfg. Co., 
ROCHESTER, N. Y. 





Crown, Globe, Pioneer 
CARBON PAPER 


Represent the finest in carbon paper manufacture 
made in various weights for all uses. 

In addition to this regular line, we also make special 
billing carbons, copying carbons, pen and pencil 
carbons, etc. 

Dealers who want a high grade carbon paper are 
invited to write at once for our special trade dis- 
ount and selling proposition. 

We have the opportunity fora man who can pro- 
duce the business. Write at once. 


Crown Ribbon & Carbon Mfg. Co., 
ROCHESTER, N. Y. 








Ribbon Troubles 


It is our experience that much Ribbon 
trouble is due to using ribbons}on a ma- 
chine for which the inking is unsuitable. 
Those who have had to use various makes 
of Typewriter machines are perfectly alive 
to the fact that the ‘“‘stroke’’ differs radi- 
cally. The Ribbon is more sensitive to this 
difference than the operator. It is not 
sufficient to make a good ribbon and vary 
its width: for the different machines. The 
Ribbon must be made especially for that 
particular ‘‘stroke’’ for which it is intended. 
We to-day vary the inkiag and making, 
according to the machine on which it is to 
be used, and every run is tested accordingly. 
The result is the overcoming of much Rib- 
bon Trouble. 


The right ribbon in the right box, spools to 
fit the individual machine—and ribbons for 
every purpose and every machine. 





MANIFOLD SUPPLIES CO. 


A. L. FOSTER, President 0. G. DITMARS, Vice-Pres. 


188 Third Avenue, BROOKLYN, N. Y., U.S. A. 








inked carpets and white suits that had been 
f the 


rendered useless by the behavior « 
pens that were “warranted not to leak.” 
No doubt the professor sometimes forgot 
to screw on the top, and the pen was in- 
nocent of the fault laid to its door, but it 
is nevertheless certain that in this dry at 
mosphere a pen that invariably shows the 
best intentions in London will suddenly 
take to leaking here in a most outrageous 
manner 

Today’s papers report a case of sys- 
tematic appropriation of type machines in 
this city that perhaps forms a record. A 
mechanic in the employ of a high-class firm 
resolves to go in for stealing in a large 
way. He opened a repairing shop for type 
machines and similar articles in a suburb 
He then appropriated a number of ma- 
chines belonging to a firm where he was 
employed, always taking the chests at the 
bottom, removing the machines, filling the 
chest with weighty objects and replacing 
it. As it was his duty to remove machines 
no one suspected him and whenever the 
chests were examined they were seen to 
contain the machines as the mechanic only 
took those contained in the chests that 
were either piled behind or at the bottom 
of the row, leaving the top boxes intact 
\n accident revealed the manipulations and 
the police discovered that he had brand 
new machines to the value of $3,000 in his 
cellar-like workshop. 

INTERESTING BOOK BY THE DAL- 
TONS. 

“Touch Method on the Dalton” is the 
title of an interesting booklet recently is 
sued by the Dalton Adding Machine Com 
pany of Poplar Bluffs, Mo It gives the 
particulars of a thoroughly efficient touch 
system, pointing out in the introduction the 
advantages of employing the touch method 
on adding and listing machines By using 
this system the operator confines his eye 
and attention entirely to the items to be 
listed, thereby insuring greater accuracy 


and eliminating the nerve-racking opera- 
tion of looking alternately at the item and 
then at the keyboard 

[The touch method, it is claimed, saves 
eye-strain and enables the operator to 
make much greater speed with less fa 
tigue The principal thing necessary to 


know in the touch method, is the proper 
system for learning, and then practice 

[t is the intention of this booklet to give 
the necessary points to enable an operator 
to become a touch expert The book is 
illustrated with excellent half-tone pictures 
in colors, showing the proper position at 
the machine, correct position of the hand 
and a diagram showing the keys operated 
by the different fingers of the hand. The 


instructions are under such heads as “Po 
sition of the Operator,” “Position of the 
Hand,” “Very Little Finger Movement.” 
“Lever Stroke,” “Correction Key,” “Prac 
tice,’ “Other Operating Keys,” eté It is 


possible, the company states, to gain ac 
curacy in the touch system only by slow 








and careful operation the first day or two 
Speed, it is pointed out, is worse than 
useless without accuracy 

All Dalton operators should have a copy 
of this booklet and should study it con- 
scientiously. 


BIG ROYAL ADVERTISING CAM.- | 


PAIGN. 
[The Royal Typewriter Company is deter- 
mined that none shall say he has never 
heard of the New Royal No. 5, and to that 


end an advertising campaign has been in- | 
augurated that bids fair to equal if not to | 
exceed any campaign ever undertaken by a | 


typewriter company. The total amount of 
the appropriation has not been made public, 
but, judging by the very imposing list of 
mediums to be used, the sum undoubtedly 
runs well into six figures 

Beginning with the November issues, 
full-page Royal advertisements will appear 


in a list of thirty-two monthly and weekly | 


magazines of national prominence, having | 
. ° e . | 
a combined circulation of approximately | 


seven million copies. A few of the best | 
known magazines that will carry the Royal | 
announcements are: Saturday Evening , 


Post, Collier’s Weekly, McClure’s Maga- 
zine, Cosmopolitan Magazine, Munsey’s 
and Scrap Book, Everybody’s Magazine, 


System, Literary Digest, Pearson’s Maga- | 


zine, Current Literature, Independent, Har- 
per’s Monthly, Harper’s Weekly, Review of 
Reviews, Hampton’s-Columbian, Recrea- 
tion, Bookman, Business Philosopher. 

In addition to the foregoing a list of 
nearly forty prominent daily newspapers 
in the leading cities of the United States 
will be used. The combined circulation of 


the newspapers is approximately equal to | 


that of the magazines, making a grand total 
of about fourteen million copies. It will be 
seen, therefore, that the announcements of 


the New Royal No. 5 will be carried into | 


every city and town, and even, it would 
seem, into every office and home in the 
land. The Advertising Department of the 
Royal Typewriter Company is the scene of 
the utmost activity these days, and Ad- 
vertising Manager McGrew is kept busy 
planning and placing orders for space, 
booklets, folders, posters, etc. Mr. Mc- 
Grew has recently taken on an assistant, 
4. H. Fowler, who is a graduate of the 
Geo. H. Powell School of Advertising. 


A COLORADO OPPORTUNITY. 


A neat booklet has come to us from Jesse | 


R. Wood of Fort Collins, Colorado. It ap- 
pears that Mr. Wood is in the office appli- 
ances business, but desires to devote his en- 
tire time to the work of a new company for 
the handling of farm products. He desires 


therefore to dispose of his present book and 


stationery business at Fort Collins. 


The booklet describes the store, location 


of the city, railroad facilities, etc., etc., and | 


should any one be interested in this proposi- 


tion he should make haste to write to Mr. | 


Wood for full particulars 
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Carbon Pail Dealers 


It is essential to success that a careful in- 
vestigation of the products of various 
manufacturers be made. It has thus 
happened that our products and methods 
have been widely investigated and many of 
the largest and most successful dealers have 
concluded that the purchase of our goods 
would best enable them to succeed. So great 
a number have been convinced of our abil- 
ity to “best help’ them that we have grown 
to be the largest manufacturers of Carbon 
Paper in the world. ‘There is only one ex- 
planation—our goods, our prices and our 
methods satisfy. To those who do not do 
business with us we say— successful dealers 
buy where it brings them the best results; if 
they found they had made an error they 
would quickly drop us but our business is 
growing steadily. Do you wish us to send 


you samples? 


MANIFOLD SUPPLIES CO. 


A. L. FOSTER, President O. G. DITMARS, Vico-Pres. 


188 Third Avenue, BROOKLYN, N. Y., U. S. A. 
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AN INTERESTING PROPOSITION TO LIVE DEALERS 


who want a line for which there is an increasing demand to 


MAKE MORE MONEY 


—IS THE— 


EXCLUSIVE AGENCY 


—FOR— 


OMECO 
Steel Office Furniture 








Steel 

Flat Top 
Desks 

Roll Top 
Desks 
Tables 
Filing Safes 


Steel 
Vertical 
Sectional 
Units 
For All 
Filing 
Purposes 





Our Steel Vertical Sectional Units are made to interlock rigidly one with another so that any numbe: 
of Units can be made into practically one solid cabinet, only one pair of detachable ends being necessar 

The Roller Suspension used on our Filing Devices is the easiest rolling, strongest suspension on the market 
The heavier the drawers are loaded the easier they run. 

The quality of OMECO Steel Office Furniture is proven by the many satisfied users among which 
numbered many large corporations and the U. S. Government. 

The Portable Steel Furniture for the two new U. S. Battleships Arkansas and Wyoming is OMECO 
Steel Furniture. 

Write for our Exclusive Agency Proposition on Stock Goods. 


THE O. M. EDWARDS CO. 


503 Plum Street, Syracuse, N. Y. 
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AMERICAN TYPEWRITERS TAKE | SIRRREKEMEREKES EERE eee EET 
GRAND PRIX AT TURIN Y} tk 
EXPOSITION. 4 “ 
(Special Correspondence to Office Appli- ts a 
ances.) ou “8 
’ | 
At the Turin International Exhibition, one “ e 4. 
of the most important Fairs ever held in : “S 
Europe, office appliances were well repre- | f¥ P Ty 
sented, American made goods making up the | pe 
largest representation, especially as far as % ~ 
office machines are concerned. u T 
Naturally typewriters are the most numer- N4 i; 
ous, and we have seen the Remington, the | & NORTH a 
Underwood, the Royal, the Hammond, the uy rT 
Oliver, the L. C. Smith Bros., the Stearns, M4 i; 
the Sun, the Standard Folding and the Ben- | & tn 
nett among the American made typewriters, “! a 
the Continental, the Adler, and the Albus e A 
typewriters of German manufacture. We | & 
have also noted the first typewriter of Ital- 3: 4 
ian make, the “Olivetti,” undoubtedly a 4 “ 
good machine, but with a mechanism, we | & ts 
fear, too complicated to insure good lasting | @ a 
qualities. y WEST *) 
The Remington people exhibit a historical | & “s 
series of their machines from the old No. 1 e “ 
to the latest Nos. 10 and 11, they also exhib- | 7 
it an electrically driven contrivance to show v - 
how the visible model of Remington can NY . 
write at the speed of 100 words per minute. | ff ‘y 
The Underwood Company exhibits in a | Y 1911 MODEL—No. 12 re 
richly decorated stand the several special . ~ 
models they manufacture; they also show | & ‘ 
the Underwood adding typewriter, and Un- | @ iS 
derwood automatic typewriter. vy SOUTH ts 
The firm of P. Castelli & Co. exhibits | ¥ 4 
in a large stand, with little decoration but | rS 
thoroughly business like, a number of office N ft 
appliances. The biggest part of the stand | f¥ tt 
is given over to the Royal and Hammond oY eS s 
typewriters; but in the same stand make a Y T 
fine show also of the Dalton adding ma- | f¥ ammon WI] er A 
chines and the Edison business phonograph ‘s is 
These two devices, the latter being used in ry 
connection with the Royal typewriter, at- : nN 
tract great attention and there is always a a 
good crowd appreciating their wonderful y Th O i P ] ] T bd rT 
features [his stand, equipped with Shaw- © n y Oo yg ot ypewriter At 
Walker's filing cabinets and office furniture M Rt 
gives actu a appearance of a_ well Ns a 
equipped up-to-date oimnce ui a 
We note: so the show of the Compto 4 
meter t the Roneo Duplicator, of the | ui OVER 35 LANGUAGES ‘ i 
Watermar [deal fountain pen and others iy ON ONE MACHINE 
American nufacturers can well congrat 5 ay 
ilate themselves on the fine show they have yj Ia 
made as compared with other nations. YI mS 
A first edition of the catalogue of prizes ay 
awarded exhibitors, just published, shows yi fa 
t grand prix has been awarded to the . 
Remingt the Underwood and the Royal, ay 
typewriters \merican make and to $4 
the Continent nd the Adler Ger- uy ~ 
man typewriters Also a grand prix was MY THE HAMMOND TYPEWRITER CO ay 
given the Dalton adding machine and the % ~~ e 
> Tk _. ‘é fs 
Roneo duplicator. The next prize, a “Diplo- | 69th to 70th Streets and East River . in 
ma d’Onore,”’ was granted to the Oliver | f¥ ‘ a 
typewriter and a prize of a gold medal to the ‘s N ¥, k U S A 4a 
Standard folding, the Hammond, the Sur . ew ork, we ° ‘s 
and the Bennett typewriters and one to the VY - 
Comptometer. The Albus typewriter was | & A, 
given a silver medal VDps)n spa aa De De DD DD DD DD Spee 








By J. C. 


Remember there is as much in feet work 
as in head work in a house-to-house or of- 
fice-to-office canvass. It is keeping ever- 
lastingly at it. Taking in every house or 
office. You can peddle fire shovels, lead 
pencils, shoe strings, and if you will solicit 
every one—not missing any—you will 
make wages. Many will buy if you solicit 
many; few will buy if you solicit few. Your 
success all depends upon your ambition. If 
you have a little weazened, driedup, dys- 
peptic, pessimistic ambition, your success 
will be equally as shriveled and emaciated. 
If your ambition is without bounds and 
you match your ambition with unbounded 
work, fully confident that there is no ob- 
stacle too great for you to surmount, you 
will succeed. 


Do you know the difference between a 
commission and a salary? One is inde- 
pendence; the other dependence. One is 
nerve; the other the want of it. One is 


your ability with the lid off; the other is 
your ability with the lid on, with your em- 
One is your am- 
ambition 


ployer sitting on the lid. 
bition limited; the other is your 
absolutely unlimited. I heard a commission 
man say the other day that he cared uoth- 
ing for expenses, for he could buy any 
necessity or luxury that he desired; not that 
minute, perhaps, but the desire to possess 
was the mother to the act of getting out 
and selling more goods, and thus satisfying 
the desire. Not so with the salaried man; 


his expenses and desires must be limited 
by his salary. No ambitious man of ability 
will limit himself with a salary. You are 


not paid as much as produce. The 
profit from your labor goes to your em- 


There is only one quality that is 


y< yu 


ployer. 
worthy of emulation in the swine; he is a 
A word to the wise 
basis. 


hog and takes it ali. 
is sufficient. Get on a 
Play an unlimited game and you will win. 
The limited game is in favor of the house. 


commission 


If you are a young man, prepare yourself 
to make a fortune while your ambition is 
without bounds. As was once said by a 
shrewd commission man: “If I had the 
ambition of youth with the experience of 
my years, | could make a million.” 

To master the art of salesmanship you 
must concentrate your mind on the article 
You must see all the pos- 
You must be able 


you afe selling. 
sibilities there are in it. 
to meet fairly every argument against it. 
You must why you failed to 
make a particular sale and never make the 
fatal mistake again. You must be quick to 
grasp the convincing arguments presented 
by others, and apply them. You must as 


reason out 


“SALESMANSHIP” 


? 


HawkINs, Proprietor, Clipless Paper Fastener Company. 


sociate with salesmen. Attentively listen 
to what they say as to how they sell their 
Tell them about your article, and 


thereto, 


goods 
encourage 
and apply the good and discard the bad. 
When you strike on a convincing argument, 
develop it; add to it, and then cut it down 
to the fewest possible words. Make it a 
part of yourself until the utterance of it 
becomes almost an invoulntary action 


conversation in regard 


Honesty. 
The cardinal principle of successful sales- 
this must be 
You 


you are 


manship is honesty, and 
founded first in 
convinced that the article 
dling is an honest article, and that in offer- 
ing it to the public you are doing the peo- 


ple a positive service; that you are pre- 


must be 
han- 


yourself. 


senting them something they actually need; 
that they are getting full value for their 
money. 

Cordiality. 

Always be cordial and pleasant, but never 
to the degree of over-doing it. Put aside 
that tired feeling. Never enter a 
place of business without the appearance 
Life and animation is stimu- 
Always approach 


man’s 


of freshness. 
lating to your customer. 
a hard sale when vou are fully rested and 
all your faculties are the keenest. The 
chances are that your customer is not so 
great ad- 
Always be 
independent. Do not that 
you are an object of charity, and your cus- 


fresh as you are, and this is a 
vantage, if he is not too tired. 


carry the air 


tomer must buy of you out of a sense of 
duty. Don’t try to sell yourself, but your 
Your article will sell better. 


alike in 


article. 
Nature has not endowed us all 
facial and the 


is the index in your character 


expression, smile you wear 
If you will 
but consider it for a moment, you will re 
call that there are kinds of 


The smile of pleasure and happiness and the 


two smiles 
insincere smile, which is absolutely fatal to 
the salesman. If you cannot smile where a 


intended to express pleasure and 


smile is 
happiness, do not 2zssume a smile 

The most serious and fatal mistake sales- 
men make is talking too much There 
seems to be a prevailing opinion that the 
man with a “gift of gab” will either make a 
good salesman or a lawyer. Very few men 
can handle a “gift of gab” successfully. It 
is invariably a misfortune to possess it. Let 
the other fellow do the talking, you sim- 
ply meeting his objection in a frank and 
If an objection is 
criticism is 
and 


straightforward manner 
raised, meet it openly. If a 
made, meet it with a argument, 
show where your critic is mistaken, if he 


fair 


is mistaken; if not, frankly admit that his 
Nothing is 


onvince the 


criticism is well taken gainec 
by evasion and an attempt to 
party of that which he positively knows is 
not true and which you know yourself is 
that Take uJ 
something that will convince him. Change 
the subject and let him do the talking 


not true. Dismiss subject 


Get Your Spirits Up. 
Get your spirits up before starting out 1 
This is 
positive necessity to success. Take a long 
walk and shake off that depressed feeling 


the morning to solicit sales 


or buy a good cigar and smoke it out of 
so that yor 
rather wy 


your system, but get rid of it 


can get down to business, or 
to it 
One way of getting rid of the dread of 
meeting your first customer is to start in 
on some small merchant or office man that 
you under hardly any circumstances could 
expect to buy. This 


has a tendency to work off the timidity that 


Call on several such. 


possesses most every salesman when start 


ing out in the morning. This work-out has 
the same effect on you that it has on the 
race horse. It warms you up; puts you i1 
the game; brings you back to the 


ur spirits uy 


race y¢ 
made the day before; brings y 
for today’s race to win 


Do not attempt to warm up to the game 


by using good prospects. Use the poorest 
but WARM UP 

The above remarks are especially appl 
cable to the beginner on a new line You 


You must learn just 
You must 


must learn your part 
what to say and when to say it 


put yourself at ease with your subject an 
article. You must gain this owledge ani 
ease by soliciting sales—by actual exper 
ence. Therefore, do riot sp your terr 
tory by learning to sell the article on pros 


pects that with greater experience you could 


surely sell. Go out to the small merchant 
on the end of the street. The young law 


yers and other beginners in business that 


vou will find way down the street. Get your 
subject well in hand and then go after 
those who will buy, and you will succeed 


expense of your territory 


the parties 


and not at the 
Do not expect to make sales to 
in the suburbs, go after them only for ex 
more days 


perience and practice. One or 


thus will be most profitable to you 


later 


spent 


Closing Sales. 
waste 
orders It 


money, do not your 


taking 


As time its 
money (your time) in 
takes just as long to obtain an order as it 
longer, in 


does to obtain the cash—no 


theory, for it means a sale in either case 





OFFICE APPLIANCES | i 69 








Important Triple Announcement 
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On and after November 10, 1911, we will furnish 
1 a complete line of ‘“‘Ready to Use” and “In the 
Rough” machines in any quantity at attractive 











prices. 





Considerable saving effected through improved 
ys facilities for manufacture of our famous Retyco 








| and No. 2 Rebuilts will be passed on to the 


dealer. Write for our new price list. 





Instead of marketing our rebuilt machines abroad 
3 through a single concern, an agency will be es- 








tablished in each country. Dealers abroad who 








have an organization to handle a larger business 
are invited to write for our special proposition. 





GEORGE A. BALDWIN, T. W. LEWIS, 
President and Treasurer Secretary 


Factory: New No. 312-328 North May Street 


City Office: Suite 902 Plymouth Building, 417 South Dearborn Street, CHICAGO, ILL. 
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[he new catalog of the DeJuxeJine has 
been issued and mailed broadcast to office appliance 
dealers thruout the world. It has met with a most encouraging 
reception everywhere, the many kind letters which we have received indicat- 
ing a unanimous approval of our plan to simplify the handling of loose leaf 
goods by giving our dealers a selected line made up of the best selling loose 
leaf goods on the market. 

The De Luxe Line consists of the fifteen standard loose leaf devices shown on these two pages 
The obsolete and superfluous have been entirely removed. Every device fills a requirement in tl 


modern office. Each binder is carried in stock in a wide range of popular sizes, and is made « 
special order to fit any sheet or punching. 











What Some Leading Stationers 


GEO. D. BARNARD, ST. LOUIS, MO.—Your new policy in making a simplified line and skimming out tl 


old timers will certainly enable the dealer to handle ioose leaf supplies to better advantage. Your plan 
certainly a very good one and I feel sure all your customers will be well pleased. EDW. F. BREDEHOF! 
FOOTE & DAVIES CO., ATLANTA, GA.—I believe that your goods, especially the ‘‘De Luxe Line’’ make 
very strong proposition, otherwise we never would have agreed to handle same. We believe it is mu 
better to push the higher,class goods even at the risk of losing an occasional order entirely on the questi 
of price. JOHN M. COOPER 
WALKER, EVANS & COGSWELL CO., CHARLESTON, S. C..-We consider the De Luxe Line a representati 
line of binders and holders, and hereby extend our heartiest approval of your present poli f confinit 
sales as far as possible to the fifteen styles selected. There should be no trouble we believe in findig 


among these fifteen styles, a style to fit practically any requirement. 

PAYOT, STRATFORD & KERR, SAN FRANCISCO, CAL.—I am very glad to say that I do not believe we hi 
ever had a complaint from our customers on any of your goods, and also wish to take this oppor it 
complimenting you on the quick service you give us on special orders. H. J. STRATFOR! 
WM. G. JOHNSTON & COMPANY, PITTSBURGH, PA.—You are to be congratulated on your departure fr 
the old style of catalogue, which was more or less cumbersome, from the fact that you had to go through 
lot of reading matter before ascertaining what you desired JNO. J. McSHANE, 


KILHAM STATIONERY AND PRINTING CO., PORTLAND, ORE.— We have found that it has pai s to rect 
our number of styles, both in the loose leaf ledgers and also in transfers and binders as it enables 

carry a more complete stock which also helps us to take care of large orders and we believe this will ap] 
to you as a manufacturer. J. S. BALL 
GRAHAM-CHISHOLM CO., NEW YORK, N. Y.—There is no doubt that the manufacturing stationer will fit 
the simplified method you offer in the De Luxe Line a great advantage, also that it will result in increas 
profits. B. J. KAPLA 


THE BURDEN OF OUR SALES DEPARTMENT DOES NOT END WHEN DE LUXE GOODS 
ARE PLACED ON YOUR SHELVES, BUT WHEN THEY ARE SOLD TO YOUR CUSTOMER 


C.S. & R. B. Co., Inc., Chicage 
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The DeJuxe]ine, will lift your loose leaf 


department above the competition of the ordinary 


sort of loose leaf goods. It will increase your prestige and build 
your trade by bringing satisfied customers back to you with profitable repeat 
orders. It is much easier to get a new customer than to hold an old one. 
The initial order is nothing, ‘its the repeaters that count. In these days of 
strenuous competition Quality is the all important factor. 

The constant aim of our splendid factory organization is to keep the quality of the De Luxe Line 
ip to the very highest standard. ‘There is no elasticity to this statement. We mean just what we sa} 
If you want proof read and consider the statements of De Luxe Dealers in this advertisement. It 


is significant that these letters come from some of the largest stationery houses in the country. 


Say About the Defuxefine 


THE WOODROW-BRADLEY CO., CINCINNATI, OHIO.—In my opinion this catalog can not fail to interest 














ny loose leaf dealer who desires a complete line of ‘‘OQuick Sellers’’. It will also prove invaluable to 
_— n in making loose leaf sales as it simplifies the selection of binders, at the same time placing before 

1e consumer a binder for every loose leaf need. S. A. SCOTT. 
WILLIAM i. HOSKINS CO., PHILADELPHIA, PA.—As far as the quality of the De Luxe Line is concerne?2 
we can frankly say that our experience has been very satisfactory, and feel that in presenting these goods 
to our various customers we take the decided stand that they cannot be beaten for appearance and wearing 
jualities. F. SNELLER. 


WILLIAM B. BURFORD, INDIANAPOLIS, IND.—The De Luxe Line of loose leaf devices will be the coming 
line, as it embraces enough styles to suit most any business. Every stationer is in favor of eliminating t 

numerous styles now shown in catalogs. As to the quality of the line I know from past experience that it 
can’t be improved upon for we have used nearly all numbers and have never had acomplaint. GEO. F. LUTZ. 
GEO. G. FETTER CO., LOUISVILLE, KY.—We were always of the opinion that there were too many loose 


leaf devices on the market to at iswer the same purpose and we feel that this latest « _— 1e 

ground entirely by illustrating the best item in each style of device ~ FRANK. WHITE. 
BRYANT & DOUGLAS, KANSAS CITY, MO.—The De Luxe Line gives the dealer a comprehensive line with 
which he is able to supply all ordinary demands, without carrying a multiplicity of devices and tying up 
in unnecessary amount of capital by attempting to carry only a few numbers of a line entirely too large 


E. TRICE BRYANT. 
CRANE & CO., TOPEKA, KANS.— Ilave been selling your goods for a number of years, and have yet to hear 


4 


the first comp ) unt regarding single device of yours which we ever sold, and it has therefore been a 
pleasure to sell your goods. lvery single article which you turn out is built strong enough for the work 
for which it i intended, ind combined with strength, simplicity has seemed to be your - These twe 
factors will win out in the loose leaf game every time. C. L. MITC HELL. 


THE DE LUXE LINE ADVERTISING CAMPAIGN IS FREE WITH YOUR FIRST 
STOCK ORDER. SEND FOR OUR DEALERS’ PROPOSITION TODAY 


Makers of the DefuxeJine 
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The 

Only 
Machine 
Operable by 
Touch Method 





Dalton 
Adding 


“The Machine that does things” 





Machine 


In considering any matter, particularly that of purchase, comparison is the general 
mode of approach, but there is nothing with which the Dalton can be justly compared. 


@ The Dalton is the fastest adding machine in all the world, 
@ The Dalton is the fastest calculating machine on any market. 
@ The Dalton is faster for the novice, faster for the expert. 


@ The Dalton is the easiest adding or calculating machine to 
operate, and the operation, either in addition or multiplication, 
is free from all mental effort. 
@ The Dalton is the only adding machine or calculating ma- 
chine operable by touch-method, which increases speed 25% 
and is 50% more accurate. 





Six years of service seem to establish that there is no such thing as “wear-out” to a Dalton. 


@ The Dalton has but ten keys--no order keys--lighter 
touch and quicker action than a typewriter, is operated as 
a typewriter is operated, but with much greater speed and 
ease. No attention has to be paid to numerical order, the 
machine itself automatically performing this function which 
heretofore devolved upon the operator. Visible printing; 
accessible nbbon cups and paper rolls; prints totals, sub-totals 
and automatic clearing signal in red and is operable as easy 
when seated as standing. 


Our thousands 


of users are not only satisfied, but enthusiastic, and our strongest endorsers are our earliest customers. 


THERE IS BUT 


@ We do not make a number of different machines each ap- 
plicable to a different line of business. 


@ It is the same Dalton that is serving the various departments 
of the United States Government. 


@ The same Dalton that hundreds of Bankers have said over 


their signatures is the best adding machine on the market. 


@ The same Dalton that Merchants claim is the only machine 
for their business. 


@ The same Dalton that Manufacturers say is unapproached. 
@ The same Dalton that Railroads say is invaluable to them. 


@ The same Dalton that Engineers say is the most valuable 
aid ever brought to their assistance. 


@ The same Dalton that Miners say serves them as no other 
machine could. 


ONE DALTON 
@ The same Dalton that Lumbermen say is the only lumber 
machine. 


@ The same Dalton that Contractors say is without an equal. 


@ The same Dalton that Municipalities claim is indispens- 
able. 

@ The same Dalton that Auditors and Accountants say must 
have been built expressly to meet their requirements. 

@ The same Dalton that Cottonmen say is the only machine 
adapted to their business. 

@ The same Dalton that Grainmen say is of almost inesti- 
mable value. 

@ The same Dalton that Counties and State Governments 
are adopting. 


@ The same Dalton that is establishing new records for 
speed and efficiency in over one hundred different lines 


of business. 


There are a half-hundred and more reasons why all this is so, why we continue to receive thousands of unsolicited testimonial 


letters, why our sales have more than doubled each and every year. 


They will be furnished you gladly for the asking. 


DALTON ADDING MACHINE COMPANY 


Department C 


POPLAR BLUFF, MO. 





but not a sure sale on the order. Now, 
if it takes just as long to obtain an order 
as to close the sale on the spot and obtain 
the cash, what have you gained by taking 
the order? Nothing, and you have lost the 
time in making deliveries that you could 
otherwise have spent in making sales. That 
is, you take ten orders one day— it takes 
you all the next day to make deliveries; 
and you are sure to find some one of your 
customers out and may have to make many 
calls on him before you can make the de- 
livery, with always the chance of his chang 
ing his mind and canceling the order. If 
he changes his mind after you have ob- 
tained his cash, you have won; if before 
you have made the delivery, you have lost 
have lost half 


At any and all events you 


your time 

If you find that a customer has not the 
cash on hand, do not take his order for fu- 
ture delivery, but complete the sale as far 
as you can by leaving the machine. This 
has the effect upon your customer of hav- 
ing purchased the machine. He feels under 
obligations to pay for it, as he would any 
other article purchased on credit. You then 
have but to ask for the payment on your 
The transaction is all closed 
Where you deliver the 


second trip 
but this one item. 
machine on an order, you invariably have to 
re-sell it 


The Price Is Too High. 


This is one of the objections you will 
meet with every once in a while. But when 
you come to think of it, were you 
confronted with the remark that the “price 
is too low’? No, always too high—for the 


ever 


“short man”; never too low. 

What do you think about the price? Do 
you think it is TOO HIGH? If you do you 
will be for you will uncon 
sciously agree with your objector. There 
is more in mental telepathy than you may 
be willing to then, too, your 
manner will betray your thoughts. Is the 
commission you are getting out of the sale 
too much? “Of course not,” we hear you 
say. Now, do you feel that the balance of 


unsuccessful, 


admit, and 
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the selling price you are paying us is too 
much—manufacturing, promoting, advertis- 
ing, and all other expenses considered? You 
are making 75 per cent on every dollar you 
invest with us, and are out your traveling 


and hotel expenses. We are out manufac 


turing costs, advertising, losses on bad ac 


counts, guaranty, and various other ex 


penses too numerous to mention. If you 
are working for expenses only (for you can 
easily sell six a day) you can afford to re 
duce your commission to 50c per machine 
If we were working for glory and expenses 
we could not reduce the wholesale price 
but a very small amount, too small to effect 
the retail price. If you want more than 
expenses, the price is right. If you are a 
salesman you will appreciate that the high 
er the price, all things being equal, the 
larger commission you will be allowed 

If you think the price is too high, then 
you had better go back to a salary and re 
ceive each month one-half, or one-fourth, or 
maybe one-tenth of what you actually earn 
Work for the other fellow. Let him have 
the responsibility. Keep your eye on the 
clock and be ready to leave your pick or 
shovel in the air and run when the whistle 
blows, and let your employer have the large 


profits on your labor, but do not attempt to 


work for yourself as you will make a failure 


of it, for you have placed a low (but upon 
second thought, it may be a high) price on 
your labor and ability. Work by the day. 
If you are worth a dollar, that is just what 
mind, 
worth. If 


receive. But bear in 
get no more than you are 
dollar then, to 


salesman, our price is too high, and you will 


you will you 


will 
man, 


you are a you as a 


rarely be able to obtain it. We only em- 
ploy $10 and $15 and $20-a-day men. If you 


are a dollar-a-day man, then your resigna- 
tion is acceptable. You are too expensive 


a man to have on our selling force, you 
spoil too much territory; make it too hard 
for our $10, $15 and $20 follow 
You are expensive at any price. 
Hard work is 


looking for 


men to 
after you 
Salesmanship is hard work 
profitable 3ut you are not 


This is where you are not in ac 


profit 


73 


cord with us, for we are. We will agree 
with you that as to you, our price is too 
high. 

First Success. 

We can wish you no worse luck than 
to be successful on your first day out in 
selling from 10 to 15 machines. Your first 
success will be your downfall, unless you 
are one of those who laugh at adversity, 
and can turn defeat into victory, for, re- 
member, every day is not a red letter day 
with the salesman. He who is easily dis- 
couraged by a few days of poor business 
and abandons the particular line at hand 
only to take up with another with which he 
is sure to have the same experience, and 
shifts from one article to another is a 
QUITTER. He is designated in the busi- 
ness thermometer by the cypher—zero. 

Talk to any salesman and he will tell you 
that business runs spotted; that there are 
days that he makes big money and days 
that he does not make expenses, but that 
in the long run the average is profitable. 

But this spotted business is not peculiar 
to the salesman. Every commercial house 
has its profitable days. and days of hardly 
expenses. They bank in aggregates. It is 
the aggregate business less the aggregate 
expenses that spelis profits. 

If we can induce salesmen to work re- 
gardless of failure, can get them to stay by 
the proposition until success crowns their 
efforts, we can use fewer men, with greater 
results. 

Always keep in mind that when an article 
has stood the test of time, and is still being 
manufactured, that someone is selling them, 
and you should never admit that there is 
anyone in your line that can do better than 
you. Always equal him, and then go him 
one better. 

In the business lexicon the words 
“nerve,” “perseverance,” and “money” are 
synonymous. 

” ©The foregoing and the article under the same 
title in our October issue were taken from an 
interesting booklet written by Mr. Hawkins for 
the benefit of his salesmen. Mr. Hawkins is, by 


the way, proprietor of the Clipless Paper Fast- 
ener Company, Newton, Ia. 





SIXTY-NINTH REGIMENT ARMORY, NEW YORK, WHERE NEXT BUSINESS SHOW WILL BE HELD. 
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The Automatic Letter Machine 


The Giant Brother of the Typewriter 








U's S ype, electros, ie! od UIs 
Or ZINCsS. 


fe 


A flat bed machine, motor driven, that produces perfect type- 
written letters at a rate of 1500 per hour at lowest speed or 4500 per 
hour high speed. 

ABSOLUTELY FOOL=PROOF. Easy and simple paper feed. 

No adjustments except pressure and margin. Ribbon reverse. 

Automatic paper jogger. Built for years of hard service. 


We want dealers with lots of push. Write us today. We ought 
to get acquainted. 


The Automatic Letter Machine Company 


1574-1580 Crossing Street CHICAGO | 





KANSAS CITY ALDERMEN ENDORSE 
BIG BUSINESS SHOW SOON TO 
BE HELD THERE. 

[t is refreshing and encouraging to nots 
the public spirited enthusiasm with whi 
the newspapers and the city officials of Kan 


sas City are boosting the business show t 
be held this year in that city Che show 
being given columns of good publicity in the 


daily papers, and recently rece ed the e1 
dorsement of both the upper and lower 
houses of the Kansas City Cou throug! 
the following joint and concurrent resolu 
tion, a certified copy of which has been sent 
to Office Appliances 


Following is the resolution 


JOINT AND CONCURRENT. RESOLI 
PION 
(Certified Copy.) 

Whereas, During the week mmencing 
Monday, November 20th, 1911, a National 
Business Show will be held in Conventio1 
Hall in this city; and, 

Whereas, This exposition has been e1 
dorsed by the commercial interé 
section of the country; and 

Whereas, The same is an excellent edu 
tional movement and should receiv: 
moral support of our citizens 

Now, therefore, be it ordained by the U] 
per House of the Common Council of Kat 
sas City, Missouri, the Lower H 


irring therein 


hat onday. November 20t 191] 1 
| \ lay, N | - ) 
hereby declared to be “Greater Kar s Ult 
Day” at said National Business Show 

Be it further resolved, that tl vari 
dep rtments send representatives f this ¢ 
position with a view of adopting 


vices as would tend to inere 
their work; and, 


Be it further resolved 


this exposition are commended to t | 
Adopted Oct. 16, 1911. Frank D. Askev 
Speaker Lower House | 
Counci 
Adopted Oct. 16, 1911 Greg 
President Upper House of tl Com! 
Council 


Attest: Wm. Clough, City Cler} 
The Kansas City Star of October 29th 
lines some of the features t ming 


show, as follows 


Eighty-four booths, containing the latest 
inventions of the business world, will be th 
exhibits at the National Business Show 
be held in Convention Hall the week | 
ginning November 20. Among these inv: 
tions and improvements upon inventi 
will be the cameragraph, a camera wht 
dispenses with the use of plates and filn 
taking photographs direct upor rd; t 
stenotype, a typewriter whose keys are sten 
ographic signs, instead of letter 1 
operation of which is noiseless noiseles 
typewriter, and a typewriter adding n 
chine In addition, scores of the latest in 
provements in indexes, cabinets, filing sys 


tems, bookkeeping and the various other aj 
purtenances of a modern office 


hibited by the manufacturers 





May Bring Factories Here. 


Frank M. Robinson is the manager of the 
Kansas City Nati Business Show, 
if its kind ever given here. He has 
been rking since last winter obtaining 
xhib and now almost all the bootl 
space has been sold. When a similar show 
vas g in St. Louis last year it resulted 
n the advent of several new manufacturing 

I nd Mr. Robinson believes that 
the Kansas City show will benefit the town 
in the same way 

‘Already more than twenty out of town 
manufacturers have rented booth space in 
the hal Mr. Robinson said yesterday. “I 
have no doubt that several of them will de 
ide whether or not they will establish 


branch in Kansas City by the amount of in 


terest which is displayed during the show, 
and from the present prospects it looks as 
though we will be in a fair way of getting 


them here 
Speed Contests a Feature. 
a he dex 


orate, and no 


orations of the hall will be elab 


exhibitor will be allowed t 


vary from the general plan. To add interest 


to the show we have made arrangements 
with Prof. P. D. S. Peters of Manual Train 
ing High School to formulate rules and be 
1 judge of two typewriter contests, one for 


Kansas City and the 
Valley championship 


the championship of 
the Missouri 
ner of the latter championship will 
to compete in the international 
In addition, the various add 
offer daily 
prizes for speed on their machines.” 
ym will be the 


ther for 
The wit 
be entitled 
speed contest 
companies’ will 


ing machine 


A cafe and grill ro “exhib- 
it” of the Kupper Hotel, 
at the north end of the hall. 

The Kansas City Journal of October 27th 
gives slightly more space to the same sub- 
unique features 


in a large alcove 


ject, and covers various 


planned for the coming exhibition. 





BIG ORDER FOR SMITH PREMIERS. 

The Typewriter Exchange, agents for 
the Smith Premier typewriter at 
Saskatchewan, Canada, recently 
an order from the Sacred Heart Academy 
of that city, for the entire equipment of 
institution with No. 10 Smith Premier 
machines. This makes two schools in 
gina which were equipped with Smith Pre- 


Regina, 
secured 


the 


Re 


miers 

The Exchange was recently 
favored by a return visit from H. A. John 
stone, Canadian Supervisor, who had been 
through to the Coast and stopped off on 
his way back to office in New 
York city - --— 

Scrantom, Wetmore & Company, of 
Rochester, N. Y., announce the completion 


[ypewriter 


the home 


of their store improvements, and held open 
the week of October 23-28 
Of special interest to business men is the 
branch devoted to office furniture and loose 


house during 


leaf devices The company handles a 
great many leading specialties including 
Shaw-Walker Filing Cabinets, Dick Fire- 
proof Safe Cabinets, Horrocks’ Desks, 
Danner Sectional Book Cases and Twin 
lock and Irving-Pitt Loose Leaf devices 


| 
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This book is for the members of 
‘the firm, managers and heads 


of departments 


It was an expensive book to pro- 
duce—and, therefore, we ask you in 
sending for it, to use your business 
letter head and state the position 
you occupy with your firm—to aid 
us in avoiding needless waste. 

The King of France said: “Begin 
at the beginning, go to the end, and 
That’s just what this 
book does—in other words, it’s ad- 
equate in the hadling of its subject. 


then stop.”’ 


Dictation on 


r) en rs 
Splitting the other | 


Four-Fifths 





the Edison 


Business Phonograph 


—and what more can you say of a book, whether it’s an 
advertising book or “‘pure literature,’’ than to say that it is 


adequete—that it fills the bill. 


This book probably contains a lot of 
things that you already know and some 
things that you have not been brought 
face to face with before. It is every bit 
of it about the advantage of using the 
Edison Business 
Phonograph in 
handling corres- 
pondence, all of 
it more or less 
closely related to 
your own 
ness—but should 
be none the less 


busi- 





interesting to you on that account 
Do you realize that the Edison Business 


Phonograph is the business appliance that 
conserves the time and energy of your 
highest salaried men—that most other 
business appliances, rapid copying ma- 
chines, addressing machines, envelope seal- 
ers, stamp stickers, etc., merely trim the 
edge of your expense by saving on sten- 
ographers’ and office boy’s wages? 

There is a place on your desk for this 
book, there is a place in your mind for the 
facts which it contains, just as there is a 
place in your office for the great business 
system which this book represents—no 
matter what the size or character of your 
business. 

Write for this book today. 


TO DEALERS AND SALESMEN 


The Edison Business Phonograph is the biggest thing in business appliances 


today. 


Offices large and small in all parts of the country are your field. If 


the one big opportunity never knocked on your door before, here it is. 
There are still openings to be had with dealers handling the Edison Busi- 
ness Phonograph, or we offer efficient co-operation to men with small cap- 


ital and full confidence in this big m 
to take advantage of this oppor 


yey making proposition and who want 
tunity to start in business for themselves. 


THOMAS A. EDISON, Inc., 205 Lakeside Avenue, Orange, N. J. 
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(1910 Revised Edition) 
Bound n Morocco Leather 


The Recent Standard Oil Decision 


confirms the methods of organizing and 
conducting a corporation as outlined in 


Robert J. Frank’s Masterful Work 


Science of Organization and Business Development 


Written in plain commercial English, by a member of the Chicago Bar. 


Every Business Man Should Know 


How to finance. organize and reorganize a business along practical lines. 





How to distinguish a legally safe investment in a business corporation. 





How to investigate and ascertain the real condition of a business in which 





he is interested. 
How to manage a business corporation, after it is created so as to avoid 





unnecessary legal complications, 


Every Stationer Should Have This Book in Stock 


It covers ali practical questions, gives special forms, and settled law 
concerning organization, reorganization and financing a corporation. 


Bound in Morocco Leather—Retails $2.75 


Write for prices and discounts on lots of one dozen or more. 


OFFICE APPLIANCES, 417 So. Dearborn St., Chicago, Il. 



































dee 


We manufacture 


Roll and Flat-Top 


Office Desks, 


Standing Desks, 
Typewriter Desks, 


Office Tables. 


A FULL LINE OF 


Sanitary Desks 


WRITE FOR CATALOG 





Globe Patent Typewriter Desk. 


J. F. DIETZ & COMPANY 


309 West Third Street, Cincinnati, O., U. 8. A. 











WILL ESTABLISH AMERICAN-RUS- 


SIAN BUSINESS. 

Eugene Zimmerman, 19 St. Petersburg 
street, Moscow, Russia, was an interested 
visitor at the New York Business Show. Mr 
was accompanied by a repre- 


Zimmermat 
sentative of the Russian-American newspa 
per in New York, who spent several hours 
making himself acquainted with some of the 
modern thee devices 

Mr. Zimmerman is at present engaged 
with his father at Moscow in the harness, 
saddlery and sulky business, but he is con 
templating the establishment of a Russian 
American import company to deal in several 
lines of goods of American manufacture. It 
is intended that the company shall feature 
modern office appliances, equipment and de 
vices. This department of the business will 
be run under. special management and the 
goods will be sold by salesmen specially 
trained for that particular kind of work. 

Mr. Zimmerman spoke at length to a rep 
resentative of Office Appliances regarding 


his plans for the business. He intends to | 
make a close personal inspection of the con- 
ditions surrounding the sales of these de- 


vices in the United States, and to make | 


annual trips to this country, familiarizing 
himself with the development of the busi 
ness each year. 

Mr. Zimmerman keenly appreciates the 
modern systems practiced in the conduct of 
American business enterprises, and intends 
to follow, as far as possible, the general 
plan under which the several devices are 
marketed in this country. The difference in 
the conditions of the two countries, how 
ever, make it necessary to employ some dif- 
ferent methods of handling and operation. 

American manufacturers should make a 
more careful study of the conditions under 
which business must be conducted in Rus- 
sia. The vast empire which stretches across 
two continents has experienced a great 
commercial awakening. It already consti- 


tutes a great market place, and during the | 


next decade there will be an increasing 
market for all classes of goods. 


SEALED HONORS HANDED TO 
POSTERITY. 

President Taft and the Grand Lodge of 
Masons of California laid the cornerstone 
of Oakland’s new $2,000,000 City Hall on 
Friday, October 13th, 1911 

\ large list of newspapers and other ar 
ticles describing and illustrating the cus 
toms of the present day and also a Large 
Reproduction of a Model 5 Underwood 
[Typewriter were enclosed in the corner 
tone 

[This engraving was 10x10 inches in size, 
etched in black and white on copper plate, 
and furnished by James D. Hoey, manager 
of the Oakland branch of the Underwood 
Typewriter Company at the special re- 
quest of the Cornerstone Committee, for a 
reproduction of a ‘typical writing machine 


of this age 
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When you buy the 
WRITERPRESS 
you buy the most 
useful multi-letter 
device that’s made 








The WRITERPRESS is not simply 
a device for producing form letters 
in quantity. It is more than that. 
There are a number of devices that will print typewritten letters 
but the WRITERPRESS is the only device that will produce 
COMPLETE Letters—letters having the recipient’s name and 
address filled in, letters signed in a second color. This the 
WRITERPRESS does do—in one operation—at the rate of 4,000 
to 5,000 copies a day. 





With the WRITERPRESS you can produce ordinary form 
letters without fill-in or signature, at the rate of 8,000 to 10,000 
a day. Other devices will do this too—but even on this work the 
WRITERPRESS is superior because you can set up and keep 
standing as many letters or forms as you use, and when one is 
wanted you can put it into the WRITERPRESS instantly. 
You run only as many copies as are needed at once—then change 
to another form. There is no running ahead, no waste of 
stationery due to changes and corrections making printed stock 


useless. 
Your office forms, shop forms, discount sheets, loose leaf catalogs 
and scores of other things can be printed on the WRITERPRESS 
fitted with Direct Inking attachment. Simply set them up and 
print—no wait for electrotype plates:‘to be made. You can save 
half to three-fourths of printers’ prices on these items. 


The WRITERPRESS is the most useful, the most adaptable, the 
handiest and the quickest multi-letter device you can buy. It 
costs less than two typewriters—it is worth as much to you as 
fifty. A boy or girl can run it. 

Before you buy any ‘device be sure you know what the 
WRITERPRESS will do for you. Let us show you specimens of 
its letters—let us tell you how thousands of other men are using 


it to build their businesses. 


THE WRITERPRESS COMPANY 


Department C 


SHELTON, CONN. 


New York Sales Office—302 Broadway. Chicago Sales Office—203 S. Dearborn St. 
DEALERS EVERYWHERE 
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NEWS NOTES FROM BOLOGNA 
ITALY. 


Addresses now ‘filled=in’) °°" 


tants and it is surrounded by 
Regei Modena, Parma, Fert 
venn« 

The demand r typewriters 


The Printograph ‘‘fills in’’ Se eee 
the name, address, and saluta- $y Oe ee ae ake 




















tion of the firms on your cit mag ee MR i 
ing list, at the same time it | | weiters and the competition 
typewrites your letters. You | | However, only five or six 
now get accuracy-speed-economy - ee esalndlage sae ME setae 


in one quick operation. iit hen ale EhucRemaeeiel te 
chine s, the Continental and tl ae 


leaders ne the less 


ignatures now Signed | ieee See 


paratively well \n agent 
appointed tor the “Urania,” 
typewriter which, I believ« 
appeared in America 


The Printograph can sign YOUR ge gb Ati 
signature in INK-perfectly-to iat a le i ae 

every letter-no lost time. 700 complete In these towns the sale of 
letters with ‘‘fill-in’’ and signature are very good considering their 

easily Printographed in an hour-think of | | orn ieee 
hans 4000 circulars per hour also. i RO ale — 


in the order above mentione: Fol" 


& = | Ferrara and Ravenna are | 
The first named town had a ge 


| merce a few years ago, but it : ye 
apparently since that time until it 1 ger 
presents a good field for typewriter sales 
\dding machines are not sold at 1 


The Automatic Typesetter this province, only two or thr 























enables you to set the type for in Bologna have purchased Phe 
° * field, however, should be a e 

the Printograph forms without it seems that no adding machine is tively 
touching the type, and at a pushed and no intelligent advertising 

speed equal to your ability being done. In view of these features, the 

to spell out the words. Like sale of such devices cannot be goo Phe 

the Printograph itself, the , sve secsaalen the oe which is the 

° j yest known, because there are many ling 

youngest person in your employ <4 machines of this make at Milan nd the 

can operate 1t. trafic between Milan and Bologna is very 

: large 

Calculating machines are little used, th 

leader is the “Burnswiga.” Practically né 

American calculating machine is sold here 

There are some arithmometers of French 

MULTIPLE TYPEWRITEEK make, and no more in the surrounding 

cities It does not seem a demand, how 

ever, could be worked for adding ind 

Send the coupon, or write us on your letter-head eiiidtiniies mitts dines then ene an the 


for further interesting FACTS about this NECESS- industries or large flourishirig 
ARY office machine. Learn how a PRINTOGRAPH warrant their sale. 

will earn a continuous PROFIT for YOU in YOUR ee a 
particular business. And when you buy a dupli- elt ene Anal ig Rin 


cating machine, be sure YOU get the BEST for el iat Giene at Ont de 
EVERY purpose. sold, also the Edison Mimeog1 





SS e@ee ee = = ee ee ee ee oe ee ee ee ee oe ee ee German and Italian imitations 





4 
. } > » ° 
U. S. PRINTOGRAPH CO. § U.S. PRINTOGRAPH CO. To 5 demand. Duplicating devices 
a“. %, Wi : Dept. O. A.-11, LaCrosse, Wis., U.S. A. : ws : id J 0 ‘ 
mo se 1s . . -_ , “a f ype are iot sok lere ne til 
Dept ° OA 9 aCros ? 8 Please send me full information regarding wt ata & that their sale would be success 
BRANCH SALES OFFICES:— : Printograph can do for my business, the nature of ' ei rl] “oll bee 
PRINTOGRAPH SALES CO., New York, 320 Broadway; Chicago, g which i ‘ Ime le TOHOWw-up syste 
157 W. Adams St.; Boston, 157 Federal St.; Philadelphia, 716 ' 1 unknown for which reaso1 
Chestnut St.; St. Louis, 442 Pierce Bidg., : Buffalo, 346 Ellicot Sq.; Vil, c 
Detroit, 40 State St.; San Francisco, 629 Howard St.; Louisville, @ : ‘ ready market for addressi: 
1347 Bardstown Rd.; and every large city in U. 5S. and foregn § Write vour name and addressin the margit 1 ad) F ‘ Q 
countries. 1 astiiniaeedtiaaneeeemenenenenesnanunel How ever addressing machine 
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ised by public utility concerns like water 
and light companies, newspapers, etc., but 


the prospect up to the present. has. not |} 2 MS Machine will Bring New Customers into Your Store 


seemed sufficiently bright to encourage any 








ne ike a well organized attempt to 
sell any of these machines. An English 





duplicating machine with metallic type is 
represented in Bologna but has not met 
with very great success, it is said, up to 





the present time 
Sealing and stamping machines. could THE SIMPLEX LETTER OPENER 
probably find a good market here could 

the government be induced to put up 


stamps in rolls Absolutely Meets Requirements—lIt is 


There is a good field in Bologna for of 


fice furniture, but American furniture 1s Rapid— Practical— Durable 


sold only by the local representatives of 





Americar typewriters who apparently do and cannot injure the contents of the envelope. 
not ire much for this business and do pa : i 3 

pot carry complete stocks, Geren goods, [This is attested by thousands of satisfied users. 
therefore, are sold extensively and also 


| ) It is a high grade machine sold at a reasonable price 
imitations of American goods made by pale eS 
Italian factories. Recently an Italian firm, and wll earn its cost in one month. 


Grimaldi & Company, has opened a shop 


with a very good stock of German office Go After This Money Today 


furniture nd is meeting with considerable 
success. The future seems very bright for Small size cuts envelopes ordinary size up to 7} inches. Price - $5.00 
this company V. Rovinazzi, who deals Large size cuts envelopes any size up to 114 inches. Price - $7.50 


chiefly in home furniture and keeps a small 
stock of Italian made office furniture, made 


Simplex Letter Opener Co., Simplex Letter Opener, c.u. s.2 


after the American style, is doing fair 


work \merican furniture is believed to 258 Broadway, or 72 Motz Street, 
be the best, but the high freight rates and New York. Berlin, Germany. 
the difficulty of obtaining credit from 


Dealers and Agents write for our special proposition 


\merican firms deters a good many dealers 














from attempting to sell American office ! 

furniture But for an aggressive concern | 

the field is an exceptionally good one. Mr | 
Grimaldi sells general office desks and 

library equipment 


[There has been no requests until re 
ently for vertical indexing and vertical 
ing devices. This is easily accounted for 
by the fact that until recently no one has 
onducted an advertising campaign for up 

date office. furniture 

[he loose leaf business is in its infancy 
here. Very little attention is paid to the 
Bologna market by loose leaf manufactur- 
rs Some houses send salesmen here 





from time to time but the ground is not 
i well prepared and results are rather 

well pr part 1 and the re ults are rather No- 46. 34x60. $18.00 

meager. Nevertheless I believe that this 

market is ready for the loose leaf busi 


that the future holds a_ bright If You Are Broad-minded 


1ess 


prospect. What loose leaf devices are sold 
here are made almost entirely by German If you would rather sell many tables to the many than a few high-priced ones to 
and Swiss houses. This is due to the fact the exclusive few, then St. Johns build the very tables you want. St. Johns tables 
that manv big American manufacturers do have style, distinc tive and « lassy ; they have a deep finish impervious to ordinary 
i 1 terms to their foreign cu scratches and mars; they have the strength of iron bolts and well-seasoned wood— 
not V1Ve Foo e ~ Oo > ( sS- ‘ ¢ ; 1 . . . 
. “~ ¢ ill this at low prices that cannot be excelled, quality for quality, anywhere in 


omers. German and Swiss houses, on the Ameri 
ntrary, give the best of terms and there _ ’ , ‘ 
Our catalog shows office and workroom tables that will appeal to the type of 


for ret the business N ,¢ iti s are : : . 7. : 
ee Wee Soon ow conditions ar business men you want to keep for your customers. We'll send it, gladly, on your 


such that it is not likely American manu request. With it we'll include an interesting booklet that tells you just why St. 
facturers could succeed in getting all of Johns can offer you St. Johns fine tables at St. Johns low prices. Address 
the loose leaf business. They must, to 


iccomplish anything like this, give better 
terms to Italian importers. As loose leaf St. Johns I able Co. 
binders are in demand in_ considerable , : 

Cadillac, Mich. 


commission. This is | 


variety, it is very convenient for importers 








to order them or 











easily accomplished on account of the fact | 
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INSURE YOUR 
RECORDS YOURSELF 


by purchasing equipment which is not 
only non-combustible and a fire- 
retardem, but presents a far better ap- 
pearance than wood, retains its finely 
polished finish longer and lasts in- 
definitely. 










BERGER’S STEEL 
OFFICE FURNITURE 






also operates perfectly —will not stick, swell or 
break — is absolutely sanitary—vermin and 
rodent proof—protects your records like a 
vault—replaces any wooden cabinet or desk 
—finished in any wood finish—the [most 
economical furniture you can buy. 








Have 


better wrtte 


vou our new catalogue? 


for it immediately. 


The Berger Manufacturing Co. 


Canton, Ohio 


Western Display Rooms 
83 Dearborn St. 
Chicago 


Eastern Display Rooms 
11th Ave, & 22nd St. 
New York _* - 








Agencies in all 
principal cities. 



















MOON—No. 7134 





THE MOON OFFICE DESK—A PERFECT DESK—IN THE TRUEST SENSE 


desk——that the pleasure of using 


So perfect is the MOON design—-so excellent is the workmanship on the 
many convenience Ev 


it is brought to the highest degree. Moon users are enthusiastic about the 
Desk is a’ perfect model of what a desk should be 

The above cut describes a Moon Plain Oak Desk. Panels are three-ply yf Writing bed, five-ply 
built up, veneered with quartered oak. (Built up prevents warping and splitting.) Moon Automatic Type 
writer Attachment in the left hand pedestal. When the typewriter attachment is pushed back into the 
complete office desk is formed—no break in the writing bed 


Sold through dealers only ............ Price, $34.50 
Write 1 


MOON DESK COMPANY 


MUSKEGON, MICH. 


built up 


lesk, a 


1s for complete catalog of the entire Moon line. 





























that Germany and Switzerland are so near 
that the order can be filled in a few days 
Buying from America makes necess the 
carrying of a heavy stock in 
able to meet the requirements iste 
mers When it is recalled th I 
stock must be paid for according to the 
demands of many American tl 
basis cash with orders, it ca readil 
understood why preference is giv 
makes of goods even though the 
devices may be recognized t t est 
in the world 

Foreign postage should be 
fully attended to by Americat 
times letters reach me _ fron met 
stamped with a 2 cent stamp where the 
postage rate from America to Italy or 
sealed letters is invariably 5 cet 

\s for the routing of goods, | s d sa 
that usually American houses the 
goods to Bologna by way of Genoa; sen 
ing through Venice, however, sa time 
as Venice is nearer to Bologna his port 
has less traffic to handle so that it pos 
sible to get the goods unloaded and passec 
threugh the customs houses in a shorter 
time American houses should also re 
member that when the shipment is not 


heavier than 40 pounds it is always more 


convenient to divide it and make severa 
parcels post packages. This method will 
cost a good deal less, as freight is very 
dear way of shipping small packages and 
of course the parcels post is a good deal 


faster than freight. 
This year, though a good one for many 


reasons, has shown excellent results in the 


sale of typewriters in Italy The N 10 
Remington has continued its strong sale 
which has been increased by the coming 
of the new key-set tabulator N ll ma 
chine In Bologna the number f sales 
exceeded by almost 30 per cent the record 
of last year, and the outlook for 1912 
good Like many other typewrite1 
cerns the Remington had a stand at the 
Industrial Show at Turin \ feat 

this display was the Remington-Wahl 
Adding Electric Machine, and the electri 
demonstration of the No. 10 speed escape 
ment, the exhibition showing every mod 
of the Remington’ typewrite eginning 


from No ] No 11 excited mucl 
The Standard 


down to 


interest Folding typewriter 


which was also displayed, attracted grea 
deal of favorable comment Until now 
only American and German typewriter: 
have been sold in Italy, but in a short time 
an Italian typewriter, the “Olivett mani 
factured at Ivrea in Piedmont will be 
placed on the market. It is a visible write 
which seems to have all the features 

first class machine. It will be sold at 45¢ 


francs, and will be ready for the market 1 


a short time An interesting feature of the 


present year, I should say, has been the 
sale of the folding typewriters Both the 
Standard Folding and the “Erika 1 Ger 
man folding typewriter, made by the same 
company that manufactures th [deal 


have met with good success 
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NEW ENGLISH ADDING MACHINE. 

The Tourtel Adding Machine is the 
name of what is claimed to be the smallest 
adding machine in the world. Efficiency, 


simplicity and cheapness of price are other 
features that are claimed for this little 
machine. The “Tourtel” is not only an | 
adding machine, but it is a printing machine 
as well, and is so constructed that the 


operator is able to see the figures printed | 6 “a . 
upon the tape. This accomplished by a | — 4 
mirror at the rear of the machine. This | 

' 


machine weighs only 12 pounds, is made 
for any coinage and it is said that it has | comprise every —— filing dasten 
any capacity desired. All totals are auto- | 
matically marked with an asterisk and it 
is claimed that the machine has many 
features which commend it especially to 
bookkeepers 

Various other interesting claims are | 
made for this machine. An arrangement 
of seven levers, fan shaped, serve to set 


the different amounts, while a crank at the — 
LEGAL BLANK FILE fz 





FLAT LETTER FILE 











ANY 


INTERIOR 
j= IN 


ANY 
gy" OPENING 





CHECK FILE 








> 





CARD INDEX 


right tuates the operating and printing 
mechanism. It is claimed that in the Tour 
tel machine the lever for the required d« 


nomination is instantly found, and that 


OUTSIDE CABINET 





VERTICAL FILE 


when the item has been set, the pointers 





the setting lever are in such close 
proximity that the amount set up is seen STORAGE 
The setting levers are brought 


as close together as_ possible, the fan . ape ; ‘ F ae 

shaped arrangement of their extremities Inter-Inter is a system of interchangeable interior units comprising ° 

however, giving the necessary finger room every modern filing device—and a series of outside cabinets having 

A feature of the machine is claimed that open spaces to receive the units. The name describes the basic idea— 

all of its parts are positively driven. The Interchangeable Interiors. The Inter-Inter idea allows you to select 

printing figures are attached directly to and arrange a cabinet to suit your exact requirements—with all 

the setting levers, and the corrections are ; : : ac : . 

eatentiy ellcbied bo aiivinn be abaieniie others your requirements must be modified to suit the cabinet. Saves 

instal VY ¢ e¢ > ( DY moving ( Cc . se B 2 

ene tied time, money, space, and annoyance in any business office. Sold by 
Both hands are employed in operating dealers everywhere. Catalogue No. 4111 on request. 

this machine which is so light that, even 

with its case, it can easily be carried by a 


small office boy 
The Tourtel machine is patented in all Ihe WH 
countries and is manufactured by The Tour ” 


tel Adding Machine Syndicate, Ltd 57 


Chiswell St. London, E. C. : GRAND RAPIDS. MICHIGAN 


swe 
[The American patents on this machine 











are for sale 
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REMARKABLE MANUFACTURING 


— Each Envelope CONCERN. 


One of the most interesting 


t Cl d ing establishments in the c Bc rm that 
Cu ean an Taft-Pierce Manufacturi ( yf 









of the 
20 000 h C t Woonsocket, R. I. This concern makes 
9 t e on ents machinery exclusively, and speci es on 
° e office machines. It has made many well 
k ] Uninjured known office devices. Their factory is s 
nve opes equipped that they can produce manuta 
tured goods at less cost than many cor 
e cerns produce them in their own factory 
H The Taft-Pierce Mfg. Co. ars yncretely 
In an our contract manufacturers, mechanical eng! 
neers and designers of special tor Is and 
machinery. They have what is claimed 
be the largest tool room in the world, 
description of which was published in “Ma 
chinery” for December of last y 
The designing and making spe 
_—s tools for almost every purpose, has be 
Th R bed ° * * for many years a very important branch 
e Rapid Mail Opening Machine |): **!«:: =" hss 5 
entire third floor of the main Iding 1 
devoted exclusively to tool worl t is 


Saves 90% of the time that has heretofore asserted that manufacturers cant 
been necessary to open incoming mail ably maintain a plant for making their tools 


when it is possible to get thet 





Waiting for the mail to be opened, wastes the most valuable time of the an outside factory which makes a specialty 

executives in all businesses. Many machines have been invented to save of this sort of work. The pany does 
— . no manufacturing at all on its 

the time of clerks : anu: rorkers— ins ial pte em 

1e time of clerks and manual workers—but the appliance that saves the count. They sell service and do busines 


time of high salaried brain workers has the greatest value to business. on the basis of, First come, first served 





The description of the Taft-Pier 


Think what it means to make the opening of the most voluminous mail the room and its system, published in t ecie 
work of a few minutes for just one clerk—instead of an hour or so for sev- of Machinery above referred to, is quit 
¢ ahle doc . -. on terectis 
eral clerks. formidable document but i very ting 
to any one whose business is erne 


The saving of clerical labor in a month or two will pay for the RAPID with factory costs and syster 


> ™”~ Tr . - . - har l yossibl a 10r oul esifa 
OPENING MACHINE—but no calculation can fully estimate the value of ow i eda capa 
; : ’ to reprint the article here, but short 
executive time saved and business gained by the dispatch in handling corres- resume of the different departments w 


pondence when the RAPID MAIL OPENING MACHINE is used. no doubt prove interesting 


Office Appliances 





Business men are invited to write for catalogue and full particulars. The tool room has a full worki1 ipa 

Bich orad a ee ted i P : . ty of 250 men, with modern ment 
‘ ade salesmen and dealers wi . a few terr res } : | : 
gn g inted 1n a tew territories throughout. It is 310 feet long by 50 feet 
wide, and in addition to this there is a small 
The Rapid Mail Opening Machine C tool store room together with the experi 
he api ail pening achine oO. mental testing, and punch and die depart 
(Not Inc.) ments \ll of the departments ding 
58-60 West Washington Street, Chicago, IIl. the office of the foreman, are s 

that the utmost economy of operation pre- 

vails, and as little motion as possible 


wasted in transacting the details f the 





business The arrangement 


ch as to promote the saving 


Sell to the Trade 
Only 


efficiency of work as far as 





The work of the tool 1 
We have a very large assortment dive — 1 on account of the 
of all makes of typewriters on hand. ( lifferent things ma 
For the summer months we are account of the manufactur: 
going to offer these machines at mental work, both of wht 
very attractive prices, and it will heavy, a factory system has 
be an advantage to all dealers to to enable the company to 
buy these machines now at prices worl n a commercial basis 
we can offer. s such that at any time 
Write immediately for our latest price list. a P ee pie Screw ss 





B. D. Underwood Typewriter Exchange with respect to the particular 
170 W. Randolph St. Chicago, ll. machine of whiten they are a | This 


system, while simple in opera 























lity effective, might be a little bit com 
plicated in description, but any one who 
des study it will no doubt be favored 
the Taft-Pierce Co. with a copy of the 

le published in Machinery 
Che t room practice in the Taft-Pierce 
s plant is a highly important item 
The maker does not finish the tool 
mplete, regardless of the nature of the 
vor] r the number of operations which 
ay be 1 ired. If turning, milling, grill- 
ng or grinding are necessary, all these 
operations are usually in other factories 
performed by one man But in the tool 
on f the Taft- Pierce Mfg. Co there 
ire the lathe and milling divisions through 
which divisions of the tool must come, be 
g passed from one man to another until 
it 1s mpleted and passes inspection All 
the machines are of the modern high 
yower variety, and the effective system 
idopted by the company enables them to 
turn out work with great speed and econo 

my 

Each operation is specialized and is per- 
formed as far as possible by different men, 
each of whom is a trained expert in his 
particular field \ll the way through the 
factory the work is systematized and is 
in the hands of experts. Here it is possi 


1 


ble to make the most intricate machinery 
ind to achieve, where necessary, the most 
absolute precision of work 

The Taft-Pierce Mfg. Co. is one of the 
argest concerns doing special contract 
work in the United States, and is able to 
ffer to intending manufacturers figures 
which would make them pause before in 
vesting large sums of money in a special 


plant. Here everything is provided to do 


the work and the most expert service is 
given at figure as reasonable as is con 
sistent with the work performed. A visit 

the Taft-Pierce factory should be mad 
by those who intend to market a new of 
fice machine, for conference with this 
ompany 1] cost nothing and may result 


rv and profitable relations to 


NEW DISPLAY BOX FOR CENTER 
SHAFT PEN HOLDERS. 


Che nter Shaft Penholder Company 
Hanovet y has adopted for the use of 
dealers very attractive gross box for the 
display their goods. This box is made 

binder’s board covered to represent fig 

e( d trimmed in gold. In front 

the s a large window shielded by 
mic giving a view of the penholders 
placed witht It is a most handy and 
convenient display device, serving the dou- 
ile purpose of display and of protection of 
the goods not only during shipment, but 
during their sale on the counter. It isa useful 
feature in the penholder window display 
and in the counter display and will un- 
doubtedly be of much assistance in bring- 
ing these ingenious and useful penholders 
to the attention of the public 


The boxes will be made in the future 


in assorted colors,—red, blue, green, etc 
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Chicago 


The Mimeograph is the Best Dupli- 


Machine Proposition for an Agent 


The New No. 76 Self-Inking 
Edison Rotary s- . Mimeograph 





we are orginators and pioneers in the making of stencil process duplicating 


machines and supplies. 


we have always been leaders and not followers, and so have never offered 


imitations or the ‘‘Just as good’’ kind. 


we have been the longest time in manufacturing such goods and so have 


the longest and best experience. 


we have always done all experimenting at our expense and not at the ex- 


pense of the public. 


we have always been in position to secure the best materials and employ 


the best mechanical skill. 


we have the best factory facilities to manufacture this class of goods 
and are able to give the public perfect goods. 


we have always kept up with the times and also ahead of the times through 


marketing improved models. 


we have the largest variety of models to select from to meet any desire or 


condition for use. 


in our latest No. 76 model we have the best features of previous models 
and far in advance of competitors. 
of the large supply trade already established and the ease with which an 


agent can increase it. 
s 


we have sold and are selling today practically all stencil machines in 
use. 

the service we give agents and users is unexcelled by any and equalled by 
few manufacturers of any kind. 

the Edison Mimeograph is the recognized ‘Standard’ of the world, 


attained through merit, and most profitable. 


For particulars of agency proposition address exclusive makers. 


A. B. DICK COMPANY New York 



































Five Machines 
Combined in One 
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A wonderful Machine 
Which Possesses More 
than Human Accur- 
acy —Infallible in 
Results, Incapable of 
Error, Because Mathe- 
matically Exact—The 
Greatest Aid To The 
Banking Business 
Ever Invented. 


The Meilicke Calculator 


Calculates Interest, Computes Time, Shows Maturity 


Dates and Holidays and 


This truly remarkable machine must be 
classed with the typewriter in the valuable 
service it renders, but it differs from the 
typewriter in the fact that the Meilicke 
Calculator is without competition. It is 
the only machine that does thoroughly the 
work that no other device even attempts 
to do. 

The Meilicke Calculator gives the 
answer to four separate problems at one 
operation and combines within its own 
mechanism the work of five distinct ma- 


chines. It is of incalculable value to 
Banks, Loan and Insurance Companies, 
Lumber Companies, Manufacturers, Job- 


bers, and thousands of other business con- 
cerns the world over. 


a * * . 


The Meilicke Calculator was invented by 
a bank clerk to meet the practical needs 
of big business institutions—and does it! 
Wherever tested it is enthusiastically en- 


dorsed by Managers and Clerks for its 
marvelous time, labor and money-saving 
efficiency. 


In making out a note for any amount 
at any rate for 30, 60 or 90 days, or for 1 
year, 2 months and four days or any 
length of time, one operation of the 
Meilicke Calculator shows the interest, and 
‘at the same time automatically shows the 
date of maturity, and whether or not that 
date is a holiday, Saturday or Sunday. 

Partial payments are handled with the 


same ease. You have only to copy you” 





1310 Peoples Gas Building 


is a Perpetual Calendar 


final total. The principal and interest are 
both shown on the face of the Meilicke 
Calculator in adding position—you can add 


without writing them—just take off the 
answer. 
7 * * * 
The Meilicke Calculator calculates time 


from one year to another. A note dated 
in July, 1911, running into April, 1912, can 
be figured on the Meilicke Calculator both 
as to time and interest, with exact date of 
maturity and whether or not it falls on a 
holiday. 

This perpetual calendar is an automatic 
part of the machine, and shows dates right 
alongside the figures in interest 
number of 


On a note to run a certain 
days, you immediately get the date of 
maturity. On a note coming due on a 


certain date, you immediately get the num 
ber of days. And either of these results 
is obtained by the same quick, simple op- 
eration that computes the interest. 

* * * * 


Now you have read enough to convince 


you that the Meilicke Calculator is a won- 
derful invention that may truthfully be 
called a “Mechanical Bank Clerk.” Yet 


the above description does but slight jus- 
tice to the real merits of this marvelous 
brain saver. 

Let us show you specifically in detail 
just what the Meilicke Calculator will do 
for your business in handling interest- 
bearing transactions with accuracy and dis- 
patch. A request from you will promptly 
bring complete information and proof 


Write for Free Booklet Today. 


A Little Choice Territory for Agents Is Available for High Class Men 


The Meilicke Calculator Company 


CHICAGO 
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BUILD BIG CARBON PAPER FAC- 
TORY. 

The Miller Bryant-Pierce Company 
Aurora, IIl., announces that it has under 
construction a three-story, cement, brick 
and iron factory building whic! con 
pletion, will have nearly 30,000 sq. ft. of 
floor space. The foundation was dug about 
two months ago and the building is now 
about half up The company hopes t 
complete the building and to get the ne 
essary machinery installed by the first of 
the year. The floors of the new factory 
are of cement and the construction is not} 
ing but cement, iron and brick, there be 
ing no woodwork. The building is ther 
fore absolutely fireproof 

The new factory is ideally ited 
ing the railroad track, so that a switcl 
comes directly to the platforn the fa 
tory, and carload lots can be received ane 
shipped most conveniently Ch tory 
will be equipped in the most pra an 
up-to-date way, so that carbon papers an 
ribbons can be turned out to t pos 
sible advantage. The company idding 
to its machinery equipment and when the 


completed tney wl 


entire new plant is 

have one of the largest and most dat 
ribbon and carbon factories 

try 

The Miller-Bryant-Pierce Compa 
greatly increased its sales year | year 
and this year is no exceptio state 
that they did more business in Septemb«: 
this year, by over 10 per cent, tha n any 
other September in the history of the con 
pany Both home and foreig le | 
increased in about the same 

DID YOU EVER? 

Did you ever try to sell y 
Germany? 

Did you ever hear that Gert 
population of over 65,000,000 

Did you ever realize that these 65,000,001 
ot pe yple are great buyers 

Did y know that some 
American firms are doing a 
business in Germany? 

Did you ever stop to think that la 
saving machinery is eagerly boug G 
many: 

Did you ever hear that Amet n 
chinery has revolutionized sever rancl 
of German manufacture? 

Did you ever know that the Ge 
like the Athenians of old, always ki 
after something new? 

Did you ever try to exploit 
market 

Did you know that the Ger 
larger buyers of American machinery and 
American made goods than all other Eu 
ropeans 

Did you ever hear of the America \s 
sociation of Commerce and Trade, Berlit 

Did you ever hear that this associat! 
was organized primarily for the promotion 
of American trade with Germany 

Did you ever hear how the Amet n As 








sociation of Commerce and Trade has as 
sisted American business men? 

Did you ever consider it would be wise 
and in your interest to ask the American 
Association of Commerce and Trade _ to 
help you? 

Did you ever consider the advisability of 
becoming a member of the American As 
sociation of Commerce and Trade? 

Did you ever ask the assistance of this 
association to help you enter the German 
market? 

If you have not done this, do so at once! 

(Published by request of the American 
Association of Commerce and Trade.) 


PROTECTOGRAPH BUSINESS BOOM- 
ING. 

Over at the G. W. Todd & Company 
factory in Rochester, N. Y., they are hav 
ing the busiest season in the whole history 
of the Protectograph, actually running be- 
hind orders with the factory force speeded 
up to a production of 100 machines a day 

Orders for October, up to and including 
Thursday, the 26th, were 2,150, which fore 
casts a total sale for the month of 2,500, 
or possibly 2,700 machines. 

This showing in the face of generally 
dull business conditions the country over, 
is’ attributed by the Todd people to the 
fact that the Protectograph sales force of 
115 trained men has been pumped chock 
full of ginger by means of a brand new 
advertising campaign inaugurated by Ad 
vertising Manager Jack Speare, and by a 
big prize contest devised in the fertile 
brain of Sales Manager James R. Good- 
ing. 

This prize contest is something unique, 
in the respect that valuable prizes of furs 
and jewelry are offered to the wives ot 


the winning salesmen as well as to the 
men themselves. When Gooding’s prize 
contest gets a salesman’s wife after him 


with a broom at 8:15 every working morn 
ing, it is bound to “start something’’—and 
in this case the “something” turns out to 
be a bumper crop of Protectograph orders 

Gooding certainly has visited his sales 
men in their own homes and made the 
acquaintance of their families to some pur 
pose He even sends letters about the 
contest to every married salesman’s better 
half, telling her about the beautiful furs the 
company owes her provided she will keep 
the “old man” out on his “beat” during 


working hours 


PERMANENT INVENTIONS EXHIBIT. 


The London Permanent Exhibition of In 
ventions is soon to be established at Hol- 
born Bars, London, England. It will oc 
cupy the splendid building No. 5211 Hol- 
born Bars and will comprise six floors, 50,- 
000 superficial feet and nine spacious win- 
dows. The public will be admitted free. 

The administrator, whose office is at No. 
165 Fleet street, London, states that space 
rates are exceptionally low and he will be 
pleased to send particulars to anyone who 


is interested in this proposition. 
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SPEED 
ACCURACY 


AND 


DURABILITY 


Are the Features in a Typewriting Machine that 
satisfy after all 





The Victor escapement is so arranged that it can be adjusted in a 
moment for the highest speed possible. 

Wide bearing typebars, which carry the type to the printing point, 
give the work done ona Victor that cast of camer which always 
attracts a second look of admiration. 

The perfect poise and finish of all the working parts of the Victor are 
a guarantee of long and hard service. 

Send today for a Descriptive Catalogue of the No. 2 Model. 


Victor Typewriter Co. 
812 Greenwich St., New York 














Steel) 
Sanitary 


Of fice 
Desks 


THE PRATT DOCFILE 


for filing all kinds of folded papers. 

Both back and front are made from strong, 

durable press board, the front having 
ank space for indexing contents of 

packet. 


As the packet thickness increases, the 
file may be extended by simply drawing 









the tapes through the slits in the back— 
the leh ha hand fastenings act as a hinge and as shown At ag geen ying illustra- 
do not have to be rel See ot wee weer ul. nid drawers are 
‘ . . . : ) imitate 
The file will hold a pile of papers five inches thick. tered oak or enna. of ee. ie of hed to ply built up, 
A sample file will be mailed to any address on receipt of a dime = aS a cee pon hay FT, sell at 8 at 
once for catalogues and best discounts. 


Pratt F. Mfg. Co., 111 Point St., Providence, R. I. 








MOORE BROS., 1720 N. Senate Ave., Indianapolis 
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AN ENTERPRISING INDIAN CON- 
CERN. 


Phe rm of Leslie & Co., hardwar iT 
The Reynolds sana magenta at rng India is 


among the most enterprising compani 


Envelope Sealer the Indian empire. The company at 





Underwood typewriters, ribbons and offic 
is a wonderful device that will seal all sizes of letters furniture, together with its specialt 
without adjustment—seal them evenly and efficiently other tines. Thee ave the acle ancats 


regardless of the size at ¢he rate of 100 a minute. 
Although run by hand, this machine will probably do 


all of India with the exceptior 





more and better work than any high-priced motor driven Madras presidency and Burmah. The com 
machine on the market. The low cost, $35, as against pany sells several hundred machine 
$100 to $150 asked for the more complicated machines, so a os ; 
: +? year and has an up-to-date repair s 
places it beyond the power of successful competition ; Eur r 
shoninn the Raguciée machine =e under uropean supervisio1 ley state 
ccaling aif sises of letters without Read what others say of it: that there is a great future for all classes 
adjustment. Capacity 100 per “‘We have used a motor machine for some time. The ‘Reynolds’ aes ; ; 
minute. Size of machine, 7x8x1l4 Hand Driven Machine beats it." W.C. Free, President Free of office appliances in India, and that thers 
inches. hi 20 pounds. Pat- Machine Company, Chicago, III. is no firm more interested in the subject 
ented U. S. 1910; foreign allowed “The ‘Reynolds Machine’ is the best Envelope Sealer I have seen at’ ; ; 
and pending. any price.” k O. Evans, President, Provident Securities Company. than themselves 
The firm of Leslie & Co. has an impos 


ing building in Calcutta, constructed after 
the beautiful and ornate Indian stvle of 
architecture. The company does large 


In the hands of a live dealer. a dealer who is a salesman as well, this device is and growing business 


proving the biggest kind of a money-maker. There is still some unassigned territory, een 


and if you write us at once you will be doing a big business with this machine in thirty POSTAGE STAMP EXHIBITION IN 
days. If we believe that you can do the business satisfactorily we will appoint you VIENNA 
our exclusive agent, and turn over to you all inquiries that come direct to us from ‘ : 
your field. At an interesting exhibition of postag: 
This is your opportunity. We want the livest concern in your town to handle this stamps held in Vienna a couple of months 
pas. Not necessarily the big firm with a high rating, but the concern that can ago, many American collections were 01 
andle the machine on a plan of presentation to the user. Properly demonstrated, view, the most valuable being that of 1 
the machine will get the order every time. It requires only intelligent effort on the part Rod . eee ek “i mg 
of the dealer who is willing personally to place the merits of the machine before his ee we Buenos Aires, South America 
customers. Write today for full particulars. he collection, as a whole, was unique i 
character, in that Austria commands the 


H. J. REYNOLDS on CO. Balkans and Turkey, and fine collections 


from these countries were exhibited 
157 No. State Street CHICAGO, ILLINOIS The lord mayor, Sir Vezey Strong ant 


a large party of aldermen, sheriffs and con 





mon counsellors arrived at Vienna fron 





London not long ago. The arrival of these 
dignitaries was the occasion for their vis 


iting various civic institutions and for mucl 





banqueting. The guests carefully observe 
| trade conditions and methods of advertising ; 
in Austri They believe that such journeys 
| are of great value in the promotion of trade ' 
between countries. They emphasized the 
| necessity of printing catalogs n sever 
| languages and of introducing the metric sys 
| teminto England. They appreciated, see1 

ingly, the fact that Vienna is the centet ' 

trade for the Balkans and deplored t ' 

English method until very recent 

ending the goods for Austria by way 

Germany. The countries are quit 


and the Austrians and Germans 
different characteristics 


WANTS CARBON PAPER FOR TRIP 
LICATE FORMS. 





The Virginia-Carolina Chem1 ( 
of Ricl nd, Virginia, is end 
obt in iT possible a paper, 
which is to be carbonized; the i 
1 . ' 
white [heir idea is to prin 
| forms, doing away with the 
| placing carbon paper between ea eet 
. They state that so far they hav vi 
The Shelbyville Desk Company | They state . 
& s - been unable to obtain a satistact 
Stands for high quality as to Material, Workman- for this purpose, and request any manui 
pury 


turer who has a paper which they 


ship and Finish. 88-page Catalogue now ready. 


| Shelbyville Desk Company, SHELBYVILLE 


ts 


! 

} 

| 

| will meet the company’s requiremen 
| write them at the above address an 


samples of goods 


























NEW ROYAL CATALOG. 

One of the finest and most complete cat 
logs ever issued by a typewriter concern is 
the new 32-page booklet of the Royal type- 
writer, entitled “The Royal Book.” The 
new Royal catalog is not only well printed 
on very fine material, but contains one of 
the most comprehensive typewriter demon 
strations ever given out in printed form 
The introduction deals very briefly with 
the typewriter needs of the business public, 
and tells how the Royal has been developed 
to meet them. Then follows a chapter on 
“Distinctive Royal Qualities,” telling of the 
Royal’s visible writing, speed and action, 
convenience, portability, manifolding pow 
er, quality of work, durability, general effi- 
ciency and economy. The main section 
of the book is given over to a description 
of “Royal Features of Construction and 
Operation,” with profuse illustrations. The 
various models of the Royal are described, 
with styles of type that can be supplied 
There is a table of contents, a price list 
and a list of the company’s branch offices 
Nothing is lacking to make this catalog 
a complete compendium of information re 
garding the Royal typewriter. 

Mechanically “The Royal Book” is a 
splendid example of the printer’s art. The 
cover is a golden brown rough material, 
made to order for this job; it is embossed 
in purple and gold, double folded and tied 
with purple silk cord. The inside is Dill & 
Collins India Tint, printed in two colors. 
The catalog was conceived and written by 
the Advertising Department of the Royal 
Typewriter Company, and printed by Sack- 
ett & Wilhelms Company, New York and 
Brooklyn 


ADVERTISING MANAGER FOR 
ACORN BRASS CO. 

C. G. Howell, of one of the well known 
Chicago advertising agencies, has accepted 
the position of advertising manager for 
the Acorn Brass Manufacturing Company. 

This manufacturing concern is of Chicago 


birth Owing to their rapidly growing 
business it was necessary for them to es- 
tablish new and larger quarters. Aurora, 


Illinois, a beautiful Chicago suburb, of 
some forty thousand people, was the place 
selected. The new plant is strictly mod 
ern throughout and has a floor area of 
over 60,000 square feet. Manufacturing fa- 
cilities are improved, operating expenses re 


duced, and transportation conditions bet 


tered 

Mr. Howell will devote his entire time 
and attention to informing the public of 
the superior merits of the Acorn line 
Particular attention will be paid to the 
marketing of the remarkable Acorn Sani 
taire Iceless Fountains Our readers are 
doubtless familiar with this admirably con 
structed and handsomely designed’ Acorn 


product 
Opportunity comes once to every one 


To be successful meet her half way 
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Stow & Davis business tables offer you— 


The widest selection of styles and prices, in office and 
bank tables and suites, that you can obtain from any 
one factory, anywhere; 


The quality of workmanship that has placed Grand 
Rapids-made furniture in an easy first place for 
beauty and durability; 


The full protection of a guarantee trade-mark, and 
the dependable service that rushes mail orders by 
the most direct route. 


Catalog for the asking. 


Stow & Davis Furniture Co. 
Grand Rapids, Mich. 




















Office Chair 
Comfort 


is essential to the accomplishment 
of the maximum amount of work 
whether it be for the stenographer 
or president. 

The Back Resters of the McCloud 
office chairs eliminate the restless- 
ness which destroys efficiency. 

Dealers who handle McCloud 
chairs see the difference in an 
increasing volume of business. 











Let us send you catalog 33. 





The Davis Chair Company 


Manufacturers 


Marysville, . . Ohio 





ADT wag 


\THIS TRADE MARK ON EVERY CHAIR 
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The United States consul at Valparaiso, 
Chile, has issued a circular which applies 
to almost every article of merchandise ex- 
ported from the United States. The advice 
he gives is so sound that we take the 
liberty here to give rather fully the sub- 
stance of this circular. 

It appears that the consulate is receiv- 
ing many letters of inquiry from business 
houses in the United States regarding trade 
conditions and the outlook in Chile, espe- 
cially as to the practicability of introduc- 
ing their particular line of goods in that 
market. But, as a rule, the majority of 
these writers do not seem to be familiar 
with existing conditions in South Ameri- 
can countries and see no reason why busi- 
ness cannot be developed by means of cir- 
culars, catalogs, price lists, etc., as readily 
in Chile as in some of the more remote 
parts of the United States. 

The object of the circular is to explain 
why it is difficult to carry on Chilean busi- 
mail, and why it is better for 
houses to send an experienced 
that country or to make ar- 
with some good American 
Chilean branches to introduce 
the goods. The consul states that in every 
case where it is possible a salesman should 
be sent, for eventually the results will 
amply repay the effort and expense. Per- 
sonal work will accomplish more in Chile 
than in the United States. 

The language of Chile is Spanish, hence 
letters written in that language, and cata- 


ness - by 
American 
salesman to 
rangements 


house with 


logs, price lists, etc., printed in Spanish 
will be more effective and far-reaching. 
But there are many business houses in 


Chile where English is as well understood 


as Spanish. Wel! prepared, neatly written 


letters giving pertinent facts about the 
business in hand generally receive attention 
from business hcouses. 


The consul is of the opinion that money 
judiciously spent in advertising will ac- 
complish as much, if nct more, in Chile, in 
proportion than a like amount in the 
L'nited States, and that advertising would 
be an effective way to introduce many lines 
of goods While American take 
well the people at present are practically 
Evropean in their tastes. Establish an 
agency in Chile and then advertise 
a demand is the advice of the con- 


goods 


and 


create 
sul. There are several good newspapers 
and periodicals by means of which this 
mav be done. 

Business customs are inclined to follow 


Chilean business 
conservative and careful in 


reliability among 


European standards and 


men are their 


and 


Honesty 


methods 
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From a United States Consul. 


the business men of Chile is the rule. Mer- 
chants generally buy on long credits, send 
in large orders and take their time to pay 
their bills. They do not push for trade 
quite so strongly as merchants do in the 
United States, and, it is said, are inclined 
to be independent with their customers. 
If the purchaser knows what she 
wants, he can probably get it; but if he 
wishes to look around to see if he can see 
something special it is probable he will not 
find it. Here is where advertising comes 
in to create a demand and to induce the 
tradesman to keep the line. 
There are but few American 
Chile and several of these carry European 
made goods as well as American. Most of 
the importing houses are European in 
name and sympathy, and therefore prefer 


he or 


houses in 


to handle goods from their _ respective 
countries. The European manufacturer 
either establishes an agency in Chile or 


sends his best salesman, who speaks Span- 
ish, to every place of importance in the 
This salesman is empowered to 
studies 


country. 
sell goods on long credit and he 
the wants of the people and ‘of the trade. 
He takes his time and is given a liberal 
allowance for contingent expenses, so that 
he can meet his customers in a social way, 
which means much indeed in this 
part of the world. 

The circular continues as follows 

Transportation facilities are much better 
between Europe and the West Coast of 
South America than they are from the 
Atlantic coast of the United States. There 
and it is 
any 


very 


steamers, 
at most 


are several lines of 
possible to get a steamer 
time, with rates that are better than quoted 
from the States. It takes more than one- 
half-lenger to get goods from the United 
States than it does from Europe The 
shipping facilities have materially improved 
with the United States during the past year, 


so that now there is an average of about 
three steamers a month. There are three 
lines between this coast and New York, 
as follows: Merchants’ Line, represented 
in New York by W. R. Grace & Co., No 
2 Hanover Square; the West Coast Line, 


represented in New York by Wessel Duval 
& Co., No. 25 Broad Street, and the Barber 
Building, New 
the 


Produce Exchange 
These lines sail round through 
from 
with a 


Line, 
York 
Straits of require 
to eight weeks to make the 
freight rate of from 21 to 30 cents per cubic 
foot, or from 37 to 54 cents per 100 pounds 

The important banks of Chile are either 
Chilean, English, German or Spanish, and 
are naturally more interested in building 


Magellan and Six 


trip, 





Laan 
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up trade with Europe than they are in 


helping American trade. 

Now, if the American exporter will care- 
fully consider the foregoing facts he will 
readily see that if he wishes to introduce 
his goods into this country he must do 
some active and effective work. To simply 
send out letters, circulars, catalogs and 
price lists will avail but little, the 
waste basket gets a very large proportion 
of them as soon as opened. Comparatively 
few business men here pay any attention to 
circulars, etc., sent by mail unless they be 
Spanish. should the 


since 


printed in 3esides, 
American exporter receive an order, how 
whether the purchaser 
is responsible or not? Can he afford to 


give 6 or 8 months to parties of whose 


is he to ascertain 


standing he knows nothing? Should he 
fill such an order, how could he proceed 
to collect the debts should the party fail 


It can be seen quite plain- 
for up 
are 


to pay the bill? 
ly that the usual 
enjoyed at 


facilities working 


home lacking in 


a waste of 


business 
these countries, and that it is 


labor to proceed without bearing this in 
mind 
This Consulate would suggest that all 


American houses wishing to enter the mar 
kets of this country should first 
class salesman who speaks Spanish, and is 


send a 


familiar with foreign manners and _ cus- 


toms, to carefully study the conditions and 


form business connections with reliable 
houses. Such a salesman should take plenty 
of time to do his work thoroughly. The 
expenses of such a salesman could easily 
be borne by several houses having allied 
lines, since many of the better houses here 
carry many lines. This plan will prove 
better than any other now in use, I feel 
sure. If this plan be too difficult of execu 
tion it would be well to interest some 
American exporting house with connections 
in Chile. Don’t expect to succeed in these 
markets without a strong effort. If you 
are not prepared to push hard for trade 
here, don’t waste time and money 
Manufacturers and exporters should un- 


derstand that American goods and machin 
ery, so far as they have been introduced, 
stand well in Chile. Until recently 
this field been left to 
manufacturer and exporter, and they 
The European prod- 
\meri- 


very 


has the European 
have 
done their work well. 
uct is well known. 

can interests should enlighten this part of 
\merican 
been 


It is now time 


the world in the fine points of 
goods. When American 
introduced by a salesman or otherwise it 
advertise them through 


goods have 


well to 
by 


will 
the 


pay 


press and means of posters, etc 


















NOW READY 


THEP. & M. STEEL 



















NOTE THE SIMPLE THE HINGE 
MECHANISM CONSTRUCTION 
CONSIDER ITS MAKES A 

RIGID FLAT AND LEVEL 
STRENGTH WRITING SURFACE 
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UNEQUALED EXPANSION #2" 160%2°135% IN STEEL 


HE P.& M. STEEL LEDGER EMBODIES MORE “TALK- 
ING POINTS” FOR THE SALESMAN AND MORE 
CONVENIENT FEATURES FOR THE BOOKKEEPER 
THAN ANY OTHER STEEL LEDGER MADE. IT IS 
HANDSOME, STRONG, ASTONISHINGLY CAPACIOUS, 
EASY OF OPERATION, LIGHT AND INDESTRUCTIBLE. 
THE BOOKKEEPER WILL FIND IT PROVIDES A 
LEVEL WRITING SURFACE. NO EXPOSED METAL 
CAN TOUCH THE DESK. 











At the Minimum 














WIDE BACK WIDE BACK 
HOLDING HOLDING 
376 LEDGER 760 LEDGER 
LEAVES LEAVES 





Dealers will find the P. & M. Steel the easiest ledger to sell because of its exclusive features, high quality and low price 














O4xm il $9.00 ) Twelve additional sizes 
NOTE THESE PRICES 9% x 11% 9.00 | carried in stock 
Corduroy and Red 11% x 11% --- 10.25 / Special sizes can be furnished any 
Russia Binding ] LIBERAL DISCOUNTS TO DEALERS Se caer 


Cc it with others—If you are not convinced we will cheeriully trans- 
©] R D E R A Ss A M P L E entation both ways Pe caodit your pote with full amount of Pm fencers 
Ask for Catalog No. E11. The most complete and best arranged Dealer’s Catalog of Loose Leaf Goods ever issued. 











The Plew & Motter Cow monrss'sireer Chicago — 



























Just a suggestion of what we have to offer. 


our immense line. 


A Dealer’s Line 
Exclusively 


A few items selected from 


Send for Dealer’s General Catalog No. E11 








lf you want an Aluminum Casting Back Ledger get the Best, the 


“VERYBEST” 





Now made with Metal Hinge. 


e- 


TRIPLE EXPANSION LEDGER 


The most popular low priced Ledger on 
the Market 





“P, & M. STANDARD” SECTIONAL POST 
BINDER 


A thoroughly Serviceable Device 


“PIANO HINGE” SECTIONAL POST 
BINDER 


The most durable and artistic binder ever offered 


> 


“CENTER LOCK” SECTIONAL POST 
BINDER 
Operating with Equal Force on both Posts 





“RAPID” POST BINDER Slotted Lock 
A neat and thoroughly practical Device 


—_— 


AUTOMATIC SECTIONAL POST BINDER 
A simple yet very effective Mechanism 


TENGWALL FILE 
A Prong Binder without'a Peer 





CRAVENETTE SPRING HOLDER 


CATALOG COVER 
A practical Device for Pocket Use. Sheets 





do not tear out 
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UNIQUE TRANSFER 
A very low price, permanent Binder 














Metal Tip Guides 
and Metal Tip Folders 


Also Plain Manila Guides 
and Folders — in all sizes 


Metal Tip Guides are everlasting. Write for prices 





ASK FOR DEALER’S 


GENERAL CATALOG No. E11 








THE PLEW & MOTTER Co. x. 


CENTER AVENUE AND 
MONROE STREET 


Chicago 




















Good, judicious advertising is fully as ef 
fective here as at home. A demand can 
be created here for most anything of merit 
if it be thoroughly advertised. 

It should be understood that practically 
ali manufactured articles ‘consumed in 
Chile are supplied from foreign markets, 
and that the American manufacturer stands 
at least an equal chance with the European 
manufacturer if he works the field as: thor- 
oughly. It will pay well to cultivate the 
trade of this country in an up-to-date 
fashion, while to only scratch the surface 
American houses are 
doing is only wasting money. European 
houses understand this and have profited 
by it. To be sure, the United States has 
quite a trade with this part of the world, 
but it is largely made up of the lines of 
goods in which Americans so greatly excel, 
such as certain lines of builders’ hardware, 
drugs and medicines, silverware, agricul- 
tural implements, dental, surgical and scien 
tific instruments, electric specialties, petro- 


as a large number of 


leum products, etc. 

Much attention should be given to pack 
ing and invoicing. Great care should be 
taken to have everything so firmly secured 
shake about in the case or 
The should not be 
made of at inch 
boards strap iron. Most 
everything is valued for customs purposes 
by the kilo duty is 
collected on the gross weight, so it is clear 
should be as light as 


that it cannot 


rub together cases 
and least 


bound 


overly large 


well with 


and in many cases 
that the 
possible with security, 
be filled exactly as sent, and no substitut- 
Freight 


packing 


and orders should 


ing of articles “equally as good.” 
is very roughly handled on this coast, and 
purchasers much prefer to pay a little more 


duty and freight rather than to receive 
worthless articles because of breakage 
Brittle pine boards should not be used 


Poor packing on the part of many Ameri 
can exporters has been, and still is, a great 
handicap to the advance of the American 
trade abroad 

The question of credit is an important 
matter when it comes to getting this trade 
and it is one that should 
manufacturers and 
demands 


and holding it, 
studied by 
exporters. A manufacturer who 
cash in full at the port of shipment should 
Chile. The 
European competitor gives credit, and thus 


be seriously 


not expect much business in 
most of the business. Of course, he 
customers through his travel- 


knows who to trust and 


gets 
studies his 
ing salesman and 
takes but few chances. 
This carefully 
ogs and price lists received, for use of the 
merchants of this Consular district, and it 
to your advantage to have your 


Consulate files all cata 


would be 


catalogs and price lists on file here. It 
might be well to file your confidential 
prices or discounts to be consulted by deal 


ers. These to be filed on separate sheets, 
letter size, for use in special file. The cata- 
ye in either English or Spanish 
it being the language 


logs may | 


Spanish is preferable, 


of the country. 


Don’t fail to pay full postage, which 


OFFICE APPLIANCES 


means 5 cents for each letter weighing one 


ounce and 3 cents for each additional 
ounce. Don’t expect to secure much Chil 
ean trade without a strong effort Don't 


different 


send your customer something 
from what he orders, simply because you 
happen to think it is as good or better 


Don’t fail to mark your cases very clearly 


on top, one side, and one end with char 
acters at least 2% inches high. Don’t fail 
to pack everything well. Don’t look for 
immediate results—be willing to work and 
wait 

In conclusion, it may be well to state 
that this Consulate is at all times ready 


and entirely willing to furnish any infor- 


mation in its power to American manu- 


facturers and exporters, but it should be 
borne in mind that the law prohibits a 
Consular officer from collecting bills, or 


acting as the agent of any person or firm, 
or in any way acting as a commercial rep 
resentative. 


A GIANT RECTIGRAPH. 

Rochester, 
United 
insular af 


The Rectigraph Company of 
N. Y., has just delivered to the 
States bureau of 


government, 





fairs, for use in the Philippine Islands, 
what is said to be the largest photograph 
developing ever con 


ing and apparatus 


structed. It is of special design and in 
common with standard Rectigraphs is en 
tirely automatic in operation 

The prints produced by this machine are 
of various sizes, the largest being 34 inches 
square. The copyholder receives maps or 
records as large as 40 inches square 

The lens, copyholder and developing ap- 
paratus were each designed and constructed 
supervision of G. ( 


under the personal 


3eidler, the versatile inventor of the Recti- 
graph 
The utility of the Rectigraph in repré 


ducing copies of public records, applica- 


tions for life insurance, certified copies of 
United States land patents and other docu- 
ments has been thoroughly established in 
the five or six years that it has been 


upon 


91 


the market, but it appears to us that a 
device of this nature may be used to great 
advantage by many commercial houses. 

One of the largest publishing houses in 
the United States sends monthly state- 
ments of accounts to 8,000 customers, and 
instead of drawing off the statements in 
the usual manner, a Rectigraph is em- 
ployed to make photographic copies of the 
ledger cards showing the debits and cred- 
its of each of its customers, and this pho- 
tograph or print is sent in the place of the 
ordinary pen written or typewritten state- 
ment. 

The advantages of such a labor saver 
are obvious. There is no possibility of 
error and the checking of the various items 
is unnecessary. One man makes these 8,000 
statements in four days on a Rectigraph 
and office managers generally can appre- 
ciate such efficient mechanical assistance in 
relieving the regular office force from the 
congestion and confusion of this monthly 
task. 





BAD CHECK PASSER OPERATES IN 
THE WEST. 


Some weeks ago a well dressed man se- 


cured a position in a local stationery house 
at Portland, Oregon, representing himself to 
be a Mr. Stone of Wheeling, West Virginia. 
He remained in his position for three days, 
during which time he succeeded in passing 
a number of bad checks. After this he dis- 
appeared, and when next heard from he was 
in San Francisco representing himself as R. 
B. Youmans. The real R. B. Youmans is 
the manager of the office supply department 
of the J. K. Gill Company of Portland, and 
he is doing everything possible to apprehend 
the man who is using his name for the pur- 
pose of fraudulently obtaining money. 
Should any man, representing himself to 
be R. B. Youmans, appear in the near fu- 
ture, it would be well to inquire as to his 
real identity and to communicate at once 
by wire if necessary with R. B. Youmans, in 
care of the J. K. Gill Company at Portland. 
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ye TO DEVELOP FAR EASTERN BUSINESS OF AMERICAN 


MANUFACTURERS 


Some Interesting Suggestions by an American Abroad. 


This is not an advertisement, nor was it 
intended as an article. It was written and 
submitted to us merely as a suggestion of 
how business might be worked up in the 
Far East by American manufacturers, but 
it contains so many good points that we 
publish the suggestions in full, suppressing 
only the name of the writer which, how 
ever, will be supplied to any one who may 
be interested in the matters he discusses 

Many modern office appliances have not 
yet conquered the Far East. 

In the Far East there is a large number 
of important cities with an abundance of 
important offices to whom modern office 
appliances can be sold. 

The Far East. 

The following is a superficial description 

of the possibilities of the field in question 


The Philippine Islands. 
The Government Eight commissioners, 
each having a separate office; office of the 
executive secretary; office of the Philip 
pine assembly; offices of the administration 
division, the division of legislative records, 
the translating division, the division of ar- 
chives, patents, etc., the records division, 
the bureau of civil service, the bureau of 
audits, the bureau of health, the bureau of 
lands, the bureau of science, the bureau of 
agriculture, the bureau of forestry, the bu- 
reau of quarantine service, the weather bu- 
reau, the bureau of constabulary, the bu- 
reau of navigation, the bureau of posts, the 
bureau of coast and geodetic survey, the 
bureau of labor, the bureau of justice, the 
bureau of customs, the bureau of the treas 
ury, the bureau of education, the bureau of 
prison, the bureau of printing, the bureau 
of supply, all of said bureaus having sev- 
eral divisions 
The Manila Office 


of the municipal board; of the city disburs- 


Civil Government 
ing officer; of the department of engineer 
ing and public works, of sewer and water 
works, of assessments and collections, of 
sanitation and Manila 
fire department, office of the city attorney, 


transportation, the 


of the prosecuting attorney, of the depart 
ment of city schools, of police, etc 
United States Military Government: Ad 


inspector general's 


Addition 


jutant general’s office, 





office, judge advocate’s office, chief quarter- 
master, depot quartermaster, water trans- 
portation, land transportation, army 
morgue, chief commissary, depot commis- 
sary, sales and issue commissary, chief 
surgeon’s office, medical supply depot, di- 
vision hospital, chief paymaster’s office, of- 
Manila 


signal officer, mili- 


fice of the chief engineer officer, 
ordnance depot, chief 
tary information, the offices of the Depart- 
ment of Luzon, of the marine corps and 
of the naval authorities. 

In Manila there are four foreign banks, 
large manufacturing plants (brewery, cigar 
factories, plants, carriage 
works, electric light and power plant, dis- 
tilleries, hat factories, match factory, but- 
ton factory, etc.), head offices of two rail- 
road companies, various shipping firms, dry 


sawmills, ice 


docks, slips, import and export firms, 
prominent attorneys’ offices, large con 
vents, etc. 


There are further opportunities in the 
cities of Iloilo, Cebu and Zamboanga, all 
of them heing equipped with electric light 
plants 


China. 


Hongkong, Canton, Shanghai, Hankow, 
Peking, Tintsin, with many offices, of the 
British government, with the offices per 
taining to the various municipal authorities 
of the foreign settlements, with large dry 
docks and from 
four to ten foreign banks in each city, the 


Standard Oil Co., many factories, cement, 


slips, ship-builders, with 


‘ 


ice, etc., railroad offices, a large number 
big importing and exporting firms, etc 
Indo-China with Saigon, Straights Set 
tlement with Singapore, the 
Calcutta, Bombay, etc., Ceylon with Colom 
bo, the Dutch Indies 
Sorabaya; to the north the German Chinese 
settlement Kiautchau with Tsingtau, then 
Siberia with Vladivostok; Japan with Na 
gasaki, Kobe and Yokohama; in all these 


Indies with 


with Batavia and 


places conditions prevail similar to thos« 
already described. 

The Far East is flooded 
and German traveling agents, but 
The chances for Amer 


with English 
\meri 
cans there are few 
ican goods in the Far East are illustrated 
by the results accomplished in the Philip 


to the Staff of 


The Sam’! C. Tatum Company, 
Assistant to O. J. Timberman, Sales Manager— 

Donald M. Timberman, Born Oct. 6, 1911. 
Tipped the beam at 7? pounds. 


pines during the fiscal year of 1911, the 
exports from the states to the islands dur 
ing said year having exceeded those of the 
preceding year in the sum of P. 22,000,000 
or $11,000,000 

My Proposal. 

[ wish to represent a combinatior 
American manufacturers of high class 
fice appliances, to travel for them and 
place their goods in the Far East on 
mencing with the Philippine Islands. My 
intention is to stay a reasonable time i1 
each large center of commerce, to exhibit 
the different appliances represented by 
to demonstrate them and to teach thei: 
use to such parties as are interested 
am married, my wife is a clever den 
strator, and the idea is that she takes cars 
of the demonstrating at the office wher 
have the appliances on exhibit, while 
the outside soliciting, and create the neces 
sary interest. In each city, before leaving 
I shall make arrangements with a proper 
and reliable firm to handle the appliances 
as representative of the manufacturers, it 
being understood that only cash proposi 
tions shall be considered by me unless 
get specific instructions to the contrary 

If a manufacturer has already agents 
pointed, | am to confine myself to aid the 
ind to 
ritory 


| 


boost the appliances in the 
I have had 17 years’ experience in differ 
ent branches of business, have traveled 
over the East, in Central and South Amer 
ica and in Europe, and speak fluently Eng 
lish, German, Spanish and French, so that 
[ can approach almost any officer or mer 
chant in the best possible manner 
In consideration of my and my _ wife 
different ma 


services | expect the 


turers who agree to my proposal t n 
tribute proportionally to a monthly salar 
of $500, out of which I am to pay my 


traveling expense, living expense, et 


thermore [ desire a royalty or 


made by me directly or through agent 
appointed by my efforts, the amount 
royalty to be determined in each 


case. 


This royalty may be retained by th 
manufacturers as a guaranty fund 


such time iS we May agree upor! 




















OFFICE APPLIANCES 


93 

















ER ENN 











Convention Section 





National Association of Stationers 
and Manutacturers 


sot sey ty 


Seventh Annual Meeting 
Buffalo, October 9-14, 1911 


eS 
i 
i! 


CONTENTS 


Address—Cost of Doing Business—Denham 103 Paper and Envelopes .118 
Address—Development of Salesmen—Lucas 102 Pens and Pencils., sshane : + nee 
Addresses on Parcels Post... «322 President Falconer’s Report...............+: 93 
Entertainment Features 131 Regular and Special Loose Leaf Committees.121 
Files and Office Furniture ; 11 Resolutions and Board of Control............ 125 
Furniture Men Hold Meeting ...129 Secretary Byer’s Report and Reports of 

Grievance Committee ‘ 114 Treaeurer and AudiQel, 06 osescaseesnes Berk 100 
Leather Goods and Novelties r soe ted Seventh Annual Meeting Notable............. 94 
Miscellaneous Items Jue a i2va eee Seventh Annual Banquet.................... 126 
Miscellaneous Reports sh ‘ 111 Gide. Lilehts ...n cdc ccsdvedssuesaenee eae 134 
National Catalog Commission .103 Uniform Prices by Manufacturers—Two Ad- 

Official Registration 13% dresses sip i's ae 

















OFFICE APPLIANCES 








OFFICERS 


President-——-Millington Lockwood, Buffalo, N. Y. 
First Vice-President—-Frank D. Waterman, L. E. Waterman Co., New York City 
Second Vice-President—-George M. Courts, Clarke & Courts, Galveston, Tex. 
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Third Vice-President—-Wm. H. Kistler, W. H. Kistler Sta. Co., Denver, Col. 
Secretary——Mortimer W. Byers, New York City 
Treasurer—Chas. A. Lent, Brown, Lent & Pett, New York City 


Auditor—Ralph S. Bauer, Lynn, Mass. 


DIRECTORS FROM STATIONERS 


John Brewer, H. K. Brewer Co., New York City 

Lansing G. Wetmore, Scrantom, Wetmore & Co., Rochester, N. Y. 
Geo. C. Whittemore, Thos. Groom & Co., Boston, Mass. 

R. B. Sanders, F. W. Roberts & Co., Cleveland, Ohio 

A. Pomerantz, A. Pomerantz & Co , Philadelphia, Pa. 

Chas. N. Bellman, Franklin Ptg. & Eng. Co., Toledo, Ohio 

Chas. H. Langbein, Kurtz, Langbein & Swartz, Pittsburg, Pa. 
W. J. Youmans, W. B. Carpenter & Co., Cincinnati, Ohio 

E. D. L. Sperry, Brown, Treacy & Sperry Co., St. Paul, Minn. 
Amadee Peting, Geo. D. Barnard Co., St. Louis, Mo. 


PLACE OF NEXT 


DIRECTORS FROM MANUFACTURERS 


Frank B. Towne, National Blank Book Co., Holyoke, Mass. 
Franklin Weston, Byron Weston Co., Dalton, Mass. 

EB J. Weis, Weis Manufacturing Co., Monroe, Mich. 

Chas. H. Numan, The Weeks Numan Co., New York City 
Wm. Rodiger, Sanford Manufacturing Co., Chicago, Ill. 
Eberhard Faber, Eberhard Faber, New York City 

W. D. Bevin, Boorum & Pease Co., New York City 

Millard BE. Heise, Langfeld Bros. & Co., Philadelphia, Pa. 
Gustave A. Meyer, Jr., Meyer & Wenthe, Chicago, II. 

Chas. 8. Cooke, The Cooke & Cobb Co., New York City 


MEETING — OMAHA, NEB. 


RESOLUTIONS 


RESOLVED, That this Convention desires to commend to those of 
our members who are in a position to afford the expense, the plan of 
me J out one or more memberships, in addition to the one now car- 
ried by each member in the names of individual members of firms, 
department managers and officers of corporations, to the end that our 
annual dues need not now be increased, thus avoiding the imposition 
of an additional financial burden upon those of our members who feel 
that they cannot afford the expense of increased dues. 


RESOLVED, That in the opinion of this Convention the manufac- 
turers of No. 1 ledger paper should be further urged to consider the 
practicability of establishing uniform prices in reference to the smaller 
sizes, and thst the new Committee on Paper and Envelopes undertake 
this matter with all convenient speed. 


RESOLVED, That a Committee consisting of two manufacturers, 
one of pencils and the other of pens, and one jobber, be appointed 
to raw and report to the next Convention upon the general sub- 


The Resolutions Committee also made the following recommenda- 
tions, which were adopted by the Convention: Discussing the Presi- 
dent’s suggestion concerning the assumption of the entire responsi- 
bility for financing and managing conventions by the National Asso- 
ciation, the committee recommended that the individual assessment 
should be increased from $12.00 to $15.00 per member, to provide a fund 
for entertainment in order to relieve the local association or individuals 
or firms, not connected with such organization, of a financial burden 
which they may not care to assume. The by-laws were recommended 
to be changed accordingly. 


The committe reported that it was unable to recommend a discon- 
tinuance of the Year Book, regarding that publication as a valuabl 
record of the proceedings of the conventions. 


The committee approved of the recommendation contained in the 
report of the Committee on Standardization and suggested that a per- 
manent bureau of standardization be provided to take the subject in 
hand systematically. It was further recommended that the incoming 
President consider the subject of permanent service by the new com- 





{oot of the selling of pens and pencils 
obbers to the consumers. 


and Inked Ribbons, 


these and kindred articles. 








by the manufacturers and 


RESOLVED, That the President is authorized to appoint a stand- 
ing committee of three to be known as the Committee on Carbon Paper 
the duties of which shall be to investigate and 
report to the Conventions all matters requiring attention concerning 


mittee to be selected for the coming year. 
Finally, the committe declined to recommend that the scope of the 
work of the Committee on Miscellaneous Items should be 


and declined to concur 
mittee be appointed to handle questions pertaining to duplicating and 


addressing machines and the like. 


restricted 


in the suggestion that another special com 




















Convention of 
Association of Sta- 

tioners and Manufacturers of the 
United States, at Buffalo, N. Y., October 
9th to 13th, inclusive, was in many respects 
the most notable meeting ever held by the 
organization. 

As a result of the strong campaign in- 
stituted by President Falconer and Secre- 
tary Byers, assisted by other officers and 
members of the association, it was found 
that the membership of the organization 
has materially increased, and the number 
of delegates in attendance at Buffalo was 
larger than at previous conventions. 

The first day’s session was called to or- 
der on Tuesday morning, October 10th, by 
President Falconer, who immediately di- 
the and 


HE seventh Annual 


the National 


delegates guests to rise 


rected 


SEVENTH ANNUAL CONVENTION OF THE NATIONAL 
ASSOCIATION A NOTABLE EVENT 


Sessions of Big National Organization Held at Hotel Statler in Buffalo, Point to High Water 


Mark of Attendance and Interest. 
while the Reverend Dr. Williams of the 
Church of the Messiah of Buffalo pro- 
nounced the invocation. Following this the 
convention joined in singing the national 
anthem, after which President Falconer an- 
nounced that John Sayles, secretary to 
Mayor Fuhrmann of Buffalo, was present 
and would deliver the address of welcome. 
Mr. Sayles expressed his regret at the ab- 
sence of the mayor and made a very witty 
and appropriate address. 

It appears that Buffalo has a population 
of about 425,000 people, divided up among 
the various nationalities, 80,000 of them be- 
ing Poles, 100,000 Germans, 30,000 Italians, 


and the rest Americans, Scotch, English, 
Welsh, Hungarian, etc. He sketched the 
history of the city and pointed out the 


many notable events in which Buffalo has 





said 


been the center of action. Buffalo, he 
is a great city industrially, 
brief review of the commercial history of 


and gave a 


the city, which has been assisted by its for 
tunate location with regard to rail and wa 
ter transportation facilities. 


Following the address of Mr. Sayles, Mil 
lington Lockwood of Buffalo took the 
chair by surprise and delivered a short 


speech, the real purport of which was not 
intended to be exactly evident until toward 
Concluding, Mr. Lockwood said 
this 


the end. 
that it is customary on 
kind to present the presiding officer with a 
Accordingly the sta 
“This gavel,” 


part 


occasions of 


symbol of authority. 
tioners had a gavel prepared. 
he said, “is made from wood from a 
of the door taken from the study of Mil 
from a tree which was 


lard Fillmore, and 


~ opener. 




















ee 








planted by Grover Cleveland, the two pres! 
dents which Buffalo has given to our coun 
try.” “It seems to me,” continued Mr 
Lockwood, “that there is a peculiar fitness 
in presenting it to the presiding officer, who 
combines the dignity and suavity of the 
first with the sturdy integrity and earnest 
; Hereupon 


he presented the gavel to President Fal 


ness of purpose of the second.” 


coner, who acknowledged the gift in a short 


but witty and appropriate speech. The 


gavel itself is a very handsome piece of 
work The following words are dovetailed 


] 


into the gavel, which is banded with sil 
ver, the tip being of the same metal \ 
silver buffalo is inlaid on each side of the 
hammer. The inscription reads as follows 
This gavel was made of wood from the 
former home of Millard Fillmore and from 
a tree planted by Grover Cleveland, pr 
Falconer, President of 


Association of Stationers and 


sented to Charles E 
the National 
Manufacturers, by the Stationers’ Club ot 
Buffalo, N. Y., Oct. 10, 1911. 

President 


I 


Falconer next appointed 


sergeant-at-arms Gustave A. Meyer, Jr., 
Chicago, and as his.assistant, Charles | 
Stromberg, also of Chicago. 

The president next read his annual re 
port, which was cordially applauded, re 
ceived and placed on file. Following the 
address of the president came the report 
of the secretary, Mortimer W. Byers, fol 


lowed by the report of the _ treasurer, 


Charles A. Lent, and that of the auditor, 
John D. Lamond. The report of the Board 
of Control was submitted by President Fal 
Byers, following 


coner and _ Secretary 


FRANK D. WATERMAN, of the L. E. Water- 
man Co., First Vice President. 


; 
which a paper was presented which was 
William § 


the time of the convention, was 


written by Lucas, Jr., who, at 
abroad 
The address was therefore read by the sec 
retary; it was entitled, “Developing Good 


Salesmen,” and this, together with all the 
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other reports and addresses, will be found 


printed in full in another part of this re 


port 
Mr. Lucas’ paper brought out much dis 





CHARLES E. FALCONER, Retiring President. 


cussion pro and con covering the various 
points made by the speaker 

Mr. Lucas’ 
address by 


land on “The Cost of 


address was followed by an 

Robert S. Denham of Cleve 
Doing Business, 
which appears on another page 


The report of the National Catalog Com 
F 


nission was next read by Chairman Fletch 
er B. Gibbs of Chicago and was received 
vith much applause The report, in full, 


vill be found elsewhere 
Following Mr. 


ree Gerry read a report of the 


Gibbs’ report CTheodcre 


“ommittes 


the printing of stamped envelopes 
wing which the report of the executive 
ommitte was heard Other committees 
reporting on Tuesday included the commit 
tee on standardization, R. B. Sanders, chai 
man, and the committee on rubber stamp 
ods, William J. Kennedy, chairman 
The discussion of Mr. Lucas’ paper 
the “Development of Salesmen,” was quit 
full and interesting Mr. Gerry suggeste 


that it ought to be the custom among sta 


tioners to inquire as closely into the pre 
vious history and ability of the salesmar 
as they would if he were to be given any 
other position Such an inquiry, he be 
lieved, would save stationers many unfor 


vate errors. Mr. Hemmingway made tl 


suggestion that the salesman, perhaps 


sheuld be given some participation in the 
profits of the institution; this participatior 

be confined to those who had proven 
their loyalty and ability to the concerns for 
which they work. He referred to the bud 
get of Secretary Lloyd George of England, 
and to the recent investigation of sociolog 
cal questions on both sides of the water 
The question of profit-sharing is still an 
open one, but he believed that the balance 
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if the evidence was in favor of that plan, 
applied, however, with discretion and judg- 
ment. 

Mr. Tindale said, in his opinion, the 
greatest incentive to the salesman is exam- , 
ple, not preaching. The employer should 
set the example of constant activity and 
energy. 

Mr. Seymour believed that the efficiency 
of salesmen could be increased in retail 
stores if each were delegated to the atten- 
tion of certain stock, and that manufactur- 
ers are willing to undertake to educate the 
store salesmen who had charge. of a cer- 
tain stock, with a great deal more thor- 
oughness, if they had such special lines to 
look after. 

Mr. Carter spoke with approval of Mr. 
Gerry's brief remarks and pointed out that 
it would only cost $3.00 or $4.00 to get a 
bonding company to look up the character 
and antecedents of prospective salesmen, 
and in that way many costly mistakes 
might be avoided. 

Mr. Langbein believed that the best way 
to encourage a salesman was to mark his 
progress by the gradual increase of his 
weekly salary and by careful and kindly 
ittention and instruction. 

Mr. Herr believed that the question 
whether it is proper to increase the salary 
of a salesman or to give him an interest in 
the business, should be governed by the 
personality of the man. Some salesmen 
would not be improved by being presented 
with an interest in the business, while 


others might be, and would be desirable 
members of the company. 

Mr. Lent related an experience in con- 
nection with some work he is doing to or- 





GEORGE M. COURTS, Second Vice President. 


ganize and elevate the stationery trade in 
and about’ New York, where he found on 
a recent trip that salesmen are sent out 
sometimes with a rather elastic price list, 
and told to get the business. As only a 


salesman, however, he was thoroughly 
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posted in the lines he was selling, and as 
a man of force and ability in salesmanship, 
he was able to sell goods at a profitable 
notwithstanding the cutting 
that he encountered, which seemed to in 


that the 


price, price 


dicate irst, consumer has no 





W. H. KISTLER, Third Vice President. 


scruples about taking advantage of an in- 


experienced salesman by telling him that 


somebody else has quoted a lower price 


than really has been quoted And, second, 


that the real salesman, the man of knowl 
get the business 
even in the face of such competition. The 


and to 


edge and experience, can 


moral is to educate the salesman 


make him competent before he is sent out 


to get the business 

Che discussion was continued in a most 
interesting vein by Mr. Rogers of New 
York, Mr. Horder of Chicago, Mr. Dyson 
of St. Louis, Mr. Ward of Boston. and 
others 


wound up the discus 


Mr. Hodgkinson 


sion with the following very terse and 


pointed sentence 


‘I once had the pleasure of hearing M1 


l. B. Duke of the American Tobacco C 


say There are four kinds of salesmen 


One has neither head nor feet; he isn’t worth 


a Trap The other has no head, but lots of 


feet; he gets around and balls up more 


good man can straighten out 


leals than a 


na the Chen there’s the man 


isand years 


with lots of head but no feet; if he got 


iround to enough business places he would 
kerjack There’s still another who 
has both head and feet, and he is as scarce 
teeth.’” 

Wednesday, October 11th. 

was called to order by 
alconer at 10:15 a. m The re 


Blank Books 


This report was pr 


eacra 
is hens’ 


The meeting 
President | 
port of the Committee was 
read by the secretary 
pared by H. A. Prizer of the William Mann 
chairman of the committee, with 


Wil 


Company, 


the assistance of the other members, 


liam H. Brooks and Harry G. Kiggins. The 
report was received, placed on file and 
spread upon the records 

The report of the Committee on Hard 
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ware and Glassware was read by Ge 

Courts, chairman. It was freely discussed 
by various members of the associatio1 I 
Wetmore moved that the report be re 
ferred to the Committee on Kesolutions 
with the recommendation that the sugges 


tions in the report be taken up with the 


manutacturers Subsequently the motion 

was changed to refer the report to the 
ming committee, who were 

take up the subject with the marutactur- 

ers 

the Committee on 


John 


feature of the report 


The report of 
ind Mucilage 


er, chairman 


was next read by 
One 
referred to a duplicate or dual 


had 
by the catalog commission 


set Of price 
requested from the 
Chis 


considerable question 


lists which been 


commiuttec 


suggestion met with 


ind opposition on the part of members 


both retailers and includ 


ing Mr. Rich of the 


manutacturer.rs, 


Diamond Ink Com 





RALPH S. BAUER, Auditor. 
pany; Mr. Langbien, Mr. Sperry Mir 
Brewer, Mr Horder and_ others Mir 
Gibbs, however, explained that it was not 


he intention of the National Catalog Con 


to issue a double price list on ink 


that, in fact,-the commission was opposed 


to that idea, but merely made the sugges 

tion in order to get a consensus of opini 
the floor of the convention \ccord 

ngly a motion was pasSed to the eftect 


that it was the sense of the meeting that 


the atalog commission be instructed t 
prepare one set of recommendations as 
to ink and mucilage prices, rather tha 


1 
| 


he Y« ar 
that the 


he report of t Book Committee 
publi itio1 


books had st 
adopted is Tre 


isclosed the tact 
distribution of the year 


$772.32. This 


Che 


nd Pencils brought out an interesting dis 


report was 


report of the Committee on Pens 


ission with regard to the selling of 


instructed to 


y manufacturers direct to th ; 
lt seemed t e the consensus | 
that retailers had little show to ge 
business rge corporations able 
through purchasing departme: 
large lots. Some of the members 
that the ret er who its able to buy 
100 gross pencils should be able 
the same price that the jobber gets 
everyone see! d to agree that the I 

turer should at least sell his goods 
same price tnat retailers are ci mp¢ 
sell them when dealing with large 
sumers 

\iter the rief report of the | 
(Committee, the Committee on | : 
Office Fur ture reported through its 
man, S. J. Thalheimer 

The report of the Committee or 
laneous Ite1 rrought out an intere 
discussion f the feasibility of hi 
duplicating machines and_ supplies 
committee, trom its investigation, be 
that the handling of duplicating mac 
through stationery stores, was in 
but a satistactory condition, that while 
manufacturers had recently arrange 
schedule whereby it was possible for 
dealers to secure satisfactory discounts 
getting these discounts is dependent 
the handling of a large number 
chines In the discussion which foll 
Mr. Wetmore said that he thought the¢ 
ers should have at least a 40 per cent 

count on the handling of all dulpi 
machines, that in order to sell them 








FLETCHER 8B. GIBBS, Chairman 
Commission. 


necessary tf 1 large amoul 
trating an to considerable sp 
pense 

The report I the Crrievance ( 
brought out broad discusst 
iect of th v ds bv 1 





Catalo 

















nsumers. Mr. Cooper of Pitts 


direct to 


burg thought the Grievance Committee is 
a pretty good thing to carry on. He relat 
ed several instances doubtful business 
policy on the part of carbon paper manu 
facturers The discussion was participated 
in by Mr. Tindale, Mr. Hilles, Mr. Herr, 


Mr. Patterson, Mr. Ketchum and others. It 





seemed to be the consensus of opinion that 
‘ most manufacturers are fair in their deal 
ings with the trade 


The report of the Committee on Leathet 


Goods and Novelties was presented by Wil 
| lis P. Whiting, following which came the 
report of the Committee on Loose Leaf 
Devices by A. Schooley, chairman. In the 
discussion following this report it was sug 
gested that the loose leaf men get together 
and see what could be done toward the 
standardization of lo leaf goods, and Mr 
Forrest of the Heinn Company was ap 
pointed a committee of one to get the loose 
leaf men together and take up the question 

Several telegrams were read during the 
morning session, from various members re 
gretting their inability to attend the conven- 
tion \ telegram was received from the 
mayor of Kansas City inviting the mem 
bers to attend the Business Show in that 
city. This telegram was acknowledged 
and Kansas City members were appointed 
to attend the show. 

The afternoon session was called to or 
der at 2 p. m \ telegram was drafted by 
Mr. Bailey of Boston, extending sympathy 


and condolence to Henry ( sainbridge of 





New York, on his serious illness, and wish 








GUS MEYER, of Chicago, Director and Sergeant 
at Arms. 


ng hin peedy recovery The telegran 
<pressed the regret the association that 
Mr. Bainbridge, Mrs. Bainbridge and Miss 


sainbridge were unable to be in Buffalo 
\ paper was next presented by Mr. Lent 


‘Uniform Prices Manufacturers,” 
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wed by an address on the same subj Thursday, October 12th. 

R. P. Andrews. The discussion follow Ihe session was called to order by the 
ing this paper brought out the suggesti president at 10:30. As a representative of 
that manufacturers should establish the association to the Kansas City Business 
maintain retail prices whi should Show, President Falconer appointed A. 
marked upon the goods, and st of the Schooley of Kansas City. 
members seemed to believe wou 
be practicable for nearly every line It 
would help to inform the public as to wh 
s the proper price for a1 Q rti 
even though it might not prevent the 
ting of prices in many instances Some 
members pointed out that manufacturers 

control prices if they will, and as 
rete examples of this fact, a certain foun 


t 


lso the Eastman Kodak Company, both 
vhich concerns do absolutely ntrol the 
retail selling prices of thei 





in pen manutacturer was referred to, an 


CHARLES A. LENT, Treasurer. 


rhe report of the Committee on Resolu- 
tions was next read by Frank W. Bailey, 
chairman. The resolutions suggested were, 
as a rule, adopted by the convention, as 
presented. The resolutions, as adopted, 
will be found at the head of this report. 

The report of the Special Loose Leaf 
Committe was read by Mark Forrest, ¢chair- 
man, to the effect that a general meeting 
of the loose leaf manufacturers should be 
called, and that the call should come from 
the Loose Leaf Manufacturers’ Club of 
Chicago; that the conclusions arrived at by 
the loose leaf meeting held under the chair- 
manship of Mr. Forrest, should be embodied 

a letter to W. Clifford Jones of Chi- 


esident announced that he was ready cago, requesting him to invite manufactur- 

tertain a motion as to which of the three ers of loose leaf goods to the meeting where 

ties—Springfield, Mass.: Denver, | further action could be taken. The report 

Omaha, Neb.—the convention preferred if Mr. Forrest was concurred in by all of 

the next meeting place in 1912 \fter the loose leaf manufacturers present, and is 
scussion the city ( uha given in full elsewhere in this number. 

l as the place the t The report of the Nominating Commit- 

he report of the Budget Committee dis tee was next read, and the officers and di- 

sed total strengt f 562 members ectors nominated for the ensuing year 

S( bal hand $2,000 s vere elected by the unanimous vote. of the 

S s, $5,620, mak ssociation. The list of officers and direct- 

20 é ttee estimated the pr rs is presented at the beginning of this 

int t carry n t ness rt port 

e! pa Mr. Bailey and Mr. Hutchinson were ap- 

7 800 pointed to bring Mr. Lockwood, the presi- 

The report f the Cor tt lent-elect, to the platform. Mr. Lockwood, 

Envelopes w i brief speech, expressed his gratifica- 

dations bein refer t the tion over his election to the responsible po- 

tee Resolutions, a1 rta sition of president of the association. Fol- 

5 the National Catalog Committe¢ lowing Mr. Lockwood's remarks the secre- 


the session adjourned tary read a telegram of good wishes from 
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Henry C. Bainbridge of New York. A sup- 
plemental report of the Credential Commit- 
tee was read by Mr. Pratt showing that the 
members and guests present, including the 
ladies, made a total of 370. This is high 
water mark of attendance. The Conven- 
tion Committee was given a vote of thanks 
for their excellent work. A vote of thanks 
was also extended to the stationers of Buf- 
falo for the manner in which they cared 
for the delegates and guests during the 
convention. 

Mr. Stevens of Chicago suggested that 
there are fifty new members who will agree 
to put in $10 for additional memberships, as 
was done by a great many old members at 
the Baltimore meeting. This suggestion 
was heartily endorsed, and announcements 
were made by the various members, in ac- 
cordance with the suggestion. 

Mr. Hemingway suggested that traveling 
men for various manufacturing houses who 
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are members of the association, should be 
instructed to carry on the work of getting 
new members for the organization. Mr 
Doolittle suggested the appointment of a 
membership, one or 
The sug- 


large committee on 
more individuals from each state. 
gestion was finally amended by Mr. Doo- 
little, to the effect that a special member- 
ship committee be appointed as near as pos- 
sible according to the original suggestion 
by the incoming president. 

Mr. Horder spoke in a very compliment- 
ary vain of the work of the trade papers. 
Mr. Horder’s remarks are given elsewhere 
in this report. On motion of Mr. Baxter 
a vote of thanks was extended to Geyer’s 
Stationer for the good work done during 
the convention, by the issuance of a daily 
report of the proceedings. 

The secretary announced that he had a 
list of eligible firms who have not yet been 


induced to join the association. The secre- 


tary read the list and received suggestions 
from various members. 

On motion of Mr. Langbein a rising vote 
of thanks was extended the retiring officers 
for their attention and valuable service. On 
request of the president, Mr. Ward of Bos 
ton put the motion, which was carried 
unanimously 

On motion of Mr. Ellick, the secretary 
was directed to send the list of eligible 
firms which he just read to manufacturers 
and jobbers of the association, with the re- 
quest that their traveling men work upon 
them to induce them to join the organiza 
tion. 

On motion of Mr. Langbein a vote of 
thanks was extended to the Hotel Statler 
for the courteous and efficient way in which 
the management had handled the _ con- 
vention 

On motion the convention adjourned sine 


die 





REPORT OF THE PRESIDENT 








Since the last convention the work of the 
association, has been carried on in the manner 
prescribed by the Constitution and By-Laws, 
and while all for which your officers have striven 
has not been accomplished, I am happy to be 
able to inform you that there has been much 
real progress 

Immediately upon my election, I requested 
that an earnest effort be made to increase the 
membership by at least twenty per cent. I am 
sorry to say that very few took me seriously, 
and in consequence our present roll shows a net 
gain over that of a year ago of a little over 12 
per cent, about half what was hoped for 

This is to be regretted, as the expenses of 
carrying on the work authorized by you have 
revenue essential, and unless suffi 
im 


made more 
cient funds are provided, some of our most 
portant projects will have to be greatly cur 
tailed or abandoned altogether 

The Secretary, in the last Bulletin, has sug 
gested that the larger houses take out several 
memberships in the names of officers and man 
agers I heartily approve of this plan, whic! 


has been tried with partial success in other 
business organizations We might also discon 
tinue the publication of the Year Book While 


this serves as a most useful souvenir of each 
convention, and, as it were, embalms the words 
and acts of all taking part therein, I am con 
vinced that it is not generally appreciated, and 
doubt very much if any but a few zealous work 
ers take the time to more than glance through 
it The reports in the trade journals, notably 
Geyer’s, contain practically all the new matter 
in the Year Book, so that at slight expense, o1 
rone at all, sufficient copies could be supplied 
to furnish one to every member 

It is my own belief that instead-of abandon 
ing work we should undertake still more, not 
ably a missionary campaign in the West and on 
the Pacific Coast. The Secretary and you! 
President would have extended their tours dur 
ing the past year but for the fact that funds 
were not available It is evident to me that our 
future growth must come from the Middle West 
and beyond The eligible firms in that part of 
the country seem to be proof against letters and 
magazine articles, and we must, therefore, take 
steps to bring the question before them with 
force, or they will never become inter 
ested Let us promote the organization of local 
associations and membership in the National 
will follow. Our work will not be complete un 


greater 


til every section is represented on our roster as 
fully. in proportion to their numbers, as _ the 
Eastern States are to-day 

Our Committee on Government Stamped En- 
velopes co-operated with the 


National Joint 


Committee ard wes ablv assisted by former 
President Bailey, who made a special trip to 
Washington by request. I also made several 
trips and spent considerable time endeavoring 
to get a hearing before the Senate Post Office 
Committee, but ail our efforts were fruitless, 
action being delayed so long that the close of 
the session put an end to the matter 

The Committee on Paper and Envelopes were 
successful in their efforts to induce all the lead- 
ing manufacturers of ledger paper to put their 
product up in 500 sheet reams, This will be an 
accomplished fact as soon as the stock already 
wrapped in 480 sheet reams has been disposed 
of. The energy of Mr. Charles N. Bellman, of 
Toledo, the chairman of that committee, is 
worthy of special recognition for bringing this 
about (Applause.) 

The success of this committee should stimu- 
late the committee on Standardizing to renewed 
efforts to effect the adoption of certain standard 
sizes for loose leaf binders and sheets in place 
of the numerous sizes now catalogued. The re- 
quirements of the vast majority of users could 
easily be supplied from five to six sizes, which 
would greatly benefit the dealers as well as the 
manufacturers by enabling them to do as much 
business with decidedly smaller stocks 

The same suggestion applies to a reduction in 
the number of sizes and styles of blank books, 
so forcibly suggested in the report of the Blank 
Book Committee, which was read by Mr. Ralph 
S. Bauer at the 1910 convention. 

The Catalogue Commission has continued its 
splendid work and completed the 
prices on pencils in January last, and the more 
recent bulletin on penholders, was distributed 
during the past week The unselfish work of 
this Commission is thoroughly appreciated from 
one end of the country to the other, and it is to 
be hoped that stationers everywhere will follow 
their suggestions (Applause. ) 

Quite a number of complaints were handled 
by the Grievance Committee and disposed of to 
the mutual satisfaction of all concerned, with 
one exception. 

In order that members might be officially in 
formed of what was transpiring, and to aid the 
campaign for increased membership, two issues 
of a publication called The Bulletin were sent 
to all members in January and July respective 
ly Besides these a copy of the Year Book and 
of the By-laws, also a list of committees was 
also sent out, together with a map, showing 
membership in each state and a large number 
of blanks to be filled out and returned to the 
Secretary I regret to say that the Association 
as a whole has not extended the measure of co 


suggested 


operation in this endeavor that was earnestly 
hoped for by your officers 

It has been my privilege to visit in my official 
capacity the cities of New York, Philadelphia, 
Rochester, Buffalo, Chicago, Cleveland and Bos 
ton, and to meet the members of the trade 
there, both collectively at various festive func 
tions, and individually in their homes and places 
of business At these gatherings I have met 
not only the local stationers, but many also from 
surrounding towns, and likewise quite a number 
from great distances. The remarkable enthu 
siasm shown greatly impressed me. I have been 
much interested in hearing the views of so many 
minds on topics vital to the success of the sta 
tionery business and its allied trades, and have 
been struck with the thought that this interest 
was not confined to a few men of prominence 
but was widespread and seemed to be steadily 
extending. The many courtesies and honors be 
stowed upon me were heartily appreciated and 
enjoyed, and it was with much regret that I 
was compelled by demands of my private busi 
ness to forego attending the dinners at Salt 
Lake City, New Orleans and Pittsburg, to which 
I was also invited 

Since our last meeting, 
tioners have been organized in Salt Lake City 
Utah, Des Moines, Iowa and San Francisco 
California, the latter admitting members from 
the State of California. Our Canadian brethren 
are also awakening, the stationers of Winnipeg 
having recently effected an organization This 
is no doubt due to the general interest awak 
ened by our Association, and I trust representa 
tives from all of these new organizations will at 
tend this convention. The local association is 


associations of sta 


an .essential factor for improvement and awak 
ening of interest, and organizations of such 
should be encouraged and assisted 


Following in our footsteps three new trade 
associations, in which many of our members 
are interested, were organized during the past 
vear—the rubber stamp manufacturers, the of 
fice furniture manufacturers and the steel and 
copper plate engravers. Their efforts combined 
with our own will tend to still further elevaté 


the stationery business, and by education show 
those engaged in it how to take better advan 
tage of its opportunities 

My predecessor in his report at the last cor 


vention gave it as his opinion that the time was 
at hand when the burden of holding a conven 
tion should be shifted from local associations to 
the general body I am firmly convinced that 
such is the case and would suggest that here 
after all arrangements for holding conventions 
be made by the Executive Committee with the 
assistance of the Secretary, and the expenses 











ne RN ae Rem 

















Sn em ne me ene 























OFFICE APPLIANCES 99 














No. 1. Mr. and Mrs. Ralph B. Wilson. (2) Left to right—Harry J. Williams of the house of Millington Lockwood; W. P. Whiting of the 
Vosburg & Whiting Company; John A. Condit, manager Buffalo Office, the Joseph Dixon Crucible Company, all of Buffalo. Picture taken in Govern- 
ment Park at Niagara Falls. (3) “Uncle Sam’ Cooper in a characteristic attitude. (4) Most recent picture of Uncle George Olney. (5) J. W. R. 
Merckle and L. E. Williamson of the Thaddeus Davids Company at the Falls. (6) S. S. Clayton of Clarke & Courts, Galveston. The only man 
present from the Lone Star State. 

(A) Waiting for the train to Niagara Falls. (B) Part of the crowd nearing Horse Shoe Falls. (C) Viewing the whirlpool. (0D) On the Cana- 
dian side—a number of people not often found outside the United States. Among the crowd are Baer of Canton, John Brewer of New York, Harry 
Weis of Monroe, Mich., Hemenway, who handles the Dalton in Western Pennsylvania, Tinsdale of New York, McChesney of Syracuse, Bailey of 
Boston, Shaw of the Berkshire Hills Paper Co., Adams, Mass. (E) Startof the trip to Niagara Falls. (F) Point where Sam. Ward told what the 
little steamer is made of—‘‘Maid of the Mist.” (G) Viewing the Rapids. Sam. Ward in the center of the group. (H) Stationers viewing Horse Shoe 


Falls from the Canadian side. 





————e 
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elim 
This 


organ 


from which all entertainment be 
be defrayed out of the treasury 
has been done successfully by kindred 
izations, and I am confident would not 
the attendance, but rather by omitting 


thereof 
inated 


reduce 
the 


$12.00 fee, increase it The customary annual 
banquet could be made less elaborate without 
lessening the enjoyment, and if there was not 


enough funds from our usual sources of revenue 
to provide for its cost, a charge of say $5.00 per 
plate would be cheerfully borne by all desirous 
of attending it The luncheons might 
omitted 

I respectfully urge the manufacturers to con- 
stantly bear in mind that of the important 
objects in the minds of the founders of this As 
sociation was the creation of a closer relation 


also be 


one 


between the dealers and the manufacturers, and 
therefore the latter should make use of the fa 
cilities offered by this organization to call at 


tention to such problems as are peculiar to their 
branch of the industry in which we are all en 
gaged. and in the solution of which the various 
committees and officers of this Association are 
equipped to be of real assistance 
The attempt to establish a firmer bond be 

tween the various local organizations and ‘the 
National body, by constituting the presidents of 
the former, advisory members of our Executive 
Committee, has thus far failed to produce defi 
nite results, partly because your Executive Com 


mittee has conducted its business largely by) 
correspondence, and partly because there seem 
ed to be no specific work to be assigned to the 
associate members I believe the plan should 
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end that closer and more intimate association 
and a recognition of mutual responsibility may 
be speedily brought about 


concluding, I desire to 


the Association to the ch 


Before 
thanks of 


1irmen oft 


the various committees for the generous share 
ef the burden of our activity which they have 
borne during the year which is about to closé 
witheut their co-operation the Association could 
not longer endure, and to the satisfaction whic! 
each of them must feel in the knowledge of 
his unselfish labor, it is but proper to add this 
word of sincere appreciatior 

To the trade journals also I wish to extend 
my congratulations at the great improvement in 
the character of the reading matter with which 
their columns have recently been filled Many 
valuable articles on legal subjects and mucl 
information regarding the conduct of business 
have been published, and the issues of the past 
year are worthy of preservation in permanent 
form The thanks of the Association are also 
due these journals for the full reports of our 
convention proceedings, and the interesting and 


valuable news of the doings of our committees 
and members They are an important factor in 
promoting the extension of our field of en 
deavor, and while it may be said that they are 
in a measure ectuated by self-interest in so 
doing, that should not detract from the merit of 
doing the work so much better than might have 
been done, and they are in no sense different 


in that respect from the rest of us. 

I would earnestly impress upon each individual 
to whose ears or eyes this report will come, not 
to neglect his trade paper Every stationer 
should subscribe to at least one of the six ex 
cellent periodicals devoted to our business. Hav 
ing subscribed, he should not only read eacl 
issue, advertisements and all, from cover to 
cover, but pass them down to his employes, and 
request them to read also, calling their atten 


extend the 





7 
' 

tion to articles of special importance rt order 
of ‘‘Read, mark, learn and inwardly digest ap 
plies here as well as to matters spiritual 

fesides the trade journals proper much 
praise is due to Carter's Ink Co., the Yawman & 
Erbe Mfg. Co., and the National Blank Book 
Co., for striking articles in their respective of 
fice organs, ‘“‘The Scribe’’—the “Y. & E. Idea,’ 
and “‘The National,”’ devoted to increasing the 
attendance at this convention 

Each convention marks an advance in the 
progress of the work for the uplift of the sta 
tionery trade, and I am sure this, the seventl 
will be no exception 

The Buffalonians have prepared a most at 
tractive program of entertainment, and it does 
not need fair weather to make everyone have 
an enjoyable time, with such warm hands and 
bright faces to put sunshine into our hearts 

The business to be considered is most impor ; 
tant, and, I trust, may prove of such absorbing ' 
interest that no one will absent himself fron 
a single session 

With sincere appreciation of the many kind 
and helpful counsels, and the universally heart) 
support that has been accorded my administra 
tion, I ose my term of office, with the feeling 
that it has broadened my views, and made m«¢ 
fitter than before for service in the ranks 

Great things have been accomplished sti : 
greate opportunities lie before us Let us not ' 
fail to take advantage of them Let us labor ' 
shoulder to shoulder, solidly for the ommor ' 
ood ind “Verily we shall not lose our reward é 

Mr. Gerry I move you, sir, that the report of 
the President be spread upon the minutes of } 








not be abandoned until an actual test proves it 
to be unworthy I shall attempt to call all of 
the officers of the various local associations who 
are present at this convention into a joint con- 
ference before we leave Buffalo, and I hope to 
thus inaugurate a real official relation between 
the smaller bodies and the larger one, to the 

The report of the Secretary for the year whicl 


has elapsed since the adjournment of the sixtl 


annual convention, in addition to the usual sta 
tistics, must of necessity contain some refer 
ence to matters not heretofore embraced n 
similar documents, by reason of the greatly in 
ereased activity of the Association throughout 
the entire period between meetings 





JAMES T. KELLY. 


SECRETARY’S REPORT 


Membership. 


Chere are at present 561 members in good 
standing in increase of about sixt or over! 
ten per ent, since we assembled in Baltimore 
in 1910 The revenue from dues for this vear 
has been $5,520. o1 $480.00 less thar was esti 
mated at that time It should be observed that 
29 resignations have been received in that pe 
riod, and 24 members have been dropped fo 
non-payment of dues by action of the Executive 
Committee it conformity to the tppropriate 


Had these 


Income 


nrovisions of the By-laws members 


in the Association our would 


remained 





CHARLES S. COOKE, Cooke & Cobb Co., 
Director from Manufacturers 











this convention, and referred to the Committees ' 
on Resolutions } 
(Motion duly seconded and carried.) 
The President—The next thing in order is tl ; 
report of the Secretary 
; 
' 
; 
’ 
ive stinhed§ the estimate of last eal | ¢ 
entire numbe of new members obtained since 
the last convention is about 100, and th net 
gain I iraging ; 
It is of ital import to every member of the 
Association that our numerical strength should 
be greats not only because of the necessit 
for an increase of revenue, but in order to ir 
| 
| 
; 
i 
{ 
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FRANK B. TOWNE, Director From Manufac 
turers. 
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ecomme! ! ‘olede D ng é ‘ like the present for discussing it, and I 
ue | ssion by the great ths of the emy ! t of sent S eg to express the hope that all the members 
t possibl mber facturers and dea the routine « esponder é vho are here present will place their orders with 
thro t the 1 States. No group to ] X nconsequent ye l the Secretary for these electrotypes, and make 
' members ne part t suntry can prope that conditior nged ntil e |} sé full and free use of them as contemplated by the ' 
lv regard t selves ine from the effect t é e al an ave! é letters action taken in Baltimore last year. 
: f ign nee as t t t f doing busin ef “ ter it Associatio f fro The Secretary’s report would be incomplete 
’ noth t of t nt for the tender ffice alone, and this does not ir de a without an emphatic expression of the debt 
nm the ecti ( te unreasonal t mmunications sent to p1 é é r which he owes to that kindly gentleman, your 
low prices 1 there riously affect the é ew members, nor printed letters embo President, and to all of the officers, directors, 
' stability o © entire dustry One of the ing notices, requests and form matters pre ommitteemen, and many who hold no official 
' vowed objects of this nization is to pr ented to the Association at large Inqui position, for the aid which they have cheer- 
' mote ntrv wide standing of the ost f kinds nd from all parts of the count fully given him at all times, the forbearance 
f cond e the tations business and t re received almost dail ind it is beco1 vith which they have overlooked his mistakes 
irest W ring result about is to see easing ipparent that the \ssociation nd the charity with which they have regarded 
to it that ery tow1 nd everv citv in the fas ttaining substantial recognitior s é is shortcomings 
unt? ve epresented 1 this Associatior means of iccomplishing results for —_——_—— 
The plainest di tates of self it terest indicat: trade at large | TREASURER’S REPORT FOR THE 
that the responsibilit for bringing about tl I permanent and standing mmittees are 
ondition rests wit t present members then gradually assuming a larger share of the bu! YEAR ENDING OCTOBER 10, 1911. 
selves, for it is a ta whi cannot be ads len of Association work, between conventions To the National Association of Stationers and 
quatel lischarged , officers or dire nd, in one or two instances, ive rendered ir Manufacturers of the United States: 
tors or |! i! ymmittes The effort made ir portant service to the National Catalogue Cor Herewith find a report covering the receipts 
t this direction during the past winter did not r« mission nd disbursements for the year ending October 
eive the pport wl probably would have The educational work whi has een dons i911 
been accorded to it if there had been a broadet in the past few years, largely thr x the in Receipts. 
recognition of the necessit for imdividual co trumentality of that distinguished body ‘ Balance October 10, 1910.......... .- - $2,279.72 
| operatior I the endeavo rought about tangible results in the matte Duce Gor Beee «vissniaeten ee vetwee ey oo ° 80.00 
It is i pleasure to report that some of the of sane retail selling prices, except vher artifi Ewes Gad Wee exh te lak ake eee 5,520.00 
members did take the suggestion seriously and ial conditions exist. such as the « yetition for rom Baltimore convention 90.39 
produced tw or three 1 members each. Spe the consumers’ trade between jobbers and deal From A. G@YOPr ...ccsccccccvcssescseeses 8.79 
ial acknowledgement is due to Mr. E. J. Weis ers, and between manufacturers nd dealers Extra Copies National Catalog Commis- 
vho brought in nine recruits in the course of The partial or complete elimination of those Sion Reports ...cccsccscvcesevsdavetes 30.00 
the vear, and to Mr. Millington Lockwood. who nditions must. at no distant date. challenge CWlectrotr pes oe ccdsevcssedvsswacens tame 13.00 
lid almost Ss mu the earnest endeavors of this Association, and Interest Of Gemeente: ou coed cciguk Vereen 43.35 
Local Associations. in t meantime it is safe to predict that not From Baltimore Committee in error and : : 
Thre eal associa ne have been for C1 the present Attorney-Gener of the Unit refunded TUT OPOr.C Le rere fe 72.05 . 
ed within the past twelve months, in S: ike ed States has voiced an reas ' ull tl ied ak 
ill Francisco ake ap ot Moines. gp Pe cnedtme lems incidental to the market of sta OOM i6s0dan ces eeseceremerecsesases $8,137.21 . 
while tne demise of the Kansas City Associa tionery should not be studied, discussed and re ’ Disbursements. 
Hid ta Ao te ected: mad denise . ted by this or any similar body As has bes Secretary’s SOIGET -o vicccctbdess el lense $2,499.46 
Your President has referred to the imvo1 said elsewhere, this is not a combination ir Secretary’s expenses 221.40 
tance of estabiishian nd maintainine 2. close: nt of trade. but rather in rest int of ign Year DOM oovncasevoceen teeter ee eee eens 500.00 
i walettos aiuich mal Konntiations ame . ths ce, petty jealousy and mutual distrust National Catalog Commission, account r 
I waitiene tod nd his remarks upon that im The wisdom of this Association in refraining 1910 .......-6. tees eeeeaes ete eee eeees 428.05 
portant topic are wort f vour serious refle« even the appearance of fixing prices by National Catalog Commission, account 
tior ontracts ind substituting therefor knowledge: 1911 reo cece erhe > eee ee hams peseeesercre tee 813.16 
in aes ais makati 2 doubt Chet cada of on the part of the individual of what it costs t National Envelope Committee.......... 29.65 
the local organisations are active and well do business. in order that he ma know what Printing, postage, etc......... (et bees 703.11 
equipped to perform a most valuable functior rices are reasonable, is abundantly demonstrat Traveling peor. eps $46.06 
but for the most part ir officers are prob d by a casual contemplation of the results of Bank collections sig bin + das Gaels Dee 27.97 
ably the most reticent gentlemen on earth, for the opposite methods in certail nspicuous Refund to Baltimore to cover error.... 72.05 . 
it is at least as hard for many of them to ind cases of public knowledge falance October 10, 1911.............06. 2,395.80 
cate a brief report of their association’s activity a m a near - educate We ms Sa — ie t $8.137.21 
as we are led to believe it is, for a rich station whence he can see for himself than it is to , vo 
' er to enter the Kingdom of Heaven ontract to provide eyes for him Respectfully submitted, —_ 
j The obligation under which this organiza CHAS. A. LENT, 
' General Progress. tion rests, to the gentleman who founded it, and Treasurer. 
There need be no misgivings that from the whe so wisely guided its councils in the earl 
standpoint of sustained activity, the Associa davs of its existence is worthy of constant reé 
q tion has made rapid trides since the conven iteration on such occasions as this : | 


It was recommended at the last conventior 

at an electrotype be prepared, containing th 
name of the Association in sucl i form and 
ize that the same could be easily applied to 
the stationery in use by the various members 
and that the latter be urged to purchase these 
electrotypes and use them generally, in order 
that the Association might gain some additiona 
prominence in the commercial world I have to 
report that 24 electrotypes have been sold to 
members since the resolution was carried, and 
there would seem to be no good reason why this 
number should not be increased materially in 
the near future The value of advertising is 
freely conceded in the present gathering, and if 
there is any plausible objection to this form of 
publicity on behalf of the Association of 


Stationers and Manufacturers there is no 





GEO. C. WHITTEMORE, Director From 


W. D. BEVIN, Director From Manufacturers A. POMERANTZ, Director From Stationers Stationers. 
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I have been invited to address you on the 
very important subject, “How to develop good 
stationery salesmen and how to retain them 


in your service after they have been developed.’ 
From inquiry and from information gleaned 
through reading the trade papers, I am satisfied, 
as doubtless you are, that great difficulty is ex 
perienced by the trade in general, in obtaining 
professional salesmen to sell goods in the 
and also on the outside. The quality of sales 
manship is not inherent in the vast majority of 
people. Like the skill of the artisan it must be 
created and developed through a process of 
persistent training and experience This applies 
particularly to stationery salesmen where an 
intimate knowledge of detail is essential to suc 

cess and where there are constantly arising new 
conditions which have to be met and mastered 
In this age of systematized efficiency, when 
every faculty is keyed to the highest pitch in 
the struggle of competition, it is most necessary 
that any man who carries on the stationery 
trade must surround himself with capable help- 
ers and salesmen, if he would increase his busi- 


store 


ness year by year, or even hold his own in the 
keen war of progress How can these capable 
assistants be obtained? We all know that the 
so-called captains of industry owe their success 


as much to their lieutenants, who occupy posi- 
tions of trust and responsibility, as to any man- 
agerial or executive ability they may them- 
selves possess But they have the faculty of 
picking out the right man for the place and 
the method they employ is that of selection and 
elimination 

Now, do we in this business exercise the prop- 


er discretionary judgment in the selection of 
help? Is it not a fact that through sentiment 
or some kindred consideration, that many of us 
retain men in our employ who are incapable 
and incompetent—men who have outlived or 
who never possessed the quality to make them 
productive factors in the upbuilding of a _ busi- 


system of selection 
Upon the success of 


depends the 


ness? Here is where the 
and elimination applies 
the selling force largely 
a business as a whole. 


success otf 


What are the qualities requisite to make an 
efficient salesman? First, in my opinion, he 
must have a pleasing personality—not necessar- 
ily an Adonis in looks, but affable in manner, 
cheerful in demeanor, neat in apparel, one 
whose appearance will attract rather than repel 
a custome! 1 Sunny Jim, without undue effu- 




















R. B. SANDERS, Director From Stationers. 


DEVELOPMENT OF SALESMEN AND KEEPING 
THEM IN YOUR EMPLOY 


Read by Se cretary. 


Wo. F. Lucas, JR., of Baltimore 


must 
average in 


never a grouch Secondly, he 


truthful, 


Ssiveness 


be honest, possess at least 


telligence, plenty of energy and an ambition to 
not only succeed but to excel his competitors, 
whether in his own or another firm 

I hardly think it is expected of me to tell you 





JOHN BREWER, Director from Stationers. 
stationery salesman 
competent to do 
open an academy 


address how a good 
developed If | were 
would be tempted to 
training of young men as salesmen for 
the trade and furnish you with all that I would 
now need for my own establishment I think 
there would be money in such an institution. In 
a general way, however, I may formulate certain 
principles and practices as will serve as sugges- 
in the evolutionary process of developing 
the raw material an intellectual live wire 
of all, don’t expect the transformation to 
place without assistance from The 
when he desires to obtain some rare hor 
specimen from grafting ind 
tends the budding plant with the greatest solici- 
tude and He leaves nothing to chance; 
he labors to accomplish a result—the achieving 
of a triumph in his art. Now the mind and 
faculties of a human plant are more susceptible 


in this 
can be 
that I 
for the 


tions 
trom 
First 
take 
florist 
ticultural 


you 


watches 


care. 


of training in development and growth, but 
they require quite as much attention as the 
floral species. Study your man Find out i 


what he is proficient and in what deficient. Seek 
to correct the latter. Encourage him to ac 
quire a comprehensive knowledge of the detail 
of the business, to study the learn the 
difference in the values of why. so 
that when he runs up against a bid 
ie is able to explain the reason there is a 
possible difference in cost Knowledge and con 
valuable attributes in a 
salesman as thes mnfidence in the 
with 
aspirant for 
patience 


stock, to 
and 
competitive 
why 


goods 


zood sta 


fidence are 
tionery beget « 
fellow 

Impress 
the 


you're dealing 
upon the 
necessity of 


salesmanship 


ind 


honors politeness 


in waiting upon a customer whether the order 
is small or large Trifles sometimes turn the 
tide of trade and a good impression created is 
capital stock for future transactions It is in 
this connection that a pleasing, courteous per 








Dy oe 


‘7 te 
Sie 





sonality salesman is of greate siness 
getting \ ie than the self-important ‘know 
it-all’’ of the trade 

A good stationery salesman not only tak oO 
ders—he creates them Suggestions t cus 
tomer of s needs, without offensive versist 
ence, is invariably productive of added orders 


immediate want AC 
instructior A 


to that overing the 


along this line would be valuable 





conferen daily, or two or three times a week 
between the proprietor or manager and the 
selling force ought to be time profitably spent 

An interchange of views often brings or ome 
point which can be utilized to advantage More 
over, intercourse of this character makes the 
employe! ind employe more _ intimately i 
quainted, especially where the manager makes 

it apparent that the object of conference is to 
consult and advise, rather than to criticize and 
censure To ask the opinion of the salesmar . 
about this or that feature of the business is usu 

ally required as an implied compliment to his 


which he is not slow 


confidence il 


judgment 
and it 


sagacity and 
to appreciate 
ability. 

I might continue indefinitely 
they occur to me, but I do not 
Finally, there is the holding on of inducement 
as the ultimate reward of successful deficiencs 
Make your productive salesman feel that he is 


inspires 


with ideas as 
wish to tire you 


something more than the inanimate part of a 
machine. Stimulate his energy in trade exp 


sliding per cent basis on 
Make his opportunit 
ambition 


offering him a 
of business. 


sion by 
his increase 


worth while Possibly he has the same 
as you had before you branched out wif! i! 
establishment of your own. If the salesman 


respects desirable, it is not a too ex 
offer him. an interest 


is in other 


travagant suggestion to 


in the business. Assuming that his trade s 
profitable it is more valuable to you to hold o 
to, than to let it go elsewhere and, if the nar 
is of the right strain, the prospect of a partne! 
ship will prove an incentive to greate ort 
on his part 

This, in a measure, answers the lest 


good salesman in your employ 


There are mi! 


retain a 
been developed.”’ 
may be adopted 
consideration 
welfare and 


“How to 
after he has 
means which 


kindly 


ior exam 


part of t 


f 


comfort of his em 


sucn, 


ple, as a on the 


employer for the 


ploye, without showing in any sense subservi 
ency or too high an estimation of his value As 
Uncle Abe says: “‘Nothing goes further than 
little kindness ‘cept butter in a dairy luncl 


ision I wish to emphasize the fact that 
not bor! 


In concl 


Stationery 


salesmen are 


good 
zoo 








CHARLES H. NUMAN, Director from 


Manufacturers. 




















made That the process of making is often a 
slow and tedious one. In the development much 
depends on the character of the material to be 


developed Select as the objects of your in- 
struction young men who give promise of adapt- 


ability who possess most or all of the attributes 


I have enumerated Don’t waste time on the 
others As the men develop selling efficiency 
pay them according to their productivity in 





Gentlemen of the National Association of Sta- 
tioners and Manufacturers I feel a little bit 
coming before you this morning, for 
the reason that when I agreed to talk to you I 
expected that I was to talk about the cost in 
onnection with the manufacturing end of the 
business, rather than the stationers. My busi- 
ness leads me into the factory more than into 
the stores, but I hope to be able to interest you 
for a few minutes that are left this morning 
with a few things culled from experience in 
finding costs, not only in manufacturing con- 
cerns, but in many manufacturing stationery 


at a loss in 


concerns which are connected with retail stores 
I know that each one of you knows perhaps as 
much about cost of doing business as I do. In 


fact, I can probably tell you nothing that is new 
But I hope to be able to refresh your memory 
with a few things that you have perhaps lost 
sight of You know we are told sometimes by 
men who call themselves scientists that we 
really know all there is to know, but we have 
to have something to jog our recollection, and 
we do know this: that when something is told 
to us that does not seem to fit in with what is 
generally our conscious thought, we are not like- 
lv to believe it; but the moment a man mentions 
something which we know to be true, though 
it has not occurred to us for a long time, we 
recognize it as truth at once, and we say that 
he has presented a new thought. 

In connection with the cost of doing business, 
I want to say this: That all of you gentlemen, I 
believe, are in business with the same object— 
profit. Judging by the actions of some men 
whom I have known in business, there are some 
who are not in business for profit. They are in 
business to keep a competitor from getting any 
business, regardless of profit But of course I 





R. D. PATTERSON, Prominent in St. Louis 
Delegation. 
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trade what they are worth to you 
Make the inducements and the environments 
such that they will have neither desire nor in 
centive to leave your employ, after they have 


that is, 


established a trade and take it elsewhere Few 
of those who attempt this can deliver the goods 
but they think they can and so often does the 
man who gets them and pays a premium on the 
prospect 


COST OF DOING BUSINE 


By RoBertT S. DENHAM, Cleveland, Ohio. 


cannot believe that any of you gentlemen belong 
to that class. Now then, we are talking about 
profit. Unfortunately, I have met a great many 
men who don’t know the difference between cost 
and profit. I am working with some of the 
people who are among the most intelligent in 
(he country, printers, constantly, and yet there 
are many of them who in making esti- 
mates and discussing matters of cost constantly 
confuse cost and selling prices, half of the time 
net knowing which they are talking about 
Some of you gentlemen have met people of that 
kind. and will agree with me, I am sure. Now, 
what is profit? Profit is the difference between 
cost and selling price; and some people do not 
see enough of it to get very well acquainted 
with that margin. (Laughter.) No wonder they 
don’t know the difference between cost and 
selling price! What is cost? Cost is the sum 
total of all expenses for material, production 
cost, cost of doing business; the iast cent of 
cost must be paid before there is a cent of 
profit One of the most misleading terms that 
has ever been injected into business is gross 
profit. You hear a man say that a certain arti- 
cle costs him 20 cents, and he sells it for 25 
cents, and he believes that he has made a profit. 
As a matter of fact, the probabilities are, under 
the ordinary methods of doing business, that he 
has lost money, because in speaking of cost, he 
refers to the invoice price; and there are very 
few of you who would not find, if you figured 
your cost correctly, that your cost of doing 
business is more than 20 per cent. A gentle- 
man over here discussed the matter of percent- 
age a few minutes ago. I have been preaching 
on the percentage proposition for the past sev- 
eral years. Percentage is the nigger in the 
woodpile of business. There isn’t one man in 
ten that I come in contact with that cannot be 
confused in percentages in five minutes, and 





SPERRY, Director from Stationers. 
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By making every stationery house a school for 
development of salesmen (and this is feasible) 
the day is not distant when there will be no 
lack of competent assistants and with an equit- 
able remuneration for efficient service every 
stationery firm will have established an esprit 
de corps, which will redound to the mutual ad- 
vantage of the salesman and the man higher up. 

(Applause.) 





that was proven here a moment ago,—that a 
majority of men can be confused. A man, for 
instance, buys an article at a dollar, and ad- 
vances the price 25 per cent. Let him now give 
a 25 per cent discount on that item, and he has 
not gone back to a dollar; he has lost 6% cents. 
They don’t understand that a certain per cent on 
a certain amount is always a higher per cent 
on a lesser amount, and half of the business 
men in this country to-day do not know that 
profit is not figured on cost, but is figured on 
selling price always. If a man’s cost of doing 
business is 25 per cent, then there must be an 
advance of 331-3 per cent to cover the cost of 
doing business, and in order to make a profit 
he must sell at a higher margin than 33 1-3 per 
cent. I think that the schools of this country 
ought to take the matter in hand and teach the 
boys growing up differently from the way they 
do teach. They teach always that profit is on 
investment or cost. Now, dividends and profits 
are two entirely different things, and yet I 
find that the average business house confuses 
them. A concern says, “Well, we made 8 per 
cent last year,”’ and I ask, ‘‘What do you mean; 
on your capital invested or on your sales?” 
“Oh, on our capital invested.” ‘Well, how 
much is that on your sales?” “Oh, about 4 
per cent.” Sometimes considerably less than 
that. Now, if I do not do any more than one 
thing in my talk, and that is to impress upon 
you the fact that you must look twice when you 
look upon a percentage showing, if you will fol- 
low that suggestion, I will feel well repaid for 
coming before you. 

What is cost? Cost is the invoice price on 
the store plus all of the expenses of handling, 
deterioration due to handling and storage, and 





LANSING G. WETMORE, Director From 
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the cost of doing business. These items must be 
taken care of before you can have a profit 
Many of you represent concerns that are com 
bining a manufacturing plant with a _ store 
Unfortunately the conditions due to ignorance 
of cost among manufacturers has brought about 
one where a great many printers are losing 
money. And I find that generally where there 
is a stationery store in connection with a plant 
they claim they are making money But when 
we install a cost finding system in the plant and 
segregate the expenses of manufacturing as 
distinct from expenses of doing business, we 
frequently find that the factory is sapping the 
profits of the store, and that the printing plant 
is being run at a loss. It is a remarkable thing 
that a printer can sell all of his product at 10 
per cent less than it costs, and do business for 
ten or fifteen years, and never know that he 
has lost a dollar. That sounds like a strong 
statement to you, perhaps, but I can prove it to 
you. Let us take a little shop in connection 
with a stationery store, with an investment of 
say, $20,000. The average sales of the printing 
plant, leaving out your merchandise handled in 
this plant, simply the sales of the product of 
the plant, labor, do not exceed on an averagé 
150 per cent of the amount of the investment 
I know of many concerns that do not exceed 100 
per cent, and yet I know of some that run up 
to 300 or 400 per cent, depending on the line of 
trade that they handle But the average 
do not exceed 150 per cent. The average printer 
is very slipshod in his methods of figuring cost 
We will suppose that the sales of this plant run 


sales 


instead of 150 per cent, make it a little long 
and say 160 per cent, and that the sales of the 
product of this plant amount to £32,000 a vear 


on an investment of $20,000. If he loses 10 per 
cent on his sales he will lose $3,200 Now, we 
find in determining cost of printing that we 
must figure at least 10 per cent on the invest 
ment for wear and tear and depreciation, due 
to the inventive genius of the Yankee coming 
along with a new machine that is better and 


make our plant grow less in 
invested 


other things that 


value Ten per cent on the $20,000 
would be $2,000 We also find that the legiti- 
mate cost includes 6 per cent interest on the 


investment and 6 per cent on $20,000 means 
$1,200, and the $2,000 and $1,200 together amount 
to $3,200, or 10 per cent on a $32,000 business, 
and if your printer leaves out of consideration, 
as a majority in this country do to-day, the mat- 
ter of depreciation and interest on investment, 
the books will balance and they will not show 
that they have lost a dollar, and they can keep 
on doing business year after year until they 
have to replace their machinery, and they do 
that gradually, using credit for .it, until you 
find when a shop has run for 12 or 15 years and 
it goes to the wall that they owe about as much 


as they had of capital when they started. They 
have not only used up their capital, but their 
credit also. Now that is true of other lines as 


well as of printers, though probably not to the 
same degree. And it behooves a man to go 
into his cost, every element of expense 

This printer losing 10 per cent of every dol 
lar of his product has been able to pay himself 
a salary; that is a part of the cost. He has dis- 
counted his bills and met his payroll promptly 


Consequently he has kept his credit good. But 
just the same, he is going behind 

Mr. Ward—Are you talking about 10 per cent 
loss, that he is not a good credit man and 


10 per cent on $30,000? 

Mr. Denham—I mean that he sells his product 
at ten per cent less than his The cost 
should include depreciation and interest on the 
investment, and those two amount to ten per 
cent I am simply giving it in round figures 
here, without being exact You can figure it 
out for yourself on your own percentage scheme 

And so we find a great many stores doing 
business on that basis. Now, I believe that the 
greatest bane of the business world to-day is 
fear. You are afraid to stand for what you 
ought to have: very frequently, in making 
prices. You are afraid your competitor will get 
the order away from you. You are afraid your 
house will be considered high-priced, and you 
will drive business away. And why are 
afraid? Simply because fear is always the child 
of ignorance, Know your cost. When you know 
that an item costs you a dollar, you will not sell 
it for 90 cents. And when on account of your 
lax methods in determining your you 
sume that there is a margin of profit which does 
not really exist, you will allow your competitor 


therefore loses 


cost. 


you 


cost as- 


to set your price, and very often you will find 
the customer setting the price, especially if you 
are manufacturing. Very often we find that the 
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price list for the manufac 
system. He simply takes 
word for what a competitor will 
manufacturer working with- 
to-day, in making an 
much on what it will 


customer has a 
turer who has 
the customer's 
bid. The ordinary 
out a knowledge of cost 
estimate figures, not so 
cost him to do the business, as on what he 
thinks his competitor will bid on the job, and 
then that, and if his competitor is 


no cost 


he goes below 





W. J. YOUMANS, Director from Stationers. 


bidding on the same job, the chances are that 
the other fellow is looking at him and assuming 
that he is going to be a price cutter, and so the 
price is pounded down and pounded down until 
there is absolutely no profit in it. Now, it 
costs more money to do business in either man- 


ufacturing or in your store to-day. Take your 
store, for instance. Why does it cost more to: 
to do business to-day than it did ten or fifteen 


years ago? There are four or five reasons. The 
first is, that the commodity has a smaller value, 
as a rule. Now, we talk about the high cost of 
living. As a matter of fact, manufactured prod- 
ucts are cheaper to-day than they were several 
years ago, in a great many lines Produce that 
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the cost of liv 
life are 
two 


some 


Consequently, 
far as our necessities of 
cerned, are very much higher, and the 
eventually, I presume, work out on 
of a mean so that we will not have any terrible 
panic But as a matter of fact, improved ma- 
chinery has brought the cost of manufactured 
goods very much lower. A certain dealer figured 
some time ago that the same bill of goods that 


grows is higher 


ing, so con- 
will 


kind 





he sold ten years previous for, sa $4 
now be sold about $36.00, wit 
idvance b percentage over its cost 
the other hand, on account of 
amount of handling necessary to do 
volume of business, due to the diff 
value on account of the larger numb 
tributors, making the orders less 

cally limited amount of business $ 
imong more distributors, he found tha 


business for a dollar of 
higher than it w: 
problem constant! 

ind he cannot 


assume to d isiness 


of doing 
considerably 
And so there is a 
business man to-day, 
ignore it. He innot 


the same basis that his father or grandfat 
did He cannot take the cost of doing 

ness the same as they did. He must kno w 

it is, and when he Knows he will be fearles 
isking his price Knowledge is the parent 
confidence, and the business of this yuntry 
is built on confidence Fear is the child of ig 
norance Dispel the ignorance in any s 

that you wish to name, and you will then 
pel the fear Whenever you discover the t 
cost of doing business in your plant, so that 
absolutely know what it costs vou ou W 


hesitate to ask the customer the pri And 

is true of everything in this lifé ind I t 

in death also If we knew the ‘ 
would not be half so fearful of it Ignor 

the parent of fear, and fear is the curs 

country Let Is spend more of o ti 
learning to know our own business, 

people connected with the business 

know oul ompetitors And, incident 

meeting of you gentlemen here is one of the 
greatest things that could happen for 

ness You learn to know each other bett 

to trust each other more, and have 

in each other: and confidence is the germ that 
will bring success, because wher ou ! 
each other and you have confiden 

other, and you know that your competitor s 
confidence in you, you will not cut the life o 
of prices, you will not take advantage 

behind his back, you will be honest wit 
because you are honest at heart But fear s 
made many of you dishonest wit] ourselves 
There are men sitting before me to-day, I doubt 
not, who are absolutely afraid to dig dow: 

the bottom of their business and absolutely 
know what it costs them to do business. T 
are afraid that they will not be able to show s 
good a profit as they did last year I have had 
men when I found the cost of production ir 
their plants say to me, “Oh, let’s cut out tl 


want to do that, I won't be 


Who is being cheat 


depreciation; if you 


ible to show any profit.”’ 
ed? Only the man himself And yet there is 
a very large percentage of people in the cour 
try who would rather cheat themselves than to 
cheat anybody else They are honest before 
the world, but they are dishonest with then 
selves, and what I say to you to-day is abso 
lutely the truth If you will be honest wit! 
yourself, and include in the budget of expenses 
every element of cost in your business, you 
will find that your profits are not what you are 
wont to brag that they are. You will find in 
many cases that they are far below what you 
supposed you were making, and unfortunatels 
in many cases you will find that you have no 
profit where you supposed you had a profit 
One of the things that creates higher expense 
of doing business these days is an effort to get 
more business, to build up a large business, so 
that you can boast that vou have the largest 
business of the kind in your city, or in your 
state. Now I want to state to you that a large 
business is not necessarily a desirable thing I 
can point you to concerns not very far from 
this city which have been for yearns—take one 
concern that I have in mind, doing a business 
of half a million dollars or more per year, but 
in several of those years hasn’t made a dol 
lar. When this concern found its cost of do 
ing business, it very willingly reduced the vo 
ume of business and today is making a profit 
Twenty per cent profit on $50,000 wort 
business in a year is better than 10 pe ent 
profit on $100,000 worth of business a year, for 
the reason that you have an equal amount f 
you haven’t had to work nearly so hard ] 
you have left something for your competitor 
to live on You are going to the. expens of 


issuing large and fine catalogues, whi is good 


and then you will send your men out wit! 

structions to get the bwsiness And f they 
get it at the right price, that is good B too 
often, in order to pile up a large volume f 


salesmen 
ever dawn 


attempt t 
upon you that 


your 
Did it 


business, 
margin 














that you cut off of the selling 
means a dollar, not off the volume of 
business, but a dollar off your whole net profits’ 
Absolutely so. Did you ever think if you raised 
your prices 5 per cent above the normal today, 
that in most cases you would have a profit equal 
to do double the volume of business that you are 
doing to-day? You can’t increase the volume of 
your business without increasing the expense in 
practically the same proportion. You cannot do a 
double quantity of business without practically 
doubling the expense, to put it a little plainer, so 
that your margin remains practically the same 
Suppose you raised your prices 5 per cent to 
day. You would find that very few of your cus- 
tomers would leave you, and you would find at 
the end of a year you would have a very much 
larger profit without any increase in business. 
Talking about the effect of that price increase, 
suppose, for instance, that you are doing a 
business of $100,000 a year, and that you are 
barely breaking even, as many concerns are 
today. Suppose you increase your prices, not to 
make what we would consider a _ legitimate 
profit, but say 10 per cent, and that you losi 
result 10 per cent of vour business. Do 
even? No. You increase your 
prices 10 per cent and you have now, taking 
round figures for the purpose of illustration, 
$110,000 worth of business; but you lose 10 per 
cent, and so you have lost $11,000 worth of 
business, leaving you $99,000 worth of busi- 
ness at a 10 per cent profit You are $9,000 to 
the good, although you cannot boast that you 


price 
your 


> 


dollar 


as a 
you come out 


did a larger business last year than you did 
before Look at these percentages; look at 
your profits more than at your sales. You 


are wasting your time whenever you spend any 
effort in getting a man to buy something upon 
which he pays you barely cost Remember that 
you cannot do business on a 10 per cent basis, 


that your cost of doing business will be some- 
where in the neighborhood of 20 per cent at 
the very best I think 18 per cent is as low 
as you can expect to figure, if vou include all 
of your expenses 

Now, regarding the items which should be 
included in yvour expenses, the first thing, and 
that which is commonly considered the basis 
of cost of your commodity, is the invoice price 
Before the goods are placed on your shelves you 
have added the cost of freight. cartage and 
handling You must take into consideration 


rent, the cost of vour building. heating it and 


lighting it, the cost for janitor service and re 
pairs You must take into consideration the 
cost of help, the cost of advertising, the cost 


expense due to wear 
sunlight 


and expense due to errors 


ind tear, the shop wear due to dust, 


and all those other things which tend to de 
teriorate the value of the goods on your shelves 
You must take into consideration the expense 
for your delivery, for your postage, telephone 
service telegraphing. recording, general man 
agement ind how many of you live 


out of the profits instead of paying yourself a 
salary? You cannot live out of the profits; it 
is impossible Your living is a part of the cost 
of doing b and must be paid before 
you have any (Applause.) When you 

your next month’s state 
examine it carefully 
Look for two items—the item of deterioration 
in value, or depreciation, which you commonly 
figure once a year. Stop figuring it once a 
year, and put it into your monthly statement 
If you do not your statement at the end of the 
month is wrong. I had a man show me a profit 
and statement over in the city of Cleve- 
land, and he told me he had made $12,000 in 
the preceding month, and inside of five min- 
utes he admitted that his profits were not more 
than $4,000, because he had not included all of 
his expenses in his statement; he was fooling 
himself And there is another thing which I 
am afraid many of you omit, and that is inter- 


isiness 
profit 
zo back and look at 
ment, or profit and 


loss 


loss 


est on your capital. Now, when I say interest 
on capital I mean interest on, not only the 
money you own in your business, but in 
terest on borrowed money; capital used in 
the business the entire amount of capital 
which is involved in the operation of your 
business Some of you say, “‘Why, I aim to 
make a profit, and that interest on capital is 


a part of the profit.”” It is not You can get 
that profit without any personal effort. The 
only reason you go into business is that you 
can make more money out of your investment 
than you would get by leaving somebody else 
use it Money is stored energy. You put your 
Personal energy into your business, and you 
receive a salary. When you put in addition to 
your personal energy capital into your business, 
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your capital is added energy, and consequently 
must have its salary, and that is commonly con 


sidered 6 per cent, although some people pre 


fer to make it 5. But remember that you have 
made no profit until you have gotten interest on 
investment 


Take, for instance, the city 


youl 





CHARLES M. BELLMAN. 


ago, which receives a share of the profits 
of the street railway company, but that share is 
to the city of Chicago until interest 
paid on the investment Then the 
profits are shared by the city and the company, 
and the company’s part of the profits goes into 
dividends. Interest on the investment is no part 


of Chie 


not going 


has. been 





WILLIAM RODIGER, Director From 
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of dividends The dividends of your business 
are paid from the profits of your business. How 
concerns do you suppose there are in this 
paying dividends out of capital? 
I will venture to say that 50 per cent of the 
manufacturing concerns of this country today 
are paying their dividends out of capital. I have 
that 


many 
country that are 


found in my experience hundreds of them 
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are doing that without knowing it, leaving out 
1 part of their expenses, the expense of de- 
terioration which is constantly absorbing a part 
of the capital—instead of taking that and setting 
it aside, as they should, to replace their equip- 
ment or their stock, they are putting it into 
their surplus or profits and paying it out in 
dividends. In a manufacturing plant you should 
figure the cost of wear and tear, or, as I term 
it, instead of deterioration, a term which means 
something more, plant replacement fund—take 
that money and set it aside; put it in a different 
bank; pay it out every month just as you do 
your rent and as a part of your expenses, and 
then when you replace your equipment or stock 
you will have that money to replace it with. 
The President:—Gentlemen, I have requested 
Mr. Denham te discontinue his address now for 
good and sufficient reasons, and resume it after 
we return to the hall at 2 o’clock. (Applause.) 
(Adjournment taken to 2 o’clock p. m.) 
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President:—Mr. Denham will now con- 
tinue his address. (Applause.) 

Mr. Denham:—Gentlemen, I wish to thank 
you, because there was a little questfon in my 
mind as to whether a good many of you would 
not rather have the remainder of the program, 
rather than the balance of my story. 

I think when we stopped talking a while ago, 
we had been discussing the matter of including _ 
interest on investment in the cost of doing 
business. When I went off the platform several 
gentlemen came up and differed with me in 
opinion; that is, some of them differed, and 
some agreed with me in the matter. I would 
like to give you one or two illustrations to show 
why I believe that interest on investment should 
be included in cost. These will have to be 
hypothetical cases, of course, but they are such 
as occur in actual business every now and then. 
Suppose, for instance, that you have $100,000 to 
invest in a business, and I have a large amount 
of experience, but no money, and a credit which 
will entitle me to use $100,000 of my friend’s 
money. Now, my friend put this money into my 
business and the only stipulation is that he shall 
receive 6 per cent interest on his money, and I 
begin doing business with this expense of 6 per 

ent interest, Now then, you have a certain 
amount of business ability, we will say, equal 
to mine. In addition to your business ability, 
you have $100,000 of your own money. You do 
not consider that interest on investment is a 
part of your expense. I am compelled to con- 
sider it as a part of my expense. And we both 
undertake to make a profit in our respective 
; Suppose that I make a profit of 10 
per cent in my business. You will have to make 
in your business a profit of 16 per cent, using 
round numbers again, in order to do as well as 
I have, done, because my expense has included 
the 6 per cent of interest. We will say now that 
I go ahead and do business, and I am sufficiently 
fortunate to be able to return to my friend the 
$100,000 that I borrowed from him to begin to do 
business with, The question is, should I reduce 
my prices and simply take my profit and give 
my customers now the 6 per cent that I paid 
to my friend in interest? Isn’t it perfectly 
proper to consider that the man and the business 
are two distinct entities? That the man who is 
actively engaged in the business simply lends to 
the business his money, and is entitled to in- 
terest on that money as the wages of it, or as 
his return, before the business has made a 
profit? I believe that all business should be done 
on an equal basis, on the assumption that money 
invested in the business is entitled to wages 
for its use. This is the only means by which 
business houses can work on an equitable basis. 
It is the only means by which a business house 
business safely, where they are com- 
borrow a part of their money to do 
the interest on that money is 
always figured in the expense, the interest on 
borrowed money is taken care of and stands 
on the same basis as the money owned by the 
man himself. Take another case. Suppose, for 
instance, that in going into a business I have 
sufficient money to operate my business, but I 
am compelled to rent a building. Now, I pay my 
landlord rent. Later on, I become sufficiently 
wealthy to buy that building. Under the same 
plan which is suggested by people who say leave 
the interest out, I do not figure that I have any 
rent to pay, and consequently it is not an item 
of expense, and I present what I formerly paid 
to my landlord to my customers in decreased 
Is that fair to me? Is it fair to my 

who is still compelled to rent his 
Very often I go into a plant to figure 


The 


business 


can do 
pelled to 
business on, if 


prices. 
ompetitor 
building? 
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cost, and I find that the concern has never 
figured rent. They say, “Oh, we own our build- 
ing; we don’t have to pay any rent. Of course, 
we pay for repairs, and charge that to expense,” 
but remember you have an investment, and if 
you were not using that building for your own 
business, you would be renting it to somebody 
else and getting an income from it. Now, when 
you rent it to your business, why not expect 
your business to pay rent? Every one of these 
expenses should be considered as an absolute 
item to be charged against the business at 
stated periods, preferably monthiy, the 
money paid over for rent, and take in the case 
of depreciation, the money should be paid over 


ictual 


into a replacement fund, so that the amount of 


money in your replacement fund together with 
the value of your plant now depreciated through 
wear and tear shall equal the amount of your 
original investment. How often do we find that 
a concern goes into business failing to charge 
these items of expense, asuming that they will 
be taken care of somehow in the long run, and 
the members work for years and finally we find 
them gray haired with an old building, an old 
plant on their hands, and nothing with which to 
replace their building and their plant. Look the 
subject squarely in the face. If you use a 
building for your business, you use it for the 
purpose of serving your customers. If you use 
your equipment for manufacturing you main- 
tain that equipment for the service of your cus 
tomers. Now, who should pay? The man who 
buys the product should pay every cent of 
expense that is incurred in the manufacturing 
of that product, including the damage done to 
the machinery by reason of wear and tear, in 
cluding the use of the building in. which the 
production has been accomplished, and he 
should pay the salaries of the members who are 
serving him; he should pay, in fact, every 
expense in connection with that business. And 
when a customer buys goods from. you in a 
store, if you have the price to a point where 
you get a very slight advance over the invoice 
price, expecting the balance of your business is 
going to make a profit for you, you are making a 
serious mistake in two respects. You are serving 
this customer without getting a proper re- 
muneration, and you are demoralizing the trade 
(Applause.) A large percentage of the men in 
business today believe that they should take 
care of such expenses as come to their notice 
and not include a salary for themselves. And 
the question often arises when I bring up the 
point of salary. Well, how much salary should 
I pay myself? And I usually answer that in 
this yay: Pay yourself just as much as you 
would have to pay somebody else of equal 
ability to run your business in case you were 
absent from it. How much would you have t 
pay another man to step in and take your place 
if you had a siege of typhoid fever? The amount 
that you would have to pay that man is the 
amount you are entitled to as remuneration for 
your efforts and that is a part of the cost, not a 
part of the profits 

Now, before lunch we were discussing also 
the matter of volume of business. and I was 
trying to work my talk down into those few 
minutes that were left, and I omitted some 
things that I would like to talk about, Regard 
ing the matter of having a large business being 
desirable: A large business means more re- 
sponsibility. It means more risk. Large profits 
is the thing to be desired, not a large business 
(Applause.) I made the statement that it was 
easier to increase the profits on the same vol- 
ume of business, than it is to increase the 
volume of business. There is only approximately 
a certain amount of consumption of the goods 
that you handle. The amount is limited: but 
the profit that you can make is not nearly so 
closely limited. We find concerns in the same 
business in the same city, one of them working 
from hand to mouth, making practically nothing, 
and the other very successful Why? The 
successful concern is one which you will find 
employs sufficient help in its accounting and 
recording departments to keep an absolute rec- 
ord of everything in the business. The unsu 
cessful concern, as a rule, you will find is the 
one that is run on a slipshod basis, without an 
absolute knowledge of what they are doing 
They are apt to overstock certain lines. They 
are apt to take the lines that seem to sell 
readily, regardless of without an absolute 
knowledge of what they whether they are 
profitable or not. The successful concern studies 
its lines, draws imaginary lines, if you please, 
through the store, or the plant, between the 
various divisions handling the various lines of 
goods or products; segregating the expenses that 
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are incurred by each of those departments, and 
finding the amount of the sales in those different 
departments, getting at the percentage of cost 
on each of the different lines. And you will find 
that those lines where goods are handled in 
bulk cost a great deal less to handle than the 
lines where you sell smal! items For instance, 
it is altogether likely that if you had a man 
standing at the pencil counter, and had business 
enough to keep that man fairly busy selling 





EBERHARD FABER, Director From 
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pencils all day, that you could not sell enough 
on the ordinary margin to pay his wages, say 
nothing about other expenses, because the items 
of sale are too small. On the other hand, many 
of you sell desks, and a man will sell a desk 
almost as quickly as another will sell a pencil. 
depending upon the disposition of the customer 
One customer comes in, picks up a pencil and 
pays for it, Another goes over the whole stock, 
and wants to sample everything The 
thing applies to your desk department, or any 


same 
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other department. One man comes in and he 
says, “I like the looks of that desk; what is the 
price?’ You say, “Forty dollars.’”” “All right; 
send it up to my office.’” Another man comes 
in and takes an hour or two of your time, looks 
them over and says, “I will think about it.” 
He goes down the street and looks over the 
line of your competitor, and then comes back 
and looks over that desk some more, and then 
finally you get his order. So you can figure 
the cost in selling pencils and the cost in selling 
desks the same way. You will find as compared 
with the amount of sales, your cost is much 


higher in the ordinary small items tha t is 
in the higher priced articles And tl sam<é 
thing is true in the handling of a great dea 
modertr ffice 


furniture, and especially these 

appliances that are usually ordered from sam 
ples in your store and shipped direct from the 
factory Now, you say it doesn’t cost anything 
to handle that You are mistaken It does It 
costs you almost as much to handle the goods 
that are shipped from the manufacturer t the 
customer as it does to sell those that I 
dled in your store There is a difference to be 
sure, of freight and cartage, and possil some 
thing for rent for floor space But remembe! 
that you have got to create the interest n the 
part of the customer in the one case just as 
much as in the other You have got to keey 
your records just as much in one is is ir 
the other You have got to use our gray 
matter in creating a good will for that business 
to get this outside business, and you make a 
mistake when you feel that you can shave the 
cost very far on these items, and yet you make 
another mistake when you lump whole 
amount of your sales together and get ur 
average percentage from the amount, where the 
items vary greatly The only way of yperly 
finding the cost of doing business is to get your 
various lines together, that is, group the goods 
that are as nearly alike in the amount of floor 
space occupied, the amount of effort required t 


handle them, and the amount of investment in 
volved fet ear h of those groups Dy itselt ina 
find the amount of expense incurred, and find 
the amount of cost as compared with the 
of each of those divisions. It very often happens 
that a concern will figure at the end of a year 
that it cost them 9 per cent, we will sa t< 
handle their goods, and when the real items 
handled, the various lines, and the volume o 
sales, is analyzed, we find that the greater part 
of their sales are bulk sales, that are not han 
dled over the retail counter, and as a consé 
quence when these two divisions—we will as 
sume that there are two in this case—are 
separated, we will find that one of them costs 
17, 18 or 20 per cent to handle it, while as a 
matter of fact the other costs only 4 or 5 per 
cent to handle it But the two grouped together 
will average, say 9 per cent, although that wil 
vary absolutely as the proportions of those dif 
ferent elements vary. Those may not be true 
figures, but they are simply as illustrations t« 
give you an idea of what I am driving at. So 
I would say to you that the thing today is to 
know your cost. If you don’t know it, get it as 


sales 


accurately as it is possible to ascertair The 
amount of effort that it takes to find the cost of 
doing business, it will pay a greater return thar 
any other investment that you have ir your 
entire business, and pays many times over as 
much as any investment you have in stock or 
equipment A friend of mine in Minneapolis 
some time ago stepped across the street fron 
his store to buy a cigar, and this dealer says t 
him, ‘How is business, Mr. Clark?’ “Oh, fair 

‘Good money in the printing business? Clar} 
says, “Oh, pretty good. I made 7 per cent last 
year besides my salary.” ‘7 per cent Yo 
mean to tell me there is only 7 per cent in the 
printing business?’ Clark says, ‘‘Some of then 
don’t make that muc! ‘“‘Well,”’ he says, ‘‘what 
do you suppose I make in this store? Clark 
says, “I haven’t any idea.’’ He had asked Mr 
Clark in the meantime what his investment was 
and Mr. Clark said $20,000. He said, “I have got 
$5,000 invested in this store. Last year I turned 
it over seven times. I made 20 per cent on my) 
sales every time net, took out $7,000 out of the 
business, and have still got my $5,000 in here 

He didn’t need any increase in the size of his 
stock to do a good business It doesn’t take 
near as much intelligence to sell cigars as it 
does to run a business like yours, or a business 


like that of a printer, and it is evident that you 
or the printer, either one, ought to have fully 
as much profit on your sale as the cigar dealer 
Your goods are just as necessary to humanity) 
as the cigar dealer’s. Now then, what would 
happen if you were making 20 per cent net ir 
your business? No, I don’t mean a gross profit 
I am accustomed to saying that there isn’t suc! 
a thing as a gross profit. Profit is what yo 
have got left after you have paid all of the cost 
Now, in the manufacturing business there can 
not be a gross profit, but I understand in the 
merchandise business it is convenient to say 
‘‘gross profit.’” You mean the gross margin overt 
invoice cost, in merchandising What would 
happen if you had 20 per cent actual profit, and 
you only did $25,000 worth of business a year 
Let us make it small so that the man who is 
doing a small business can apply the example to 


























ind you can enlarge it according to the 
wish. At the end 
first year, this man on $25,000 of sales 
would have 20 per cent, or $5,000 in cash. Mind 
you, he has paid every item of expense; he has 
taken care of deterioration of his stock, he has 
paid his insurance, his taxes; he has paid him- 
self interest on his investment, and he has got 
$5,000 in clean money that he can take out and 
leave his business in as good shape as it was at 
the beginning of the year. He puts that out, we 
will say at 5 per cent interest. Now the next 
year he and he doesn’t enlarge his 
business, but holds his profit up to 20 per cent. 
He may increase it, but we will say he simply 
holds it there. He takes out $5,000 more, and he 
puts that at interest. He has received his inter- 
est on his first $5,000, $250.00, so now he has 
$10,250 in this fund The next year he has 
another $5,000, making $15,000 he has taken out 
of the business. He has the first item of interest 
of $250, and interest now on the $10,250 at 5 per 
cent for that year, or $500 more, giving to him 


himself, 
size of your 


business, if you 


of the 


goes on, 





$15,750. Now let him go on taking $5,000 out 
each year and the interest for ten years, and 


mind you his business is just as good as it was 
when he started, he has made up for everything 
in the shape of losses as part of his expenses, 
paid himself a salary, and at the end of ten 
years he has over $62,000 aside from his busi- 
bringing in to him an average income of 
over $3,000 a year, and he can continue to 
operate his business and pile it up, or he can 
sell his business at the $26,000 that he invested, 
nothing about his good will, making 
odd thousand dollars, with an in- 
come for the rest of his life of eighty dollars a 
week, without touching his principal. Now, how 
many of you people have made 20 per cent profit 
in the last ten years? 

Mr. Ward Not a man in this crowd. 

Mr. Denham:—I meet men every week who 
tell me that they have made so many thousand 
dollars in their business. They have always 
made money in their business, it seems, but 
they are not any further ahead than they were 
five or ten years ago, because they don’t know 
what profit means; they don’t know the differ- 
ence between cost and selling price. They have 
not figured all their expenses in, and what they 
have considered as profits have been eaten up by 
the expenses that they did not include. Now, 
I said, put these elements of expenses in once 
a month. If you figure an annual amount as 
depreciation, divide it by twelve and charge it 
in your monthly statement, and then you can 
look it squarely in the face and know the truth, 
instead of fooling yourself into the idea that 
you have made a certain profit, and find at the 
end of the year that you haven’t got the money. 
Charge the interest, not only on the money that 
you borrow, but on the money that you lend to 
your business. Charge it in as cost. You can use 
that to buy automobiles and gasoline without 
interfering with your business. You need it 
(Applause. ) 

Now, I would like to talk to you a while about 
manufacturing cost. I told you when I started 
that I didn’t know much about the merchandise 
business. My business is finding cost of manu- 
facturing, and Mr. Falconer tells me.I have just 
five minutes left. I want to say this: The old 
way of finding cost of production in a factory 


ness, 


to say 
eighty 


some 





Left Hiand Picture—Uncle George Olney and Some 
among whom readers will recognize Sam Mayer, C. K. Wadham, Andrew 


Geyer and others. 
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was this: Find the amount of your fixed ex 
penses, building cost, depreciation, insurance 
and taxes, occasionally interest, and the amount 
of your wages, and use that as a basis for load- 
ing your general expenses. Some people load 
everything onto wages. We went out of it a 
long time ago. The correct way to find cost is 
never to load expense on expense. Never have 


an overhead expense, nor a general expense, in 
a manufacturing business. The overhead expense, 
or general expense, is the dumping ground of a 
lazy accountant 


Analyze every element of ex- 





Left to right—Harold E. Hawkins, Hamacher, 
Hawkins Mfg. Co., Kansas City, Mo.; Leslie 
Martin, American Mfg. Concern, Jamestown, N. 
Y.; J. T. Jemison, Henry C. Sherick, Cincin- 
nati, O.; Fred H. Butenschoen, Imperial Meth- 
ods Co., Chicago. 


pense and find three things in connection with 
it: First, what did you buy; what did the money 
zo for? Second, what did you get; how much 
did you get for your money; how many pounds, 
hours—whatever 


how many gallons, how many 
it is that you are buying with your money 
Then instead of distributing to your various 


departments this expense on the basis of some 
other expense, find how many pounds, or gal- 
lons, or feet, or whatever it is, of the commodity 
purchased, went to each department, and charge 
your money on that basis. Use always the unit 
of the item purchased as the basis for distribut- 
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ing expenses, If you are buying oil for your 
departments, charge your oil by the gallon or 
quart. If you are buying floor space to be used 
by these different departments, charge your 
departments on the basis of the flocr space that 
they use, on the basis of feet, Remember always 
the unit of the item purchased, and it doesn’t 
make any difference how small is the item. I 


could give you an example that you would 
resent, We will say there are a half dozen 
men who are purchasing coal from a coal 


dealer, and these men go to the dealer and they 
say, ‘‘We want a supply of coal for this winter.” 
The dealer says, “How much do you pay for 
rent for your house,” and each man states the 
amount and he puts it down. “How much do 
you pay for grocery bills?”” And each man gives 
his expenses for groceries and the dealer puts 


that down. “How much do you pay for cloth- 
ing?” And they give that, and he puts that 
down. The dealer says, “Well, now here, it 


doesn’t make any difference how much coal you 
wish, I am going to charge each of you in 
proportion to your other expenses.” That is 
what you do to your departments when you take 
a part of one department and load it on to the 
others, when there is no relation between them 
in the fixed expenses of the departments. Why 
should you take an idle department, where there 
is not a wheel turned, and simply because there 
is a cost for rent, perhaps, why should you 
charge selling expenses there when there is 
nothing sold, or a charge of delivering when 
there has not been a pound of product delivered 
in that department? It is all wrong. Remember 
the rule. Use it in your stores as well as in your 
factories. Charge the money exactly as you 
would want to be charged with what you get. It 
is just the difference of eating on the American 
plan and eating a la carte. (Applause.) 





AUDITOR’S REPORT. 


Mr. President and Gentlemen—Your auditor 
reports as follows: Having examined the books 
of the Secretary and Treasurer, he finds that 
on October 11, 1910, there was a cash balance of 
$2,279.72. The receipts for the year to Oct. 10, 
1911, from all sources were $5,857.49, making a 
total of $8,137.21. The expenses for the year, as 
shown by the audited vouchers, amounted to 
$5,741.41, leaving a balance of $2,395.80. This 
agrees with the Treasurer’s bank balance of 
Oct. 1, 1911, plus the additional deposits made 
since that date. 

Respectfully submitted, 
JOHN D. DAMON, 
Auditor. 

Mr. Bauer—I move that the report of the 
Auditor be accepted and placed on file, and 
spread upon the minutes. I would also like to 
call attention to the fact that the Secretary's 
report has not yet been acted upon. (Motion 
duly seconded and carried.) 

Mr. Brokaw—I now move that the Secretary’s 
report be received and put on file, and spread 
upon the record. (Motion duly seconded and 
carried.) 








Old Friends, 


Center Picture—Some Solid Men of the Convention. 





Right Hand Picture, left to right—F. S. Burnham, J. A. Bernheiser, 
H. R. Elliott, E. F. Terry, Guy Hamlin, R. A. Waltz, H. A. Stacy. 
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ANNUAL REPORT OF THE NATIONAL CATALOGUE | 
COMMISSION FOR THE YEAR 1910-11 








Mr. President and Gentlemen: 

Section 11 of Article VII of the By-Laws, 
provides for the annual appointment by the 
President of a committee on prices. This com- 
mittee to be known as “‘The National Catalogue 
Commission,”” and to consist of five members 
whose duty it shall be to prepare and publish 
a list of standard prices on staple goods and to 
distribute said list or revisions of it, as the 
recommendations of this organization. 

As Chairman of this Committee, it becomes 
my duty to make a report to this Convention of 
the work it has accomplished during the past 
year. 

Before submitting this report, I will ask your 
indulgence while I briefly review the situation 
which led this organization to provide for the 
appointment of this Commission. 

Review of Conditions. 

Some of us are old enough to remember 
“those good old times’’—or what now appear to 
have been such—when the ability to obtain 
profit-yielding prices was not so difficult as that 
of obtaining merchandise with which to fill 
orders; when a small amount of capital and a 
reputation sufficiently obscure to insure a line 
of credit, were sufficient assets to launch a new 
business enterprise; and when the field of 
endeavor was so fruitful that the main thought 
was not so much given to cost systems and the 
economies of management, as to the problem 
of keeping customers’ orders filled. To quote a 
familiar expression, “Then were the happy 
days.”’ 

Those “happy days’ have passed, and the 
retail dealer finds himself today in a keen 
struggle for business survival. 

The date of distribution of the first stationer’s 
catalogue marked the beginning of an era of 
competition in prices which at first was terri- 
torially restricted on account of the difficulties 
and expense of long distance transportation. 

The expansion of the railroad, the telegraph 
and the telephone, soon annihilated distances 
and brought all parts of the country into closer 
communication. Merchants began to reach out, 
through the medium of attractive catalogues, 
into new fields, The inducement offered was the 
usual one—cut prices on certain of the most 
staple lines. All dealers did not cut prices on 
the same lines, but through their combined 
efforts, all lines eventually suffered, and in this 
way, “Competition, the Life of Trade,’ became 
“Death to Profits.”’ 

A cut price quoted over the counter may not 
go farther than the customer to whom it is 
made, but when printed and circulated in a 
catalogue, it reaches the eyes of thousands, 
and a new standard of value is immediately 
established, which every competing dealer feels 
he is obliged to adopt. Reprisals frequently fol- 
low and additional values are lowered; the con- 
sumer gains an advantage which he is unaware 
of and therefore fails to appreciate; and the 
trade suffers a loss which unfortunately is not 
confined to the dealers who are responsible for 
the trouble. A few years of indiscriminate price 
cutting were sufficient to convince most of the 
leading dealers that the policy possessed only a 
temporary advantage in the influencing of or- 
ders and that its retro-active advantages were 
daily becoming more difficult to overcome. 

In their distress, they concluded to adopt the 
prevailing ‘‘get-together’’ spirit of the times, 
and through a frank and friendly comparison of 
experiences, co-operate in a systematic endeavor 
to correct this growing evil, 

This led to organization, and during the an- 
nual conventions which followed, many subjects 
having an important bearing upon the industry 
in which we are engaged, have been taken up 
for consideration; but none more far-reaching 
or important than that of the necessity of 
maintaining profit-yielding prices. 

In its study by this Commission, many inter- 
esting phases of the subject have been revealed, 
some of which closely affect that other subject 
so nearly related to it—the cost of doing 
business, 


We have found that the twentieth century 
trust methods of handling our large industries 
are slowly but surely creating an evolution in 
business methods which each succeeding year is 
having its influence upon all classes of small 
business enterprises. 

In 1904 when this Association was organized, 
there existed in the United States, 318 active 
and important industrial trusts representing 
consolidations of over 5,000 separate and distinct 
plants covering practically every line of pro- 
ductive industry and having a capitalization ag- 
gregating approximately seven and one-quarter 
billions of dollars. Most of these had been 
organized during the decade previous to 1904, 
and many new ones have since been formed. 

While these vast aggregations of capital have 
enormously contributed to the country’s wealth 
and business development, they have at the 
same time enlarged nearly every expense item 
affecting the conduct of a retail business. They 
have increased land values, rents and salaries; 
the costs of merchandise, the cost of the raw 
materials entering our work-shops and the costs 
of the labor employed in their manufacture. 

A birds’eye view of the lower end of Man- 
hattan Island, or a walk through the business 
district of any of our large cities, deeply im- 
presses one with the enormous increase in land 
values occasioned by the erection of colossal 
office buildings,—begun and completed within 
the experience of most of us, and made possible 
by the country’s newly developed combinations 
ef capital. 

This has meant for the retail merchant, a 
smaller store space and enlarged rent; a larger 
percentage of expense in the handling of goods; 
and a necessity for salesmen and clerks of 
greater resource and ability, at increased 
salaries. 

These great business combinations, commonly 
termed the “Trusts’’—have on the one hand 
created and standardized new values which have 
greatly enhanced the expense of doing business, 
and on the other, have restricted the retail 
dealer’s market and decreased his percentage of 
profit; for where the trade formerly enjoyed the 
retail custom of thousands of individual firms 
and small corporations, it now has in place of 
those customers who formerly bought in retail 
quantities at retail prices, a few hundred trusts 
and railway mergers—consuming a greater vol- 
ume of goods, perhaps—but buying them 
through high-salaries purchasing agents upon 
the closest possible margins and frequently go- 
ing over the heads of the trade to the man- 
ufacturers. 

These changed economic conditions have de- 
veloped a situation where many dealers handling 
this class of business find themselves in a po- 
sition where they are transacting an increasing 
volume of business at wholesale prices with an 
expensive organization designed for retail sales. 
As every sale made at a discount reduces the 
average gross profit, and increases the percent- 
age of the cost of doing business, dealers have 
found it imperative more than ever before to 
see that those prices at which their merchan- 
dize is sold at retail are free from errors and 
figured upon a correct basis. 

It will be perceived, therefore, that the trade 
has reached a point where it was realized that 
the increased cost of doing business made a 
careful review of retail prices absolutely neces- 
sary. This did not mean a general advance in 
values, but a restoration of those prices which 
had been cut and the correction of many errors, 
the accumulation of years of mistakes. 

The average stationer has a good many 
things to think of. He carries the largest stock 
containing the greatest variety of items of any 
merchant engaged in the retail business, and, 
while acknowledging the necessity and having 
the inclination to review and revise his prices, 
he not only finds it difficult to give the mat- 
ter the time and study which it demands, but 
he hesitates to make changes that he fears will 
be used by his competitors to his disadvantage. 

A few years ago a dealer could not look to 








his competitors for assistance or advice, but 
times have changed, and, with the times, busi- 
ness methods. The tendency today is for in- 
dividuals in the same lines of business to get 
closer together, to combine and work for mu 
tual benefit and not to exist as separate units 
fighting each other. Hence, the National As- 
sociation of Stationers and Manufacturers, and 
this convention in which we are assembled to- 
day. 

This Association has labored for a number of 
vears to improve market c nditions in a way 
that will enable its members to dispose of their 
commodities at profit-yielding prices. It has 
been found that it cannot be done by agreement, 
for the reason that the federal laws and those 
of many of the states prohibit agreements be- 
tween merchants for the purpose of regulating 
or fixing the price of any article of merchandise 

The Association, therefore, has created this 
committee — THE NATIONAL CATALOGUE 
COMMISSION—and has assigned to it the dif- 
ficult and arduous task of reviewing lists of 
merchandise for the purpose of correcting errors 
and making necessary revisions in the retail 
prices. 

Its findings are published and mailed to mem- 
bers as minimum retail prices recommended by 
this organization, a plan that was adopted with 
the expectation, in which we have not been dis- 
appointed, that these recommendations would 
be generally accepted and placed in use by the 
trade, although no agreement to do so is made 
or requested. 

The work which the commission has accom- 
plished during the past year I will now attempt 
to describe. That it has included duties other 
than those narrated in this preamble will be- 
come apparent. 

Report of Work Accomplished. 

You will remember that in my report of last 
year, delivered at the Baltimore convention, I 
stated that the work assigned to this commit- 
tee was too large a task for any single group 
of men having business interests of their own 
requiring personal attention, and that if the 
work was to be successfully continued it would 
have to be distributed. 

Section 8 of Article VII of the By-Laws pro- 
vides for ten permanent committees of three 
members each, to be appointed by the Presi- 
dent at the beginning of each year. These com- 
mittees represent the following interests 
Blank Books. 

Paper and Envelopes. 

Files and Office Furniture 
Hardware and Glassware. 
Inks and Mucilage. 

Pens and Pencils. 

Loose Leaf Devices. 
Leather Goods and Novelties 

9. Rubber Stamp Goods. 

10. Miscellaneous Items. 

The intent of the by-law is to provide a com 
mittee of competent and experienced members 
to whom can be referrred all subjects in any 
way related to the respective interests which 
the various committees represent. 

When this Association was organized, it was 
anticipated that these committees would be 
salled upon to perform the work which has 
since been begun and carried forward by the 
Catalogue Commission. 

I therefore recommended in my report of 
last year that the duties assigned to these per- 
manent committees, as set forth in the article 
and section above named, be construed to in- 
clude the making of price recommendations. 

This suggestion was adopted by the Balti- 
more convention by unanimous vote. 

In accordance with this action, the Chicago 
members of the commission, upon their return 
home from Baltimore, immediately commenced 
upon the work of distributing the items to be 
assigned to the various permanent committees 
This work had been looked forward to as a com- 
paratively simple task, but to the dismay of 
Mr. Stevens and myself, we found it necessary 
to devote from two to three evenings per week 


PANDO wre 





























for several months, during which time we re- 
viewed and checked catalogues, studied costs 
of handling’ goods and corresponded with deal- 
ers and manufacturers. Sometimes an entire 
evening would be spent looking up the authori- 
ties pertaining to a single item. 

The process consisted, first, in making out a 
complete list of all the items ordinarily han- 
dled by stationers. To accomplish this, we re- 
viewed a hundred or more catalogues, including 
those of manufacturers, jobbers and retailers. 
After this list was completed, we commenced 
the work of distribution. After the items had 
all been. distributed, we spent weeks in an en- 
deavor to include the names of all manufac- 
turers making each item, after which much 
time was devoted to studying the margins nec- 
essary to cover the items of cost and net profit 
in figuring retail prices upon certain classes of 
goods that move slowly or which have to be ex- 
ploited to be sold. In other words, those goods 
which have to be treated outside of the general 
rule of figuring prices on account of the ex- 
pense of handling. It was the intention to make 
out a schedule for each committee, this sched- 
ule to contain a list of the items assigned to 
such committee; a list of the manufacturers 
making each item, and suggestions as to the 
basis upon which the retail prices of each should 
be figured. 

Schedules were completed and mailed to the 
following six committees: 


Paper and Envelopes. 
Hardware and Glassware. 
Inks and Mucilage. 
Loose Leaf Devices. 
Rubber Stamp Goods. 
Miscellaneous Items. 


Before schedules could be completed for tha 
other four committees—Blank Books, Files and 
Office Furniture, Pens and Pencils, Leather 
Goods and Novelties—we were called from this 
feature of the work and compelled to give our 
attention to other matters. 

I further regret to state that we were unable 
to return to work upon these schedules until it 
was too late in the season for them to have 
been of any use; the four committees mentioned, 
therefore, were not furnished with instruc- 
tions. 

The resolution passed at the Baltimore con- 
vention provided that all price recommendations 
made by these various committees should be 
reported through the National Catalogue Com- 
mission and be made subject to this commis- 
sion’s approval. 

It is possible that through a misunderstanding 
of these instructions some of these committees 
intend to report their recommendations to this 
convention. From the six committees who were 
furnished with detailed instructions the commis- 
sion has received reports from but two—the 
Committee on Inks and Mucilage and the Com- 
mittee on Miscellaneous Items. Mr. Charles N. 
Bellman, chairman of the Committee of Paper 
and Envelopes, who suffered from a prolonged 
and severe illness during the year, sent a note 
of apology explaining his inability to contribute 
to the work. From the other three committees 
we have received no word. 

The Committee on Inks and Mucilage, of 
which Mr. John Brewer of New York is chair- 
man, made a very complete detailed report, in- 
dicating, as the members of the commission well 
know from actual experience, a large amount of 
research and study. This report has not yet 
been edited and published, for reasons which I 
will attempt to explain. 

Inasmuch as many of the leading manufac- 
turers of inks and mucilage are delivering goods 
to the cities of Boston, New York and Chicago 
without expense for freight, a number of deal- 
ers in these cities had suggested that it would 
be advisable to issue two sets of price recom- 
mendations upon them, one applying to the 
cities mentioned and the other to the country at 
large. 

We therefore requested Mr. Brewer in the let- 
ter of advice accompanying his schedule of in- 
structions to make out two sets of price rec- 
ommendations, one to apply to the country at 
large and the other to be figured at prices about 
10 per cent lower, to apply to the three cities 
mentioned. 

Mr. Brewer followed these instructions and 
has furnished to the commission two sets of 
complete price recommendations applying to 
each of the following lines: 

Carter’s, Caw’s, Davids’, Keller’s, Levison & 
Blythe’s, Sanford’s, Stafford’s, Thomas’, and 
Underwood's; also the Diamond Ink Co., among 
the domestic manufacturers, and Antoine’s Ar- 
nold’s and Stephens’, among the foreign. Mr. 
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Brewer's committee also gathered together in 
three separate lists the leading makes of 
fountain pen inks, mucilage and paste. 

In addition, the committee submitted price 
recommendations upon the leading brands of 
carbon papers and typewriter ribbons, these 
goods having been taken from the Miscellaneous 
List by the Catalogue Commission and assigned 
to the Committee on Inks and Mucilage for the 
reason that this class of goods is now being 
made by several of the ink manufacturers. 

At the time that Mr. Brewer’s report was 
submitted the members of the commission were 
devoting every moment that could be spared 
from personal business matters to the comple- 
tion of a set of bulletins, and were therefore 
unable to give it immediate attention. 

When the matter was finally reached, after 
the summer vacation, it was found that some of 
the price recommendations would have to be 
slightly revised, necessitating a careful review 
of all the lists in detail, and it was deemed in- 
advisable to begin this work until it could be de- 
termined at a full meeting of the commission 
whether it would be for the best interests of the 
organization to issue two sets of price recom- 
mendations upon any single line of goods. 

At a meeting of the commission held during 
the latter part of August the opinion on this 





H. A. PRIZER, Chmn., Committee on Blank 
Books. 


subject was divided and the matter laid over for 
further consideration, or until the opinion of the 
trade could be more correctly sounded upon 
this very important point. 

The report of the Committee on Miscellaneous 
Items did not reach the Commission until Tues- 
day of last week, the 5th inst. We have not 
had time, therefore, to even review it. 

I will neither burden the patience of the audi- 
ence by a recital of the perplexities and prob- 
lems which the commission has been called to 
face, nor will I attempt to narrate the various 
tasks to which the Chicago members of the 
Commission have devoted 71 evenings of the 
past year, during which time the only discour- 
aging feature of the work has been the slow- 
ness with which it has been made to progress. 
Realizing that the general adoption by the trade 
of the price recommendations depends upon the 
confidence with which they are received, we 
have endeavored to do the work with great care 
and thoroughness. 

Information relative to local trade conditions 
at widely separated points has been constantly 
sought, and completed copy has frequently been 
held for weeks awaiting confirming opinions 
from manufacturers or dealers. 

Price recommendations completed and placed 


in circulation during the year are included in 
the following bulletins: 

No. Pages. 
10—Rubber Bands ............. “same 1 
Th OE: TO vn.oe ake scenes iconsacess 4 


12—Pencils, Eberhard Faber ve 3 
13—Pencils, Jos. Dixon Crucible Co......... 


14—Pencils, Eagle Pencil Co.............. 


> 
> 
2 
) 
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15—Pencils, American Lead Pencil Co....... 3 
16—Pencils, Johann Faber ...cccoceccvcccscce & 
17—Penciis, A. W. Faber ...csccccosecscocssses S 
18—Pencils, L. & C. Hardtmuth ............. 1 
19—Pencils, Blaisdell Paper Pencil Co........1 
20—Pencils, Lippincott Pencil Co............. 1 
21—Pencils, National Pencil Co..........ss.05. 1 
22—Rubber Bands .......... Pe eee Ee 
23—Penholders, Eberhard Faber ..........+.. 2 
24—Penholders, Eagle Pencil Co............+.. 2 
25—Penholders, American Lead Pencil Co.... 2 
26—Penholders, Miscellaneous ..........s+.++. 2 
a total of 17 bulletins, covering 34 pages of 
printed matter. 

Owing to the continued decline in the costs 
of crude rubber during the fall of 1910 and the 
spring of 1911, the commission was called upon 
twice to issue revised price recommendations 
upon rubber bands and once upon rubber eras- 
ers. The circulation of these bulletins had a de- 
cided effect in steadying the retail prices upon 
these commodities. 

The bulletins on pencils and penholders have 
been everywhere received with commendation, 
particularly those devoted to pencils. The lat- 
ter include every pencil of any note made or 
sold in this country, and a great deal of valua- 
ble and useful information can be gleaned from 
a study and comparison of these lists. 

The various bulletins have had the approval 
of the manufacturers of the goods, all of whom 
have shown great interest in the work and given 
valuable assistance to the commission. 

Much work has been done by the commission 
during the year relative to the making of price 
recommendations, which does not appear in the 
various bulletins mentioned as having printed 
and mailed to members. 

A list prepared by the Boorum & Pease Co., 
New York, containing retail price recommenda- 
tions applying to every item in the large line 
of blank books which this company manufac- 
tures, was reviewed and approved. 

It will be remembered that a list of retail 
price recommendations applying to the Globe- 
Wernicke Co.’s Stationers’ Supplies Catalogue, 
No. 609, was compiled by the commission last 
year. This company, having issued a new edi- 
tion of this catalogue, No. 610, since the last 
convention, it became necessary to make a 
careful revision of the old list. This copy was 
prepared and forwarded to the Globe-Wernicke 
Co., and the proof sheets have been read and 
oO. K’d, but I do not think that the list has yet 
been placed in circulation. 

The popularity of the work of the commission 
has been very strongly evidenced by the large 
number of dealers who have adopted the price 
recommendations. Many of these dealers have 
published catalogues during the past year and 
have sent copies of them to the commission for 
review. Much time has been spent upon this 
work and much more could have been profitably 
used if we had had it at our disposal. 

While a great many evenings have been de- 
voted to the work of the commission, its char- 
acter is such that a large portion of the cler- 
ical labor has had to be performed during busi- 
ness hours. This has involved an expenditure of 
time and personal supervision which has se- 
riously interfered with the regular business 
pursuits of the members. 

Copies of all correspondence having any im- 
portant bearing upon the work in hand have 
been sent to each of the members of the com- 
mission, to members of the Executive Commit- 
tee and to the chairman of the committee hav- 
ing jurisdiction of the item forming the sub- 
ject matter thereof. An equal number of copies 
has been made of all bulletin copy and much 
time has been devoted to the reading of proof 
sheets. In addition, the chairman has been the 
recipient of letters from all sections of the coun- 
try upon almost every known subject in any 
way remotely connected with Association work. 

Meetings Attended, 

One of the duties assigned to the commission 
is that of enlisting the co-operation of the trade 
in a united effort to bring about a general adop- 
tion of the price recommendations. As legal re- 
strictions prohibit doing this by agreement, the 
commission has had to depend upon voluntary 
action resulting from a statement of facts in- 
dicating their necessity and a description of 
the advantages to accrue from their accept- 
ance. 

In this branch of the work it has been found 
that a personal appeal is the most effective. 
It assists to a clearer understanding of the sit- 
uation and frequently influences favorable ac- 
tion where printed messages fail. 

In response, therefore, to invitations, and 
with the approval of the other members of the 
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commission, the chairman attended during the 
year the following banquets, for each of which 
an address describing the work of the commis 
sion was carefully prepared: 


Pittsburgh Booksellers’ and Stationers’ Asso 
ciation, Pittsburgh, Pa., January 30, 1911. 
Cleveland Booksellers’ and Stationers’ Asso- 


ciation of Cleveland, Ohio, March 18, 1911 

Stationers’ Board of Trade, New York, N. Y., 
March 21, 1911. 

Philadelphia Stationers’ Association of Phila- 
delphia, Pa., March 25, 1911. 

While these addresses were not the usual 
bright and vivacious talks filled with scintillat- 
ing wit and humorous stories that are usually 
expected at banquets, they were received in 
every case with an attention that indicated on 
the part of the audiences a deep interest in this 
organized effort of the National Association to 
assist its members in placing their business en- 
terprises upon a profit-paying basis 

Report of Expenses. 

The Association at its last convention, held in 
Baltimore, voted an appropriation of $2,500.00 
for the use of the National Catalogue Commis 
sion in carrying on its work during the present 
year 

In the absence of favorable action on the 
proposition to increase the annual dues, som«s 
doubt existed at the time as to the ability of 
the organization to successfully raise the nec- 
essary funds. 

You will recall that when the report of th« 
Budget Committee was submitted to the con 
vention in Baltimore a discussion followed it 
which it was very clearly shown that unless 
material increase could be made in the mem 
bership it would be impossible for the Associa 
tion to pay this appropriation in full and at the 
same time meet the other items included in the 
committee’s estimate of the year’s expenses 

I realize that it is quite unusual for a com 
mittee to apologize for not having spent the 
full amount of its appropriation, but feel it t 
be necessary in this case, as this doubt as to th« 
Association's ability to meet its estimated finan 
cial obligations caused radical changes to be 
made in the plans which the commission had 
outlined for the year’s work. 

As previously stated in another portion of n 
report, the Association had unanimously voted 
to relieve the commission of a portion of its 
burden by distributing a part of the work among 
the ten permanent committees. 

We realized from our own experience hov 
difficult it would be for these committees to 
take up this work without previous experience 
and how necessary it was to its success to have 
the chairmen of each and everv one of them in 


structed in a way that would enlist his activ: 
interest. 

To accomplish this it was designed to hold 
one or more meetings at some central point 


where the chairmen of these ten permanent 
committees could meet with the commission in 
joint session, in the hope and with the very 
reasonable expectation that these ten chair- 
men could not only be personally instructed as 
to the correct process to be used in the work 
but at the same time converted into ten active 
and enthusiastic agents for the spreading of the 
gospel of price revision. ) 

It has been my experience that when you 
want men to do anything that is difficult of 
accomplishment you have to go out after them 
and use personal influence. Appeals through 
the mails fail to bring results. 

While I believe that the plan if carried out 
would have given the work this year a tremen 
dous impetus, we concluded that the solvency 
of the National Association at this critical pe 
riod of its history was of more importance than 
the work of the commission, and inasmuch as 
the plan would have involved a large bill of 
expense for traveling, we concluded to hold it 
in abeyance until we could be assured by the 
Secretary that the expected increase in me n 
bership was an accomplished fact 

teports relative to this point during the early 
part of the vear were not reassuring, and w« 
therefore continued our policy of economy until 
it was too late in the season to hope for any 
adequate results 

The commission has expended of its appropri 


ation the total sum of $813.16, divided among 
the various items of expense as follows: 
Ce $428.50 
Traveling expenses .... 201.50 
Postage ..... cathe wake 73.57 
Stenographic services 60.00 
Express charges ..... iis suis ara cane 32.24 
12.16 


Stationery 
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Telegrams 5.19 
Total : , aa kieers . .$813.16 
Owing to the fact that bills to the amount 

of $102.24 were not sent to the Treasurer until 

last Thursday, the 5th inst., his account may 
vary from this report to this extent 

As mentioned in my report of last year, we 
are indebted for the Unimatic Loose Leaf Cov- 
ers, which are used to bind the commission’s 
bulletins, to the Sieber & Trussell Mfg. Co., 

St. Louis, now known as the Boorum & Pease 

Loose Leaf Book Co 


The Hampshire Paper Co., South Hadley 
Falls, Mass., has continued to furnish without 
charge the Old Hampshire Bond Paper upon 


which the bulletins have been printed this year. 
Recapitulation. 
concluding permit me to briefly re- 
view the situation. The commission's plan of 
price revision provides for a study in detail of 
each and every line of goods entering a station- 
er’s stock with the view of correcting all the 
inadequate or erroneous prices now in circula- 
tion. Another important feature of the work 
is a review of new goods for the purpose of as- 


Before 


sisting manufacturers to properly adjust their 
price lists and discounts. 
The commission’s reports are published and 


mailed to members of this organization in the 
bulletins and are subsequently 


form of printed 





THEO. L. C. GERRY, Chairman Committee on 
Government Stamped Envelopes. 


benefit of dealers at 


in the trade papers for the 
large. 

Retailers throughout the country have a‘ 
knowledged the value of these reports. They 


inform them as to the correct retail prices, thus 
relieving them of the labor and perplexity of 
figuring them for themselves Dealers have 
confidence in them, for the reason that they 
recognize that they have been carefully figured 


by a competent committee, and that they will 
be generally used by their competitors. 

The jobbers are being benefited in a way 
which will be more pronounced as the work 


progresses We are gradually preparing a mar 
ket in which a fairly uniform system of profit- 
growing class of 


vielding prices is creating a 
improved credits 


satisfied retail dealers with 
and an increased ability to purchase 

The manufacturers have been among the first 
to recognize the great value of this work. They 
shown an interest in it and an inclination 
from the moment it 
appreciate that deal- 


have 
to assist in its progress 
was first suggested They 
ers invariably take a greater interest in 
that can be sold at a profit 

Many of the prices recommended by this com- 
mission have been criticised as being too low 
To this I can only reply that all made 
to date have been sent out as ‘“‘Minimum Price 
Recommendations” and that dealers are privi- 
leged to advance them to any figures that seem 
reasonable to them or that their cost of doing 
business may dictate. They should keep in mind, 
however, that abnormal profits cannot be made 
upon goods so staple as those handled by sta- 


goods 


prices 


tioners and that prices figured upon such a 
basis would very justly lay this organization 
open to a strong suspicion of trying to arbi- 





1dvance values by the force of combina 
tion. Furthermore, in the event of the com 
mission recommending such prices, many deal 
ers would not consent to adopt them, and price 


trarily 


conditions would therefore continue to remai: 
as unstable as before. 
An opinion seems to have gained circulatior 


recommendations of the 


that the ) 
serve not only as 


intended to 


to the effect 
commission ire 


retail prices but as net prices under any and 
all circumstances. This is an error. Every 
stationer has customers upon his books whosé 


ability to purchase in wholesale quantities en- 
titles them to the privilege of wholesale prices 
Any dealer who attempted to handle this class 
of trade at net retail prices would lose the 
business; and any local association that tried 
to encourage such a policy would drive the cus 
tom of this class of purchasers from its city 
Bear in mind, however, that I am not referring 
to those so-called ‘“‘preferred retail customers”’ 
purchases for a variety of insufficient 
billed by some stationers at small 
the standard retail prices 


whose 
reasons are 
discounts from 

Some of the catalogue houses have called the 
commission’s attention to an offer which is 
made by certain of their competitors to prepay 
freights on orders of certain stipulated amounts 
thus in effect granting a small discount from 
the recommended prices 

I can state with positive assurance that this 
offer of prepayment of freight charges has not 


been made by the houses complained of with 
anv idea of committing an evasion of the price 
recommendations The offer was in effect be 


fore these houses adopted the revised prices i 
their catalogues 
I think, however, that unless these offers are 


withdrawn, competitors should feel 
privileged to make similar offers or to substi 
tute therefor equivalent discounts This is a 
matter that has come several times before the 
which has not yet been defi 


voluntarily 


commission, but 
nitely adjusted 

The question of the cash discount is a spe 
ter which is constantly hovering ove! th 
cashier’s and credit man’s offices, and it 


doubtless prove a great boon to the trade to 
have it definitely settled It is my opinion that 
it can only be settled to the satisfaction of the 


customer by granting a small discount for cas! 
payment on or before the 10th day of the mont! 
following date of purchase 

The commission has frequently been remind 
ed by that certain dealers in their 
territories have refrained from adopting the 
price recommendations and are 
price lists or catalogues cor 


Reprisals have been sug 
if 


members 


commissions’ 
distributing 
taining cut prices. 


still 


gested and in some cases the commission has 
been requested to approach the manufacturers 
with a view to inducing the latter to either 


force the dealers complained of to maintain 
prices upon such manufacturer's goods, or to de- 
cline to sell them. 

Reprisals, which in this connection I construe 
to mean meeting the cut prices and making a 


few new ones, are to be strongly deprecated 
for a movement in this direction will gain im 
petus as it progresses and quickly wipe out all 
progress made to date 

tegarding the second alternative I would 


under the law no manufacturer has 
control of his product to the extent 
fixed selling prices and enforcing 
unless the product is a 
protected by the provisions of the 


state that 
complete 
of dictating 


prices patented 


such 
article and 


United States Patent Laws. To suggest a price 
is as far as he can go 

The commission has nothing to add to the 
recommendations made a year ago. These pro 
vided for a proper distribution f the work 
which doubtless would have produced the ex 


pected results during the year had the com 
mission felt free to pursue a more liberal fir 
cial policy 

In conclusion we must admit that the effort 
being made through this commission to stand 
ardize profit-vielding retail prices has by no 
means reached a point where it can be said t 
be crowned with complete success, and it is 


convention to determine whether the 
progress made to date is sufficiently encourag 
ing to warrant the Association in proceeding 
with the work 

If the work is worth while, it should be wort! 
paying for, which means an increase in annual 
dues, and if it is not worth paying for, the or 
ganization should hesitate to continue to request 
any committee or any number of its commit 
tees to devote to it valuable time and labor 
that can be profitably employed in other ways 

FLETCHER B. GIBBS, Chairman. 


for this 
































COMMITTEE ON PRINTING OF STAMPED 
ENVELOPES. 

To the Officers and Members of the National 
Association of Stationers and Manufac- 
turers: 

Mr. President and Gentlemen: 

As your representative to the Joint Com- 
mittee on the Printing of Stamped envelopes by 
the United States Government, I present here- 
with a final report. It will be recalled that I 
reported at the Baltimore convention the suc- 
cess of our efforts to pass the Tou Velle bill, 
which, as you remember, went through the 
House by a vote of 192 to 27. The object of 
this bill, as you know, was to prevent the Post 
Office Department, or its agents, from printing, 
or having printed; or selling, or offering to 
sell, any envelopes with corner card giving name 
or direction; but it would not apply to those 
envelopes printed with blank lines on which 
name or direction might be written. 

Early in January of this year the commit- 
tee approached the Senate Committee on Post 
Offices and Post Roads in an effort to have it 
take up our bill, called the Nelson bill, in the 
Senate for consideration, but notwithstanding 
that the most conservative believed that this 
bill always had a majority of the committee 
with it, and anywhere from fifty to sixty Sen- 
ators, the bill was not reported and Congress 
adjourned without the bill even having been 
considered 

The opposition of the Department, supported 
by two or three influential members in the com- 
mittee, the lack of courage on the part of oth- 
ers, and the indifference of a few more, was too 
much to overcome 

None of those of the committee who were 
opposed would openly state their opposition, but 
they contrived to arrange matters so that the 
bill was never voted upon 

The contract for furnishing and printing en- 
velopes for the Post’ Office Department has 
again been awarded to the same concern who 
has had it for the past four vears, but at a 
lower price, and so it would seem that we will 
have no change in this respect for some time to 
come. 

I made but one trip to Washington at the ex- 
pense of the Association, at which time Mr 
Falconer and Mr. Bailey were also present, do- 
ing what they could in the interest of the bill. 

Out of the appropriation of $200.00 made at 
the sixth annual conyention I expended $29.65, 
leaving a balance of }$170.35. 

Respectfuly) submitted, 
THEO. C. C. GERRY. 

REPORT OF THE /EXECUTIVE COMMITTEE. 

Your committee desires to state that it has 
discharged its dutiqs since the convention of 
1910 almost entirely. through correspondence 
which passed between the President, Secretary 
and the members of this committee, and noth- 
ing has transpired during the course of the 
year which requirés any special comment at this 
time 

One meeting af the committee was held on 
October 9, 1911, frior to the assembling of this 
convention, and the Secretary reported the fol- 
lowing delinquents who have not paid dues for 
the current year, and, as directed by Sec. 5 of 
Art. IV of the By-Laws, your committee passed 
a resolution dropping the same from the roll 
of membership. In this connection we desire to 
State that any of these former members can be 
reinstated by a vote of the Board of Control, 
upon the payment of all arrears. 

Adams & Hooker Printing Co., 523 N. 
St., Baltimore, Md. 

Allsopp and Chapple, Little Rock, Ark. 

Armstrong News and Stationery Co., 419 Main 
St., Cincinnati, O. 

W. Stewart Brown, 238 Broadway, Baltimore, 
Md 

Sam Cahn, 518 Market St., Shreveport, La. 

City Book Store, Lima, O. 

H. D. Corbett, Hilo, Hawaii 


Eutaw 
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tay L. Evans, Bland St., Bluefield, W. Va. 
Louis Fink, 74 Duane St., New York 
Hackney & Moale, Ashville, N. C 
William Hampton, 132 E. Ohio St., 
olis, Ind. 
Hipple Printing Co., Pierre, S. Dak 
John W. Kennedy Co., 15 S. Gay St., Balti 
more, Md 
Klopp-Bartlett Co., 


Indianap 


Omaha, Neb 


W. E. Milligan, San Antonio, Texas 

Pembroke Stationery Co., Salt Lake City 
Utah. 

The Porte Co., 


Fargo, N. Dak 











KENNEDY, Chairman Committee on 
Rubber Stamp Goods. 


W. J. 


W. F. Smith, 306 Piper Bldg., Baltimore, Md. 
Stott Stationery Co., South Omaha, Neb. 
Stuart Bros., 412 Market St., Philadelphia, Pa 
Teetshorn Co., Houston, Texas 
U. S. Engraving Co., 23 No. Howard St., Bal- 
timore, Md. 
Respectfully submitted, 
CHARLES E. FALCONER, 
President 
Mr. Gerry—I move that the report be ac- 
cepted, Mr. President. (Motion duly seconded 
and carried.) 
The President—The next report I will call for 
is that of the Committee on Standardizing, Mr 
R. B. Sanders, chairman (Applause.) 


REPORT OF COMMITTEE ON STANDARD- 


IZATION. 
Your committee, to which has been submitted 
the inquiries, recommendations and suggestions 


relative to the subject of Standardizing, begs 
leave to submit the following report: First, 
that the following questions have been submit- 
ted to the five hundred members of the Associa- 
tion 

“What particular item, in your opinion, should 
be standardized at this time?’ (Please give 
reasons in answering this question.) 

“Do you desire a permanent bureau of stand- 
ardization created to take this subject in 
hand ?”’ 

“Have you tried to follow any recommenda- 
tions made by the last committee having this 
subject in charge?’’ (See 1910 Year Book, page 





59.) If so, please give brief statements of re- 
sults. 

To these questions the first received eighteen 
answers, five referring to blank books, nine to 
loose leaf ledgers and four to filing cabinets and 
their supplies. 

To the second question twenty-two affirm- 
ative answere were received. 

To the third question twelve answers were re- 
ceived, eight affirmative and four negative. 

The number of answers received would seem 
to indicate that either the members of the Na- 
tional Association of Stationers and Manufac- 
turers are appalled with the magnitude or the 
impossibility of the project, or have been too 
little interested to reply and have consigned the 
inquiries to the safe repositories of the waste 
basket. There is no doubt but what this can 
be made a great source of profit both in time 
and money to the Association. Surely every 
manufacturer and dealer is aware that no engi- 
neer of efficiency would sanction the great loss 
engendered by a want of standards. But estab- 
lished practices of long standing cannot be hur- 
riedly overthrown, even though they are based 
upon nothing logical or consistent. 

The clean-cut suggestions of our committee 
of 1910 have, according to the returns, received 
so little attention that the one of the present 
year hesitates to make specific recommenda- 
tions. There is no doubt in the minds of man- 
ufacturers of filing cabinets, blank books, loose 
leaf goods of all kinds, that senseless shapes, 
grades and colors and other complications, when 
taken together, express a tremendous waste in 
the industry and are responsible for a large part 
of the existing demoralization in prices and 
dead stock on the shelves of the merchant, if 
not in the storeroom of the manufacturer. This 
condition undoubtedly at inventory time has a 
very serious effect upon the profits of the busi- 
ness. 

It is the opinion of your committee that every 
change contemplated by manufacturers should 
be carefully considered upon its merits, and 
also how it will affect the manufacturer and 
the merchant, so that the desired change may 
be brought about carefully and with the least 
possible harm to all. J 

The Association should become interested on 
this subject along the lines suggested, and it 
will necessarily imply a campaign of careful and 
persistent education. 

Your committee therefore recommends that 
this convention take definite action regarding 
the establishment of a bureau of standardiza- 
tion. 

Respectfully submitted, 
R. B. SANDERS, 
Chairman. 
L. G. WETMORE, 
AMEDEE PETTING, 
Committee on Standardization. 





REPORT OF COMMITTEE ON RUBBER 
STAMP GOODS. 
Mr. President and Gentlemen: 

At the request of the National Catalogue 
Commission we have undertaken to prepare a 
schedule of proposed retail prices on all the 
articles which come within the jurisdiction of 
this committee. 

This task has been a considerable one, and 
has engaged our attention to the exclusion of 
other matters during the past four months. 

Our work has been greatly aided by repre- 
sentatives of the International Stamp Manufac- 
turers’ Association, and we desire to thus pub- 
licly acknowledge our indebtedness for this co- 
operation. 

Our recommendations are ready for the con- 
sideration of the Catalogue Commission, and we 
regret that it has been impossible to submit 
them earlier in the year. You will doubtless be 
advised by the Catalogue Commission in due 
season. 

In reference to the other routine work of this 
committee there is this to say: 
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Our National Secretary submitted the usual 
question blank to the members of our Associa- 
tion, on behalf of this committee. Many re- 
plies were received and practically all indicated 
a satisfactory condition existing in their rub- 
ber stamp department. They report increasing 
sales and reasonable profits. A few complaints 
that manufacturers were selling direct at bar- 
gain price were made, but they did not average 
5 per cent on the answers received. 

Your committee believe that if closer atten- 
tion were given to the rubber stamp depart- 
ment that it will yield a generous gross profit 
on a very small investment. While the sales 
are small, the opportunity offered for making 
steady patrons out of transient customers are 
great. Show the customer you are anxious to 
please him on the sale of a single line stamp, 
and he will often remember you when he has 
a larger purchase to make. 

In the city of St. Louis the friendly feeling 
has always existed between the rubber stamp 
manufacturers and stationers—while we com- 
pete keenly for business, it rarely happens that 
the manufacturer quotes prices so low that he 
cannot allow the stationer a little profit if he 
procures the order. The stationers recipro- 
eate by giving the manufacturer a generous 
amount of his catalogue space, thereby increas- 
ing the demand for the goods in fields which 
would probably never be reached by the man- 
ufacturing. Both parties profit by working to- 
gether in this manner, and the prices are up- 
held by all as far as possible. 

Respectfully submitted, 
WM. J. KENNEDY, 
Chairman. 





REPORT OF COMMITTEE ON BLANK 
BOOKS. 


To the National Association of Stationers and 
Manufacturers of the U. S. A.: 
Mr. President and Gentlemen: 

Your committee greatly appreciates the honor 
conferred, and realizing the necessity, if pos- 
sible, of making a report with recommendations 
that would be beneficial to the trade, have met 
on several occasions as a committee, and have 
individually between these meetings kept in 
touch with the subject and each other, to get 
some tangible facts which would be of interest 
and value to this convention. 

In reading over the reports made at previous 
conventions of your former most able Commit- 
tees on Blank Books, it seems that the subject 
has been pretty thoroughly covered on all 
points, so that there is not much left that 
would be gotten together that would be of in- 
terest in the way of positive recommendations. 

It will no doubt be acknowledged a fact that 
the item of blank books covers a wide range of 
goods, from the smallest pass book to the larg- 
est full-bound ledger, and in the make-up of 
the stock of a stationer or manufacturer this 
item covers a larger percentage of investment 
than any other line. 

In the judgment of this committee it has 
been deemed advisable to include and emphasize 
in our recommendations some points covered by 
former reports for the benefit of the members. 
On account of the bindings of books in many 
cases being made up more or less of leather, 
which deteriorates with age and is susceptible 
to shelf wear, books should be kept away from 
excessive heat, and before placing on the shelf 
they should be wrapped and the date of manu- 
facture or purchase marked on the wrapper of 
each book, so that the old stock could be sold 
first. This can be indicated by a number; for 
instance, 1011 would show that the book was 
placed on the shelf October, 1911; or for a series 
of numbers to answer this purpose. This, of 
course, would more particularly apply to the 
larger books, and would cut down the percent- 
age of shopworn books and insure at all times 
a marketable stock. 

It is recommended that where a _ stationer 
earries a line of biank books to have a system 
or code made up so as to cover the description 
whereby the books marketed could be given a 
designated number or character, so that if a 
customer wishes to re-order he could do so 
without giving a description, only mentioning 
the number on the label of the book; for in- 
stance, the first number or character could 
represent the number of pages in the book; 
the second the size of the book; the third the 
binding, and the fourth any special informa- 
tion, so that when the full number is given the 
exact book could be instantly located. As the 


manufacturers of blank books for the trade gen- 
erally number their books, this system could be 
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used in their place, or used only for goods 
manufactured by the party concerned. 

The manufacturers of blank books, we be- 
lieve, will in the future also cover the manu- 
facture of loose leaf goods, as it is really in- 
cluded with the blank book line; only one is per- 
manently bound up and the other is temporarily 
bound up as loose leaves. The matter of loose 
leaf goods having been taken up by another 
committee, of course this committee will not 
go into detail, but suggest, in all loose leaf 
systems, where they represent the full account- 
ing of any firm or corporation, there should be a 
bound book or a series of bound books to collect 
the data for safety and examination. 

We would recommend that copying books be 
kept in stock in 500 and 1,000-page thicknesses 
in the different bindings. For general useful- 
ness and durability the canvas binding is rec- 
ommended to insure long lasting covers for the 
storing of records for a long period of time. 

It might be of interest to the convention to 
learn the result of the canvass made by your 
blank 


committee among the trade regarding 
books. 
Out of the forty-one replies received, more 


than half of them suggest that the most im- 
portant subject for your committee’s investiga- 
tion and recommendation to the National con- 
vention is standardization. 

Almost all favor hundreds instead of quires as 
the unit of number of pages in blank books. 

Thirty-seven agree that it would be beneficial 
for the stationers to adopt and charge the prices 
recommended ‘by the Catalogue Commission 
as blank books. One western stationer qualifies 
his answer to this question by saying “Yes, 
except in the west.”” Another, a New York 
dealer, asserts that the commission's prices are 
©. K. for the west, but too high for New York 
City: while another answers, “No. because 
many stationers manufacture their own books.” 

Thirty-six advise reducing the number of 
sizes to be carried in stock. 

As all these replies have come from repre- 
sentative members of the stationery’ trade 
throughout the country, they may be taken to 
correctly indicate the majority of sentiment on 
these questions. 

Respectfully submitted, 
(Signed) H. A. PRIZER. Chairman. 
WM. HENRY BROOKS, 
HENRY G. KIGGINS, 
Blank Book Committee 


REPORT OF COMMITTEE ON HARDWARE 
AND GLASSWARE. ’ 

The chairman of your Committee on Hard- 
ware and Glassware, after reading the exhaust- 
ive and very complete report made by your 
committee to the convention at Baltimore in 
1910, found the ground had been so well cov- 
ered by them that there was very little, if any- 
thing, left for this committee to say or add. 
Their report was very complete indeed, and this 
will be short. 

We take occasion to repeat their suggestion 
and urge that manufacturers of this line of 
goods would do well to fix the selling prices, 
with a discount that would net the retailer 100 
per cent profit. Our experience is that dealers 
are willing. and can be depended upon, as a 
rule, to adhere to reasonable selling prices, es- 
pecially where such selling prices are made a 
feature of by the manufacturer. 

The dealer should not overlook the fact that 
on this line the cutting or reducing the selling 
price will not increase the demand, sale or con- 
sumption. Few of these goods are bought by 
the consumer until actually needed. Paper 
fasteners at 10 cents per thousand would not 
increase the sale or consumption to any appre- 
ciable extent. 

Another feature that must not be overlooked 
is that many of the goods—tinware, wire bas- 
kets, copy presses, etc.—take up quite a deal 
of room, both to stock and display, and the 
items of rust, damage, shop wear, etc., amount 
to a goodly sum during the year, and must be 
figured in the profits and cost of doing busi- 
ness. 

Among suggestions asked for and received 
from members we have the following: “If the 
manufacturer would give more attention to the 
putting up of goods it would increase the sales 
and help the stationer. A great many goods 
come wrapped in cheap paper and in very in- 
ferior boxes A little money spent on boxing 
would add 50 per cent to the appearance of the 
package.”’ 

We have to indorse this suggestion and rec- 
ommend it to the favorable consideration of the 
manufacturers. In this day of cheap folding 


and packing boxes, this would add very litttle 
to the expense. 

We have also to suggest to the manufacturers 
the advisability of getting up attractive cuts of 
this line of goods. This is especially desirable 
and necessary for houses who use catalogues, 
and whose trade is secured largely through the 
use of same. 

(Signed) GEO. M. COURTS, 
Chairman, Committee on Hardware and Glass 

ware. 





REPORT OF THE COMMITTEE ON INKS 


AND MUCILAGE. 


Your Committee on Inks and Mucilage have 
to report that during the year they have pre- 
pared a list of retail prices for use of the 
members of the Association, which includes the 
items already mentioned, and also such articles 
as carbon paper, typewriter ribbon, typewriter 
oil and other supplies. 

We trust that this report, when 
will enable stationers to more generally sell at 
uniform rates, and that those dealers who are 
now selling at cut rates, in an effort to get all 
the business in their neighborhood, will be satis- 
fied to accept a fair return on their investment 
and give their competitors a chance 

There is plenty of business for us all, if we 
will only learn to value our efforts and make 
our prices high enough to cover all the various 
incidental expenses of doing business, and do 
not forget that beyond these costs the profit 
lies; that not until these are paid can we feel 
that we are making either our living or pro- 
vision for the future of our families 

Prices are thoroughly demoralized in New 
York because of the competition of the job- 
bers, who sell the consumer a single quart 
bottle of ink for fifty cents, or when a concern 
buys by the dozen makes a discount of fifty 
and five from the manufacturers’ list, and de- 
liver the goods free to any part of the city on 
their trucks. A retailer who adopts the prices 
of the new list this committee has just prepared 
would have to be satisfied with selling to those 
people who prefer to have proper attention and 
prompt service, and who are willing to pay for 
same. Most of the case business formerly com- 
ing to the retail stationer now goes to the 
jobber, and, if some action is not taken by this 
body soon, ink will be sent from New York to 
every consumer throughout the United States 
who buys by the unbroken case at lower rates 
than the local stationer can afford to make 
Those retail stationers whose stores are in 
the immediate vicinity of the jobbers in New 
York have to meet this unfair competition in all 
other branches of the business, as it is not con- 
fined to inks and mucilage alone 

Your committee sent out the following ques- 
tions and have received many replies, for which 
they are duly grateful: 

1. Do vou keep a record of your purchases in 
order to prevent overstocking? 

If so, have you found it to be to your advan 
tage? 

2. Have you any suggestion to offer as to the 
desirability of handling imprint goods? 

a Do you find that the handling of inks 
which are not widely known or advertised as 
profitable, in the long run, as those which are 
better known, but upon which there is a smaller 
margin of profit on each side? 

4. Do you desire to have the committee in- 
vestigate any particular subject? 

To question No. 1 the very large majority of 
answers were “Yes,” and the reason given “- 
larger volume of business on a smaller invest 
ment, thereby more profit.’ 

To question No. 2, on the handling of imprint 
goods, the preponderance of opinion is that the 
cost of introduction offsets the extra profit 
Some dealers say that they sell them profitably, 
others say that it is a question that each deal- 
er must decide for himself, depending on the 
kind of business he is doing Where regular 
goods are well advertised, they sell themselves 
in a great measure and a better profit is real- 
ized in the quicker turn over. All stationers, 
for this reason, are compelled to keep the well- 
advertised goods, and their imprint inks mean 
just so much more stock, more storage room, 
more breakage, and more expense in selling 

To question No. 3 it is, to a great extent, an- 
swered by the replies to No. 2. 

As to question No. 4, “Do you desire the 
committee to investigate any particular sub- 
ject?’ the question of free delivery by manu- 
facturers to far distant points has been men- 
tioned by several. Your committee can find no 
manufacturer who will say that he makes de- 
livery free to any buyer, stating very positive- 
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ly that, no matter how large the order may be, 


he never prepays the freight! Of course the 
buyer who gets this benefit is not going to 
say so. 

Let us urge upon this body the importance 


of taking some action to prevent jobbers from 
retailing inks and other goods at the ruinous 
rates at which they are now being sold. With 
this exception, prices are fairly satisfactory 
throughout the country, owing to the good work 
done by the local Stationers’ Associafion, the 
manufacturers and the Price List Commission. 
This committee want also to warn stationers 
against certain peddlers of so-called ‘“acid- 
proof’ ink, who sell direct to the consumers. 
They seem to be doinga thriving business, most- 
ly in the Middle West. After they have sold 
most of the large consumers in a town, they 
sell the stationers if they can, but as the con- 





To the Officers and Members of the National 
Association of Stationers and Manu- 
facturers: 

Gentlemen: 

The Committee on Pens and Pencils present 
the following report: The information herein, 
which is the basis of our report, was obtained 
by sending to the members of the Association 
blanks containing the list of questions, which 
we shall give in their order, with a request that 
these questions be answered and the blanks 
returned to the office of the Secretary. We are 
indebted to Mr. Byers for the performance of 
the major part of our work, for you can readily 
understand that the greatest difficulty in con- 
nection with a report is securing the informa- 
tion on which to build it. As perhaps you will 
observe as we proceed, we have confined our- 
selves almost entirely to the information con- 
tained in the answers referred to, believing that 
the desire of our correspondents would best be 
conformed to by so doing. The nature of the 
questions and the frankness of the answers 
should be sufficient information to enable you 
to judge of the temper of the trade, at least so 
far as those who answered are concerned, with- 
out a long discourse by the committee on the 
questions at issue. We have attended a great 
many conventions and listened to many reports, 
and so we feel competent to judge how you 
feel about a long paper with very little in it 
as compared to a short one, even though it may 
be without interest. But recognizing the merit 
of a document, whether long or short, that 
contains something interesting and instructive, 
we have endeavored to make this report worth 
while, without regard to the space it may occu- 
py. At the same time we have tried not to 
overload it, giving more consideration to breadth 
than length 

The questions propounded were seven in num- 
ber, and as we enumerate each one we will give 
the answers thereto, so that you may more 
readily comprehend the connections. 

Question One.—Do you find that competition 
exists in your territory between the jobber and 
the dealer for the trade of the consumer? 

Twenty-nine out of forty-seven answered 


“Yes."" Five replied ‘“‘No.””. The answers of the 
remainder were various and substantially as 
follows 


“Not to any extent.” 
“Not only jobbers, but 
well.”’ 
“No: but 
roads and large consumers. 
“Some little—especially by typewriter ribbon 
people. Only one pencil house works the small 
trade here.” 
“Only by 
“No worse in 
lines—except where out of 


manufacturers as 


manufacturers sell direct to rail- 


” 


outside travelers.”’ 
pencils and pens than other 
f town dealer’s man 


takes advantage of known prices and cuts ac- 
cordingly.” 
“No; except school supply houses who quote 
about 15 to 20 per cent above cost:”’ 
“No; because few large 
“Not particularly so.’’ 
“Not to any extent. 


consumers here.” 


If so, we don’t know it.’’ 
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sumer never buys a second bottle of this com 
pound, the stationer finds he has added another 
old horse to his stable 
JOHN BREWER, 
Chairman 


REPORT OF YEAR BOOK COMMITTEE. 
Mr. President and Gentlemen: 
The cost of publishing and distributing the 


Year Book of 1910-11 is as follows: 
Publishing. 

Linotype composition ......... ss ov 0e cheto.40 
Additional composition and presswork.... 280.75 
Electrotype cover plate picnaie tnd baakowte 4.00 
14% Rms. Arundel Book—32x44—80..... 54.62 
ss Sf ee. SAR rT ore - 12.38 
300 sheets White House cover 15.94 
Binding 800 copies—paper . ° - 40.00 


Binding 50 copies—cloth .............- «+. 15.00 
Distributing. $698.09 

Expressage, postage, wrapping and mail- 
IRE | s cisvics anstese cee Perry 
$772.33 


Your “Committee on Budget” at the Balti- 
more convention thought that the work could 
be done within $500.00, by using the type from 
which the Daily Proceedings had been printed. 
The figures show that this had not been done; 
the charges, addition, connection, alteration and 
the handling of the linotype material cost as 
much, if not more, than if the entire book had 
been reset, 

Respectfully submitted for the committee, 

JAMES T. KELLEY, 
Chairman, Year Book Committee. 





“Wholesale grocery houses will sell consum- 
ers at the price they are accustomed to sell the 
small dealer.’’ 

We call attention to the fact that the replies 
in the affirmative come from twenty-three 
states and cover lines other than pens and pen- 
cils, which leads to the inference that the prac- 
tice of direct selling by the jobber and manu- 
facturer is general and not confined to any par- 
ticular line. 

Question Two.—If you answer in the affirm- 
ative, is the dealer handicapped in quoting 
prices by the special discount given to the job- 
ber? 

In most cases where the question was an- 
swered at all it was “‘Yes,’’ with the exception 
of three instances—two of these were directly 
“No” and the third ‘‘No’” was immediately 
followed by the statement, “‘The jobber here 
wants to hog all the business.’’ The replies of 
many of the others are hardly worth repeating, 
as they are very brief and in effect are “Yes.” 
We give several lengthy replies in full, because 
we believe they were written for you to read. 
They are as follows: 

“The special discount to the jobber no doubt 
gives him a chance to cut, and his lack of the 
ethics of business gives him the incentive.”’ 

“The ordinary jobber should not get a larger 
discount than the commercial stationer.” 

One answer stated that the dealer could not 
make a fair profit when he quotes on price made 
by jobber. 

Another writes: ‘‘We believe the special dis- 
count allowed jobbers is in many cases used 
to enable jobber to undermine the stationer.”’ 
And still another states: ‘“‘The dealer can get 
the same price as the jobber if he buys the 
quantity.” 

Question Three.—If this condition exists at 
all, is it more noticeable in reference to pencils 
than other commodities? 

The answers to this question, while in many 
cases ‘“‘Yes,’’ in quite as many it was either 
“No,” or ‘‘About even,”’ or “As much so.”” Quite 
a few stated that it was the practice in all 
lines—others that it was as much so in pens as 
in pencils, 

Question Four.—Have you any suggestions to 
offer in this connection? 

Only a few answered this question with any 
degree of satisfaction. They are as follows: 

“Prevail upon manufacturers to withdraw 
special rebate to a few jobbers and put all on 
the same basis.”’ 

“Pressure should be brought to bear on the 
manufacturers to have it stopped if possible.” 
(Meaning direct selling by jobbers.) 

“Only agitation of the question will do away 
with the practice.”’ 

‘It were better for the trade to 
jobber confine himself to the trade.”’ 

‘“‘Jobbers, in consideration of extra discount, 
should be compelled to ‘job’ only to the trade 
This would be done by manufacturers in placing 
their lines.’’ 

“Quantity should regulate the price."’ 

‘No retailer should patronize jobber who sells 
direct.”’ 


have the 








“If pencil manufacturers should arrange to 
do all business through the regular trade and 
absolutely refuse to sell consumer, large or 
small, then agree on prices and keep the agree- 
ment, it should be as easy for them to agree 
on a matter of business policy and maintain 
the agreement.”’ 

“Nothing, except to insist that the salesman 
for retail houses stick to the commission prices 
abroad as well as at home.” 

‘Dealers should sell eonsumers strictly on 
dealers’ basis of cost and not on jobbers’ basis 
of cost.”’ 

The foregoing questions having strong con- 
nections, we regard them as practically one 
divided into four parts, and have waited until 
reaching this point before commenting or sug- 
gesting. ’ 

Your committee feels that the question of di- 
rect selling by either jobber or manufacturer 
is a vital one—more so than any question which 
confronts us at the present time~and believe 
that all branches of the trade would be bene- 
fited if the practice were discontinued and each 
class occupied a definite position. We are 
brought to this conclusion not by personal ob- 
servation, for we have. confined ourselves 
strictly to the information obtained from the 
answers contained in this report, but by the 
almost unanimous complaint of the dealers who 
testify so strongly to the injurious effect direct 
selling has on their business opportunities. We 
appreciate that this is a knotty question, but 
believe it can be solved. The manufacturer 
sells to jobber, dealer and consumer. The job- 
ber sells to dealer and consumer. The dealer 
has only one field of operation, and that ap- 
pears to be growing smaller. This tangle can 
be more easily straightened out by manufac- 
turer and jobber, who control the situation, 
than by dealers who have no opportunities ex- 
cepting through the consumer, who is not in 
sympathy with his position, but who, on the 
contrary, is supporting the manufacturer and 
jobber. As a means to that end we recommend 
a committee consisting of manufacturers and 
jobbers be appointed in conjunction with the 
Executive Committee to investigate the ques- 
tion and report at the 1912 convention. 

Question Five.—Do you find imprint goods 
profitable? 

Twenty-four answer “Yes.’’ Eight “No.” The 
remainder do not handle, or else handle only 
a few higher grades. 

One thinks they are good only as an adver- 
tisement. 

As the preponderance of evidence seems to be 
in favor of imprints, and tells its own story, we 
do not feel justified in making any suggestions 
or comments regarding the matter. 

Question Six.—Do you favor. registration by 
all manufacturers with the National Catalogue 
Commission of all grades of pencils. for the pur- 
poses of a comparative list? 

Where there was any answer at all it was 
“Yes.” The idea of registering all grades of 
pencils, as the question suggests, with the Na- 
tional Catalogue Commission seems to be pop- 
ular. We do not know whether or not this in- 
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cludes imprints. If the answers contemplated 
this we would suggest that it is hardly within 
the province of the manufacturer to register 
imprints that they make for dealers. We re- 
gard imprints as private property, not of the 
manufacturer, but of the dealer who orders 
them, and if they are to be registered the re- 
quest should come from the owner. The pur- 
pose of “‘imprints’’ we assume is to enable those 
who handle them to hold their trade. These 
goods are not on sale generally, and a consumer 
who desires a particular make or brand must 
patronize the dealer who carries it and pay the 
full price. This is an advantage that the owner 
of the imprint has over his competitor. Manu- 
facturers give as one reason why they prefer 
to handle large orders direct that the dealer 
cuts the price and thus fixes a standard that 
some other dealer will not meet either because 
he cannot, or will not, by reason of the lack 
of profit. They state that rather than let a 
competitive line take the place of their line at 
the reduced figure they are compelled to go in 
direct for the business. Your committee has 
not had an opportunity to investigate this 
phase of the question, but, assuming it to be 
true, would suggest that the same condition 
might prevail with imprints if dealers should 
attempt to job them. We believe that retail 
sales at a good profit are much better than 
jobbing sales at a small profit, and cannot see 
the advantage in registering. Manufacturers of 
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regular lines keep the trade posted, or attempt 
to. Besides this, most of the lines, if not all, 
can be secured of the jobber. It will certainly 
make much more work for the Catalogue Com- 
mission and we recommend that it be not con- 
sidered. 

Question Seven.—Do you desire t 
particular subject investigated and reported? 

The specific answers to this question are in- 
teresting and deserve to be given in full in this 
report. Some mention names and brands, but 
we omit these details. The gist of the matter 
is not in the name, but in the fact. 

From a jobber: 

“Other jobbers selling to consum: 
we pay manufacturers Manufacturers selling 
direct to consumer.” 

*Yes! We find that the manufacturer will 
sell to the large jobber at a better price than 
the small jobber, but does not make any dif- 
ference in price between the small jobber and 
retailer; and at times we fird that they (the 
manufacturers) will sell to the consumer at the 
same price as to the small jobber.” 

From a manufacturer: 

“Competition between dealer and manufactur- 
er caused by dealers handling imprints.” 

From dealers: 

“Why is a certain make of pencil sold to the 
United States Government at $3.36, when the 
stationer has to pay $3.60 for them?” 
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To the National Association of Stationers and 
Manufacturers: 
Gentlemen: 

In undertaking to submit a report on files and 
office furniture, your committee realized the 
difficulty of evolving anything particularly in- 
teresting, in view of the comprehensive reports 
of former committees on the subject. 

We recalled, however, the fact that at our last 
convention the only phase of the question which 
seemed to excite any interest or provoke any 
discussion was confined to a debate on the sub- 
ject of discounts from the fixed advertised sell- 
ing price of the manufacturer of filing devices. 

The discussion showed a difference of opinion 
on the part of manufacturer and dealer as to 
what constitutes an adequate percentage of 
profit. 

Several dealers claimed that the cost of han- 
dling filing devices was not less than 30 per 
cent, and at an average discount of about 30 
per cent from the advertised selling list it was 
manifestly impossible to handle this line of goods 
profitably. 

The questionaire of your committee was form- 
ulated with the view of securing some authentic 
information on this subject. 

The result of our efforts in this direction, we 
regret to say, has been disappointing, and the 
information received quite meager. 

Few dealers seem to have separated their of- 
fice furniture from other departments, conse- 
quently they have no definite means to deter 
mine their percentage of selling expense on this 
particular proposition 

The consensus of opinion among the dealers 
is that 40 per cent from selling price is about 
adequate, but we are unable to understand how 
they reach this conclusion. 

Quoting from some of the 
from our Questionaire, one dealer to question 
No. 1, “Have you a separate filing cabinet de 
partment?’ answers “No.” To question No. 2 
“Give your cost (in percentage) of doing busi 
ness in this department,’”’ he answers, “28 per 
cent.” His answer to the question No 7 
“What would you consider an adequate dis 
count?’ is “50 per cent.” 

Another dealer gives his cost of handling the 
department at 10 per cent to 15 per cent, and 
his idea of a fair discount is 40 per cent 

Just such replies as the above (and we could 
quote quite a number) emphasizes the netessity 
for departmentizing the office furniture busi 
ness 

Certainly it is impossible to -fix the proper 


answers received 
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have some means of 


selling price, unless we 
incurred in 


knowing the percentage of expense 
marketing the goods 

We would reiterate what a former committee 
has advised, that is, the Office Furniture and 
Filing Department should be separated com- 
pletely from the miscellaneous Stationery De- 
partment. It should preferably be handled on a 
separate floor. Furthermore, it should be dis- 
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tinctly organized as a department with a special 
manager and selling force 

We believe that any stationer who et 
plates handling this line of office appliances in 
any other way would be better off by discarding 
the line altogether and devoting the floor space 
to other articles of merchandise 

From the information received one 
seems apparent, and that is, generally speaking 


yntem- 


thing 


“They resent method of bidding and securing 
school contracts.”’ 

“The justice of giving a jobber’s discount to 
anyone who sells the consumer.”’ 

“Pen question—no special quotation 
be made to school boards. 

“Possibility of persuading manufacturers to 
discontinue selling consumers, large or small, 
and refer all inquiries to dealers.”’ 

“Jobbers should have no advantage in selling 
consumer?’ 

“Charge for dies is sometimes evaded.” 

“Where does a certain manufacturer stand 
with the National Association? They sell the 
consumer at the same price they do the trade.’’ 

The practice of manufacturers selling con- 
sumers at trade prices. Also ask manufacturers 
of pens to increase their lists so as to be able 
to give the dealer 50 per cent discount.”’ 

The investigation of these questions is a one- 
year’s job, and we could not think of under- 
standing it in the short time that we have had 
the various matters for consideration The 
questions are plainly set forth, and we recom- 
mend that such as are not affected by the rec- 
ommendation already made under question fcur 


should 


” 


be referred to the incoming Pen and Pencil 
Committee 
Respectfully submitted, 
THEO. L. C. GERRY, 


Acting Chairman 


L. A. HAWKES 





(of course, there are always exceptions) the 
fice furniture and filing device business is not 
to-day a business of profit with the stationer 

Of course, on general principles, an advance 
in the discount of 40 per cent from the selling 
list would undoubtedly help some, but this is a 
matter which we necessarily must leave to the 
good judgment of the manufacturer. We recom- 
mend to his most serious consideration this 
most important feature of the business. Un- 
doubtedly he realizes that the success or failure 
of the dealer goes hand in hand with the success 
or failure of the manufacturer. 

And this brings us to the question of « 
operation. We think the average dealer in filing 
devices is sadly lacking in the effort of co- 
operation with the manufacturer. 

We all know that the manufacturers o 
devices are spending, in some cases, vas 
of money to educate the buying public in the 
advantages of their products. Does the average 
retailer, as the agent of the manufacturer, re- 
alize this valuable asset? We fear not The 
numerous printed folders and catalogues he ac 
cepts as a matter of fact, and as his due. We 
believe that by judicious co-operation the dealer 
can make the general advertising of the manu- 
facturer much more effective He can supple 
ment it in many ways, such as local advertising, 


Oo 


filing 


t sums 


posters, window displays, etc 


One of our leading manufacturers of filing 
devices, realizing the value of co-operation, is 
endeavoring to stimulate the dealer to supple 
mental advertising With the appearance of a 
magazine advertisement on a set date the dealer 
is asked to paste on his show window beautiful 
enlarged copies of the advertisement in the 
shape of posters (which are furnished by the 
manufacturer) These posters are very ttrac 
tive, and appearing coincidently with the mag 
azine ivertisement, are bound to bring good 
results 

While the manufacturers certain] owe cer! 
tain consideration to the dealers, on the othe! 
hand the dealer should not forget that the mar 
ufacturer s also entitled to something in re 
turn ind that the obligations are not ll on 
on Sid 

Referring to the question of steel furniturs 
the replies received seem to indicate ulthy 
increase in the demand and it would be well 
for dealers to keep in touch and well posted on 
this class of filing devices 


tespectfully submitted, 
SANDERS J. THALHEIMER, 
Chairman 



































Your Committee on Miscellaneous Items has 
found it a hard task to handle this subject, ow- 
ing to the comprehensive report read by last 
year’s committee, which seemed to cover the 
matter quite thoroughly. However, a_ few 
thoughts are here expressed which may make 
this line more profitable. These items should 
be bought with caution, as it is a very easy 
matter to carry more of an assortment than 
necessary. Salesmen are prone to quote having 
sold so and so in another city a large lot or say 
he is selling a great many over his territory; 
it is better to feel your way along than to 
plunge. On an original purchase you may buy 
unsalable stock, but if you keep a stock record, 
the goods on future orders will be such as you 
can readily sell. We wish to urge every sta- 
tioner to keep a stock record showing goods on 
hand and purchases from time to time; after 
a year this record will be valuable. If the buy- 
er has multiple duties, the maximum quantity 
to be carried can be placed after each item, so 
your stock clerk can make up his own orders, 
placing the orders on buyer’s desk for revision 
before mailing; goods well bought are half sold 

Each article before being put in stock, where 
possible, should have a price tag or label bear- 
ing the stationer’s imprint, price and number; 
this will aid greatly to quickness of sale and 
bring repeat orders Sampling of staple items 
has been solved a long time ago by the hard- 
ware merchant, who fastens his goods on dis- 
play boards; this insures at all times a com- 
plete display priced and a customer can pur- 
chase more quickly than any other way, such 
items as clips of all kinds, pins, rubber bands, 
mailing tubes, rubber erasers, black board eras- 
ers, paper fasteners, staples, rubber stamp 
goods, labels, tags, whisk. brooms, rulers, dust- 
ers, newspaper files, pencils, crayons, ruling 
pens, arm rests, shears, knife erasers, are a few 
of the many items that can be handled this 
way. These boards to keep clean can be placed 
in ‘show cases with surplus goods under the 
boards or drawers near by. It is not necessary 
to carrv every size or number of an article. It 
has been found that the small differ- 
ence is hardly noticeable to the average cus- 
tomer. If one-half of the sizes of rubber bands, 
for example, are carried, your sales will not 
diminish: so with many other items, samples of 
goods such as' thermometers, clocks, check 
punches, pencil sharpeners, duplicating ma- 
chines, shears, knives, knife erasers, and others 
should be sold occasionally to prevent loss, new 
samples having a great influence on sales. As 
it is impossible to display all goods in front of 
store, great care in this respect should be 
shown. show cases on casters, so ferquent 
changes can be made in appearance, is a good 
idea. Goods having a season, as diaries, cal- 
endar pads, and Christmas goods, should be 
placed prominently during that time, as should 
others, such as loose leaf blank books. Invent- 
orv around the first of the year together with 
calendar pads and diaries, we have not wrestled 
with the price question, as this is being done by 
the Catalog Committee very ably and was cov- 
ered very fully by last year’s committee. Many 
articles are standard priced and others fixed by 
manufacturers If manufacturers, in getting 
out new catalogs or price lists, would list arti- 
cles so 40 or 50 per cent discount could be given, 
it would enable the stationer to arrive at his 
selling price on such goods as he stocks and 
also on those he does not and also to use the 


catalog to show customer when wishing an ar- 
ticle not stocked. Your committee has supplied 
the National Catalog Commission with a list of 
prices on miscellaneous items which it has the 


pleasure to recommend 
From the requests for answers to questions 
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regarding -miscellaneous items recently mailed 
to the trade by the national secretary (forty- 
two of which answered) the following results 
are shown. It is regretted that many large 
cities have not a single stationer interested 
enough to express an opinion, which shows a 
lack of interest. 

Question No. 1: 

Have you any suggestion as to display of this 
stock? 

Four replied yes; fifteen, no; balance, twenty- 
four, no answer. The suggestion of your com- 
mittee as to display of stock is given in the fore 
part of this report, 

Question No. 2-A: 

Are you giving particular attention to car- 
bon papers and typewriter ribbons? 


JAMES S. CUSHMAN. 


Thirty-one answered yes; four, no; seven, no 
answer 

Question No, 2-B: 

If so, do you find the line profitable? 

Twenty-nine answered yes; two, no; one, fair; 
ten, no answer. Showing that a large propor- 
tion are reaping a nice profit in this line, which 
also means a good sale for other miscellaneous 
items used in connection with typewriters. 

Question No. 3: 

Do you carry typewriter ribbons and carbons 
in a separate department? 

Thirty-two answered no; four, yes; six, no 
answer 

The opinion being that these can be sold to a 
great extent by regular salesmen without hav- 
ing a special department. There is no question, 
however, that sales on these lines can be in- 
creased advantageously by having someone in 
charge who can familiarize more with changes, 
prices, uses, etc 

It is suggested by this committee that a 
special committee be appointed to have in 
charge these items as well as others closely 
allied thereto, as it is of sufficient importance 





judging from answers received, it is hoped this 
will be given careful consideration. 

Question No, 4-A: 

Do you find that the margin of profit on 
duplicating devices is satisfactory? 

Thirty-two answered no; three, yes; seven, 
no answer. Some stationers do not carry, so 
know little about this line. The proportion an- 
swering no would indicate that the margin of 
profit is unsatisfactory. 

Question No. 4-B: 

What discount do you recommend? It is rec- 
ommended by answers received that discount 
should be not less than 40 per cent, and pre- 
ferably 50 per cent. 

Question No, 5-A: 

Do these devices require special salesmen? 

Twenty-four answered yes; seven, no; eleven, 
no answer. 

Question No. 5-B: 

What percentage of the selling price does it 
cost you to sell each device? 

One, 50 per cent; one, 40 per cent; two, 35 per 
cent; one, 26 per cent; six, 25 per cent; one, 15 
per cent; one, 5 to 10 per cent; seven do not 
know; twenty-two, no answer, indicating they 
do not keep a separate cost, which, if they did, 
would evidently surprise them. 

Question No. 6: 

Do the supplies for duplicating devices yield 
a substantial profit? 

Thirty, no; two, yes; five, fair; five, no an- 
swer. Which conclusively shows even the sup- 
plies do not show a substantial profit. There 
has lately been a change in discounts, so your 
committee has been informed, viz.: Machines— 
30 per cent discount on first fifteen machines; 
35 per cent on next fifteen machines; 40 per 
cent on third fifteen, and 50 per cent on all over 
forty-five purchased during one year. .This will 
enable stationer, if he can sell enough machines 
per year, to do better than in the past. The 
discount on supplies is 25 per cent on an amount 
arrived at the beginning of year, based on the 
preceding year’s business with 35 per cent on 
any amount over that sum. It is understood 
these amounts vary according to what you are 
supposed to do or what the manufacturers think 
a town should produce for them. From a gen- 
eral review, the duplicating business outlook 
is far from satisfactory and needs careful 
thought and consideration, as this is a matter 
of vital importance along with other machines, 
it is earnestly hoped that a committee be ap- 
pointed to handle all questions pertaining to 
duplicating machines, envelope sealers, stamp- 
ers, openers, check punches, cancellers, stamp 
perforators, stapling machines, coin counters, 
weighing machines, addressing machines, type- 
writers and any other machines not mentioned 
above. A good many dollars can unwisely be 
invested in these goods, and for that reason 
we hope due consideration will be given our 
recommendation for a special committee. 

Question No. 7-A: 

Is the discount on check protectors sufficient 
in your opinion? 

Twenty-two answered no; three, yes; seven- 
teen, no answer. 

Question No. 7-B: 

If not, what do you recommend? 

Five, 50 per cent; six, 40 to 50 per cent; sev- 
en, 40 per cent; four, 334% per cent; twenty, no 
answer, 

No profit in check punches at present prices, 
and it is hoped the machine committee referred 
to above will try earnestly to correct this, as 
well as manufacturers selling direct. 

Ww. J. YOUMANS, Chairman. 
JAMES 8S. CUSHMAN, 
ARTHUR OLSEN, 
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In presenting the first report of this new com- 
mittee it has seemed proper to refer in detail to 
the specific matters which have been brought 
to its attention, and the dispositfon of each, in 
order that the association may obtain a clear 
idea of the possibilities for good which its ex- 
istence and activity indicate. We beg to ex- 
press the hope that during the coming year the 
members will feel free to avail themselves of 
its services, for the reason that many sources 
of irritation can be readily removed, through 
the medium of prompt and impartial investiga- 
tion and frank discussion. We tabulate our 
work for the past twelve months, without giv- 
ing names or dates, as follows: 

1. Complaint by a manufacturer or type- 
writer ribbons that a dealer returned without 
notice a gross of old and shop-worn ribbons. 

The chairman wrote offering to communicate 
with the dealer, asking for a statement of his 
side of the matter, and some weeks later was 
informed by the manufacturer that a satisfac- 
tory adjustment had been made, and thanking 
the committee for its offer. 

2. Two large dealers wrote complaining of 
the practice of many manufacturers of calendar 
pads of inserting an advertisement in_ the 
leaves of the pad, soliciting orders direct froia 
the consumer for the following year. 

This complaint was brought to the attention 
of the manufacturers named, and they were 
asked to explain their reasons for so doing. 
The replies were prompt and courteous and 
were to the effect that each manufacturer had 
found that many dealers did not carry his cal- 
endar pad in stock from year to year, and that 
consumers had complained of their inability to 
procure the same article each year, and that 
therefore the slips complained of had been in- 
serted as a measure of self-protection. This 
seemed to be a reasonable view of the situa- 
tion, and the matter was thus reported to the 
dealers in question, and one of them, apparently 
speaking for both, suggested that the manufac- 
turers be requested to print a slip asking the 
user of the calendar to endeavor to fill his order 
from his own dealer, and failing in that, to 
communicate with the manufacturer. 

This suggestion was embodied in a letter 
to the manufacturers, and those who replied 
at all, expressed their willingness to follow the 
suggestion. 

It should be noted that all the manufacturers 
stated that in filling orders at retail for the 
consumer they charged the full retail price 

3. Two large dealers’ complained of certain 
circular letters which were sent out to consum- 
ers of carbon paper, by a manufacturer which 
were so worded as to apparently indicate that 
the consumer by ordering in sufficient quantities 
could procure “Wholesale rates.”” The latter 
term having created the impression that the 
consumer could procure the regular trade dis- 
count by purchasing in sufficient quantity. 

The chairman wrote to the manufacturer, 
who promptly replied, stating that the wording 
in question was unfortunate and that there was 
no intention of giving the trade discount to any 
consumer, that no further circulars containing 
the language complained of would be distrib- 
uted, and that the criticism was deserved. 

4. One dealer complained that a competitor 
in his territory was offering free a well-known 
pencil sharpening machine with every first or- 
der for $20.00 worth of advertising pencils or 
penholders. The former dealer naturally ex- 
perienced difficulty in selling the device at any 
price. 

The manufacturer was at once placed in pos- 
session of the facts and promptly stopped the 
practice complained of by communicating di- 
rectly with the offending dealer. 

5. A dealer complained of the practice of a 
manufacturer of filing devices in issuing a cata- 
logue listing prices to consumers which permit 
of about a 40 per cent discount to dealers, and 
dealer’s price list, the selling figures in 
50 per cent discount. 
for a 


also a 
which are subject to a 
The dealer was handicapped in quoting 


given sale, when he did not know whether the 


customer had the prices quoted in the eonsum- 
ers’ catalogue in his possession. 

The matter was called to the attention of the 
manufacturer by letter, and the reply was to 
the effect that the custom has never caused 
any confusion when the dealers were careful to 
observe the different prices which controlled 
the respective discounts. 

The matter was referred back to the com- 
plainant for a further expression, but up to the 
time of making this report your committee has 
not been requested to take any additional ac- 
tion. 





THE TRADE PAPERS 
By E. Y. Horder at Buffalo Convention 


ONE thing I would like to speak of. Not 
that I hold any brief for the trade 
papers, but I desire to put in a word of 
commendation for them. I subscribe to 
six, and there is another that I am going 
to subscribe for before I get away. They 
are doing an immense amount of good 
amongst the trade, especially to us young 
Stationers. We are learning a great deal 
from the trade papers. I conscientiously 
can say that I look over these trade journals 
from cover to cover. JI don’t read every 
article, but I notice the advertisements and 
see what is being done in the stationery 
line, and I am greatly impressed with it. 











6. A dealer in the middle west complained 
that a dealer in the east was quoting prices in 
the territory of the former much below those 
recommended by the Catalogue Commission, 
which prices the complaining dealer had recog- 
nized and put into effect. 

The chairman at once communicated with 
the dealer in the east, and the latter promptly 
explained that the objectionable quotations 
were made through a mistake on the part of the 
salesman, and that a similar quotation would 
not be made again, and further that due regard 
would always be had for the price recommenda- 
tions of the Catalogue Commission. 

7. A dealer complained that a manufacturer 
of a specialty used in business offices of any 
size and importance had issued a new price 
list, reducing the dealers’ discount on the arti- 
cle in question to 15 per cent. 

The committee suggested to the manufacturer 
that his price list be revised so as to admit of 
a profit to the dealer handling the commodity, 
and his attention was called to the fact that 
the average cost of doing business of a retail 
stationer is nearly 30 per cent. 

The manufacturer replied to the letter and ex- 
pressed himself as being unwilling to consider 
the suggestion. 

We hesitate to recommend further steps in 
connection with this complaint, and have re- 
ferred the matter to the Executive Committee; 
at the same time we desire to point out to the 
convention that it may be proper to consider 
the advisability of authorizing the Grievance 
Committee in such a case as this to publish its 
entire correspondence in the Association Bul- 
letin, in order that all the members of the 
association may be put in possession of the 
facts, provided the Executive Committee shall 
so direct, and not otherwise. 

8. A dealer called attention to certain adver- 
tising postals which were being distributed by 
a manufacturer of filing devices in an alleged 
effort to deal directly with the consumer. The 
committee was asked to ascertain from the 
manufacturer what profit he was quoting and 
why he was soliciting direct orders. 

The answer was that all business resulting 
from the postal cards coming from a territory in 
which the manufacturer was represented, was 
credited to local dealers, and that the retail 
prices on the commodity prevailing in that ter- 
ritory, were quoted to the consumer. The letter 





was extremely courteous in tone and professed 
a sincere desire to co-operate with the associa- 
tion, and the dealers in all possible ways 

9. A dealer called attention to a contract 
with a manufacturer of a specialty, or office 
appliance, by the terms of which the dealer had 
the privilege of returning the articles covered 
by the contract, if the same were unsold at the 
end of six months, and were in the same condi- 
tion as when delivered. The manufacturer had 
refused to accept the return of the goods be- 
cause it was made one month after the six 
months had expired. 

The committee examined the correspondence 
which was had between the parties, and pointed 
out by the letter to the manufacturer that the 
printed contract provided that if the machines 
were en hand at the expiration of six months 
they could be returned, not that the return 
must be made within that period. 

The manufacturer expresses his willingness 
to accept the return of the goods and refund 
the purchase price within thirty days from the 
date of writing, which was reported to the deal- 
er, and since then we have heard nothing that 
would lead us to believe that the matter had 
not been adjusted in that way, although four 
months have expired since the receipt of the re- 
ply from the manufacturer. 

10. A dealer complained that he had sold a 
small order of filing devices which he did not 
carry in stock, and quoted prices from the man- 
ufacturer’s list, which would show him a 40 per 
cent profit on retail selling price. That the or- 
der was filled from stock carried in the New 
York agency, and his profit was only 20 per 
cent, because a higher price was charged him 
there, and he had to make prompt delivery 

The complaint was submitted to the manu- 
facturer verbally, and he explained that the 
difference between the price to the dealer f. o. b 
the factory and from New York stock for prompt 
delivery was as indicated and was necessary 
to the proper conduct of the business. His 
representative further called upon the complain- 
ing dealer, and the explanation was agreed to 
be entirely fair and satisfactory. 

11. A large dealer in the Southwest 
plained that a pencil manufacturer had quoted 
prices to a railroad which were precisely the 
same as those made to the dealer. 

The Chairman wrote to the offending com- 
pany, who promptly replied disclaiming any 
intentional competing of this kind, and promis 
ing a prompt investigation and explanation 

This matter is still before the committee, as 
it is quite recent. 

The foregoing outline of the work of this 
committee will serve to indicate how real results 
can be obtained of a corrective nature, when 
both parties to a controversy are communicated 
with in a spirit of fairness and with an im- 
partial desire to learn the facts. 

Many of the complaints resulted in pro- 
tracted correspondence, but in nearly every 
instance our work was successful and reflects 
greatly increased efficiency on the part of the 
Association, 

While we should be loath to believe that 
there are many or serious causes for dissatis- 
faction in the trade, and are convinced that the 
contrary is true, we commend you, the members 
at large, the practice of submitting your difficul 
ties to this committee, for if it fails to improve 
a given situation, there is nothing to be lost 
by the effort, and if it succeeds in accomplish- 
ing some good by reason of its activity, both 
parties to the question and the Association itself 
are directly benefited thereby 

Particularly do we wish to emphasize that 
this committee was intended to serve the 
manufacturers as well as the dealers, and we 
bespeak the attention of the former to the 
advantages to be gained by calling upon this 
adjunct of the organization for co-operatior 

Respectfully submitted, 
MORTIMER W 
W. D. BEVIN, 
CHAS. A. LENT 
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PRICES BY THE MANUFACTURERS 











The policy of uniform prices by the manufac- 
turers leads to a fixed retail price. Fixed retail 
price enables manufacturers to retain a high 
standard of quality; retailers to realize a legiti- 
mate and necessary profit; and helps to do away 
with price cutting and to a betterment of trade 
conditions 

A fixed retail price will help everybody except 
that great bugaboo of the trade, the Consumer. 
He will mourn his loss. No longer will $1.00 buy 
pencils or pens or ink or clips worth $1.50. He 
will be deprived of the exquisite pleasure of 
telling the retailer that he can sell him goods 
profitably at the retailers’ price. Yet as sales- 
manship and service will count as strong assets, 
and every order taken will mean a sure profit 
and not a possible one, the consumer will be 
able always to get good value and efficient 
service; and, those two things count in the 
Stationery business as they do in every other. 

Let us glance at present conditions of the 
trade. We have the manufacturer who makes 
the goods, the jobber who distributes the goods, 
and the retailer who sells to the consumer. 

It will appeal to almost every business mind 
that to everyone handling a legitimate article 
of commerce there should come a fair profit, a 
profit in keeping with the expense of his share 
in the merchandising, To the manufacturer who 
provides the capital, the product and very often 
the demand, a profit above the cost of all of 
those items. To the jobber, who distributes, a 
profit over the cost of distribution. To the 
retailer, a profit over his expense, for display 
space, care in handling and those small and 
often expensive details absolutely necessary to 
sell goods to the consumer. 

These three classes, all being necessary to 
make and dispose of the output in an ideal 
condition, should be making a profit at once 
attractive and satisfying. 

If these premises be correct let us look for a 
while to the conditions from such a viewpoint. 
May I say right now that nothing in this paper 
is intended to bring into view any but types; no 
one person or firm or corporation is being 
considered. nor do any veiled meanings lie be- 
hind the spoken words. 

A manufacturer of pens lists a certain item 
at, let us say, $1.00, from which a discount of 
25 per cent is allowed. The goods are placed 
to the jobbing trade with an additional allow- 
ance of 10 per cent. 

The manufacturer advertises the pen gener- 
ously as ‘‘May be had of all stationers,” and 
may or may not advertise the price as $1.00, 
and a fair presumption is that the 67% repre- 
sents to him a fair profit. The same presump- 
tion seems fair that to the jobber 10 per cent is 
likewise satisfactory, and also the 25 per cent 
to the retailer. 

Time goes by until one day a large consumer 
gets from the manufacturer a discount of 25 
per cent. The retailer notices the loss of a 
good customer and finds out why. Then another 
large consumer gets the same concession from 
the manufacturer that his neighbor has, and 
then more. After a while the retailer remon- 
strates to the manufacturer, who says, ‘“‘Why 
don’t you buy 100 Gross and get the jobber’s 
10 per cent; we think these large consumers are 
entitled to the 25 per cent.’’ The retailer takes 
this advice, buys the quantity and hies him to 
his old customer and says, “I'll sell you these 
pens at 25 off,” and gets an order and settles 
down with a sigh of relief at having saved a 
part of his business, But the trouble has only 
begun. Mr. Jobber comes to realize that his sale 
of pens in that quarter has ceased. Why? 
He soon finds out and decides that he is not 
going to stop selling pens, but has his salesman 
give up calling on the retailer and go down to 
the office of the large consumer and interview 
the purchasing agent, and sell him the pens at 
25 and 5. 

Now let us see where we stand. The manu- 
facturer’s profit holds. The jobber drops from 
10 per cent to 5 per cent and has increased his 
selling expense. The retailer has to lose the 
business entirely or drop his profits from 25 
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per cent or 5 per cent and increase the quantity 
of stock he carries... And what has become 
of the good feeling engendered by equitable 
profits all around? : 

But we have not yet brought the case down 
to the present The retailer has got to live— 
pens are stable goods, and he should—nay—, 
must sell them. His price in the store is one 
dollar—he decides to sell his customer the large 
consumer at 25 and 5 to meet the cut and stand 
the loss, for a 5 per cent profit means a 20 per 
cent loss when the average cost of conducting a 
retail business is considered. He is sore over 
the whole matter and tries to find some way out 
Perhaps in attempting to pool his purchases 
with other retailers, he unearths a rebate sys- 
tem, or a combination of manufacturer and 
jobber—he finds a favored few in other terri- 
tories exempt from this condition and influence 
that surround him and the more he investigates, 
the worse he feels until he would, if sufficiently 
courageous, refuse to sell a box of those pens. 

Let us turn to the jobber who has started out 
to get the trade of the large consumer, buying, 
say, 25 gross or more, He finds his price of 25 
and 5 met by the retailer; he hears of the 
combination of retailers to buy at quantity 
prices. He finds the manufacturer giving his 
price to retailers and realizes that with his 
other troubles he is loosing the trade of the 
retailer. Does he sit down and weep—not much; 
he says, ‘Here, Mr. Purchasing Agent, is my 
catalogue, my wholesale catalogue, and my dis- 
counts to the retail trade, put it on your desk, 
buy your pens of me and I will sell you pencils 
and ink and note books and glassware and rub- 
ber bands and hardware and everything else in 
that catalogue at the wholesale prices; you do 
not need to buy anything at retail, buy of me.” 

And the manufacturer—Well, I’m not sure 
as to his feelings in the matter. The few I have 
talked with seem to think the average retailer 
is a chump who does not seem to know his own 
business; give him an extra discount and he 
gives it away to his consumer; he complains of 
the manufacturer’s methods of advertising, but 
will not himself push the goods; he substitutes, 
when possible, to the detriment of staple ar- 
ticles, All this forces us to look out for our- 
selves, for he will not. 

One manufacturer, a maker of a staple and 
much-advertised article, the price to the retailer 
of which is $5.00, who told me his price to the 
jobber was $4.50, and who offers the same price 
to the retailer who will buy in quantity, which 
article has been offered to consumers in New 
York at $4.35 in lots of ten, said to me, ““Why 
don’t you retailers get together and do some- 
thing ?’’ 

That is about the present situation. The 
manufacturer is sarcastic and worried. The 
jobber rampant and trembling. The retailer 
indignant and discouraged. Truly, a state of 
affairs conducive to good business prosperity. 

Now what has this situation to do with our 
subject? It is not up to me, says the manu- 
facturer, I’m trying to please everybody, but 
they refuse to be pleased. I'll wash my hands 
of the whole matter. I Know my pens will sell. 
A demand has been made, and the consumer is 
going to get them if I have to sell them myself. 
If the jobbers and retailers fight each other and 
among themselves it is none of my business. 

The work of the National Catalogue Commis- 
sion has met with unqualified approval, and this 
Association appropriated a very large proportion 
of its income to carry on that work because 
it aims to set a standard price on standard 
goods sold by stationers; it is a definite, 
straightforward attempt by the retailers to fix a 
price. The work has been in the hands of men 
splendidly qualified, earnest and hard working, 
who have accomplished much, Let me say a 
word or two about New York which may be 
typical of the whole country. Spurred on by the 
work of the Commission and by the confidence 
engendered by close acquaintance, the retailers 
in New York have succeeded in raising the 
price on many standard goods to a fixed uniform 





rate. It is entirely true that the work is but 
just begun, but it is also true that many who 
two years ago were skeptical, have been con- 
vinced. Yet much quicker and better will the 
results come if the manufacturers take a hand 
in the game. Fix the retail price, Mr. Manu- 
facturer, and insist upon the consumer paying 
that price. Oh! yes you can. It is being done 
now, always with the best results. It might 
stir things up for a few weeks or months; there 
will be trouble, but in the end the trade would 
be put on a profitable basis which its position 
among the industries of the day demands, 

Within two months the manufacturer of a 
widely advertised article in our trade has forced 
a large concern who were cutting the retail 
price to sign an agreement, and today there is 
but one price that a consumer can get that 
article for, and there are many other manufac- 
turers of staple goods, as well as novelties, who 
are now successfully doing this; and the wares 
of these manufacturers are found in a con- 
spicuous place in the store and show-windows 
of the retailer. 

As to the part of the jobber, the definition 
of his position seems wrapped in mystery. Were 
he described as a necessary evil, he might object 
to the term and yet many manufacturers find 
most of their troubles coming from that direc- 
tion. The jobber, who is given certain privilege 
and profit because of his ability to distribute 
the goods of many manufacturers to many more 
retailers has quite a different aspect and greatly 
changed relations, when, adding to his jobbing 
the roles of the manufacturer and retailer, he 
still insists upon his original privileges and spe- 
cial concessions. And when, as is being done, 
such special concessions are used to break 
prices and disturb trade, the matter becomes an 
issue which must be taken seriously into con- 
sideration. It would be worse than useless to 
try and establish relations between the retailer 
and manufacturer to hold up legitimate price 
if there be allowed to exist a numerically small 
but specially favored class unrestricted by agree- 
ment and able to materially damage the busi- 
ness of both manufacturer and retailer. 

Now I am not here holding a brief for the 
retailer. More mean, despicable transactions 
have been carried on by retailers than I would 
care to even hint at, and it may be that in this 
room cases of gross stupidity, to use a mild 
phrase, come to the mind of many, and may be 
told before we are through, with none of the 
high lights omitted. The retailers as a class 
need to be educated, to gain stamina, to have 
the courage of their convictions,—in short, to 
raise themselves to a place where they can take 
up successfully their end of this great scheme. 
Right now and here comes an admission,— 
that about everything bad in a business way 
some of you manufacturers say about them is 
so, or has been so. But I also want to say 
good and strong and clear, that the work of 
education and uplift is going on and has been 
going on for the past six years at least. In New 
York, where, six years ago,.an Association of 
Stationers was thought impossible, there now 
exists a strong, compact body of men organized 
and determined and conditions in that city have 
been greatly improved, and would today be 
immeasurably better were it not for the peculiar 
conditions hinted at in my opening. 

And just such influential Associations are 
making good in Chicago, St. Louis, Baltimore, 
Boston, Denver and a host of other cities. The 
retailer is at work on this problem; it is a 
hard one, but it must be solved. Without the 
successful retailer what will become of the 
manufacturer and jobber? 

The manufacturers are able not only to fix a 
uniform price to the dealer, but also to fix 
a uniform price to the consumer; and when the 
time comes that a one dollar article costs the 
consumer one dollar, one of the greatest factors 
in the present unsatisfactory condition of trade 
will vanish for good and all, 

Make a retail price that is fair and just 
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and stick to it, and make everyone also stick, 
or give up selling it. Mark it on the package, 
display it in the advertisements, make it an 
essential part of the contract, and enforce it in 
every case, In short, do it, and the tremen- 
dous impetus such action will give to the trade 
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There 


Gentlemen 
why 


and 
many 


President 


are reasons the manufac 


turers should have and maintain a uniform sel) 
ing price on their products. Price cutting by th 
retail dealer has grown to such an extent that 
in a great many instances there is none, or next 
to no profit to the retail stationer in selling 
staple lines, which, for the most part, the dealer 
is compelled to depend on for the legitimate 
profits in his business. It is my belief that the 
manufacturers, themselves, are largely to blame 
for this condition, because the principal is 
always responsible for the acts of his agent 


aa > . 
The average saleSman representing a manufac 


turing concern visits the retail stationer and 
urges him to buy in larger quantities than his 
capital or his business warrants him in doing 


He does this in a large majority of ‘cases on the 
instructions of his employer who is working on 


the quantity price to control the sale of his 
product to all dealers The retailer, in order 
to get the bottom price, which the clever sales- 
man of the manufacturer tell him, and truth- 


fully, is as low as anyone can buy. either whol 


saler or retailer, purchases a quantity five or 
six times as large as his trade demands or his 
capital should permit. Very shortly afterwards 
he finds that he is very much over-stocked on 
this particular article; he needs the money a 
great deal worse than he does the goods, and he 
proceeds to unload. How? Why, by the easiest 
methods he knows of, by cutting the price, 

and usually, he is successful. His regular cus- 
tomers who have been purchasing in regular 
quantities this article are the first to find out, 
because they are posted regarding the price, and 
they proceed to load up; they buy more in one 
purchase than they ordinarily would in half a 
dozen. Then he sells some to his competitors’ 
customers; not many, but a few The good 
customers that the competitor has does not 


buy of him, but goes back to his competitor and 


tells him that “Mr. So and So” is selling this 
article at ‘‘such and such price,’’ and he prompt- 
ly replies that “If Mr. So and So can sell it at 
that price, he can, too.”” But he also tells him 
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lasting and profitable return 
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all of us legitimate profit and make the 
may it 
President Mr. Andrews or very good 


SUBJECT—UNIFORM SELLING PRICES BY 


MANUFACTURERS 


By R. P. ANDREWS 

e has got anothe irticle at a ve I that 
is “‘just as good.’ This is t old just as 
good’ article that he makes more money on 
It is the “just as good” article that the retail 
dealers have been selling and substituting on 
their solicitation for years for ti advertised 
merchandise 

If the manufacturer wl has a ple, stand- 
ard article. and has spent thousands of dollars 
to advertise it, will stop and realize, I believe 
that he will come to the conclusion, as I have 
done, that unless he fixes and maintains a 
stated selling price for his product, that is, a 
stated price that the retailer shall sell the 
article for, and a stated price that he shall sell 
to the retailer. and a price that he shall sell to 
the wholesaler, allowing the wholesale mer- 
chants an equitable and living profit, he will 
remove his goods from competition with them 
selves. Unless the manufacturer places a uni- 
form selling price to the retailer and one to the 
jobber, and a uniform price at which the retailer 
should sell the goods, I believe that he looses 
more than 50 per cent of the value of his adver- 
tising. I believe the practice or system (call it 
by what name you wish) of the manufacturer 
in placing a quantity price on his product in- 
stead of making a uniform price, one to the 
retailer and one to the jobber, is a mistake for 
the reasons given in the first part of these 
remarks 

Just so soon as a retail dealer finds he is 
compelled by his competitor to sell an article 
without profit, just so soon he is going to look 
out for something that is “just as good” that 
he can sell his customers and make a profit on 

I believe that it rays the retail dealer to 
handle a standard line of goods, one that is ad 
vertised, if the selling price is restricted, and in 
voicing this sentiment I am looking at it from 
the retail point of view (as you gentlemen are 
probably aware we have two retail stores as 
well as our wholesale business, so we are able 
to look at it from both the retail and wholesale 
point of view) 

From the wholesaler’s point of view I natur- 


reasons, is unable to be preser H is sent 
his address, and if there is any manufact 
present who would like to read it is here 
the desk, and we would be glad t LVe nd 
so Ar volunteer If not, the Secretar wi 
I id it 





t 1 wn ¢ 
small retaile t 

the quantity of goods that his 

would justify him in buying W e go 

1 l ind the bill falls due lit 
f his purchase that he is compelled to sell t 
balance at a loss to himself 

! lly forces his competito st 

f ti same article without t 1 t 

1use the manufacturer is ! lant 

n his article and the nufacturer 
salesman very naturally induces m to buy t 
uantit in order that ma I e t 
goods at the same price as the w lesale 
nt does 

Pe ps the manufacturers who meml 
of ul Association will say t { ( 
done I would ask them why not I s be 
do the paper business nd ( 
full Such well-known n l t of 

s the Mittineague Paper Co., mar 
Old Hampshire Bond, and others imeré¢ 
to mention, are following this pri ind: t 
members who are paper dealers Ww ere 
me that they are doing it successf TI 
have one price to the jobber and h fixed 
pri that the jobber shall sell it If 
jobbe does not maintain the se 
fixed by the manufacturer, they d refuse 
sel] in but I think that e would ery so 
find out, if he persisted in cutting the pri 
that the mill was ‘‘very far behind in their 
orders and it would take him weeks and even 
months to have his orders filled 

In conclusion, I would state, and I believe y¢« 
will all agree that the manufacturer is entitled 
to a reasonable profit on his goods; the jobber or 
wholesaler is entitled to a reasonable profit on 
his goods, and the retailer is entitled to the 
same You will all agree that the present cor 
ditior need some remedy and I firmly believ« 


that if the suggestion I have outlined were fol 


lowed, that we would find the cure It might 
take some time, and there might |! some dis 
agreements, but in the end I firmly believe it 
would work out all right 











Pecan Gap Club, Mayor and City Officials in front of Imperial Hotel, Niagara Falls. 
Murdoch, and R. A. Waltz, Speaker of the House of Delegates. 


Mayor Garvin in center, supported by Chief of Police H. L. 
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REPORT OF COMMITTEE ON PAPER AND 








Below is submitted the report of the Com- 
mittee on Paper and Envelopes, read by Charles 
N sellman on the afternoon of Tuesday, Oct. 
10, and omitted from the report of yesterday. 
Mr. President and Gentlemen: 

After leaving the Convention at Baltimore, I 
assumed a really optimistic attitude toward the 
possibilities of the Paper and Envelope Com- 
mittee of this Association and while in this 
frame of mind was easily persuaded to accept 
the Chairmanship of the Committee another 
year 

There seemed to me so many things that could 
be accomplished that would prove of infinite 
benefit to the trade in general that the future 
looked very bright indeed. 

I fully expected to come before you at this 
time with many suggestions for your con- 
sideration, but a severe illness the past winter 
and later changes in my own business pre- 
vented me from giving the work the necessary 
time it needed. 

Your Committee has, however, endeavored to 
make some progress with the work left in its 
hands. : 

The first and most important work was the 
resolution passed at the last Convention: 

tesolved, That in the opinion of this Associa- 
tion the 500 sheet count should be adopted as 
the standard of manufacturers in wrapping 
ledger and flat writing papers and that the in- 
coming committee on Paper and Envelopes be 
instructed to confer with the manufacturers 
with a view to persuading them to adopt such a 
standard within a reasonable length of time 

The manufacturers were immediately notified 
of this action and your Committee found they 
were very willing to conform to the wishes of 
the majority of the members of this Association 
and by January 1, 1911, ledger paper was being 
wrapped 500 sheets to the ream. 

They certainly deserve some words of praise 
for the prompt action taken in bringing about 
quickly so important a change as this must 
have meant to them. 

Continuing on the Ledger Paper subject your 
Committee endeavored to get the present price 
list on Ledger Papers readjusted. 

The manufacturers were asked to make a 
uniform price per pound or if this were not 
possible to give information to this committee 
that the matter might be thoroughly under- 
stood at this meeting 

We have not received the information that 
makes it clear why 36 pounds of paper size 
18x23 should list at $12.00 and the same number 
of pounds in 19x24 size at $10.08 per ream, Or 
40 pound paper, sizes 17x28 and 19x30, should 
list at $11.20 per ream, and 40 pound size 18x23, 
at $14.00 per ream. 

One manufactureér replies as follows: 

“TI do not think it possible to adopt a ‘uniform 
price per pound’ on No. 1 Ledger Papers, and 
believe that all mills who manufacture this line 
will agree with me. In making this statement 
I have in mind the fact that should such a step 
be taken by the manufacturers of No. 1 Ledger 
Paper, it would be necessary to increase ma- 
terially the price per pound on certain sizes and 
weights, which I believe would be misunderstood 
and not be accepted by the stationers, but which 
I consider would be absolutely necessary in or- 
der to protect the mills on all their numerous 
sizes and weights. The list now used ranges 
from 28 cents to 50 cents per pound and the 
list on a very large proportion of these papers 
comes under 35 cents per pound, and I doubt 
if the mills would want to adopt a pound price 
covering the whole at a lower figure than 35 
cents per pound. 

“This I do not believe would be satisfactory 
to the stationers, as for such items as Caps, 
Crowns, Folios, Double Caps, light weight Roy- 


als, ete., which they have been purchasing here- 


tofore on a 28-cent per pound list, they would 
naturally object to paying the higher price, 
while in justice to the manufacturers I do not 
believe a lower price than the above could safely 
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be considered, and possibly this figure would 
be altogether too low 

“TI personally do not feel that any injustic« s 
now being done the consumer, and do not think 


it possible to adopt a pound price that. would 
be more equitable to both parties interested.’ 


Another: “Under the present conditions, we 
do not see how it would be possible to establish 
a uniform price per pound on No. 1 Ledger 
Papers. The difference in cost between making 


the small and the larger sizes is so great that a 
uniform price could not be established with any 
degree of fairness to the manufacturer, 

“If pound prices were established on these 
papers there would necessarily be several dif- 
ferent prices and we do not believe it would be 
any better or more satisfactory than the present 
list prices.”’ 

In the face of these replies I am still of the 
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opinion that some radical changes can be made 
in these seemingly arbitrary prices. 

I would be glad to have the manufacturers 
represented here give you the information this 
Committee has failed to procure, and if given 
the opportunity I know they will be glad to 
respond. 

Following up the suggestion to urge the adop- 
tion of the 500 count in Fancy Stationery your 
Committee did not meet with much encourage- 
ment 

The manufacturing stationers are all of one 
mind on this subject. One manufacturer writes 
that it would be an exceedingly difficult matter 
to get the manufacturing stationers throughout 
the country to consider this change owing to 
the endless complications that it would entail 

We ourselves, feel about it in the same way as 
we imagine the average machine shop does 
regarding the often proposed adoption of the 
Metric System, 

Another replies: “It does not seem to us 
that it would be practicable to make the change, 
because of the long continued custom almost 
invariably followed of putting 120 sheets in a 
box.”’ 

Papers of this class are put up in 6-sheet 
sections and are largely sold by the quire, four 
sections constituting a quire, If put up in sec- 
tions of 5 sheets, great confusion would be 





caused in making the change by reason of the 
fact that so large a quantity of stock in the 
hands of the dealers is already put up 120 sheets 
to the box. 

We agrée that it is preferable to put up flat 
papers in reams of 500 sheets, but do not see 
that there would be anything gained by mak- 
ing the suggested change so far as fine sta- 
tionery is concerned, 

Another: “This is a very serious question 
for the manufacturers, as on the present basis 
of profit on fine goods, every item counts. We 
do not agree with you regarding the idea of 
selling a box of paper containing 100 sheets as 
a ™% ream, as no one certainly could figure 1-5 
of a ream as being equal to 4 of a ream.” 

However, we are perfectly willing to put our 
goods up in any way our customers demand 
them, providing, of course, that they are will- 
ing to pay for the increased quantity and extra 
cost of putting up. 

Envelopes are now put up in % M’s, and our 
idea of any changes are made, is that the paper 
should be put up in % M’s also. We do not 
think a reduction in the weight of the paper 
would be acceptable nor desirable as the stand- 
ard weights have been so long established, that 
there would be dissatisfaction all around, if 
weights were reduced, 

On flat papers the cost would be little, if 
any, more in putting them up, but on note 
papers it would necessitate five-sheet sections 
and considerable extra labor. Also an-extra box 
if 1-5 reams were put up. If the latter, then 
envelopes should be in 1-10 M’s, necessitating 
entire changes throughout the boxes and two 
extra boxes for the envelopes. We think the 
% ream and % M proposition would be far 
preferable, not necessitating any change in re- 
ferring to ream goods. 

Another: “We have not had any complaint 
made us by the dealers as to the present mode 
of packing, which has one advantage at least 
over the plan which you suggest. ~It is custom- 
ary for the retail stationer to have a price for 
one quire and one pack of a particular paper 
and as an inducement for his customer to order 
5 quires and-5 packs (or one box of paper and 
envelopes), he offers the 5 quires and 5 packs 
for the price of 4 quires and 4 packs. He also 
has a price lower in proportion where 1 ream 
and % M envelopes are ordered. You will see, 
therefore, that there is an advantage in the 
paper being packed 5 quires to a box. 

We have no doubt that if there was a general 
demand on the part of the retail stationers 
for a change in the mode of packing, the manu- 
facturers would be very glad to make such a 
change as you suggest, and we would be quite 
willing to change our method of packing pro- 
vided the other manufacturers did so as well. 
We must say that the present plan, appears to 
have worked very satisfactorily in the past. 

Some 15 or more years ago, one house started 
in the fine stationery business and put up all 
their writing papers 100 sheets to a box instead 
of 120. This method of packing led to numerous 
errors, the clerk sometimes sending out a box of 
100 sheets when he thought he was sending’ 
out 120 sheets, as contained in other manufac- 
turers’ boxes. This firm did not continue in 
business very long.” 

Another:—‘‘When I began selling stationery, 
wedding goods were put up, sheets in quarter 
ream boxes, envelopes in gross boxes, cards 
in boxes of one dozen packs of fifty. More than 
thirty-five years ago stationers and engravers 
discovered that buying wedding sheets, en- 
velopes and cards in thousand lots was more 
handy and they so ordered. The manufacturer 
complied with the demand and it has become the 
custom without any Legislative action. 

The same reasons for adopting this custom 
with wedding stationery do not exist regarding 
writing paper. But if the stationers see any 
advantage in it they can adopt it and the man- 
ufacturer will put up the goods as requested 
and charge accordingly. 

Personally I do not see that there is enough 


120 


to be gained to pay for the inevitable amount 
of disorganization which this would occasion 
some of our worthy competitors.” 

The next suggestion.—Cannot. envelopes be 
classed in a lower freight rate than first class’ 
Envelopes should not be in a class so much 
higher than paper as the value after being 
made up is not increased in proportion to the 
difference in freight rates. 


Our investigation brought the reply that it 
would be difficult to get a lower class freight 
for several reasons, which have all been 
threshed over in years gone by. They are 
bulky and for the ¢ubic contents they are 
lighter than paper and they are more easily 
damaged. 

From all parts of the country complaints 


were received stating.—Envelope manufacturers 
should not sell direct to the consumer: 

The replies from the manufacturers to 
complaint are practically the same. This 
will answer for all: 

“Permit me to say that I cannot say how 
it is with other manufacturers, but I do know 
that with our company, never since its organi- 
zation were so few goods sold to consumers as 
at the present time. Railroads will not buy 
through the trade; they insist on buying direct 
from the manufacturers and you would if you 
were a railroad manager. As one manager 
said to me: ‘We have a purchasing agent and 
I don’t expect he is to have a purchasing agent 
to buy for him (i. e., meaning the jobber). We 
pay him to buy direct.’ Years ago we tried to 
force this trade to go to the jobber and the 
result was we practically lost it all and we 
were not benefited, nor were our jobbing cus- 
tomers benefited—we simply drove them to our 
competitors. Occasionally a railroad will want 
something quick and will go to the trade, but 
as a rule the railroad business will be done 
direct by the manufacturers, and some of the 
railroads buy many, many times what some of 
the jobbers buy. The same is true of many 
large users of envelopes—large advertisers, in- 
surance companies, etc They will not buy 
through the trade and to try to compel them 
to do it simply means to driven them to other 
manufacturers, for we know from experience 
that our competitors will sell them. 

The stationer so far as our company is con- 
cerned is better protected than he has ever 
been in the past. There will be places where 
there will be criss crossing. There always have 


this 
one 
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been and there always will be, but as a general 
proposition I am justified in saying he is get- 
ting better protection now than he ever had 
before - 

Another suggestion 
manufacturers would not 
thousand on envelopes in 
inquiry brought the following 

“That might be done, but it 
absolutely correct. Solid 
be brought out to give weights per M on each 
size and weight of envelope. I gave quite a 
bit of thought to this some years ago and at 
that time I took counsel with some of my job- 
bing friends who did not want this done, claim- 
ing it would make their competition just so 
much harder, i. e., the pirate who could then 
figure exact weight per M. would work his 
price out and name figures cut clear to the last 
penny and the consensus of opinion was that 
it would not be wise to do it Every innovation 
of this kind means sharper competition among 
the jobbers.”’ 


was to see if envelope 
put the weight per 
their price lists, this 
reply: 

would not be 
business might 


case 


Another and certainly a very important item 
to the majority of stationers is; 

Engraved cards, wedding invitations and em- 
bossed stationery. 

What is a proper price to charge the con- 


sumer? After a careful investigation covering 
every part of this country, your Committee 
finds a greater diversity of opinion as to the 


proper price to charge the consumer for this 
class of merchandise than for any other in the 
business, 

Between the lowest and highest prices re- 
turned to the Committee there is a variation of 
from one hundred to four hundred per cent. 

In many instances the cost does not seem to 
have entered into the matter at all. 

The wonderful interest displayed at the Cost 
Congress during the rast two years shows that 
nearly every business man is gradually waking 
up and is anxious to give more serious thought 
to the cost of production. 

Among the stationers the fact that so many 
do not operate engraving plants is probably the 
reason that this department of the business has 
been given so little attention. 

An inquiry to one part of the country brought 
the following reply which shows the condition 
that exists in many other sections. 

“In attending the meetings of the local asso- 
ciation we tried over and over again to get the 





officers interested in having the stationers who 
do not do their own engraving charge a reason- 
able profit to customers on engraved work they 
take orders for. We found that so large a 
proportion of the membership was interested 
only in profit on type printing, blank books and 
office supplies that they considered the inter- 
ests of the few firms situated as we are of lit- 
tle or no moment. We brought instances to 
the notice of the Price Committee of our local 


association where stationers would donate to 
customers, or charge near or actual cost for 
fine stamped stationery or engraved business 
ecard, apparently to curry favor and influence 
orders for lines more important to themselves, 


seemingly regardless of the effect this might 


have upon stationer engravers. 
We have had many customers express them- 
selves as not understanding why, though such 


and such a stationer was known not to do en- 


graving, he quoted to him much lower prices 
on goods produced in our own shop than we 
would. 

We shall be very glad to see this condition 


corrected by the careful consideration of these 
matters which your Committee will, no doubt, 
give If the big stationers would show more of 
a ‘live and let live’ spirit, we are strongly of 
the opinion that in the long run it would work 
to the advantage of all.”’ 

Inquiry blanks were prepared and 
stationers in every section of the country. 
partment store prices were not considered 

From the investigation made by the Commit- 
tee on paper and envelopes we recommend that 


sent to 
De- 


this association take action favoring a revision 
of the present price list which No. 1 Ledger 
Papers are sold, placing the smaller sizes at 
least on a uniform price per pound basis 


given to the incoming 
with the manufacturers 


instructions be 
confer 


That 
Committee to 


that an early adjustment may be made 

We further recommend that this association 
take such action as is proper favoring the 
recommended minimum retail prices on en- 


graved cards, wedding invitations and em- 
bossed stationery. 
Respectfully submitted for the Paper and En- 
velopes Committee. 
CHARLES N. BELLMAN, Chairman 
A. B. DANTELS, 
A. T. SELDON, 


Committee on Paper and 


Envelopes. 








Mr. President and Gentlemen: 

In reviewing the several reports on Leather 
woods and Novelties, which have been made at 
former Conventions, it would seem to the pres- 
ent Chairman of this Committee, that material 
upon which to build such a report, has become 
nearly, if not, quite exhausted. 

Conditions remain about the same, and to 
produce a respectable or an acceptable paper on 
these particular subjects, would require repeti- 
tions of ideas and suggestions which have al- 
ready been given and published. 

On behalf of the Committee, I wish to thank 
our Secretary, Mr. Byers, for his assistance, by 
sending a circular letter to Stationers generally, 
containing six questions, for information con- 
cerning Leather Goods and Novelties 

There were thirty-one replies most of which 
were favorable to the handling of Leather Goods, 
as profitable, but more particularly men’s goods, 
such as Brief Cases, Collectors’ Wallets, Bill 
Books, Bill Rolls, Pass Cases, etc. The sale of 
Brief Cases is bound to increase very fast as 
the vertical filing of legal documents is becoming 
quite general. Pass Cases are used very exten- 
sively for identification cards, and a good as- 
sortment of these will be found salable 

It is the consensus of opinion that Leather 
Goods do pay, but to what extent, depending 
upon business location. 

We are pleased to note, that many 
Stationers were too busy to answer the 


of the 


ques- 


tions, except in monosyllables, not even taking 
the time to sign either name, firm or corpora- 
tion. 


REPORT OF 


COMMITTEE ON LEATHER GOODS 


AND NOVELTIES 





There seems to be a wide diversity of opinion 
or judgment as to what percentage should be 
marked off when taking inventory, The answers 
to this question range from “No discount to 25 
per cent.’” One answer “For damage only” 
seems the most reasonable, as values and styles 
of this class of Leather Goods do not change very 
materially from year to year. If, in inventory- 
ing, any pieces are marked down, for either 
damage or depreciation, or being shop worn, 
they should be separated from the other stock 
and be placed on a bargain counter once or 
twice a year, particularly just before or after 
the Holidays, with a sign reading similar to 
this, “Closing out these old pieces of Leather 
Goods at cost.’’ Then do as the Department 
Stores do, add to actual cost, your cost of doi g 
business, and you will get a little profit out of 
your depreciated goods without knowing it. It 
is surprising how much stock can be disposed 
of in this way. Not meaning to digress from 
the subject this is a good scheme for getting 
rid of odd Blank Books, Memorandum Books, 
Loose-leaf Books, in fact, any shop worn or 
damaged goods. I am suggesting this from my 
own experience. The first three months of this 
year, we turned into money several hundred 
dollars’ worth of this class of goods, the lot 
aggregating considerably above cost. 

There are always “Bargain’’ hunters, even in 
the Stationery line, and a whole lot of others 
to whom the word “Bargain’’ appeals. 

There seems to be little difficulty in competing 
with Department Stores, as far as prices are 
concerned. From reliable information received, 





they mark all leather goods, from 50 to 100 per 
cent above cost. Never less than 50 per cent. 
The principal trouble seems to be in convincing 
the public, that the only one to buy this class 
of goods of, is the Stationer, he being always 
reliable. One advantage we have or should have 
over the Department Stores is that our salesmen 
or clerks generally have more experience, a 
more thorough knowledge of the goods, and cer- 
tainly ought to be able to compete with the 
little maid behind the counter who gets three or 
four dollars per week. 

Question No. 4 reads, ‘‘What discount do you 


think is fair to the dealer?’ As few Leather 
Goods are listed, generally being bought net, 
this question, no doubt means, “What per- 


centage of profit is a dealer entitled to?’’ Some 
of the answers to this question are certainly 
amusing, if not worthy of serious consideration, 
they varying from 20 per cent to 50 and 10 per 
cent One concern thinks a profit of 50 per 
cent ought to be right, and yet, in inventorying 
takes off 25 per cent for depreciation. Another 
Leather Goods pays.’’ They 


says, “Nothing in 

think one-third added to the cost should be 
profit enough, and 10 per cent for depreciation. 
Still another states that 33%, per cent from a 


proper retail price with 10 per cent for deprecia- 
tion. None of the above state how often they 
take inventory. One reliable Chicago stationer 
gives 20 per cent as a satisfactory profit. They 
handle men’s goods only, watch their stock very 
closely and have little or no depreciation. 

But, the larger number of answers read 50 
per cent, which we presume means from the 











retail price We think the most sensible answer 
is from a well-known Boston stationer, ‘“‘Money 
should be doubled.”” There is such a_ wide 
range in quality, styles and prices, that an 
average of 100 per cent shouid be obtained 
without fear of competitor or customer. Goods 
of this character are usually sold on their 
merits, price cutting little or no figure, if the 
purchaser can be satisfied 
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Salesmen should have a thorough knowledge 
of the different kinds and qualities of leather as 
well as construction, Goods well shown are half 
sold before the price is given 

As to the displaying of stock, there were but 
few answers No better way than trays in 
showcases being suggested 


Opinions seem to be about equally divided 


f) REPORT OF COMMITTEE ON LOOSE LEAF DEVICES (iz. 
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as to whether novelties pay a real profit or not. 
To handle them successfully and profitably, the 
stationer must have the right location, and 
where window advertising can be dene to ad- 
vantage, Under the most favorable conditions 
one thing is absolutely certain, they must be 
handled with a great deal of care and anxiety. 
WILLIS P. WHITING, 
Chairman. 














Mr. President and Gentlemen of the Convention 

Your Committee on Loose Leaf Devices has 
been allotted a difficult task. It would seem at 
first blush that a complete and comprehensive 
report on this important adjunct to a Stationer’s 
stock would be forthcoming with but slight 
effort. Your Committee hasn’t had this experi- 
ence. We have been confronted with the fact 
that while Loose Leaf Devices are making rapid 
headway each year among all branches of busi- 
ness enterprises who formerly purchased only 
bound books, yet there is little inclination among 
the users of these goods to conform to any one 
standard of sizes, rulings, or bindings. The first 
rush to install the loose leaf ledger is over and 
the tendency of times seems now to be toward 
specially designed Cash Journals, Voucher Rec- 
ords, and a thousand and one other applications 
of the loose sheet idea. Special forms for special 
purposes, prepared by specialists to fit special 
binders represent the major portion of the busi- 
ness in Loose Leaf Devices of the Middle West 
Stationer today. Opposed to this tendency of 
the trade is history of the bound Ledger, Jour- 
nal and Cash Book where settled standards of 
sizes, rulings and bindings have been observed 
for time out of mind. There is, therefore, little 
cause for wonder that many stationers are 
urging standardization, and it is to be hoped 
that the manufacturers will soon see the light 
and bring order out of this present chaos, 

Your active Secretary has been of valued 
assistance to this Committee in getting an ex- 
pression on several points of interest from the 
Stationers of the country. The first of the 
questions is: 

Can the ordinary salesman sell this line with 
reasonable education? 

It seems to be the general experience of those 
doing a considerable amount of loose leaf busi- 
ness that special department is most desirable 
Also, that the man in charge of such a depart- 
ment should have practical knowledge of the 
application of the system, and he should see 
to it that the salesmen about the store or on the 
street have accurate ideas of the purpose for 
which the system they are selling is to be used 
Some weird attempts at putting in special sys- 
tems by novices have been noted. 

Question No. 2: 

Do you believe that this line can be partially 
standardized? If so, what sizes and punchings 
do you recommend? 

The general response to the above was favor- 
able to the adoption of standard sizes and 
punchings, but with no definite recommendation. 
The manufacturers are invited to step forward 
with the proper answer 

Question No. 3: 

Is the present list and discount sufficient to 
yield a profit to the dealer? 

Two-thirds of the replies to this inquiry were 
in the affirmative. I fear that these gentlemen 
have not attempted to close many orders for 
loose leaf outfits through the medium of the 
mails. In our section of the country about the 
first letter from a prospective customer contains 
an invitation to send out some sheets to be 
followed in turn by another batch of sheets, in- 
terspersed with pages of single-spaced letters 
and copious doses of red hot air until finally 
in comes an order for a Transfer binder, linen 
tabbed index and 500 sheets with the ruling 
changed “ever so little,”’ and all at the price 
of stock forms. Of course, all the letter writing 
was done by the office boy, so the expense of 
getting the order was held down to the mini- 
mum. Also, the man in charge of the Loose 
Leaf Department and his crew of salesmen seem 
possessed with the idea that they are not ex- 





actly working for health and glory, all of which 
boosts the percentage of expense to sales to 
uncomfortable proportions. It is to be hoped 
that the manufacturers will see to it that the 
discount is promptly increased and that the 
stationer who gives the least discount from the 
new high list prices is sent to jail 

Question No, 4: 

Do you find the manufacturers trying to pre- 
serve special sizes to build up a direct order 
business? 

Replies chiefly in the negative, with the 
exception of one manufacturer, not a 
member of this Association, who has always 
gone to the consumer direct. It is strongly 
recommended that members of this Association 
confine their purchases to those manufacturers 
who do not sell the consumer, It is also recom- 
mended that proper encouragement be given the 


A. SCHOOLEY. 


manufacturer by the stationer to the end that 
it will not be necessary for him to solicit the 
consumer in order to market his product. Com- 
plaint has been made by certain manufacturers 
who endeavor to work in conjunction with the 
stationer, marketing his product through this 
channel, that the stationer has filled orders for 
which the manufacturer’s agent was responsible, 
with the goods of competitors in order to effect 
a slight saving. The Golden Rule of business 
ethics should frown on such methods 

In conclusion, It is apparent that the Looss 
Leaf Device has come to stay It will claim 
more of the Stationer’s shelf room and capital 
as the months go by. It will vastly increase the 
amount of sales over what would have been 
possible with the bound record. Increased sales 
will mean increased profits if list prices are 
maintained. It would seem that the good offices 
of the National Association of Stationers and 





Manufacturers could not be better utilized than 
by the education of its members in the cost of 
marketing Loose Leaf Devices. This knowledge 
will serve to check the tendency to demoralize 
prices whenever a worth while order is offered. 

Your Committee begs to acknowledge its 
appreciation of scope of the Loose Leaf Device 
business, and the opportunity to prepare a 
lengthy paper on systems, methods, etc., in 
their application in a myriad number of ways 
to the business of the day. However, it has 
been thought best to confine attention to the 
matter of merchandising, rather than enter into 
more technical discussion of a theme that would 
fill volumes. 

Respectfully, 
COMMITTEE ON LOOSE LEAF DEVICES, 
A. Schooley, Chairman. 





REPORT OF SPECIAL LOOSE LEAF COM: 
MITTEE. 


Mr. President and Gentlemen:— 

At the morning session of yesterday’s meet- 
ing I was appointed a committee of one to in- 
vite those members who are especially inter- 
ested in the manufacture of loose leaf devices 
to a conference. The purpose of the conference 


. was this: 


In the line of loose leaf devices, as in most 
others, individual initiative has resulted. 

First—In differences of business methods that 
could, in many cases, be harmonized with hap- 
pier and more profitable results than now ob- 
tain for all concerned. 

Second—In a needless and wasteful multi- 
plicity of forms, parts and sizes-that serve no 
purpose of value, but is largely productive of ex- 
asperation, unnecessary cost, and much wasted 
time and effort in doing business. 

Many of the points covered by these two head- 
ings are generally admitted to be evils that 
could easily, and with general advantage, be ob- 
viated if only some definite concerted action 
could be taken to that end, and it was to see 
if we could not arrive at some common and 
mutually acceptable basis for action in that 
direction that the meeting was called. 

Most of the loose leaf representatives ac- 
cepted the invitation, and all of them concurred 
in the conclusion arrived at. Several important 
points were raised, such as the establishing of 
a uniform ruling for ledger leaves; the accept- 
ance of a standard thickness of post; a reduc- 
tion in the number of standard sizes, etc. It 
was agreed that these and various similar 
points are all matters upon which a uniform un- 
derstanding would be of benefit all around. 

The bulk of the loose leaf industry lies West, 
in a territory which practically centers in Chi- 
cago. Moreover, there is in Chicago a club of 
loose leaf men already organized. Accordingly, 
it was decided: 

First—That action in the direction contem- 
plated could only be properly authorized at a 
general meeting of loose leaf device manufac- 
turers. 

Second—tThat a call for them to meet for con- 
sideration of these matters would come most 
appropriately from the Loose Leaf Manufac- 
turers’ Club of Chicago. 

Third—That I should submit the conclusions 
we have arrived at in the form of a letter to 
Mr. W. Gifford Jones, which he—as a member of 
the Chicago organization—would submit to that 
body, with a request that they invite the man- 
ufacturers of loose leaf devices to a meeting, 
at which these questions could be considered, 
and it should be decided what further action, 
if any, should be taken. 

This report is concurred in by: 
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Mr. C. E. Sheppard, The C. E. Sheppard Co., 
New York City. 


Mr. W. Gifford Jones, Jones Imp. L. L. Spe- 
cilalty Co., Chicago, Il. 
Frank B. Towne, National Bank Book 


Mr. 
Co., Holyoke, Mass. 
Mr. Wm. C. Bardenheuer, Boorum & Pease 


Co., New York and St. Louis. 


Below are the A: 





In order to make the uttermost 
I have prepared my paper in 
writing. I want to say at the outset, however, 
that in presenting the bill which I have here 
today, I am quite sure that my friend, Mr. Bur 
rows, must support our bill, because it proposes 
that you shall be given the same rate on your 
merchandise that my friend now enjoys, and I 
think he will join with us in supporting this bill 
notwithstanding the fact that, according to the 
reports of the Post Office Department, the third- 
class service costs 14 cents a pound when they 
only receive 8, and there was a loss in the year 
of 1909 of about three million dollars. I don't 
believe in a loss myself. 

Upon the Postal Service, more than upon any- 
economic, as well 


Mr. Cowles: 
use of my time, 


thing else, does the general 
as the social and political development of the 
country depend. 

According to the Interstate Commerce Ex- 


press report of 1909, private express companies 
carry daily newspapers shipped by publishers 
and newsdealers, station to station, New York 
to Kansas City, 50 pounds for 25c. (The rail- 
road share of this service is 12%.) The express 
rate for collection and delivery on these daily 
papers is 50 pounds, 50c., while for a similar 
service on a similar package of general mer- 
chandise, blank books, etc., in which the cost 
is the same to the carrier, the charge is $2.25. 
You will note the effect changed conditions upon 
the action of the express companies. Now, 
manifestly, if the trains can run and carry 
newspapers, 50 pounds for 50 cents, one cent 
a pound, from New York to Kansas City, the 
railways can carry, it seems to me, our mer- 
chandise, vour merchandise and mine, just as 
cheap; and the only reason why they do not 
carry it as cheaply is because in the case of 
your merchandise and mine, they are not up 
against the competition of our own express 
company. 

I note also that under the English Post- 
American Express Agreement, eleven pound 
parcels of English merchandise are now carried 
by the American Express Company from New 
York to San Francisco for 24 cents, while the 
rate on a similar package of domestic merchan- 
dise, carried between the same points, is $1.65 
If we would send a similar amount of domestic 
merchandise by post from New York to San 
Francisco, we must divide it into three parcels 
and pay for the same $1.76, and yet, Third 
Assistant Postmaster General sritt tells us 
that “the postoffice can perform this service 
more cheaply, with fuller protection and with 
greater dispatch, than can individuals or private 
corporations.” 

And the growing 
Post Office Department 
ties. Note the wonderful 
traveling belts and electric trucks for the con- 
veyance of mail sacks, inaugurated by Mr 
Hitchcock at the Pennsylvania Terminal in New 


work of the 
the possibili- 
of chutes, 


constructive 
suggests 
system 


York City, the moving belts and chutes em- 
ployed in the letter service at the Grand Cen- 
tral and Hudson Terminals, the new automobile 


wagons.‘ Observe also the possible introduction 


af mechanical appliances, traveling belts or 
tubes in the new subway, to receive the mails 
dropped from the chutes in our great office 
buildings and transfer them to our different 
postal stations. 

My friend must say something a little bit 


later about the enormous cost of doing business. 
Enormous cost! Look at the walking post, bur 
dened like pack mules, They are Noah's arks 
dragged by horses, the way the machinery is 
used in our metropolitan city of New York I 
say, gentlemen, you and I should send word to 
the men who are building the subways in New 


York City that we want those subways so built 


] 
Cleveland, For and Against 
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Mr. J. L. McMillan, McMillan Book Co., Syra- 
cuse, N. Y. 

Mr. J. B. Irving, Irving-Pitt Mfg. Co., Kan- 
sas City. 

Mr. S. E. Hilles, Samuel C. Tatum Co., Cir- 
cinnati, O. 

Mr. Mark Forrest, The Heins Co., Milwaukee, 
Wis. 


ADDRESSES ON PARCELS POST 
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that there shall be traveling belts or tubes in 
those subways connected with the chutes from 
the tall office buildings, so that letters dropped 
through those chutes can drop onto those belts 
and be carried without the intervention of the 
letter carrier. 


Consider also the possible use of traveling 
auto post offices, in our residential districts, 
with men on board assorting, collecting and 
delivering mail at conveniently located recep- 
tacles. I say in our residential districts in 
New York, Buffalo and everywhere else, we 
ought to have automobile post wagons, travel- 
ing post offices, with men on board to handle 


the mails, as I have stated. 

The Postmaster General has said in 
report that there is an actual loss to the Gov- 
ernment today of five million dollars a year in 
the time that the carriers spend in ringing door 
bells. A loss that could be avoided by the use 
of properly arranged receptacles. 

Note again our great steel postal cars, easily 
capable of carrying three or four times their 
present loads and certain to be filled to their 
full capacity once the Post Office is permitted 
to transport merchandise under _ reasonable 
terms and conditions. Of course, your postal 
cars are not half used, because you confine them 
to such a narrow sphere of work. 

Today one may see in the postal cars of our 
great continental mail trains, foreign hampers 
(baskets 2x2x2% feet in dimensions), filled with 
merchandise and tagged, “Bremen, Germany, to 
San Francisco, Cal." The tax for this protected 
service is 8lc, an 11-pound parcel, but for a 
similar service, Postmaster General Hitchcock 
taxes us $1.32, and for a similar domestic serv- 
ice, Congress taxes us $1.76. We are now 
using the German hampers that come here to 
go back again to protect our merchandise, but 
they are not allowed to use them in our own 
service, and the consequence is that it is unsafe 
to send merchandise that is franked in the 
United States Post Office, because they don’t 
allow us the same sort of convenience that is 
given to the business in their case. 

The substitution of “Space” for “Weight” 
in the determination of railway mail pay, which 
we have urged for many years past, has at last 
received the sanction of Postmaster General 
Hitchcock, who estimates the resulting saving 
at $9,000,000 a year. I believe that with a sys- 
tem of low merchandise rates the benefit result- 
and to 


his latest 


ing from this reform to the Post Office 

the public will be many times $9,000,000 a year. 
The old system of mail weighings, with its 

enormous waste of time and of labor in the 

weighings, and with its continual temptations 


to the carriers during the weighings to stuff the 
will disappear, and with a cheap and 
merchandise service securing to the 
Post Office a larger and more regular business, 
postal cars that now often run almost empty, 
will then go full, with the result of adding 
millions of dollars a year to postal revenues 
and saving millions to the public. 


mails, 
extended 


of the farmer 


The restriction of the business 
on our rural routes to four pound parcels of 
merchandise at 16c a pound, even in his traffic 
to and from his post town and his home, is a 
serious detriment to that branch of the postal 
service 

My friend, a little later on, is going to 
speak of the enormous expense of the Post 
Office. Today we have 41,000 carriers on our 
rural routes, and, if they carry four pounds, 


a parcel of merchandise weighing four pounds, 
they have got to charge the farmers sixteen 
cents a pound to carry it to the retail store on 
that route Sixteen cents a pound back again. 
Sixteen cents on a pound of butter; upon a 
pound of sugar; and what is the result? Horses 





I would ask, Mr. President, that this con- 
templated action be endorsed with the sanction 
of this meeting, as its approval would certainly 
give weight to whatever measures in this direc- 
tion the Chicago Club might decide upon within 
such limits as this report defines 

Respectfully submitted, 

MARK 


FORREST 





and wagon and a man travel 24 miles a day 
visiting 100 families, with how large loads? 
25-pound loads 25-pound loads, and of those 
25 pounds, they don’t pick up even one pound, 


because they are not allowed to use the service 

Receiving $1,000 a year for his service the 
average carrier collects hardly $300 a year; the 
Post Office loses fully $28,000,000 a year, while 
the farmers are forced to transport their prod- 
uce and supplies to and from their post towns 
and their homes, on their own backs or by their 


individual teams at a cost of more than $100,- 
000,000 a year. The total merchandise postal 
traffic of the average rural family amounts to 
less than ten parcels a year; the postal revenue 
therefrom to less than 50c. 


an experi- 


I have introduced in Congress 
mental service that would mean something 
The proposition that I have furnished is this 


appropriation of $60,000, to use 
two automobile postal wagons, going in opposite 
directions, over thoroughly macadamized roads, 
carrying the children to school and the men to 
work, and enabling people along the routes to 
become sociable. In other words, to provide an 
all post service on that route. I took that bill 
Postmaster General, 


I asked for an 


to the Fourth Assistant 

Mr. DeGroff. “Cowles,” he says, “I know of 
a number of roads on which that experiment 
would be a success from the start.” Now, tell 
me, if that were tried. what would it not do 
for the business on the rural route, to carry 
with a rate of a cent a pound, take 5 cents on 
a 11-pound packet, 10c on a 25-pound packet, 
and so forth, and 35 cents on a barrel; 10 cents 
for a passenger trip; 5 cents for children 
Wouldn't it make the business of those routes 
jump? Wouldn’t it make those people prosper 
rFeyond our dreams? And what an object lesson 
it would make to our people as to good roads 
and the business of the machines. That is the 
bill that is up in Congress now, and if I mis- 
take not, the automobile interests will see that 
that bill goes through. 

And the postal weighings of 1907 disclosed 
a similar state of things in the general mer- 
chandise traffic of the Post Office. In number 
of parcels but 1.12 per cent. In weight, 4.79 
per cent. In revenue, 4.44 per cent of less than 


$8,000,000 out of a total business of $183,000,000 


that year. A cheap local service on our rural 
routes with all mail matter in one class, is an 
imperative necessity. With reasonable service, 
the merchandise business itself would bring in 
as much revenue as you get from all the other 
business together. 

In April, 1897, mail boxes were attached to 
the trolley cars of Des Moines, Iowa In 1899 
the service was extended to Grand tapids 
Mich., and Hartford, Conn., in each instance 
with immeasurable benefit both to the Post 
Office and the public. Letters posted on a Sat- 
urday evening often saved 48 hours in their de 
livery Gentlemen, isn’t it certain that if we 
have traveling mail boxes on our trolley lines 
on our great railway lines, it would be a great 
public convenience, and largely increase the 
number of letters written? That is just exactly 
what did take place in the City of Hartford 

I have here in my pocket a very interesting 
little convenience that is used in Germany. h 
Germany, letters of identity, booklets of two 
leaves about 2%x4 inches in dimensions and 
containing a description of one’s person, |! 
signature and a space for his photograph, er 
dorsed and issued by one’s resident postmaster 
for 12 cents afford a perfect means in identify 
ing applicants for mail and money orders. They 
often answer the purpose of passports This 
introduction here would save us much time and 
trouble. The Post Check, in common use in 

















would prove a valuable adjunct to our 


Europe, 
postal service. 
The cost of posting ordinary parcels of similar 


manifestly regardless the 
The extra cost of 


weight and bulk is 
character of their contents 


handling iluable or fragile parcels requiring 
special care should be met by a _ reasonable 
system of insurance and yet we are burdened 
today with an 11-fold system of postal classi- 
fication—vou may think we have got but four, 
but we really have got eleven. So says the 


Postmaster general classes, 
seven sub-classes within the second class, which 
been devised almost for the pur- 
with prac- 


General Four 
seems to have 
pose of causing 
tically no resulting benefit 

Thousands of hours of time 
lost by our postal employes in striving to dis- 
tinguish between these often indistinguishable« 
classes of mail matter, and in applying to each 
its distinctive tax, while our time is wasted in 
putting up many small parcels of these differ- 
ent classes of mail matter, whereas, with a 
common rate on all mail matter, we should post 
a comparatively few larger parcels of assorted 
matter at infinitely less cost to ourselves and 
to the Post Office 

Postmaster General 
placing the Post Office on a 
the inefficient machinery at his command, af- 
fords ample evidence. I think that with a 
reasonable use of modern machinery he would 
quickly make a common cent-a-pound rate on 
all mail matter pay the full cost of the service 
rendered. 

With provisions for a 


needless expense 


and of labor are 


Hitchcock’s success in 
paying basis with 


two-cent advanced de- 
livery service for valuable letters or parcels up 
to, say, two pounds in weight; 4x4x1l inches 
in dimensions, the valuable letter limit of Great 
Britan, and with cheap insurance against loss 
or damage, a common one-cent-a-pound rate 
on all mail matter in the general service of the 
Post Office would seem to be quite as practica- 
ble for our time as was the old 3 cents unin- 
sured, half-ounce letter post, established by 
President Lincoln and the Congress of 1863, 
with the machinery of that era. 

The President: Pardon me, Mr. Cowles, but 
you have 10 minutes left in which to answer 
Mr. Burrows. 

Mr. Cowles: I would like to have you give 
me a few minutes more now, if you will, if this 
business is a matter of interest to you, gentle- 
men: if it is not, I don’t want to say a word 


to you. But to my mind, it is the most im- 
portant matter before you all today. Just re- 
cently it is stated that the Railroad Commis- 
sioners of the country have advised that the 
express companies be taken over by the rail- 
roads. I propose that the Post Office take over 
the express companies and the railroads. It is 
one and the same thing, and I should like to 


say a word along that line, if you wish to give 
me the time; otherwise, I shall leave the sub- 
ject with you here 
The President: You may have five minutes 
Mr. Cowles: Thank you Inaugurated by 
Rowland Hill, of England, in the establishment 
of the uniform English penny post of 1839, the 
modern post office rests upon this fundamental 
law: That in public transportation the cost of 
the service rendered is regardless the distance 
traversed by any unit of traffic upon the moving 
machinery This law not only governs the pos- 
tal world to-day; it is so generally applied in 
the railway world, it is in common use in city 
ecarload freight 


trolley traffic and in through 

traffic, that its application to the entire busi- 
ness of public transportation under the post- 
office would be little more than the establish- 


ment of a widespread railway custom as a com- 
mon law under the law making power. 


By the labors of the post office, every citizen 
in this republic is on a par with every other 
citizen as to the cost of sending his supplies 

profit The post office is the 


and getting his 
of American liberty. It is the hope 
propose that the 


guarantee 
of American industry ind I 
government of the United States, that you and 
I, coming under the post road clause of the 
constitution, shall take possession of our great 
post roads, guarantee the holders of the securi- 
equal to the 


ties a return on their investment 
average annual return on the business for the 
past ten years, and then make a uniform rate 


what that would mean? A ten- 
barrel All the railroad receives 
waste of to-day, is 


Do vou know 
cent rate on a 


to-day, with the immensse 
$1.08 a ton; only a little over ten cents a bar- 
rel. And with the use of automobiles and trol- 


almost with the great 
have a 25-cent a barrel 
between the homes of 


ley lines, connecting 
railways, you would 
rate, from door to door 
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country The thing is perfectly practical 
You know Mr. Brandeis stated last winter that 
there was a possible saving of a million dollars 
a day in the proper handling of our railroads 
Last winter Mr. S. B, Fowler spoke before the 
Mechanical Engineers in Boston, and he madé 
this statement, that by using proper mechanical 
appliances and machinery the cost of _ that 
branch of the service could be cut down from 
75 cents to 19 cents a ton I stand here to-day 
is a representative of the post office. I stand 
here to-day and ask you to take up the study 
of those things, and see if we are right, and 
if we are right, then help us to attain the end 
which we are seeking. (Applause.) 

The President Mr. Charles W. Burroughs, of 
Cleveland, O., will now give you the other side 
of the question. 

Mr. Burrows: Gentlemen, the hour of adver- 
sity has only 60 minutes, and of those I take 
the next 30. I will try not to overstay my 
time. When I began to study this question, 
this question of the carriage of parcels by the 


this 


postal department of the United States, I 
started upon the side of the question that is 
held to-day by my good friend, Mr. Cowles 


But circumstances alter cases; and as I studied 
the question I found that there was something 
more to it than a mere theory. We were con- 
fronted with conditions that were entirely dif- 
ferent from the conditions abroad. I am entire- 
ly unable in 30 minutes to begin to give you 
an exposition of the answers to all of the co- 
nundrums that have been proposed by Mr 
Cowles, or that will be proposed to you by the 
periodical publishers and others who investigate 
and study this question. 3ut there are a few 
things in connection with it that I do want to 
bring to your attention to-day, even in this 
short space of time. In the first place, whence 
comes the source of the agitation for the par- 
cels post carriage in the United States service? 
A large part of that push for it comes from the 
periodicals. What is the reason? And what is 
the reason that all over the country for the 
last ten years there has been a persistent agi- 
tation favoring the establishment of parcels 
carriage in the United States? Simply because, 
owing to the tremendous development that peri- 
odical literature has had in this country, a de- 
velopment that it has never had in any country 
on this earth save in the United States, they 
are getting to the point where they fail to pro- 
results for their advertisers. The 1-cent 
letter postage movement, the rates upon the 
second-class mail matter, the adjustment of 
those rates, and the establishment of a parcels 
carriage service in the United States are dif- 
ferent features, different phases, if you please, 
of the same question, the question of our postal 
laws The expense account of the post office 
for the last year was $230,000,000, save a very 
few thousand—$299,977,000, I believe. The sec- 
ond class mail was 903,000,000 pounds of that 
mail It paid $8,174,000 of the revenue. It en- 
joys a rate of a cent a pound. That is the pub- 
lisher’s rate, and most of it is the publisher’s 
mail. The country free is about 55,000,000, and 
then there is some scattered over the mailing 
by people who are forced to pay higher rates, 
but the most of it pays one cent a pound. It 
is two-thirds of the mail. The expense account 
is $230,000,000, and it pays about $8,000,000. 
And then they have the nerve to ask us in the 
columns of the magazines, somebody’s and any- 
body’s, and even Everybody’s Magazine, to 
look at the graft of the Wall Street kings, and 
to the Standard Oil System, and to the Pack- 
ing Houses, and to the patent medicine men, 
but they never have one blessed word, to use 


duce 


that phrase, to say about their own graft, The 
post office department says that it costs nine 
and a fraction cents a pound to handle every 
pound of that mail It pays one I say that 


by my analysis of the same figures, and I have 
been studying this question from ten to twelve 
vears, that it 12% cents to handle every 
pound of it. Mr. Cowles made a very good il- 
lustration regarding the question of the car- 
the express companies of fifty pounds 


costs 


riage by 


of second-class mail from New York City, I 
think it was, to St. Louis, for 35 cents 
Mr. Cowles: To Kansas City 


Mr. Burrows: Well, to Kansas City; it makes 
no difference in the sense;"not much difference, 
at least. But the express company is not ac- 
customed to making delivery of each separate 
piece to the addressee. The government is re- 
quired—it last year handled four and a third 
billion pieces of second-class mail matter, each 
of which had to be placed by hand in the pos- 
session of the addressee, the recipient. They 
do bulk their mail at the start So it doesn’t 
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about three and a half times as much a 
pound to handle the second class mail as it 
does the first; but your first class letters pay 
four cents a pound, because they are not of the 
full weight limit. Away back in 1843, the rate 
for carrying a letter from this city of Buffalo 
to New York City, fewer than five hundred 
miles, I think, was 25 cents. By successive 
reductions, that rate came down to 20, 15, 10 
and 5, and 8 cents, and to 2 cents,-the last re- 
duction, Nearly half of the time that ‘has 
elapsed since 1843 has been since the last re- 
duction, and we have had no reduction since. 
Why? My firm puts on, perhaps, $3,500 worth 
of 2-cent stamps a year. Some of the manu- 
facturers of the United States, some of the job- 
bers of the United States, put on $10,000 a 
year, $20,000 a year; some other firms that I 
know of put on $50,000 worth a year, of 2-cent 
stamps. Last year the first class mail, the let- 
ter and post card mail, paid $155,000,000 of the 
revenue. The government says there is $68,- 
000,000 of that revenue which is profit. I say 


cost 


there was nearer $90,000,000 of that revenue 
profit. And I can by no means agree with Mr. 


Cowles in what he has told you, and that is his 
testimony before Congress in 1897, which was 
to the same effect, and I have known of this 
testimony for years. His belief is that it costs 
the same to transport a letter, a barrel of sugar, 
or a pound of a package of anything, from New 
York to Philadelphia, or from New York to 
San Francisco. With that argument I simply 
have nothing to say, save that there is one 
railroad in the United States that burns over a 
million dollars worth of coal in one year. The 
Lake Shore Railroad, running through Cleve- 
land from Chicago to Buffalo, burns between 
Chicago and Buffalo over a fllion dollars 
worth of coal a year. Do you think it makes 
any difference to that railroad, as prosperous 
as it is, whether it hauls that over one mile, 
ten miles or 1,000 miles? The argument is left 
for you to consider. Now, if we are to have a 
parcels carriage as an adjunct to our postal 
service, in the United States, how shall that be? 
A limited, or a general service? If it is to be 
limited, how limited? If it is to be a general 
service, what shall the weight limits be, «nd 
what the rate? First, I will call your attention 
to the fact that there have been distributed on 
your chairs by Mr. Goldstein, one of our people 
who has been with us for thirty and a half 
years, and many of you know him—and right 
here I want to say that I have many new 
and many old friends in the stationers, though 
my own work is in connection with the book 
end of the business a little more. Some of the 
questions that may be asked will possibly be 
answered in those little pamphlets, and I will 
leave you to those, if you get no other answers 
to the questions that arise today. But an 
entering wedge is the sermon upon which I 
want to preach a lesson, and an entering wedge 
in the parcels post service will be just as 
have been several other entering wedges, in 
matters not economic, One was the rural free 
delivery service, which cost last year almost 
$37,000,000. The prediction was made in Con- 
gress that by no possibility could it ever cease 
or create an expense account of $10,000,000 per 
annum. The first year they appropriated $40,- 
000, and they spent about $14,840 of it. An ex- 
perimental parcels post, an experimental rural 
free delivery, an experimental anything, is just 
like the Indian’s experimental feather bed. The 
Indian, you know, in the old, old story, puts one 
white man’s feather under his back bone and 
lies down on it, and he gets up in the morning. 
“White man’s feather bed heap damn fraud.”’ 
(Laughter.) He hasn’t tried it on a large scale. 
You can try an experiment in parcels post. If 
you are to try parcels post to find out what it 
means you have got to try it as you tried the 
rural free delivery, by an extended system. The 
rural free delivery is a good thing for the 
country, but it is, as Mr. Cowles has told you, 
an expensive good thing. The first year the 
expense account was $14,800. The next year the 
appropriation was $50,000, and they just about 
spent it. $150,000 the next, $450,000 the next; 
$1,750,000 the next, $4,000,000 was the next step 
and they spent three million nine hundred and 
ninety odd thousand. The next step was an eight 
million dollar appropriation. The next twelve 
million, and the next twenty and two-thirds 
millions, And then by successive step in the last 
fifteen yeas, the first step was in 1897,—fewer 
years than is represented by a decade and a 
half, that expense account has reached $37,000, - 
000 and $50,000,000 is right in sight. Now, there 
is another entering wedge of just about a 
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similar nature, the English Postal Telegraph 
In 1868, the English expert, and their Post- 
master General lobbied in the House of Par- 


liament for the taking over of the British busi- 
ness men’s managed telegraph systems of the 
United Kingdom. They lobbied for two years; 
they argued for two years. They made the 


prediction freely in the Houses of Parliament 
that never could it be anything but a paying 
proposition. They said that to acquire those 
business properties would take ten, twelve, or at 
the maximum, fifteen millions of dollars, against 
which bonds might be issued, With the unifica- 


tion of the system, which was the phrase they 
used, that politics would be out of it when 
they once got hold of it. They prophecied that 


there would be a profit from year to year, even 
including the first year, and that when that 
profit had once started after the first year it 
would be so great, as to furnish a sinking fund 
to take care of the bonded indebtedness that 
must be created. What did happen? They took 
that over, and that was another entering wedge 
It cost forty millions of dollars, instead of ten, 
twelve or fifteen. Unification, instead of mean- 


ing a million and a half dollars, meant fifteen 
millions of dollars within five years. Twelve 
millions, I think it was. It was about five or 
six times as much, anyway. There have been 


7 years in 41 since that time when it has paid 
operating expenses alone, to say nothing of this 
sinking fund for the retirement of the bonded 
indebtedness that must be created. Those 7 
years were the early 1880’s, and why then? Not 
because it could be handled by the Government 
to better advantage than those business inter- 
ests had been handling it, but because electrical 
invention had suddenly discovered new ways 
of multiplying the utility of existing equipment. 
Multiple mes#ges, going four at a time, two 
each way at different speeds upon one wire, and 
such things as that enabled them to show a 
profit for seven years only in the forty-one. 
For the past ten years, there has been a deficit 
in the operating expenses alone that has ranged 
from four millions down to about two millions 
and a half for each one, as I now recall the 
figures, of the last ten years. Now, the parcels 
post service; you get another entering wedge. 
That was predicted that it would be profitable 
They started that with small figures; they have 
grown to large ones. Last year the English 
parcels post carried 118,000,000 parcels. But 
3,076,000, less than two and one-half per cent of 
those parcels went out of the United Kingdom 


The average haul on all of the home parcels 
was, as I remember the figures, 41 miles, but 
even with that showing, lost more than twice 
the governmental receipts in the handling of 


you know it? I know it by 
common sense. Let me give you the figures and 
see if you know it or not. The total receipts 
were two million pounds. The railroads auto- 
matically take 55 per cent as their share, and 
the Government gets 45 per cent. But that is 
upon steam train parcels, and as about one-tenth 
of them never get on to the steam roads, the 
Government got 1,185,000 pounds for the carry- 
ing of 118,000,000 parcels for its share, or about 


those. How do 


$6,000,000. Why gentlemen, the first year they 
had their parcels post they kept an expense 
account. They kept it so carefully that if a 
postman worked today half of his time upon 
parcels post service and the other half of his 
time upon ordinary postal work, they sub- 


* divided it in their bookkeeping, and in the same 
way they analyzed the expense account for, 
carriage and for everything, including the over- 


head expenses, etc. The result was they got 
to the end of the year, and they found they 
had a clear loss instead of a profit. They said 


it will certainly do well the 
year the loss was more 
they said, bookkeeping is 
expensive, and we will dispense with book- 
keeping. Since then you can find how many 
parcels, you can find the receipts; you can’t 
find how much it has cost to handle them, and 


this is a new firm; 
next year. The next 
than doubled, Then 


if they handled them for less than three or five 
millions of dollars, they do it a blamed sight 
cheaper than we will ever do it, because they 


hire the postmen who can do as good work as 
our men can, at one-half the rate of wages 
per man per day that we pay. Now, there are 
three of those entering wedges. If we ever get 
in this country an entering wedge for the rural 
free dlivery parcels post, against which I have 
quite as much to say as against the other, but 
my time is going along pretty fast and I will 
not go into that, because if we get that entering 
wedge you have oponed the door that once 
opened no power on earth can stop, and why? 
year in 


Because there are millions of dollars a 
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of those farm 
literature, the 


the pockets of the proprietors 
journals and of those weeds of 
garbage barrels of literature, that some of our 
publications represent, millions of dollars per 
annum if they can get a parcels carriage hitched 
onto the postal service of the United States. So 
I will just talk on the general parcels post serv- 
ice, and the other is a deduction. 


As I told you at the beginning of my talk, 
this question is one in which circumstances 
alter cases. Germany has 208,000 square miles 


of territory, and 61,000,000 population. The 
density vou can figure out to be somewhere in 
the neighborhood of 300 France has 204,000 
square miles of territory, and a little less is her 
density. The State of Texas alone has 265,000 
square miles of territory. Germany and France, 


either one of them, about four-fifths the size 
of the State of Texas. England has 51,000 
square miles of territory, one-fifth the size of 
the State of Texas. The whole British home 


Empire, 121,000 square miles of territory, and a 


density of population in England alone of 550, 
as the census of ten years ago showed, and 
probably some increase over that today. For the 
whole home Empire ten years ago, about 325, 
and that doubtless has increased some today. 
The State of Texas had ten years ago about 
eleven or twelve to the square mile. Nevada, 


four-fifths of a man,—that might be a baby— 
within a square mile, Wyoming, one; Montana, 


nine, 


two; Colorado, five or nine; California, 
Ore- 


ten or eleven; Washington, five or seven; 
gon, seven or eight or nine; my old home State 
of Maine was one of the states where there was 
a slow growth, and its density of population, I 
think, is about twenty-three. Now, does it not 
occur to any one of you men, you business men, 
number of 


that if you take a parcel, or any 
them, in London and haul it but a short dis- 
tance, forty-one miles down into the country, 


and place them all in the hands of the recipients 
located within one square mile of territory, that 
the expense account is going to be something 
a great deal different there than what it would 
be if you would originate those parcels in this 
little part of the United States where the pro- 
duction occurs—here is where most of the 
manufacturing occurs, between the Mississippi 
River, north of the Ohio River and the Potomac, 
in this little territory here, with 435,000 square 
miles and ten years ago 43,000,000 people. One 
hundred to a square mile. How is it out here? 
People beyond the Mississippi River and the 
Missouri; take this line of states. You have got 
there seven times as big territory, and not over 
12,000,000 people in it. Now then, there is much 


to say on this question about the 
mail order houses, Here is where the 
mail order houses zo. They can't £0 
into Maine, where the increase in density is 
about 5 per cent in a decade, or in Vermont, 
4 per cent, or in these other New England or 
Middle Atlantic states; not a state east of the 


Mississippi River with an increment of popula- 
tion of 50 per cent in a decade. But go out here 
and look at Oklahoma, 233,000 or some such 
number of people in it away back 20 years ago; 
1,650,000 today. In 20 years an increase in popu- 
lation of 600 per cent. Some of these other 
places show an increment of 100 per cent in 
10 years. Now the mail order house cannot go 
into Maine. It finds in Maine a machinery of 
distribution established, and stocks of goods. 
But it can go into that new territory, and it can 
displace absolutely the new merchant who wants 
to go in and start there. Those communities 
will grow up all rural, and that is a bad thing 
for the community. There are a score of other 
sides to this argument. (Takes glass of water.) 
First, I give you this: Cold water is the best of 
drinks, and fit for prince or king; but who am 
I, that I should have the best of everything 
(Laughter.) As long as there is nothing else 
here, I will drink like a fish, water only. 
(Laughter.) Let princes revel at the pump, 
and kings at make merry with their champagne 
or gin; but even beer is good enough for me. 
(Laughter.) 

Now, gentlemen, 
ments. This discussion could be prolonged for 
a week, if your patience would permit Don't 
go away from this hall with any idea that there 
is only one this question The whole 
publicity machinery of the United States is 
looking forward to educate you. Japan has 2,200 


countless argu- 


there are 


side to 


periodicals, and we had more than 3,700 new 
ones begin their career last year in the United 
States, due to this one cent a pound rate, which 


is a subsidizing of their distribution, We cannot 
afford to continue the post office as a deficit 
mill, and it has been that for years, and the 
Postmaster General by the most strenuous ef- 


Postmaster 
what Mr 
Post Office 
that deficit 
mail is 


forts and the ablest work that an) 
General has ever done, and that is 
Frank Hitchcock has given to the 
Department (applause), has reduced 
to nothing, but your letter 


business 


paying seventy millions of dollars of profit a 
vear, either more or less, I say more, and the 
Post Office Department says just bout that 
And the second-class mail is paying $8,000,000, 
and costing $88,000,000 or $90,000,000 It pro- 
duces a deficit which just about eats t ther 
up. And in the same way that the Post Office 
Department has been facing those deficits of 
one, two, five, ten, fifteen, sixteen and seventeen 
millions of dollars of deficit per annum, which 
has by the most strenuous efforts and the 
severest economy been knocked down today so 
that for the first time in 25 years, it showed a 


small gain for the 12 months; that second-class 
mail is still producing its deficit all the same, 
and the first-class mail is still producing its 
profit, all the same, And if you ever open this 
parcels post door, if you ever get that door once 
open, the situation is going to be about like a 
friend of mine said, that he had a little 95 
pound wife, but he said she could whip her 
weight of wild cats, and talk a hole through a 
battle ship. You open that door and that will 


do something worse than that, it will talk a hole 


through the United States treasury walls and 
they are thicker than the walls of any battle 
ship that we have, I am sorry to say Gentle- 
men, I thank you for the attention you have 
given me 

Now there's a little thought; Make your new 


last as 


friend, but keep the old. First as silver, 

gold. And to the gold, old friends I give my 

hearty handshake—with both hands. (Applause.) 
of graft Is 


Mr. Cowles: My friend spoke 
there three million dollars graft in his business? 
Reports say that it three million dollars 
to carry his books. The other day a friend of 
mine in the city of New York, a publisher, made 


costs 


arrangements with an express company under 
which they take a 21 pound book—you can only 
send 4 pounds, you know, by mail—and that is 


carried from the bindery anywhere below 28c; 
throughout the whole length and breadth of this 
country It is carried by the express companies 
for less than Government is getting cents 
a pound, $1.66 to San Francisco, as against 
Government $1.68 from San Francisco. The deficit 
in the Post Office is not due to the lower rates 
of postage on second mails, It is due to 
the machinery, their miserable management 
that they have, the enormous railway rates that 


the 


class 


they pay—ten times what the express com- 
panies are paying, and I brought that out away 


back in the year, My friend speaks of the par- 
cels post in England. Senator Hawley is my 
authority for the statement that over a million 
and a half acres of land has gone into pas 


turages for lack of an extended parcels post; so 
that the men living away from the towns with- 
out horses and wagons might have means of 
getting their supplies. Driven from their homes 
to go into the towns and compete with the 
people there. My friend speaks of parcels post 
in England. Now, the rate on English parcels 
three to eleven pounds—they are being sent over 
England, and all over Canada, The three-pound 
parcel for 24 cents; seven-pound parcel for 48 
cents; and the eleven-pound parcel for 72 cents 
Don’t you think it would be a good thing for 
you if Mr Hitchcock would make a 
convention with Canada, so as to enable 
your goods and merchandise-to Canada as 
cheaply as the English are sending them? My 
friend spoke about those three foreign parcels. 
They carried $25,000,000 of English merchandis¢ 
7ermany is sending out her merchandise by the 
hundreds of millions through her parcels service 
She makes it pay and she carries what? 
Eleven-pound parcels anywhere up to 46 miles 
for 6 cents, anywhere over the combined area of 
Germany and Austria for 12 cents. And what is 
the result of that? Germany is today the most 
country on the face of the earth, 


parcels post 
you to 


send 


prosperous 


because she is doing this great work. Now my 
friend said something about distances. He says 
when a railroad company running between Buf- 
falo and Cleveland, it costs the company more 
to carry a pound of merchandise from one point 


than it does to another more distant. It doesn’t 


cost a cent more, and the railroads say it doesn’t 
cost any more, And I can furnish the testimony 
I had some very interesting matters way back 
in 1897; I brought those things up I showed 
them that the railroads were carrying milk cans 
a distance up to 330 miles, for how much? One- 


pound in cans; one-fifth of 
And making so much 
express company a 


third of a cent a 
a cent a pound in bottles. 
money that they paid the 
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clear dividend of $50,000 a year to carry on that 
Afterward some of the milkmen 


business 


brought suit to break up that system, and here 
is what the ounsel for the railway said: The 
cost of train operation is not appreciably more 
for freight with 200 cans in a car, or 100, or 10 
The same car, the same crew, and the same 
terminal facilities have to be maintained, 


whether the car is handled loaded or not, and 
the cost of the delivery of the car in the 


Hoboken terminal is not really dependent upon 
the length of the haul 
I am talking today for a democratic republi« 


The question with you and me today is this 
question of transportation. It is at the root of 
all other questions. Let me control your move- 
ments and determine your rates according to 





Your Committee on Resolutions has carefully 
considered all matters which have been referred 
to it by vote of the Convention, and we do here- 
by report our conclusions as follows: 

President’s Report—Convention Expenses. 

Your Committee has carefully considered the 
recommendations contained in the President’s 
report concerning the assumption of the entire 
responsibility for financing and managing the 
conventions by the National Association. This 
suggestion presents two aspects, the first as to 
providing that the Executive Committee shall 
manage all details, and, second, that the ex- 
penses of the sessions be paid out of the gen- 
eral funds of the Organization, leaving to those 
in attendance the privilege of buying tickets for 
the annual banquet. 

With regard to the first, we report that the 
present provision of the By-Laws seems to 
provide the most expedient method by which the 
arrangements can be perfected and executed, 
as, we believe, that each Convention Committee 
will subordinate its functions to that of the Ex- 
ecutive Committee, and we hesitate to recom- 
mend any change in the By-Laws in this re 
spect 

In reference to the second, your Committee 
feels that our revenues are not likely to be in- 
creased in the near future to an extent which 
would justify us in recommending that the addi- 
tional burden be placed upon the Association 
This conclusion is based upon a consideration 
of the statement of the expenses of the Bal- 
timore Convention other than those required to 
pay for the banquet and the luncheons. 

We are further of the opinion that the Con- 
vention assessment should be increased from 
$12.00 to $15.00 to provide a fund for entertain- 
ment in order to relieve local Associations or 
individuals and firms not connected with such 
organizations, of a financial burden which they 
may not feel called upon to assume. This 
would require a change from ‘‘twelve dollars’’ 
to ‘fifteen dollars’’ in Section 3 of Article X. 

President’s Report—Membership. 

We heartily approve the suggestion contained 
in the President’s report tothe effect that the 
larger houses be requested to contribute a great- 
er share to the expenses of the Association by 
carrying one or two extra memberships in the 
names of managers, partners or officers of cor- 
porations, in addition to those now appearing 
on our roll We present our views in the fol- 
lowing proposed resolution 

Resolved, That this Convention desires to 
commend to those of our members who are in a 
position to afford the expense, the plan of taking 
out one or more memberships, in addition to the 
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the cost of the service rendered, and I will 
ibsorb every dollar you earn, That is the issue 
between us today. If we had the whole business 


of the world bound up together, as we will have 
it one of these days, with railways, trolley lines, 
and everything in our own great transportation 
service, then it wouldn’t cost a particle more 
to send my book around the world than it does 


to send it across the street; and I can’t send it 
iround the world today at a uniform rate, but 
you can. I demand for you and for me the same 


advantages that he enjoys. He sends his book 


up to any weight, a single book You have t 


confine it to four pounds, You pay double what 
he pays All that you and I have to do is to 
see to it that this service is run in the common 
interest, using the latest and the most improved 
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FRANK W. BaILey, Chairman. 


one now carried by each member in the names 
of individual members of firms, department 
managers and officers of corporations, to the 
end that our annual dues need not now be in- 
creased, thus avoiding the imposition of an ad- 
ditional financial burden upon those of our mem- 
bers who feel that they cannot afford the ex- 
pense of increased dues. 
President’s Report—Year Book. 

We are unable to recommend a discontinuance 
of the Year Book at this time. We regard that 
publication as a valuable record of the proceed- 
ings of our Conventions, 

Committee on Paper and Envelopes. 

We advise the adoption of the following reso- 
lution: 

Resolved, That in the opinion of this Conven- 
tion the manufacturers of No. 1 ledger paper 
should be further urged to consider the prac- 
ticability of establishing uniform prices. in 
reference to the smaller sizes, and that the new 
Committee on Paper and Envelopes undertake 
this matter with all convenient speed. 

Committee on Standardization. 

We strongly approve of the recommendation 
contained in the report of the above Commit- 
tee that a permanent bureau of standardiza- 
tion be provided to systematically take this sub- 
ject in hand, and we recommend to the new 
president the advisability of having in view per- 
manent service by the new committee to be 
selected for the coming year. 

Committee on Pens and Pencils. 

We commend to the convention the sugges- 
tion made by the above committee in reference 
to the appointment of a special committee of 
manufacturers and jobbers. We, therefore, sug- 
gest the adoption of the following resolution: 

Resolved, That a Committee consisting of two 
manufacturers, one of pencils and the other of 
pens, and one jobber, be appointed to investi 
gate and report to the next Convention upon 
the general subject of the selling of pens and 
pencils by the manufacturers and jobbers to the 
consumer 

Committee on Miscellaneous Items. 

We approve the suggestion contained in this 
report in reference to the appointment of a 
Committee on carbon papers and inked ribbons 
and suggest the following resolution for adop- 
tion by the Convention: 

Resolved, That the President is authorized to 
appoint a standing committee of three to be 
known as the Committee on Carbon Paper and 
Inked Ribbons, the duties of which shall be to 
investigate and report to the Conventions all 
matters requiring attention concerning these and 
kindred articles 
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machinery. Once more bear this in mind, the 
statement I gave you a little while ago, that 
with a reasonable use of the mechanical appli- 
ances you can get the cost down from 75 cents 
to 19 cents per ton. But the trouble with the 
railroads is that they have been making the 
prices so high that they don’t care a continental 
whether they use the best mechanical appli- 
ances or not. When you and I run the roads 
we are going to have the very best mechanics 
in this world to run them. And very soon the 
time will come when the weakest hand, when 
the weakest voice—the most timid voice and the 
weakest hand shall reach to the very ends of 
the earth. The post-office is the citadel of 
American liberty. It is the hope of American 
liberty, (Applause.) 








We do not believe that the scope of the work 
of the Committee on Miscellaneous Items should 
be further restricted, and are, therefore, unable 
to concur in the suggestion that another special 
committee be appointed to handle questions per- 
taining to duplicating and addressing machines, 
and the like. 

Respectfully submitted, 
FRANK W. BAILEY, Chairman. 





REPORT OF BOARD OF CONTROL. 

The regular meeting of the Board of Control 
for the year 1910-1911 was held in the private 
dining room on the second floor of the Hotel 
Statler, Buffalo, N. Y., October 9, 1911, at 2:00 
o'clock in the afternoon. 

Mr. Falconer, the President of the Association, 
presided, and there was a quorum present. 

The Board passed a resolution providing that 
all applications received within ten days prior 
to the date of the assembling of the conventions 
of this Association, and favorably acted upon 
at the convention, shall be regarded as con- 
ferring membership from the time when the 
same have been so acted upon, and dues paid 
shall be credited from the ist of January next, 
ensuing. This resolution also covers applica- 
tions received after the adjournment of the 
convention and prior to the 3lst of December, 
next ensuing. 

Your Board further considered reports of the 
various standing committees which had been 
received by the Secretary prior to the meeting 
of the Board of Control, in accordance with 
the directions of the By-Laws. 

Your Board has no recommendations to make 
at this time. 

Respectfully submitted, 
CHARLES E. FALCONER, 
President. 
MORTIMER W. BYERS, 
Secretary. 

Mr. Hutchinson—That goes with a recommen- 
dation, does it not, in regard to the receipt of 
dues, or change in the by-iaws? 

The Secretary—The matter has never been 
covered by the by-laws, Mr. Hutchinson. It 
has been the custom to pass a resolution, for 
the last two or three years, covering this ques- 
tion of the apportionment of dues, and it seemed 
the most convenient way was to have a resolu- 
tion on the records of the Board of Control with- 
out amending the by-laws, unless the conven- 
tion should otherwise determine. 

Mr. Hutchinson—I move that the report be 
accepted, and the recommendation adopted. 
(Motion duly seconded and carried.) 
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SEVENTH ANNUAL BANQUET OF THE NATIONAL 
| ASSOCIATION A BIG SUCCESS 











VE of the big, and one of the most 
enjoyable features of a highly inter- 
esting and delightful convention, was 
the annual banquet which was held in the 
banquet hall of the Hotel Statler just be- 
fore the close of convention week. It was 
attended by practically all of the delegates 
and guests, both ladies and gentlemen. 
After the meal 
Baltimore, retiring president of the asso- 
ciation, opened the speaking with a humor- 
ous and eloquent introduction of the presi- 
dent, Mr. Millington Lockwood of Buffalo. 
Mr. Falconer said that owing to the fact 
that he been all evening between two illus- 
Soston, a great 
mind 


Charles E. Falconer of 


trious lines of the city of 
been inhabiting his 
He said he was the living 


big word had 
about an hour. 
exponent of eschatology; he didn’t define 
the word, but referred his listeners to the 
llth edition of the Encyclopedia Britannica 
in case Mr. Ward refused to enlighten the 
audience. Mr. Falconer said that he came 
to Buffalo with a good job and was pre- 
sented with this beautiful gavel made, he 
understood, of presidential timber, but he 
said that he must have gotten hold of the 
gavel at the wrong end, for the man who 
gave it to him now had his job. He ex- 
pressed his gratitude and satisfaction to 
the citizens of Buffalo and to the Buffalo 
stationers for the great comfort and de- 
light of his visit, and said he spoke on be- 
half of all of the visitors to Buffalo, both 
ladies and gentlemen. He paid a glowing 
tribute to the new president, Millington 
Lockwood, and referred to the year 
of his own presidency in fitting and elo- 
quent terms. 

At the conclusion of Mr. Falconer’s brief 
speech the banqueters sang “I Hope He 
Lives to Be a Hundred.” In acknowledg- 
ing this tribute Mr. Lockwood thanked the 
assembly for that song because, he said, it 
him several minutes to collect 
He said that it was a source 


past 


had given 
his thoughts. 
of a great deal of pride and satisfaction to 
him to have been elected president of this 
organization in his home city of Buffalo. 
He referred to the banquet a year ago at 
Buffalo where a distinguished former gov- 
ernor of Maryland offered a_ resolution 
that hereafter at all banquets of the asso- 
ciation the ladies should be present. This 
resolution was seconded by the Hon. James 
Logan, mayor of Worcester, Mass., and 
carried. The speaker was delighted to see 
that all the ladies were present and de- 
lighted the gentlemen by repeating a re- 
mark of one of the ladies to the effect that 
she thought it was one of the handsomest 
bodies of gentlemen she had ever seen gath 


ered together. 


Banquet Held at Hotel Statler, Buffalo, Thursday Evening, October 12tl 


In conclusion Mr. Lockwood said that 
they had at great expense imported from 
the Hub of the Universe, the center of civ- 
ilization, from the home of learning, refine- 
ment and culture, a gentleman who, in 
many ways, was the most distinguished of 
all the members of the organization. He 
referred to Samuel Ward of Boston, whom 
he there and then introduced. Responding, 
Ward quoted the saying, 
“England expects every man to do his 
duty.” He said that the National Associa- 
tion has a right to expect every man to 
do his duty also. He referred to the beauty 
and brains present in the audience and con- 
gratulated the association on the presence 
of the ladies at the banquet. He referred 
to one of the ex-presidents of the associa- 
tion, from St. Louis, who several years 
ago, when making one of his early orator- 
ical attempts on the subject, “The Ladies,” 
got two well-known quotations twisted up 
with the following remarkable results: 
Oh, Woman, in your hours of ease, 


Toastmaster 


Uncertain, coy and hard to please— 
and there he paused for a moment until an 
inspiration of another couplet came to him 
and he finished— 

But seen too oft, familiar with her face, 
We first endure, then pity, then embrace. 

Mr. Ward said he was proud of the list 
of speakers for the evening, and after some 
woman suffrage 

introduced Mr. 


humorous references to 
and other live topics, he 
Sayles, private secretary to the mayor of 
Buffalo. Responding, Mr. Sayles confessed 
that he himself is a transplanted Yankee, 
born on the shores of Narragansett Bay. 
He paid eloquent and humorous tribute to 
the city of Boston, to New York and to 
Buffalo and then referred to Omaha, the 
place of the next meeting of the associa- 
tion in 1912. Concluding, he thanked the 
assembly on behalf of Mayor Fuhrmann, 
for coming to the city of Buffalo 

The toastmaster next 
from Ad. Hyman in response to a telegram 
previously sent him signed by 100 mem- 
bers. Mr. Hyman said that he had received 
the telegram with great pride and gratifi- 
cation and sent his greetings and good 
wishes for the future welfare of 


read a telegram 


the asso- 


ciation. 
announced Mr 


The toastmaster now 
Fesserman, the entertainer, who. enter- 
tained the audience with a most appro- 


priate and humorous speech. At the con- 
clusion of his speech Mr. Fesserman sang 
a parody on the “Rosary” entitled “Hos- 
iery.” 

The toastmaster in introducing the next 
speaker, said that with much surprise he 
found he was a relative of his; that is to 


th, 1911. 





say, they had the same alma mater, both 
being graduates of Amherst colleg« After 
a few humorous remarks he introduced the 
Reverend Dr. Dickinson of Buffalo D1 
Dickinson said that for many years he had 
opportunity ‘to pay deserved 
tribute to the memory of his h 
father, and that this opportunity exactly fit 
the conditions. Dr. Dickinson said that his 
father, Edwin Dickinson, his uncle, 
Henry Dickinson, were for many years the 
of the old South- 


of Mittineague 


desired an 
nored 


and 
agents and managers 
worth 
Mass 
capacity in the Union Paper Manufacturing 
Holyoke, | 


afterward 
Powers 


Paper Company 


They afterward served in the same 


Co. of South which 
merged into the Paper Co. Mr 
Dickinson said that the names of the gre 
paper men of that generation were hous« 
hold words in his boyhood home. He ri 
called the names of the Whiting Paper 
Co., Parsons Paper Co., Hamil & 
Paper Co. of Dalton; Chapin & 
Wright Paper Co., and also the names of 
great stationers of that day, such as Adams 
& White of Buffalo, The McKinleys of 
Halifax, and others. The reverend gentle 
man said he knew paper making from the 
wheel pit to the loft. He referred to the 
old-fashioned methods of cutting rags, and 
newer and 


¢ 


Crane 
Gould, 


spoke with satisfaction of the 
more sanitary methods of preparing rags 
manufacture. Dr. Dickinson’s 
interesting resume of 


manufacturing, 


for paper 
speech was a very 
the old methods of 
and was of great interest to all those pres- 
paid a tribute to 


paper 
ent. In conclusion he 
the great commercial and fraternal organ 
ization of the country and urged the sta 
tioners to be true to their ideals. “The peo- 
ple of the United States are beginning t 
Doctor, 
them- 


) 


see a world vision,” continued the 


“and men can no longer live for 
selves alone, but must live for other 
and for the good of all the people of the 


that the 


men 


individual 


world, for the reason 
life cannot be complete until the general 
standards have been raised to a _ point 


where all men have the opportunity to lead 
a healthful, sunny and happy life. To this 
commercial, Vil 


should be 


end the power of the 
and fraternal 


rected, and if rightly directed they can a 


organizations 


complish the results which all men long 
for.” 
The toastmaster next introduced the 


Hon. H. P. Bissell, a prominent lawyer of 
the city of Buffalo, and a democratic poli 
tician of note, and a well-known orator 
Mr. Bissell chose for his sentiment one in 
spired by the presence of the ladies in the 
galleries, and chose a toast to the ladies, 
to whom he paid an eloquent tribute. He 














said that he had undertaken a rather large 


job, because from the time of Plato’s Sym- 


posium, from the speech made there by 
Alcibiades to the time of Chauncey M. 
Depew, every ambitious after-dinner 
speaker has struggled with the subject in 


Woman, he said, has always been 


vain. 

the sweetest cause of man’s insomnia. Mr. 
Bissell’s speech was witty and eloquent 
and drew forth frequent applause and 


laughter 
\t the conclusion of Mr. Bissell’s speech 
Fletcher B 


the toastmaster introduced 

Gibbs of Chicago, as one from whom the 
stationers always wish to hear because of 
his ability, of loyal service and the ad- 


which all members of the associa- 


miration 
tion cherish for him. Mr. Gibbs, in his re 
sponse, said that he had carefully timed 


all his movements since being informed 
that he would be expected to speak at the 
banquet, but that he had only found a very 
few moments to prepare anything for the 


He then cheerfully and humor 


occasi yn. 
ously unloaded the burden of his subse 
quent remarks upon his friend, Charley 


Stevens, of Chicago, who he said wrote his 
for him, but didn’t get the begin 
\fter some humor 


speech 
ning of it quite right. 
ous hits at the toastmaster and others, Mr 


Gibbs denied emphatically that he wrote 
the delightful tribute to the ladies, read by 
Charles K. Wadham on traveling men’s 
night. Of course he asserted with much 


earnestness that the reading was, written 


by Charley Stevens, thus escaping the re 
He said that the pre 


sponsibility himself 
modern woman is not 


idea that the 


fitted for business, is 


vailing 


erroneous, because 


women are proving their fitness for busi 
ness affairs every day. One instance he 
recalled was that of a young and pretty 
woman who lost $2,000 in a bucket shop 


She called on her broker to find out where 
her money had gone. Successive visits led 
to a between 
broker. Two months later a 
her in possession of $2,600 a year alimony, 


herself and the 


divorce put 


wedding 


which the speaker thought was the swift- 
est and most striking example of the re- 
an investment he had ever heard 
Gibbs quoted the lines of an epi- 
tombstone in an Eng- 
churchyard by Mr. E. Y. Horder of 
a recent trip abroad: 


covery ¢ f 
of. Mr 
taph copied from a 
lish 
Chicago, on 
“Here lies a poor woman who always was 
tired, 


lived in a house where help was not 


Who 
hired. 
earth were, ‘Dear 


last words on 


friends, I am 
Where 


nor sewing, 


Her 

going 

washing ain’t done, nor sweeping 

But everything there is exact to my wishes, 

For since they don’t eat, there’s no wash- 
ing of dishes 

I'll be where loud anthems will always be 
ringing, 

But, having no voice, I'll get clear of the 
singing. 

Don’t mourn for me now; don’t mourn for 


me never, 
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[I’m going to do nothing forever and 
ever.’”’ 

Mr. Gibbs closed with the saying to the 

effect that sentiment in busi- 


ness, is not true 


there is no 
No one can turn in any 
direction in the business world without 
feeling the influence of sentiment, and in- 
dividuals cannot help forming and holding 
friendships, and every man in his own field 
looks to those 


of endeavor instinctively 


friends who are best fitted with training 
and experience to most fully sympathize 
with his aims and afbitions. His own 
friends, he said, had been drawn from the 


ranks of the stationers. In conclusion, Mr. 


Gibbs said: “I know that it is compara- 
tively easy to point out trouble, to locate 
defects, prophesy disaster, and that it is 


quite anotuer thing to point out safe and 





SAM. WARD, Toastmaster. 


sane ways out of trouble and to avoid the 
disaster, but with unity of action, assisted 
engendered by friendship, 
nothing is impossible. Why not, then, be 
willing, each and every one of us, to stand 
shoulder to shoulder in an effort to raise 
the standard of industry in which our life 
It is said that the man 
a portion of 


by confidence 


work is engaged? 
who unselfishly 

his labor to his neighbor’s needs, is creat- 
happiness 


contributes 


ing happiness for himself, and 


~ 


once created is eternal.” 


The toastmaster next introduced as a 
final speaker of the evening his lifelong 
friend, the Hon. James Logan, mayor of 
Worcester, Mass. There i always a 


friendly duel going on at all conventions 
between Mr. Ward and Mr. Logan, and 
Mr. Ward took advantage of the occasion 
to tell which he said 
were on Mr. Logan. 
and touching tribute to the 
his friend, which received the hearty ap 


stories 
He paid a very neat 
character of 


numerous 


plause and endorsement of every one pres- 
ent. When audience 
sang “I Hope He Lives to 
Mayor Logan thanked the audience for its 


Logan arose, the 


3e a Hundred.” 
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very kindly greeting and said that there 
were only two questions that had never 
been satisfactorily answered. One of those 
questions was, “Who Struck Billy Patter- 
son?” And the other was, “How it hap- 
pened that our genial friend, Mr. Ward, 
lost the boat for Put-in-Bay at Toledo the 
year before last.” Mayor Logan congrat- 
ulated the convention on its success, and 
the way in which it had taken up matters 
of business and handled them. He told a 
little story about Omaha and requested 
the Chicago men to make a note of it. 
Several men were gathered in -a smoker 
and one said to his neighbor, “Let’s see, 
Omaha is on this line, isn’t it?” “Yes,” 
said the other man. “Well, where is it, 
where does it lie?” And the other man 
replied: “Just look through the window 
and you will see it right over behind that 
barn.” 

Mayor Logan spoke of the trip to East 
\urora and of a delightful little speech 
which was delivered on that occasion by 
Fra Elbertus. Of course, he told a little 
story anent the experience. Then he told 
one which he alleged was about Mr. Ward. 
It was to the effect that Mr. Ward got to 
sleep about 4 o’clock the night before and 
had a dream. He dreamed that the time 
had come for him to die. He looked out 
into the open across the river and saw a 
figure beckoning to him .to come, and he 
looked more closely and he found that the 
resembled Charley Stevens. The 
only consoling thing about it was that 
Charley was wrapped up in a fur coat and 
had a fur cap and earlaps on. 

In conclusion, Mr. Logan said that after 
all, with all the joking, to remember that the 
real assets of life are neither wealth nor 
position, but friendships which we make, 
and friendships we retain. The really de- 
lightful things of life are not measured by 
standards of the dollar, and it falls to men 
as they go through this world to make 
friendships that are lasting. “I have,” said 
Mr. Logan, “always been very grateful that 
my friendships have been cast among my 
fellow workers in the field of paper.” 
National Catalog Commission Reappointed 

At the close of Mr. Logan’s speech 
President Lockwood announced the ap- 
pointment of Mr. Falconer and Mr. Pat- 
terson as the executive committee with the 


figure 


president. The catalog commission was 
appointed as follows: Fletcher B. Gibbs, 
chairman; Charles A. Stevens, secretary; 


Robert D. Patterson, James A. Dorsey and 
Fred C. Bazley. During the convention an 
unanimous vote of thanks was extended to 
the commission. The banquet was there- 
upon brought to a close by singing Auld 
Lang Syne. 

A little monthly is being issued jointly 
by Thaddeus Davids Company, C. Howard 
Hunt Pen Company, DeLong Hook and 
Eye Company, and the Blaisdell Paper 
Pencil Company. The sixteen pages of the 
magazine are devoted principally to adver- 
tisements of the different manufacturers. 
It is intended to develop interest from the 
viewpoint of “helping hints” for the trade. 
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SOME OF THE SONGS SUNG AT THE 
BANQUET. 


| Remember You. 


We remember Lew, we remember Lew 
Williamson is the feller who is a dandy seller, 
With “Merck,” he’s always seen up on the 


avenue, 
We remember Lew, yes, indeed, we do! 
Gee, we're glad we met him, 
Bet your life we won't -forget 
Glad hand Lew 


him; 


Everybody Works But Father. 


Everybody works but Gibby, and he sticks in 


the hay, 
the 


While Little Charley’s hustling, piling up 
clay 
Stevens writes the speeches, cops facts for the 
can; 
Oh, everything is wished on Charley, by that 
wise, old Gibbs man 
it’s a Different Girl Again. 
Ward! Ward! Ward! 
With a different speech again, 
Different start; different close 
Filled with joy; nix on woes 
Ward! Ward! Ward! 
To all it’s very plain, 
The muse is working over time; 
It's a different speech again. 
My Pony Boy. 
Texas boy, Texas boy. Whoop, he is our Texas 
boy. 
He came here from fair Dallas, far across the 
plains. 
Jim Dorsey is, you see, pretty strong with us; 


Whoop it up, Whoop it up, Whoop it up, Wow! 
Our Texas boy 
It Looks Like a Big Night Tonight. 
It looks to us like a big night tonight, 
Big night tonight, big night tonight. 
At the close of the day, why, the delegates will 
play, 
It looks like a big night tonight 


| Love a Lassie. 


laddie, 
laddie; 


We know a 
A bonnie, bonnie 
He’s as neat as a picture on the 
He's filled with legal knowledge, 
And other things from college, 
Is Mort Byers, handsome and 


wall 


tall 


Dixie’s Land. 


There is Falconer from the land of cotton, 
One fine man not soon forgotten, 
Look this way! Look this way! 
Falconer. 
Dixie land, he 
On a nice bright 
Look this way! 
Falconer 
Oh, he’s the boy 
Hooray! Hooray! 


Look this way! 


was born in 
mornin’, 
Look this way! Look this way! 


from Dixie, 


In that land he put his stand, 

And made good in Dixie, 

Away, away, away down south in Dixie. 
Away, away, away down south in Dixie. 


Every Little Bit Added to What You've Got 
Makes Just a Little Bit More. 


Every little bit added to what you've got makes 
just a little bit more, 

That's the lesson from Sammy Ward that two 
and two make four, 

He's got a system for pennies and a system fo! 
socks, 

A double check on tobacco in the old tobacco 
box 

For every little bit added to what he’s got 
makes just a little bit more 


Alexander's Rag Time Band. 


Come on and hear, come on and hear Harry 
Rogers’ rag-time voice, 

Come on and hear, come on and hear a voice 
that is of choice 

It can gargle a song like you never heard 
before, 

So unnatural that you'll want to start a war 

That’s just the human band what am. Oh, you 
Rogers man 

Come on along, come on along Let me take 
you by the hand, 

Right to the man, the titian man, who owns 
the best voice in the land 
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And if you want to hear the Suwanee river 
wrenched in rag-time, 

Come on and hear, come on and hear Harry 
Rogers, the human band 

Billy. 

For when they walk they always walk with 
Billy 

Cause Kennedy knows just where to walk 

And when they talk, they always talk to Billy 








A Bunch of Live Ones, Ralph Wilson in Center. 





— 


Part of the Chicago Crowd. 

















Left to right—D. F. Williamson, Buffalo; Mr. 
Ww R 


Roden, Toronto; J. : Merckle, New 
York; Mrs. J. W. R. Merckle, Mrs. B. P. 
Bartlett, Leroy, New York; DeWitt C. Mac- 


dowell, Buffalo: Mrs. S. T. Buckham, New York; 
S. T. Buckham. 


Cause Kennedy knows just the line of talk; 
And when they buy they always buy of Billy 
He ‘every order fills; 

And when it’s over 

And when it’s over—it’s bills, bills, bills 





Wait ‘Till the Sun Shines, Nellie 
Wait ‘till the sun shines, Bauer 
And the ouds go drifting by; 
The fountain will be sizzling, Bauer 
All are dry 
The register will be tinkling 
Nickles and dimes piled hig 
Wait till the sun shines, Bauer 
Bye na bp 


What's the Matter With Father? 


What's the tter with “Dad?” he’s a ight, 
As a standardizer Wernicke’s out of sight 
He’s always cool and never vexed 
And is rig t re with certified checks 
What’s the matter with ‘‘Dad’’ Werni he’s 
ull right 
Give My Regards to Broadway 
We give our regards to Lockwood, for Milling- 
ton is on the “Square’”’ 
When it comes to boosting Buffalo, Lockwood’s 
Sul y t ere 
He is the boy to mingle, and round up the old 
throng 
Hail to our leader, and may his life long 
Dooley. 
For Frankie Bailey, 
For Frankie Bailey, 
Is the smarest man the stationers ever knew; 
He can fire or hire, or bull a buyer 
Can Mister Bailey, ailey-ailey-oo 
Special by the Chicago Delegation. 
(Tune—John Brown's Body.) 
Lockwood is our candidate, we knew he'd be a 
winner, 
That was why we boosted him at our Chicago 
dinner; 
We knew that he would get the vote of every 
single sinner 
And will keep us Marching On 
Chorus. 
Lockwood, Lockwood, is our pilot 


Lockwood, we may fear not, 
Lockwood is our pilot 


Lockwood 
Lockwood 


Who will carry us safely through 
The Piano Man. 
Social man, social man, he does stunts like no 
one car 
Oh what a felling, when Wadham’s spieling, 
why 
For tips we are kneeling and appealing to our 
social man, social man, 
Lawdy, how t women linger; he’s the sugared 
lady -finger 
For society way, Charley is the craze; we are 
the also ran, 
Gather near look here at our ever popular 
social ma 
Grand Old Flag. 
He’s a grand old man, 
Is our “Uncle Sam,”’ 
From Pittsburg, Dad Cooper, of courss 
He’s some driver, now believe us, boys; 
We've seen him handle a horse 
gut like the Red, White and Blue, 
He wants to lead the way through 
With never a stop or drag, 
Now he has a car, faster by far 
Than the retired old nag 
Where the River Shannon Flows. 
Where Andy Geyer is bowling, where the high- 
ball grows 
Where great records they are rolling, he drowns 
his cares and woes; 
And the moment that you greet him, you'll 
know that none can beat him, 
Gee, you ought to meet him, where old Wurz- 
burger flows 


Put Your Arms Around Me, Honey. 
hold them tight; 


Put the orders in your pocket, 
Wrap them up and tie them up with all your 
might 
Selling office furniture and _ supplies surely 
makes the dough pile rise, 
When you land a live one you begin to gloat, 
Then you hooked him safely in the little boat; 
Oh, boys as i salesman I'll do 
Any victim with you 
Every Little Movement. 
Every little order has a profit of its own 
Every town and city in business can be sown; 
And every sale that comes a-stealing 
On your books must be revealing 
All its sweetness to some appealing 


Little profits a your own 




















office furniture 


HE third 
manufacturers for the purpose of or 


meeting of 
ganizing a national association of 
manufacturers was held at the Statler 
Buffalo 
day of the 


these 
Hotel, 


the closing 


Friday evening, October 13, 
convention at the 
same place of the National Association of 
Stationers and Manufacturers. The follow 


ing were in attendance: George F. Stevens 


of the Moon Desk Company, Frank C 
Morse of the Browne-Morse Company, O 
T. Weis, H. C. Weis and Edward J. Weis of 
the Weis Manufacturing Company, F. A 


Montelius of the Macey Company, T. F 
Vaughn and H. C. McPike of the Wabash 
Cabinet Company, Jacob F. Smith and C. E 
Stuart of the Canton Manufacturing Com- 
Keller of the Cutler Desk 
N. V. Elliott of the Marysville 
Cabinet Company, H. P. Rockwell of the 
Yawman & Erbe Manufacturing Company, 
A. G. Warner of the Quigley Furniture 
Company, Lincoln M. Stearns and E. D 
Lines of the Art Metal Construction Com- 
pany, F. A. Tinker of the National Desk 
Company, H. Parker Robinson of the Michi- 
gan Desk Company, L. H. Clark of the Sikes 
the formal speakers of the even 


pany, Charles L. 


Company, 


Company, 


Henry W. Hoole and J. S. Linton 


ing, 
and representatives of the trade press 
Wesley A. Stangler, L. B. McKenzie and J 


P. Sharpe of the Office Outfitter, G. W. 
Harvey of the Furniture Journal, Albert B 


Abrams of Geyer’s Stationer and Evan 
Johnson, Charles H. Everley and Nathan 
W. Tupper of Office Appliances. Walter 


B. Peabody of the Derby Desk Company 
was present a few minutes, but had to leave 
to catch a train. F. D. Pettibone of the 
Marble Chair Company wired that business 
prevented him from attending, though he 
had intended to be present. 

After an excellent, informal, “Dutch treat” 
dinner, Mr. Stanger as chairman of the pro- 
motional committee called the meeting to 
order and told of-the two previous meetings 
in Grand Rapids and the appointment of the 
promotional committee, the other members 
Morse and George F. Ste- 
[ this meeting. Mr. 


called for nominations for 


being Frank C 


vens, to arrange for 
Stanger then 
chairman for the evening, and he was chosen 
unanimously. He continued his account of 
the work of the committee, stating that let 
ters of invitation to this meeting had been 


sent to sixty-eight representative manufac 


turers, to which all of them replied. Mr 
Stanger stated that thirty-two agreed to be 
present, all but two said they favored form- 


ing the association and only one opposed it 

Mr. Stevens, as secretary of the promo 
tional committee, read the committee’s re- 
This brought out considerable discus- 


po rt 


FURNITURE MEN MEET AT BUFFALO 


Manufacturers Hold Second Session During Stationers’ Convention. 


sion regarding its revision. It was suggest 
Mr. Vaughn and others that at the 
stage of the movement for organ- 


ed by 

present 
ization the committee should not make defi- 
nite suggestions regarding the character of 
the organization and the scope of the pro- 
posed association’s work, but ought to wait 
until more of the larger manufacturers 
should show more interest in the movement. 
The 


report 


result of the discussion was a revised 


by the committee, which was ac- 


cepted by the meeting and ordered to be 


fled with the committee records and to 
read as follows: 
“At a preliminary meeting of twenty 


manufacturers of office furniture, held in 
Grand Rapids July 25, a promotion commit- 
tee, consisting of Wesley A. Stanger of the 
Office Outfitter, chairman; Frank G. Morse 
of the Browne-Morse Company and George 
F, Stevens of the Moon Desk Company, was 
appointed to look into the feasibility of or- 
ganizing with instructions to report findings 
at a future meeting, these findings to be 
based upon investigation and upon ascer- 
taining the feeling among manufacturers on 
the subject. Your committee has met and 
reports as follows: 

“As the business of manufacturing office 
furniture has developed in the last ten years 
into one of the largest furniture industries, 
and as in the past there has been no move- 
ment or plan to get these manufacturers 
together into an association, and realizing 
the many advantages that might be derived 
from such an association, not only to manu- 
facturers, but to the business at large, it is 
proposed by your committee that an asso- 
ciation be formed taking in all of the manu- 
facturers of office furniture, including desks, 
chairs, wardrobes, 
This recommenda 


filing cabinets, tables, 
costumers, and the like. 
tion is made after careful investigation and 
an ascertaining of the feeling in the trade 
An association of this kind to be successful 
must be formed along broad and liberal 
The plan must be so broad in its 
that each will feel that his interests 
are protected and represented whether he be 
large or small. Your 
that this can be done by founding the asso- 


lines. 


scope 
committee believes 
lines 


that a 
manufac 


educational and _ social 
further 


appointed 


ciation on 
Your 

committee be 
turers to outline a suggested plan for the 
association, together with by-laws and con- 
stitution, said constitution, by-laws and plan 


committee suggests 


among 


to be presented at a later meeting. 


“That among the officers of this associa 
tion a secretary be appointed who has suffi 
cient experience and knowledge of the bus! 
ness and ability to gather together the in 


formation and particulars regarding these 
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fundamental principles; that, if necessary, 
said secretary be paid-a salary commensur- 
ate with his duties of collecting such infor- 
mation. 

“Respectfully submitted by the promotion 
committee.” 

H. P. Rockwell was appointed temporary 
secretary of the meeting. 

Prior to the final action of the meeting 
upon the committee’s report, Mr. Stearns 
suggested that the formal addresses of the 
evening’ be heard. 

The first speaker was Henry William 
Hoole, western representative of Miller, 
Franklin & Stevenson, business economists, 
who gave a very interesting address on 
“Uniform Association Cost Methods.” Mr. 
Hoole touched upon the suspicion with 
which business men view their competitors 
until they become personally acquainted, 
approving the formation of associations of 
this character which bring men closer to- 
gether, promote brotherhood and _ foster 
better business conditions. He believed, he 
said, that members of an organization like 
this can dwell together in harmony and do 
much good without discussing the subject of 
prices. Organizations backed up by price 
agreements are illegal, and even if they were 
not so, they would fail in the nature of 
things. Some may ask, “What-can we dis- 
cuss if we leave the price question out of 
consideration?” The speaker answered this 
question by replying that the cost of making 
and selling is the only safe and sane subject 
for association study and discussion. This 
does not mean knowing your competitor’s 
cost or profit, or he yours. It means co- 
operative investigation of those economic 
questions that puzzle all members of the in- 
dustry, it being impossible for individuals 
alone to afford a sufficiently comprehensive 
investigation. Such a subject is vital to suc- 
cess, yet very few manufacturers know how 
to figure costs without omitting some of the 
essential elements. Materials are rapidly 
advancing in price, grades are so restrictive 
as to double waste, and labor has advanced 
and is advancing; yet, except where studied 
scientifically, it has not increased in efficien- 
cy in the same ratio as the cost. A man 
who knew his factory a few years ago may 
not know it now. Other elements—in- 
creased costs, growing expenses—have en- 
tered in which he may not have taken into 
consideration. Unless every element is 
known and figured out, it is impossible for 
the individual to know whether he is mak- 
ing money on any given article, and if not, 
why not. Very few manufacturers figure 
costs alike. In another association thirty- 
two manufacturers had eighteen different 
methods of arriving at the finished cost, yet 
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the underlying theory of cost finding is the 
same in all lines of business, adaptations be- 
ing necessary to fit the principles to each 
particular line. 

The speaker then followed with an outline 
which should enter into the figuring of costs, 
productive material to include lumber, nails, 
glue, hardware, finished materials and other 
items directly visible as a part of the article, 
including all waste, cost of storage and 
handling in the mill, productive labor, labor 
that is applied directly to the article, ex- 
pense, depreciation, taxes, insurance, inter- 
est, rent, power, heat, light (which includes 
coal), engineer, fireman, foreman, truckers, 
sweepers, laborers, designers, clerks, sales 
men, salesmen’s salaries and expenses, exec- 
utive salaries, freight—in fact every item not 
included in material and labor. Total ex- 
pense should be divided between the making 
and the selling end of the business, and fac- 
tory expense should be divided by depart 
ments. 

The speaker outlined a very thorough and 
sensible method of estimating costs and 
gave some examples of how his firm had as- 
sisted manufacturers in putting their busi- 
ness upon a proper basis. In conclusion he 
appealed to the manufacturers to get over 
their suspiciousness of one another and to 
co-operate in making an economic study of 
their business, outlining a uniform and prac- 
tical method of figuring costs. 

J. S. Linton, secretary of the National 
Association of Furniture Manufacturers of 
America, was then called upon, and deliv- 
ered his address. He spoke extemporane- 
ously and told first of the start of the Case 
Goods Association of the household furni- 
ture manufacturers. He said that those who 
were the original members had found them 
selves in business distress because of vari- 
ous commercial customs, methods and ir 
regularities. So the Case Goods Associa- 
tion was organized. It was born of pain and 
suffering. Mr. Linton expressed the hope 
that the birth of the proposed association 
of office furniture manufacturers would be 
neither premature nor an abortion. He was 
sure that there is as good material, of as 
high class, in this trade as in any; organ- 
ization is bound to come ultimately, and it 
will come speedily and satisfactorily if the 
manufacturers already interested in this 
movement will persist in patient and en- 
thusiastic agitation of the idea 

Mr. Linton outlined the successive steps 
taken by the Case Goods Association from 
its inception. First a constitution and by 
laws were adopted and then Mr. Linton was 
persuaded to take the position of secretary, 
though he felt that one much more capable 
might be obtained. The second move was 
to secure members, which were obtained, 
and the members increased by holding suc 
cessive meetings. Third, the 
took up the question of prices; and its work 


association 


did result in raising prices. The associa 
tion recommends prices but does not bind 
He cited 


revealing 


its members to price agreements. 
several illustrations, without 
names of the parties interested, of voluntary 


increase of prices by manufacturers after 
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they had heard the experience of others at 
meetings of the association He recalled 
one manufacturer within two hours’ ride of 
Buffalo who returned to his plant from an 
association session and because of its sug- 
gestions induced his company to.make a 10 
per cent raise on a certain line of goods and 
thus put that line on a profitable basis. Mr 
Linton said that there are sure to be quite 
frequent complaints in connection with as- 
sociation work of this character—complaints 
that some one is not doing as agreed—but 
that his own experience had gone to show 
that nineteen out of twenty of such com- 
plaints exaggerated the facts in each case 
and were largely the result of rumor and 
misreport. Moreover in such instances the 
difficulty nearly always could be adjusted by 
reasonable and intelligent action on the part 
of the secretary of the association. The 
Case Goods Association, along with its oth- 
er functions, serves as a clearing house for 
regarding the trade 
tracing 


complaining reports 
methods of its membership; and 








Mr. and Mrs. C. E. Sheppard, Mrs. Wesley A. 
Stanger, Mrs. A. H. Childs, Miss Horder 
and Uncle George Olney. 


down such reports has resulted, nearly al- 
ways, in a satisfactory explanation and solu- 
tion of the difficulty, thus preventing re- 
taliatory price cutting by the complainant. 
Eventually uniform selling terms were 
adopted, which now are accepted almost uni- 
versally by the manufacturers. Fourth, the 
association took up questions of cost sched- 
ules, eventually working towards ascertain- 
ment of the actual cost of goods. Mr. Linton 
urged upon the proposed new association 
the consideration of cost of production. He 
said that in business we usually have a time 
of buoyancy, a time of good demand or a 
time of stress. In good times the cost of 
production increases. If the manufacturers 
are unorganized, it is difficult to raise prices. 
If they have an organization, they can ar- 
range to advance prices when they can get 
them—in good times 

he association took up questions 
and collections and it has worked out some ex- 
cellent results in this connection 

Questions were considered regarding mini 
mum shipping weights and methods of packing 
acceptable to railroads, so that now these mat 
ters have been adjusted satisfactorily 

[he association arranged for opposition to 
tariff legislation adverse to furniture manu 


facturers’ interest,, action which could not be 





— , , , 
accomplished successfully by individuals work- 


ing singlehanded. 

Mr. Linton concluded his remarks with an 
urgent appeal to the office manufacturers 
present to continue the effort to organize 
their association until it becomes an accom 
plished fact. He said that from the very na 
ture of trade conditions such an organiza 
tion is bound to come ultimately and that 
the sooner it is effected the better it will be 
for all concerned. As apprehension had 
been expressed that some manufacturers 
would hesitate to consider questions of com 
parative costs and prices, Mr. Linton sug 
gested that these should not be brought up 
at the outset, and that there are enough 
other matters of vital interest to warrant an 
association. Indeed, he felt that any large 
manufacturing trade without such an organ 
ization as he had tried to outline might 
be compared to a farmer who plants 
his corn and allows it to grow without prop 
er cultivation 

After Mr. Linton’s address it was moved, 
seconded and voted that the hearty thanks 
of the meeting be tendered to both Mr 
Hoole and Mr. Linton, and it voted that their 
addresses be included in the report of the 
meeting to be sent to office furniture manu 
facturers generally 

Mr. H. Parker Robinson was then asked 
to tell something of the experience « 


manufacturers in the recent Grand Rapids 


strike. He gave an interesting outline of tl 
history of the entire trouble, illustrating h 
account with various experiences of differ 
ent manfacturers and incidents of the strike 

Mr. Robinson in turn called 
Stevens for some information regarding the 


upon Mr 


old desk manufacturers’ association, which 
Mr. Stevens gave and explained that that 
association “went on the rocks” largely be- 
cause misunderstandings regarding ques 
tions of prices 

The Chairman next brought up the ques 
tion of definite organization. It was voted 
that the work should go on and that the 
expenses to date should be pro rated among 
those thus far interested, the amounts paid 
by each subsequently to be deducted from 
their dues when the association sl] 


organized. The question of another meeting 


and the pla e to hold it is to be decided by 


the new promotional committee which was 
nominated and elected unanimously as f 
lows. 

Fred G. Sikes, Chairman, The Sikes ( 
pany, Philadelphia; George A. Davis, Stow 
and Davis Furniture Company, Grand 
Rapids; L. M. Stearns, Art Metal Constt 
tion Company, Jamestown. N. Y.; Charles 
Slemin, Yawman & Erbe Mfg Co., Roches 


ter, N. Y.; T. F. Vaughn, Wabash Cabinet 
Company, Wabash, Ind.; F \ Tinker 
National Desk Company, Herkimer, N. ¥ 


Frank C. Morse, Browne-Morse Company 
Muskegor 

A vote of thanks was passed t 
promotional committee and it was voted 
also that the new committee should solicit 
members and that each one present should 


constitute himself a committee to conduct 


an educational campaign in favor of the pr 


posed association 
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ENTERTAINMENT FEATURES OF THE 


CONVENTION 











delegates and visitors 
annual convention of the 
Stationers’ and Manufacturers’ Association 
of the United States, Buffalo outdid herself. 
The proceedings began on Monday evening 
with the always Traveling Men’s 
Night. This affair of the best 
that was ever pulled off at any convention. 
Many of the ladies were present who occu- 
pied seats in the balcony and were served 


the 


In entertaining 


to the seventh 


popular 


was one 


with confections and claret punch. The 
men had punch and cigars. 
E. J. Weis of the Weis Manufacturing 


Company at Monroe was the presiding offi- 
He introduced the pro- 
witty and original 


cer of the evening. 
gram participants in a 
way. 

Word had come of the illness of Ad Hey- 
man of the Eagle Pencil Company, and the 
presiding officer asked Sam Mayer of Chi- 
few words in praise of Mr. 

Mr. Mayer did, paying a 
to Mr. Heyman’s fifty-two 


cago to say a 
Heyman. This 
feeling tribute 











(a) Prelude—Angelique Griegski 
(b) Valse—Pathetique Straussiski 
(c) Sonatas—Moonlight, Daylight, Starlight, 


Daylight, Good Night. 
23ski Beethoveniski. 


Midnight, 
Op. 


up ef 





My 
(TT 
DAD COORER. THE MAID OF 
THEA 'MIST 








GUS MEN ER. 
SHOOTS THE 














Mr. Charles McCreary 


in Bass Solos. 


The Ladies’ Favorite 
Mr. Charles K. Wadham. 
The “Beau Brummell” of Traveling Men 
Especially Engaged to Converse on 
Woman’s Rights. 


Dr. J. C. Frankenstein 
The Celebrated Tenor. 


Monologue 
By the Great and Only 
Mr. G. M. Ramsdell. 
The Man Who Entertains. 


Quartette. 
Once more will have the floor in 
Latest Popular Songs. 
Finale. 
Unit Orchestra. 
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years of efficient salesmanship. He referred { mocm - [Ts rane Mr. Olney, in his speech, urged all travel- 
also to the fact that Mr. Heyman was the | Res J pony ing men, of whatever line, to take a vital 
first chairman of the Traveling Men’s \ \\ A, \ G 4 SUR interest in affairs of the association. In his 
Night meetings. On motion, a resolution 1 / oO <c\ — young days there were no associations of 
of sympathy was unanimously adopted and / ; either stationers or traveling men, but now 
a telegram was sent to Mr. Heyman, re- | & Ky \ | every one is bonded together in ties of 
gretting his inability to be present. yp) brotherhood. He urged all his hearers to 

The program began with musical selec- ; read the trade papers. Trade papers teach 
tions by the $30,000 Statler Unit Orchestra, wis men new ideas. They show new goods that 
a quartet from the Guido chorus. After one never heard of before. The trade has 
this number Master George A. Olney, the no room for knockers. Mr. Olney con- 
boy wonder, gave an interesting monologue, pe ol cluded with a brief but graceful compliment 
and it was some monologue, too, because —— to the ladies. At the conclusion of Mr. Ol- 
the speaker is somewhere around eighty ney’s speech the entire audience rose and 


years young and could think back quite a 
spell. The rest of the program presented 
was as follows: 

World’s Greatest Living Pianist 


. “L.. F: 
Ignaz Joseph Harrio Paderewski. 
an enormous expense for this 
only 


Imported at 
occasion 








HIZZONER THE MAYvYOoR OF PECAN 
GAP DISCOVERS GOAT ISLAND 


= 
Finale—Combiniski Religeouski, 
Op. Nine Hundred and Siski. 
Paderewskitinpotski. 
The High Priced Artist 





J 


Rotteniski. 





sang a song about him, to the air of “As We 
Go Marching Along.” 

The Paderewski referred to on the pro- 
gram proved to be the well known and well 
loved Harry Tyndall. He was made up to 
represent Paderewski, whose temperamental 
characteristics he burlesqued very success- 


fully. He received numerous encores. Hav- 
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ing previously stated that he abhorred 
floral offerings, he was, at the close of his 
performance, bombarded with toy animals. 

Charles K. Wadham won much applause 
during his address on “Woman’s Rights.” 
Mr. Wadham told a story about an old plan- 
tation negro who was asked about his re- 
ligious affiliations. The old man said: “I’se 
a preacher, sah.” “Do you mean,” asked 
the questioner, “that you preach the Gos- 
pel?” “No, sah,” he replied, “I touches that 
subject very light.” The speaker said that 
he hoped that he was held in some esteem 
by the ladies, so that he purposed to touch 
the subject of hi. address very light. After 
telling a number of clever stories, Mr. Wad- 
ham paid a tribute to the power of the 
traveling man, and urged the ladies to en- 
list their support in whatever they wished 
to do. He said that he was in favor of all 
the women’s rights that he ever heard of, 
including the right of suffrage above all. 

As Mr. Wadham was leaving the stage 
he was detained by Miss Guild of Massa- 
chusetts, niece of the former Governor 
Guild, who remarked as she threw the bou- 
quet that she wanted the ladies to see how 
good a catch Mr. Wadham was. He proved 
it by catching the flowers. The evening 
closed with the singing of America and 
Auld Lang Syne. 

The committee in charge of the evening’s 
entertainment was composed of E. J. Weis, 
L. E. Williamson and H. P. Rockwell, as- 
sisted by Harry J. Williams, F. R. Straub 
and W. L. Van Dyke of Buffalo. The com- 
mittee deserved and received great praise 
for its clever and efficient work. 

Entertainment Features for the Ladies. 

Eighty-eight ladies attended the conven- 
tion and had what they said was a perfect- 
ly delightful time. The Buffalo ladies did 
everything that was possibile to be done to 
make the stay of their guests agreeable, and 
every minute during convention week was 
filled to the brim. On Tuesday afternoon 
four big sight-seeing automobiles were 
brought to the hotel and the ladies took a 
ride about the city, visiting all the points of 
interest, including the parks, the lake, water 
Guides were installed upon each 
information 


front, etc. 
wagon to 
about the points visited. 

On Wednesday morning a special Penn- 
sylvania railroad train took the ladies and 
several of the gentlemen to East Aurora, 


give the necessary 


where the party spent several hours inspect- 
ing the of the Roycrofters, after 
which they were given a dainty luncheon 
and listened to a characteristically interest- 
ing address by Elbert Hubbard. On the re- 
turn trip from East Aurora dainty boxes of 
confectionery were served with the compli- 
ments of the Buffalo Stationers’ Club. 

On Wednesday evening a reception was 
given by Mrs. DuMonte A. Whiting at her 
home, and on Thursday Miss Guild, niece of 
former Governor Guild of Massachusetts, 
entertained at luncheon in the Hotel Statler 
Thursday noon a luncheon was given at the 
Hotel by Mrs. F. B. Towne of 


shops 


Iroquois 


Holyoke, Massachusetts. 
At the banquet on Friday evening the vis- 
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iting ladies presented Mrs. Millington Lock- 
wood with a beautiful basket of flowers in 
appreciation of her untiring interest in the 
welfare of the visitors during the conven- 
tion. At the same time an elaborate cor- 
sage bouquet was presented to Mrs. Fal- 
coner. 

The Buffalo ladies who looked after the 
welfare of the visiting ladies during the 
convention were: 

Mrs. Houpt, Mrs. Wilbur Houpt, Mrs. 
Millington Lockwood, chairman, Mrs. John 
C. Adams, Mrs. John B. Aikman, Mrs. Os- 
car J. Besser, Mrs. Chas. B. Blyer, Mrs. W. 
L. Carpenter, Mrs. John A. Condit, Mrs. H. 
D. Fisher, Mrs. C. G. Grauer, Mrs. Louis 
F. Houpt, Mrs. Wilbur E. Houpt, Mrs. 
Henry C. Weiler, Mrs. J. Herbert White’, 
Mrs. Du Monte A. Whiting, Mrs. Willis P. 
Whiting, Mrs. David F. Williamson. 

The assistants to the ladies’ committee 
were Messrs. Ralph S. Bauer, Richard B. 
Lockwood and Charles K. Wadham. 


Niagara Falls Outing. 


Friday, October 13th, was gala day for 
the stationers. The weather was perfect 
and every one took advantage of the oppor- 
tunity presented to visit Niagara Falls, that 
is, nearly everyone, for just exactly 252 la- 
dies and gentlemen boarded a special train 
at Terrace station in the morning and were 
at the Falls station in just three-quarters of 
an hour. On the outward trip each lady re- 
ceived a dainty box of chocolates with the 
compliments of Ralph S. Bauer of Lynn, 
Mass. 

At Niagara depot open trolley cars were 
in waiting, on which the visitors were taken 
on the gorge route. Each car had an offi- 
cial announcer, who was provided with a 
typewritten statement and meégaphoned in- 
teresting information at the points where 
historical spots were reached. Stops of 
from five to thirty minutes were made at the 
different points of interest, and at the Brock 
monument an official photographer made 
the outing picture. 

At 1:45 p. m. the visitors reached the Im- 
perial Hotel, Niagara, and enjoyed a well 
selected and splendidly served dinner. 

During the dinner a unanimous rising 
vote of thanks was tendered, on motion, to 
former President Falconer and to the enter- 
tainment committee—Messrs. Oscar J. Bes- 
ser, chairman, W. L. Carpenter, John A. 
Condit, Edward Denny, Harry J. Tyndale, 
J. Herbert White and Harry J. Williams— 
for the excellent work they had done. The 
motion was carried unanimously. A unani- 
mous vote of thanks was also given to the 
Buffalo ladies, on motion of Charles K. 
Wadham, for their hospitality and kindness 
during the dinner. 

After the dinner the visitors walked about 
visiting various spots of interest. Some 
visited the shredded wheat factories, the 
large power plant and other points of inter- 
est. Many boarded the Maid of the Mist, 
went through the Cave of the Winds, and 
passed the time in other agreeable ways un- 
til five o’clock, when the special train took 
them back to Buffalo. 
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SIDE LIGHTS 








neatest gifts handed out at 


of the 
the convention wasa limp leather envelope 
containing a description of the new loose 


One 


leaf hinge of the Berkshire Hills Paper 
Company of Adams, Mass. This pocket 
book is just the right size to hold bills, doc 
uments, etc 

* * * 

During the convention Peter Paul & Sons 
of Buffalo, by means of neatly engraved 
invitations, requested the stationers to visit 
their salesrooms and their steel and copper 
plate engraving establishment. Many sta 
tioners took advantage of this opportunity 

* ” * 

Mittag & Volger were on the ground with 
five representatives handing out cigars with 
Mittag & Volger Everybody said 
that these cigars were the real goods, except 
the Mayor of Pecan Gap, who was unable t 
He smokes Webster cigars ex 


bands 


finish his. 
clusively 
a. £8 

Mr. Skinner and Mr. Peabody of the Der 
by Desk Company had tickets when they 
left Boston for Buffalo. They knew they 
had them, because Mr. Skinner had them 
both, also both sleeper tickets, in a nice little 
When the conductor came they 
were missing. They tried to tell him that 
he had them, but there was nothing doing 
They finally found the tickets, however, 
with the aid of the porter, on the floor un 


envelope 


derneath the berth. 
(2 ¢@ 


Maybe Frank Morse never lived on a 
farm, but he is said to be a buttermilk pun 
isher par excellence. But where did he get 
the hat he wore to Niagara Falls? 
i ae 
The day the delegates made their trip to 
the gorge was the ninety-ninth anniversary 
of one of the battles of the war of 1812. The 
battle was fought on the place where the 
Brock monument now stands 
* + + 
Mayor Garvin of Pecan Gap, large and 
rotund, said he had to cut off the pockets of 
his evening dress trousers so that he could 
reach down and pull up his garters. Brother 
Garvin's nether limbs taper from the founda 
tion upward with perfect and amazing regu 
larity 
* * . 


One night during the convention—just 
one—Charley Felton of the Crescent Brass 
& Pin Company retired early. About two 
o’clock he heard a peculiar sound from an 
alcove and finally located it as coming from 


a door between his room and another apart- 


ment. Zip! Zip! Zip! went the noise as of a 
saw filing a lock. Pelton’s hair rose up as 
he flitted lightly out of bed in his blue 


pajamas; placing his lips close to the key- 
hole he roared: “What the devil do you 
want? What are you doing there?” A mild 


voice came from the other side of the door 
“I beg pardon, sir, for disturbing you, but 
this door knob is the only place I can find 


to hang my razor strop.”’ 











NEW YORK STATE BUILDING, PUBLIC 
PARK, NIAGARA. 
R. A. Waltz, Guy Hamlin and H. A. Stacy 


on Steps. 
Nobody can really say that he has 
until he has listened to Sam 
“Vip-i-addie-i-aye.” 


true harmony 


Ward of Boston singing 
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VIEW TAKEN ON TRIP TO WHIRLPOOL 
AND GORGE. 

Billy Baxter doesn’t like the job of Ser 

geant-at-Arms because he has to stay out 


h 


side the door during the meeting. 








THREE WEIS MEN. 
Harry and Otto Weis. The only time any 
of them were ever caught asleep. 


Ee. J., 


Mr. Horder of Chicago says he has the 
prize store force. The other day they re 


moved from the sidewalk four tons of Boor- 





um & Pease blank books and a case of Iré 

land & Matthews brass goods, cleared away 
all the muss and arranged the goods in the 
hours. 


* * * 


store in two 


Pecan Gap is on the map 
+ * * 
R. Merckle of the Thaddeus Davis 
is said to be the only mani at th: 


J. W 
Company 
hurry-up tele 


who received a 


rload of ink 


convention 
gram for ca 
* * * 

The following telegram, signed by seventy 
members of the association, was sent to Mr 
A. D. Hyman during the convention: 

“The traveling men and friends assembled 
in convention at Buffalo thank you for your 
greetings that came through a friend W< 
regret your inability to be with us tonight 
to have you with us on many 
We have not 


forgotten that you were the first presiding 


but we hope 
future occasions of this kind. 


officer of the first Traveling Men’s Night 
Good luck! Good luck! and again 1 
luck!” 
x * * 
Paul Fera, six feet five and one-half 
inches tall, representative of A. W. Faber 


was the longest delegate. 
* . * 

The Youmans Coin Wrapper Company 
Cincinnati, Ohio, distributed what looked t 
be a roll of fifty pennies in their coin wrap 
per. They proved to contain one penny 
each end of a little dummy roll The rt 
cipient was invited to spend the two pennies 
for postage to ask for full particulars about 
“the Youmans,” the only coin wrapper made 
for holding all denominations 

* * * 

Fred Rockett of the Hargreaves Printing 
Company, Dallas, Texas, who has for sev 
been recorded as the only red 


eral years 
haired delegate, was absent on account of 
illness in the family. A telegram signed by 
a large number of delegates was sent to 
Friend Rockett 
x * * 
Findley I. Weaver, editor of Booksellet 


; 


and Stationer, Toronto, Canada, was one « 


two representatives of his majesty 
George \ 
x *k x 
“Dad” Cooper of Pittsburg distributed re 


were almost as difficult t 


rebus used in the piano adver 


bus cards which 
solve as the 
tisement 

_ * . 


A handy box for home use was presented 


by the Denison Mfg. Company to delegates 
and visitors 
‘+ 2 
Charles W. Hoyt, proprietor of the Wool 
son Expense Book Business and creator of 
Hoyt’s Stationer Service, Special House Or- 
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A Desk To Fit Your Needs 


You’re a busy man Is YOUR DESK helping you — saving time for you? 
Are your letters and papers where they are handy for constant reference ? 


This is an age of pea Contrast this with the old stereotyped desk of other days 
business world sur- —with its purposeless deep drawers and shallow drawers to 


The man who gets farthest in the : : 
be rummaged through, and its numberless little compartments 


rounds himself with ennest helpers—both human and me- 


chanical—that specialize on his needs—save his time—hts which fit nothing in particular. 

patience—attend to the details and leave his mind and his Go to the nearést dealer who sells B-M Quality furniture. 

hours and minutes free for bigger things. Select the sections you need for your purpose and see your 
“The Desk With Brains”’ is the “expert desk,’’ made for desk built up before your eyes. 

the high-priced man whose minutes count. You need not buy the desk. But go and look at it. See 
“The Desk With Brains’’ hasa flat top, broad and roomy. what B-M Quality Filing Systems are crng to increase the 


cash value of your business day. 

Or if this is not convenient, write us today for our new 
book, describing the many combinations which may be had 
in “The Desk With Brains.”’ 

With the book, we send you a sheet showing sections 
which you can put together to show just what combinations 
you require. 

Both book—and sheet—are sent promptly, by return mail 
postpaid, on receipt of your request. We make no charge 
for them. 

The B-M Quality line is the complete line. It includes 


The pedestals are made up of interchangeable, fractional 
sections. There are over 8,000 different combinations. 

These fractional sections are the regular B-M Quality 
Cabinettes, always in stock. 

As the character of your work varies, the sections may 
be changed to meet the new requirements. Thus you have 
always a desk to fit your needs. 

For the Physician there is one combination, for the 
Attorney another, for the Architect another, for the Real 
Estate man another, and so on through all professional and 


business lines. 
“The Desk With Brains’ is made to your order—to fit standard size, Horizontal and Upright Sections, Fractional 
: Sections (Cabinettes), Solid Cabinets, Correspondence, Desk 


your individual needs—put together, after you select the sec- 2 — i : 
Ciisate ionin pail ; , and Card Trays, Transfer Cases, Folders, Cards and all other 
“ aap filing supplies. 


Dealers e Ifin position to consider “an Exclusive Agency Proposition.” write us today. @ “The Desk With 
® Brains’ will enable you to monopolize the desk business of corporations, professional men and all 
small office business in your city. @ ‘The Desk With Brains” is being extensively advertised in “The Saturday 
Evening Post,” “System,” and other magazines read by business men. Write us today. Address 


Browne-Morse Company, 111 Hovey St., Muskegon, Mich. 


, BRANCHES . 
New York City, 82-84 Fulton Street Philadelphia, 707 Arch Street 
Baltimore, 109 N. Frederick Street Washington, Corner Eleventh and F Streets 
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gan Publication, did the honors for New 
Haven. 

* . * 

The American Manufacturing Company of 
Jamestown, New York, distributed fifteen- 
inch flexible rulers. 

- * * 

Cook & Cobb of Brooklyn presented each 
lady with a package of Walker’s letterettes. 
* * * 

The Cesco pins worn by the ladies were 
presented by C. E. Sheppard . Company, 
manufacturers of loose leaf devices in New 
York. 

7 * * 

Henry Sherick of Cincinnati distributed 
through J. T. Jemison a nice little memo 
card in a leather case. 

* * * 

The Moore Push Pin Company of Phila- 
delphia was represented among the souve- 
nirs with a neat little box of Moore push 
pins. 

Sa £ 

All the ladies carried pretty little pocket 
mirrors given them by Mr. Moore of Ault & 
Wiborg, Cincinnati. 

* * . 

The American Crayon Company’s key 
rings were in demand. 

* * . 

The fine silver Wostenholm knives with- 
out advertising imprint which were given 
by the C. S. & R. B. Company were splen- 


did souvenirs. 
* * 7 


A. H. Childs, a veritable. old salt, who 
headed the Chicago faction, which was to 
come to Detroit by boat, will never be able 
to square himself for the disappointment of 
the party which had to finish its trip by 
train * * * 

Ralph Bauer of Lynn, Mass.—may he live 
to. be a hundred—added snap and go to the 
big meeting. 

* * * 

Gus Meyer, sergeant-at-arms, still holds 
the honor of being the Apollo Belvidere of 
the convention. One of the ladies, happen- 
ing to stray into the balcony at one of the 
business meetings, it became the duty of the 
sergeant-at-arms to eject her. The incident 
was rendered altogether painful by the lady 
happening to be the wife of the sergeant-at 
arms. - eS 

On to Omaha. 

- S 

Sam Ward has something coming to him 
at Omaha for the story he told at one of the 
business meetings. 

. . * 

Uncle George Olney—rotund and radiant 

—may he live to be a thousand! 
« * * 

If you were a Hoosier and had been sit- 
ting at one end of the hall at the big ban- 
quet and heard above the stentorian voices 
of the New Yorkers, the vociferous Ohio 
ans and the dulcet strains of the Chicagoans, 
the musical cry, ““Wabash—On the Banks of 
the Wabash,” you have excused 
yourself and joined the ranks of the 
flower and honey bee” crowd? 


wouldn’t 


wild 
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The American Manufacturing Concern of 
Falconer, N. Y., distributed at the conven- 


tion 325 samples of their finest flexible 


rulers, giving one to every one in attend- 


ance. 
* * x 


“Bill” Krohmer, president and general 


manager of the Goes Lithographing Com- 


pany, radiated sunshine upon his friends 


at the convention. 





LOVING CUP FOR GIBBS. 


They sprung a surprise on Fletcher B. 
Gibbs of Chicago, chairman of the National 
Catalog Commission. It took him entirely 
by surprise and for a moment even the well 
poised Gibbs was what might be termed 
“flabbergasted.” The occasion 
presentation to Mr. Gibbs at the banquet 
of a solid silver loving cup, as a token of 
the esteem in which he is held by a host 
of friends. The presentation was 
made by Andrew Geyer, the well known 
publisher of Geyer’s Stationer, who said: 
“There is a little incident to happen, not 
down on the program, and it has been 
thought best for it to come in at this time. 
You all know Fletcher B. Gibbs; how he has 
and_ his 


was. the 


speech 


given up his time, his strength 





ANDREW GEYER, Enterprising Publisher, 
Geyer’s Stationer, Who Presented Lov- 
ing Cup to Gibbs. 
money, the very best that is in him, unre- 
servedly in the interest of the association. 
I am not here to utter an eulogy to Mr 
Gibbs—his acts speak clearer and 
far more eloquently than any words that I 
I am only the mouthpiece of 
Dear 


louder, 


can utter. 
those who delight to do him honor. 
Mr. Gibbs, kindly accept this loving cup, for 
with it go the love and affection, not only 
of the donors, but also, I am sure, of every 
member of the association. They wish you 
long life, health and prosperity.” When 
Gibbs had recovered from the surprise occa- 





sioned by the gift, he responded in a feeling 
and graceful manner. The then 
filled with champagne and passed first to 
the ladies and then to the men. 


cup was 


Andrew Geyer, who made the presenta- 
tion speech on this occasion, was himself 
the recipient of a silver loving cup at the 
Boston convention, in commemoration of 
the fiftieth anniversary of his 
with the stationery 


connection 


trade 





Mr. Wilson Says, “Best Convention Ever 
Held.” 
Interview with Ralph B. Wilson, 
dent of C. S. & R. B. Co., regarding the 
Buffalo convention: 


presi 


“The Buffalo convention in my opinion 
was the best meeting we have had in the 
history of the association. The great and 
evident interest manifested by the dele- 
gates and visitors in all of the business 
sessions plainly shows that the association 
is getting down to brass tacks. The in- 
crease of the entertainment fund dues 


whereby the burden of the expense of en- 
tertainment will be lifted from the citizens 
of the cities where future conventions are 
held is a movement in the right direction 
I have favored this change and have agi 
tated for it during the past two or three 
years I regarded it as a hardship 
on the stationers of convention cities to be 
compelled to put up a large sum of money 
for the entertainment of 
gates. The elimination of this heavy item 
of expense will without doubt result in the 


because 


convention dele- 


receipt of invitations by the association 


from con 


suitable in 
vention where the 
not otherwise have felt themselves able to 
Moreover, it 


cities every way as 


cities stationers would 
bear the burden of expense. 
puts the association in a position to select 
cities for its annual meetings where no 
local association of stationers exists 

I believe that every member of the asso 
ciation is pleased to note the increasing in 


terest shown on the part of members and 


delegates in bringing the ladies of their 
family to the annual meeting of the or- 
ganization. The social side of the nven 
tion is one of its delightful features and | 
believe the plan of having the ladies pres 
ent at the annual banquet will be followed 


in all future meetings. The speeches made 
at the banquets are intellectual treats 


as the banquets themselves are conducted 


and 


upon a high plane and with entire propriety, 
there is no reason why the ladies should 
not be present. 

appointed to 
\urora 


Buf- 


I was one of the few men 


attend the ladies on the trip to East 


during the week of the convention at 


falo. I spent a very profitable afternoon 
at the Roycroft plant and regret that every 
visitor and delegate did not have an oppor- 
tunity to get there. 

The National Association of Stationers 
and Manufacturers has become an impor- 
tant factor in the trade and it is to be 


hoped there will be a great increase in the 
membership next year 
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Hitch Up 
These [wo Giants! 


The consumer’s insistent demand is for a 
pencil that looks well, sharpens easily, writes 
smoothly and seldom breaks. 











The retailer’s insistent demand is for a pencil 
that moves itself—for something that will not 
collect dust on his shelves. 


DIXON’S crams PENCILS 


have always satisfied their most exacting users 
because they are first required to satisfy a more 
rigid judge—an ideal. 





Dixon’s American Graphite Pencils have the 
splendid power of national advertising behind 
them—behind you! Hitch the Dixon Advertising 
—plus Dixon Quality—to the sales end of your 
business—it pays well! 





Joseph Dixon 
Crucible Company 





Jersey City Have you a catalog? 


New Jersey 
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A. 


J. B. Aikman, Buffalo, N. Y.; Frank Albecks, 
New York City; Albert B. Abrams, New York 
City; H. 8S. Adams, Chicago, Ill.; John C. Ad- 
Buffalo, N. Y.; F. F. Aldes, Jamestown, 


ams, 
N. Y.; Sol. A. Arons, New York City; Roland 
Altemus, Philadelphia. 

B. 


Y.; Wm. C. Bar- 


B. P. Bartlett, Le Roy, N. 
Saxton 8S. Barrett, 


denheuer, New York City; ’ 
Chicago, Ill.; Leonard A. Baer, Canton, Ohio! 
Frank W. Bailey, Boston, Mass.; Ralph 8S. 


Bauer, Lynn, Mass.; R. H. Baxter, New York 
City; Chas. H. Bellman, Toledo, Ohio; W. D. 
Bevin, New York City; C. A. Bergman, Chi- 
cago, Ill.; Oscar J. Besser, Buffalo, N. Y.; Ww. 
A. Berry, Boston, Mass.; R. O. Bell, Richmond, 
Va.; A. A. Bellknap, New York City; J. H. 
Bernheiser, Camden, N. J.; C. B. Bleyler, Buf- 
falo, N. Y.; D. B. Blanton, New York City; R. 
B. Bowman, Akron, Ohio; John Brewer, New 
York City; Edward V. Brokaw, New York City; 
Henry B. Brown, St. Paul, Minn.; T. K. 
Brownell, New York City; F. A. Burnham, Jr., 
New York City; Fred’k P. Bushnell, Philadel- 
phia, Pa.; Mortimer W. Byers, New York City; J. 
M. Byck, Savannah, Ga.; Henry O. Bainbridge, 
Jr.. Brooklyn, N. Y.; John T. Bailey, Boston, 
Mass.; S. T. Buckham, New York City; Chas. 
£. Bante, Albany, N. Y.; C. J. Buntell, Dayton, 
O.; William H. Brooks, Philadelphia, 


Cc. 
D. W. Campbell, Niagara Falls, N. Y.; Rich- 
ard B. Carter, Boston, Mass.; H. E. Carver, 


Philadelphia, Pa.; W. J. Chaplin, Boston, Mass.; 
A. H. Childs, Chicago, Ill.; S. S. Clayton, Gal- 
veston, Tex.; Chas. H. Clough, Pittsburgh, Pa.; 
Cc. C. Cobb, Toledo, Ohio; Louis J. Coe, Spring- 
field, Ill.; C. S. Cooke, New York City; W. E. 
Cooper, Pittsburgh, Pa.; J. P. Comfort, Buffalo, 
N. Y¥.; John A. Condit, Buffalo, N. Y.; W. H. 
Curtis, St. Louis, Mo.; Gordon Cameron, New 
York City; Wm. L. Carpenter, Buffalo, N. Y.; 
Wm. T. Carpenter, Washington, D. C.; A. M. 
Claffee, Rochester, N. Y.; E. W. Christoffers, 
Hoboken, N. J.; Fred Cloke, Hamilton, Ont.; 
L. H. Conley, Buffalo, N. Y.; F. L. Coggin, 
Holyoke, Mass.; D. E. Condit, New York City; 
L. R. Coppage, Chicago, Ill.; Joseph E. Colton, 
Pittsfield, Mass.; Allen W. Cox, Brooklyn, N. 
Y.; H. C. Crum, Cleveland, Ohio; Kenneth B. 
Clarke, New York; A. Crusius, New York. 


D. 


Arthur B. Daniels, Adams, Mass.; Willis F. 
Day, Toledo, Ohio; Edward Denny, Buffalo, 
N. Y.; E. H. Doolittle, Camden, N. J.; Uri Doo- 
little, Syracuse, N. Y.; W. L. Daniels, Adams, 
Mass.; A. C. Davis, Falconer, N. Y.; Chas. F. 
Dawson, Montreal; M. S. Dimmitt, Cincinnatl, 
Ohio; Geo. E. Dyson, St. Louis, Mo, 


E. 


H. R. Elliott, New York City; Albert Ernst, 
New York City; T. J. Ellick, Omaha, Neb.; C. 
H. Everly, New York City; F. Gale Eber, Par- 
kersburg, W. Va. 

F. 


Eberhard Faber, New York City; Charles E. 
Falconer, Baltimore, Md.; Paul Fera, New York 
City; Mark Forrest, Milwaukee, Wis.; C. E 
Fitzpatrick, Dubuque, la.; M. Fulda, New York 
City; Irving P. Favor, New York City. 


G. 


Chas. P. Garvin, Boston, Mass.; Theo. L. C. 
Gerry, New York City; Fletcher B. Gibbs, Ch.- 
cago, Ill.; J. M. Goldstein, Cleveland, Ohio; An- 
drew Geyer, New York City; Andrew Gillette, 
Holyoke, Mass.; R. W. Gordon, Jr., McKees- 
port, Pa. 


H. 


R. M. Hause, Philadelphia, Pa.; L. A. Hawkes, 
Camden, 


N. J.; Harold E. Hawkins, Kansas 
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City, Mo.; W. O. Hayes, Worcester, Mass.; L. 
H. Heist, Philadelphia, Pa.; C. S. Hemingway, 
Dalton, Mass.; L. B. Herr, Lancaster, Pa.; 
Harry Heymann, New York City; S. E. Hilles, 
Cincinnati, Ohio; Samuel Hobbs, Boston, Mass.; 
J. W. Hodgkinson, New York City; Peter T. 
Hoehn, Buffalo, N. Y.; H. W. Hunter, Delanco, 





THE TRADE JOURNALS 


From Address of George A. Olney at the Traveling 
Men’s Entertainment. 


Now, I want to say to you all—Read the trade 
papers. They were made to read. They will 
teach you new ideas. They are published for that 
urpose. They will give you items of news—that 
$s what they are for. They will show you new 
goods that you never have seen. They will tell 
you of changes in the trade. They will help you 
to positions through the Want Ads. They will give 
you advice which may exactly fit your case. If 
you have no time to read during business hours, 
take them home for Sunday and read them then, 
instead of playing solitaire. It won’t hurt you, 
but will do you good. 

These papers are the mediums of information 
and instruction which cover the daily, weekly and 
monthly events and doings of affairs in which you 
are all interested, if you take any interest at all in 
your work or business. 











N.: J.; Henry S. Hutchinson, New Bedford, 
Mass.; C. W. Hoyt, New Haven, Conn.; H. E. 
Hamlin, Syracuse, N. Y.; E. Y. Horder, Chi- 
cago, Ill.; Thos. P. Halpin, Chicago, Ill.; Geo. 
E. Hewett, Park Ridge, N. J.; Robert A. Heim, 
Staten Island, N. Y.; J. H. Hildreth, Chicago, 
Ill.; Elmer M. Hill, Buffalo, N. Y.; P. A. Hoff- 





THE TRADE JOURNALS 


From Annual Report of Charles E. Falconer, 
President National Association of 
Stationers and Manufacturers 


T? the trade journals also I wish to extend my 
congratulations at the great improvement 
in the character of the reading matter with which 
their columns have recently been filled. Many 
valuable articles on legal subjects and much 
information regarding the conduct of business 
have been published, and the issues of the past 
ear are worthy of preservation in permanent 
orm. Thethanks of the association are also due 
those journals for the full reports of our conven- 
tion proceedings and the interesting and vaulable 
news of the doings of our committees and mem- 
bers. They are an important factor in promoting 
the extension of our field of endeavor, and while 
it may be said that they are in a measure actuated 
by self-interest in so doing, that should not detract 
trom the merit of doing the work so much better 
than might have been done, and they are in no 
sense different in that respect from the rest of us. 

I would earnestly impress upon each individ- 
ual to whose ears or eyes this report will come 
not to neglect his trade paper. Every stationer 
should subscribe to at least one of the six excel- 
lent periodicals devoted to our business. Having 
subscribed, he should not only read each issue, 
advertisements and all, from cover to cover, but 
pass them down to his employes, and request 
them to read also, calling their attention to 
articles of special importance. The order of 
“Read, mark, learn and inwardly digest’’ applies 
here as well as to matters spiritual. 











Holbrook, Ruthe 


man, Hastings, Minn.; A. M. 


ford, N. J 
1. 
O. R. Ihling, Kalamazoo, Mich.; J. B. Irving, 
Kansas City, Mo. 
J. 
Herman L. Jans, Newark, N. J.; Roy T. 


Jefferson, Springfield, Ill; J. T. Jemison, Cin- 
cinnati, Ohio; O. L. Jernigan, Atlanta, Ga.; W. 
Gifford Jones, Chicago, Ill.; Evan Johnson, Chi- 
cago, Il. 





K. 


W. J. Kennedy, St. Louis, Mo.; Frank A 
Kraft, Buffalo, N. Y.; F. E. Korn, Durham, 
Conn.; Wm. F. Krohmer, Chicago, Ill.: E. ‘ 
Kastner, Montreal; E. H. Ketchum, James- 
town, N. Y.; Chas. L. Keller, Buffalo, N. Y.; 


T. H. Kennin, Kalamazoo, Mich. 

L. 
‘Charles H. Langbein, Pittsburgh, Pa.; A. 
Langstadter, New York City; Chas. A. Lent, 


New York City; E. D. Lines, Jamestown, N. Y.; 
Millington Lockwood, Buffalo, N. Y.; W. H. 
Longley, Kalamazoo, Mich.; E. C. Loomis, Chi- 


cago, Ill.; James T. Lacey, New York City; 
John D. Lamond, Boston, Mass.; Lawrence K. 
Landrine, New York City; A. S. Landsberg; 
James Logan, Worcester, Mass. 

M. 

J. J. McWilliams, Cleveland, Ohio; J. L. Me- 
Millan, Syracuse, N. Y.; Geo. E. McIntosh, St 
Joseph, Mo.; D. MacTaggert, Port Huron, 
Mich.; John Maine, Detroit, Mich.; Geo. F. 
Malcolm, Boston, Mass.; R. F. Marley, Terre 
Haute, Ind.; Sam Mayer, Chicago, Ill.; J. W 
R. Merckle, New York City; Gus Meyer, Jr., 
Chicago, Ill.; M. F. Montague, New York City; 
R. S. Moore, Cincinnati, Ohio; Chas. E. Moyer, 


Omaha, Neb.; A. E. McChesney, Syracuse, N 
Y.; A. W. McCoy, Pittsburgh, Pa.; L. B. Mac- 
kenzie, Chicago, Ill.; R. C. Martin, New York 
City; Geo. W. Meacham, New York City; Henry 
C. Miller, Milwaukee, Wis.; Frank O. Mittag, 
Jr., Park Ridge, N. J.: F. A. Montelius, Grand 
tapids, Mich.; Harry L. Murdoch, Kansas City, 


Mo.; H. C. McPitor, Wabash, Ind.; Chas. M. 
McLeod, Syracuse, N. Y. 
N. 
John A. Nichols, Williamsport, Pa.; C. H. 
Numan, New York City. 
Oo. 
Geo. A. Olney, Kansas City, Mo. 
P. 
D. E. Paris, South Hadley Falls, Mass.; Am- 
adee Peting, St. Louis. Mo.; Chas. E. Pelton, 


Detroit, Mich.; F. A. Petrie, Greenfield, Mass.; 
W. J. Petty, Cleveland, Ohio; F. W. Pirtle, In- 
dianapolis, Ind.; Abner K. Pratt, Boston, Mass.; 
R. E. Prendergast, Scranton, Pa.; W. F. Pun- 
nell, Sacramento, Cal.; Harold C. Parsons, Dur- 
ham, Conn.; Walter B. Peabody, Boston, Mass.; 
Charles M. Phelps, Holyoke, Mass.; W. A. Pol- 
lock, Westfield, Mass.; E. F. Perry, New York 
City; R. C. Pierce, Dalton, Mass; Emil Regens- 
burg, New York City; Peter Reitzel, Pittsburgh, 


Pa.; T. W. Roberts, Cleveland, Ohio; Wm. M. 
Pulford, New York. 
R. 

A. F. Robertson, Richmond, Va.; Wm. Rodi- 
ger, Chicago, Ill.; Samuel S. Rosendorf, Rich- 
mond, Va.; Winthron C. Richmond, Boston, 
Mass.; Fred A. Richmend, Detroit, Mich.; Au- 
gust N. Ritz, Milwaukee, Wis.; H. P. Rockwell, 
kKochester, N Y.; H. W. Rogers, New York 
City. 

Ss. 

R. B. Sanders, Cleveland, Ohio; G. J. Seng- 
busch, Milwaukee, Wis.; C. S. Severson, St 
Louis, Mo.; Fred P. Seymour, New York City; 
H. C. Sharp, Camden, N. J.; C. E. Sheppard, 


New York City; Chas. H. Shields, Toledo, Ohio; 
Cc. M. Sleght, Batavia, N. Y.; H. A. Smith, 
Holyoke, Mass.; Clarence M. Smith, New York 


City; Jacob F. Smith, Canton, Ohio; R. B. 
Spencer, Chester, Pa.; E. D. L. Sperry, St. 
Paul, Minn.; Chas. A. Stevens, Chicago, IIl.; 
W. S. Stafford, New York City; Wesley A. 


Stanger, Chicago, Ill.; Augustus F. Stoll, Tren- 
ton, N. J.; Chas. J. Stromberg, Chicago, IIL; 
Chas. E. Stuart, Canton, Ohio; E. A Shipman, 
New York City; Harry D.*Shipman, New York 
City; W. E. Smith, New York City; B. F. Soule, 
Lynn, Mass.; H. A. Stacy, New York City; 
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An Indication of Efficiency 


Sixteen More 


Alddress ogfaphs 


Cc PR'NTS FROM TYPE 


For Sears, Roebuck & Company, making 26 ADDRESSOGRAPHS 
now in use by the Largest Mail Order House in the World 











Consider what this means. After using ten ADDRESSOGRAPHS for many years, this foremost advocate of mail sales has installed 
16 more ADDRESSOGRAPHS. It means that the ADDRESSOGRAPH has stood the test of time and has conclusively proved itself to 
be the one addressing machine that meets a most exacting demand for maximum efficiency in the maintenance and addressing of lists of 


names of many kinds and sizes. 
And Sears, Roebuck & Company is just one of more than 40,000 merchants and manufacturers in 239 distinct lines of business that 


have purchased the ADDRESSOGRAPH because of its great flexibility of usage, its complete Card Index conveniences, its absolute 
accuracy, its typewritten addresses and its low cost of maintenance. 


Sales for last year show that of every 100 addressing machines sold 89 were ADDRESSOGRAPHS. 





The ADDRESSOGRAPH is being used by manufacturers, wholesalers, retailers, dealers, banks, real estate and insurance companies, 
public utility companies, Government departments, associations, schools, laundries, brokers, publishers, and in every line of business where 
it is necessary to frequently address a regular list of names. 


Here are a few of the representative concerns using the ADDRESSOGRAPH: 


Central Union Telephone Co., Indianapolis, Ind. The John Deere Plow Company in all Branches. U. S. Fidelity & Guarantee Co., Baltimore, Md. 
The Hartman Furniture & Carpet Co., Chicago, Ill. The Ford Motor Company, Detroit, Mich. American Law Book Co., New York, N. Y. 
People’s Gas Light & Coke Co., Chicago, Ill. Eight U. S. Pension Agencies. National City Bank, New York, N. Y. 
Armour Fertilizer Co., Atlanta, Ga. U. S. Steel Corporation, New York, N. Y. National Cash Register Co., Dayton, Ohio. 


Union Pacific Railroad, New York, N. Y. Universal Portland Cement Co., Chicago, Ill. 
Westinghouse Electric Mfg. Co., Pittsburg, Pa. West Publishing Co., St. Paul, Minn. 


The ADDRESSOGRAPH is not merely a machine for addressing envelopes and circulars, but a 
flexible system that affords all of the modern conveniences of a Card Index for classifying and arranging 
lists great possibilities for automatically following up mailing lists and efficient short-cuts for mini- 
mizing the expense of routine and detail work in auditing, payroll, shipping and general departments of 
every business. 

In a word, the ADDRESSOGRAPH enables an office boy or girl to accomplish the work of about 
ten clerks in handling and addressing lists of any nature. For with this machine it is possible to address 
envelopes, cards, circulars, statements, record cards, checks, payroll forms—anything—at the rate of 50 
to 60 per minute—all with absolute accuracy. 


One user of the ADDRESSOGRAPH said: 


“The ADDRESSOGRAPH is the best investment of any kind I ever 
made, for it paid me 110 per cent the first year I used it.” 








ADDRESSOGRAPH COMPANY 


903 W. VAN BUREN STREET - CHICAGO, ILLINOIS 
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CONSIDER 


AND 


ASK TO SEE 


THE BLANKS OF QUALITY 


THAT 


GOE 


| Established 1879 | 


IS GETTING OUT. NEW FORMS PRODUCED CONSTANTLY. 


























151 Styles of Stock Certificate Blanks, 


19 Styles of Bond Blanks ; , 
: d P houl 

2 Styles First Mortgage Real Estate onde _ epulien 
Notes, have these blanks in stock. They 
72 Styles and sizes of Calendar Pads all combine the highest quality of 
for 1912. style and workmanship. They will 


make money for the dealer as quality 





always counts if cost is reasonable. 


Send for catalogue and prices at once. 


GOES CHICAGO 


61st AnD CLARK STREETS Address Dept. 0. A. 
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William B. Sleigh, Springfield, Mass.; J H Miss Edith Abrams New York City: Miss M. 


Schermahorn, Jersey City, N. J. Emilie Abrams, Bronx, N. Y.: Mrs. John C Camplin, 
Adams, Buffalo, N. Y.: Mrs. John B. Aikman Carpenter, 
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Camplin, Niagara Falis, N. Y¥.; Mrs. D. W. 
Niagara Falls, N. Y.; Mrs. W. L. 


Buffalo, N. Y.; Mrs. L. H. Conley, 


?. Buffalo, N. Y.; Mrs. Rebecca Baer, Canton, Buffalo, Y.; Mrs. W. J. Camplin, Boston, 

Ohio; Mrs. J. D. Baker, Frederick, Md.; Mrs Mass.; Mrs. F. L. Coggins, Springfield, Mass. ; 

E. C. Thomas, Minneapolis, Minn.; John J R. S. Bauer, Lynn, Mass.; Mrs. R. H. Baxter Miss Josephine Coggins, Springfield, Mass.; 
Tindale, Jr., New York City; Arthur C. Tobin Flatbush, N. Y.; Mrs. K. O. Bell, Richmond Mrs. J. E. Colton, Pittsfield; Mass.; Mrs. D. E. 


Youngstown, Ohio; Frank B. Towne, 
Holyoke, Mass.; W. 8S. Tuttle, Sen- 
eca Falls, N. Y.; Harry A, Tomkins, 
Rochester, N. Y.; Harry J. Tyndale, 
New York City; Nathan W. Tuppe 


Chicago, Ill 


U. 
P. G Underwood, Philadelph.a, 
Pa. 
if 


T. F. Vaughn, Wabash, Ind 


Ww. 

L. E. Waterman, New York City; 
Chas. K Wadhan, Dalton Mass. ; 
Harley J. Wantz, St. Louis, Mo.; 
Samuel Ward, Boston, Mass.; R. 


W. Weissenborn, New York City; 
Edward J. Weis, Monroe, Mich.; 
Henry E. von Wedelstaedt, St. Paul, 
Minn.; O. H. L. Wernicke, Grand 
Rapids, Mich.; Lansing G. Wetmore, 
Rochester, N. Y.; Henry C. Weiler, 
Buffalo, N. Y.; Frank R Welch, 
Philadelphia, Pa.; Geo. C. Whitte- 
more, Boston; Dumonte A. Whiting, 
Buffalo, N. Y.; Willis P. Whiting, 
Buffalo, N. Y.; Wm. G. Whittemore, 
New York City; J. H. White, Buf- 
falo, N. Y.; T. E. Wilcox, Norwalk, 
Conn.; R. B. Wilson, Chicago, IIl.; 
A. W. Williams, Chicago, Ill.; David 
F. Williamson, Buffalo, N. Y.; L. E. 
Williamson, New York City; R. A. 
Waetz, Spokane, Wash.; Marcus W. 
Wolf, Baltimore, Md.; E. A. Wright, 
Philadelphia, Pa.; M. L. Willard, 
‘hicago, Ill.; Chas. H. Walden, New 
York City; Wm. H. Wallace, New 
York City: Frank Wilson, Buffalo 


N. Y.; L. C. Wythe, Syracuse, N. 
Y.: E. P. Winter, Springfield, Mass. MRS. MILLINGTON LOCKWOOD. 





Y. 


G. F. Yancey, Park Ridge, N. J.; 


Condit, New York City; Mrs. 
John <A. Condit, Buffalo, N. Y.; 
Mrs. C. E. Falconer, Baltimore, Md.; 
Miss Mary Falconer, Baltimore, Md.; 
Miss Helen Guild, Boston, Mass.; 
Mrs. Andrew Geyer, New York 
City; Miss A. J. Herr, Lancaster, 
Pa.; Mrs. L. B. Herr, Lancaster, 
Pa.; Mrs. F. B. Hoole, Buffalo; Miss 
Ivy L. Horder, Chicago, IL; Mrs. 
Minnie J. Janes, Roseville, N. J.; 
Mrs. W. Gifford Jones, Chicago; 
Mrs. Charles L. Keller, Buffalo; 
Miss R. Langstadter, New York; 
Miss Esther Langstadter, New York; 
Mrs. Charles A. Lent, Brooklyn; Mrs. 
M. Lockwood, Buffalo; Miss Alice 
Lockwood, Buffalo; Mrs. Gus A, 
Meyer, Chicago; Mrs. J. W. R. 
Mercklge, Brooklyn; Miss Kathryn 


‘Muller, Jersey City; Mrs. John 


Maine, New York City; Mrs. F. A. 
Montelius, Grand Rapids, Mich.; 
Mrs. R. D. Moore, Cincinnati; Mrs. 
John A. Nichols, Williamsport, Pa.; 
Mrs. Abner K. Pratt, Buffalo; Mrs. 
W. F. Purnell, Sacramento, Cal.: 
Mrs. H. W. Roger, Maplewood, N, 
J.; Mrs. E. Regensberg, New York; 
Mrs. August N. Ritz, Milwaukee; 
Mrs. Harvey P. Rockwell, Roches- 
ter; Mrs. 8. 8S. Rosendorf, Rich- 
mond, Va.; Mrs. Jacob F. Smith, 
Buffalo; Mrs. C. E. Sheppard, New 
York; Miss Elizabeth M. Smith, 
Jersey City; Mrs. C. H. Shields, To- 
ledo; Mrs. G. Sengbusch, Milwau- 
kee; Mrs. Wesley A. Stanger, Kivan- 
ston; Mrs. W. E. Smith and daugh- 
ter, Jersey City; Mrs. Harry D. 
Shipman, New York; Mrs. A. F. 
Sto.i, Trenton, N. J.; Mra. C. E. 
Stuart, Canton; Mrs. Daniel Sutter. 
Rochester; Mrs. Frank B. Towne, 
Holyoke, Mass.; Miss Ruth Wilson, 
Buffalo; Mrs. O. H. L. Wernicke. 
Grand Rapids; Mrs. Charles C. Wal- 
jen, Brooklyn; Mrs. R. W. Weissen- 
born, New York; Mrs. Henry C. 
Weiser, Buffalo; Miss Nellie Wolf, 


Wm. G. Youse, Sandusky, Ohio; W. J. You- Va.; Mrs. Charles 3. Bellman, Toledo, Ohio Baltimore, Md.; Mrs. M. W. Wolf Balti- 

mans, Cincinnati, Ohio; H. C. Yeiser, Cincin- Mrs. A. E gesser, Buffalo, N. Y.; Mrs. Lola more, Md.; Mrs. Du Monte A. Whiting Buf- 

nati, O M. Besser, Buffalo, N. Y.; Mrs. Oscar J. Besser falo: Mrs. E. J, Weis, Toledo, Ohio: Mrs. 

Ladies Registered. Buffalo, N. Y.; Mrs. 3. T. Buckham, Brooklyn Ralph B. Wilson, Chicago: Mrs. J. Herbert 

The following is a list of the ladies who were N. Y.; Mrs. J. H. Bernheiser, Camden, N. J White, Buffalo; Mrs. W. J. Youmans, Cin- 
in Buffalo for the convention Miss Carlyn T. Byck, Savannah, Ga.; Miss L cinnati, Ohio. 
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We received a letter the other day from 
a stationer in one of the smaller 
which I presume is quite characteristic of 


cities 


many such letters received by the loose leaf 
read follows: 
“T have for some time been considering 


manufacturer. It as 
the advisability of going into the loose leaf 
but 
stock order because there seems to be such 


business, have hesitated in placing a 
a diversity of styles, sizes and gauges that 
I do not know what to buy. 

“I am satisfied that there is considerable 
demand for loose leaf goods and that this 
demand is steadily growing, yet it appears 
that a larger investment would be required 
.O provide an adequate stock than Il could 
afford 

“Tt 


k Ose 


great part of the 


of 


seems, also, that a 


leaf orders are made up special 
sizes of binders and sheets, and such being 
the case, I should think this trade would fall 
naturally to the printer and bookbinder. As 
I have no manufacturing plant, I have con- 


fined my stock of loose leaf goods to a line 


of ring books; and what I want to know 
now, is, can a stationer, situated as I am, 
without any manufacturing facilities, han- 
dle a line of current, sectional and solid 
post binders and holders to good advan- 
tage and, if so, what styles and sizes you 
would recommend him to carry in stock, 
basing your suggestion upon the under- 


standing that, in order to make the carry- 
ing of such a stock profitable, it would be 


nécessary to turn it over at least five or 
six times a year.” 

Believing that the questions asked in 
this letter are of such nature as to be 
generally interesting to many readers of 


Office Appliances, I will attempt to discuss 
them at some length in this article, and to 
offer a few suggestions as to the handling 
of loose leaf orders which may possibly be 
the means of guiding the beginner in loose 
leaf past some of the pitfalls of the busi 


ness 
Standard Sizes and Gauges. 

As I have stated elsewhere in these col 
umns, I do not think the loose leaf busi- 
ness can be classed as a complicated or 
highly technical proposition. It is very 


true that in the past, with absence of any 
definite standard as to sizes and gauges, it 
has been a difficult line to stock, but manu- 
facturers have for several past been 
working to a standard, which has finally 
been reached, bringing the intelligent han- 


dling of loose leaf goods within the reach 


years 


of every one. 

There is no doubt that the small stationer 
can handle a line of loose leaf goods with 
considerable profit, no matter whether he 


Cuas. R. Farco, Sales Manager, C. S. & R. B. 


is equipped with a manufacturing plant or 


not. In fact, some of the largest stationers 
in the country are handling a successful 
loose leaf business in this way, either by 
having an arrangement with a local print- 
ing and binding concern for securing their 
sheet work, or by having this work done 
by the factory which supplies their binders 

Loose leaf goods fit in most logically 


stationer, 
that the 


with the other lines carried by a 
and it is reasonable to 
bookkeeper will prefer to buy these goods 
where he secures his other office supplies, 
and 


supp¢ se 


provided he can find what he wants, 
can get intelligent service 
What Stock to Carry. 

The answer to the question as what stock 
should be carried would vary according to 
the conditions, as the size of the town, the 
the trade the amount of 


investment. 


character of and 
the 

It is a safe rule, however, to start with a 
very few styles of devices, choosing only 


those for which there is a known demand 
carrying only the most popular sizes. It is 
easy to add to this stock, other goods, as 
soon as sufficient demand is established 

\ perfectly safe investment can be 
in a small stock of high grade current bind- 


914.x 


made 


ers with two inch backs, for sheets 
117% inches 114%4x117% 
hardly advisable to carry these binders in 
I would rather advise the 
the 


and inches. It is 
other sheet sizes; 
of the 
and greater capacities 


stocking above sizes in lesser 


To make up ledger 


outfits in these binders several popular 
sheet forms, as the regular ledger ruling, 


wide debit ruling, and perhaps one or two 


of the forms with balance column should 
be carried, together with indexes and trans- 
fer binders. For transfers, the sectional 


post binder in full canvas seems to be most 
generally in demand at this time, although 


there is still some demand for these in 
corduroy bindings. 
Ledger Outfits. 
Some dealers prefer to buy loose leaf 
ledgers made up in outfit form, reasoning 


that these are more easily handled in this 
way, but I believe it is advisable to buy the 
better class of ledger stuff separately and 
assemble the outfits orders taken, 
for by this method the customer may be 


provided with any sheet form or index he 


are 


as 


may select, without the necessity of tear 
ing down an outfit already made up and 
perhaps having broken lots left over 

In addition to the first class ledgers, a 
few cheaper ledger outfits should be car- 
ried, preferably in the size for 9'4x117% 


inch sheets, although a smaller size has be 





Co. 


come quite popular among small merchants 


and professional men, and for use as pri 
vate or petty ledgers. 

The argument against the smaller size 
is that it necessitates the carrying an add1- 
tional line of sheets. These outfits are 
usually supplied complete, however, and as 
the greatest demand is for the regular 
ledger ruling there is but little need of 
carrying any other form. 

A line slotted lock solid post binders 
is a safe investment in any store and these 
should ‘arried in at least three sizes, for 
sheets 514x8 inches, 6x914 inches and 8 
xll inches. These sizes should also be car 
ried in a line of solid post storage binders 
i line of double hinge, covered sheet h ld 


ers and a line of metal sheet holder 

\ few loose leaf minute books, in the 
folio and cap sizes, will prove good sellers 
and these with a liberal assortment of ring 
books, both in the price book sizes and 
memos, with sheets and indexes, will make 
an adequate stock of loose leaf goods for 
the average small store. 

Regarding Specialties. 
Specialties should generally be avoided, 


in stocking loose leaf goods, as they move 
slowly unless there is some one to demon- 
however, it is an 


addition to 


advantages, 
to 
regular items carried in stock, a ¢ 


strate their 


excell nt idea have, in the 


1 
omp ete 


line of sample binders, showing the latest 
styles of mechanism and grades of binding 
These should be supplemented by sample 
books of stock forms in which a sample of 
every stock form on the market should be 


carried, properly identified by the manufac 
turer’s name and classified by proper index 
tabs. 

The usefulness of the sample binders and 
form books readily 
especially in stores where but a small stock 
Frequently a customer will re- 
style quite different 
the 


will be appreciated, 
is carried 
quire a binder of a 
from those in stock, 
unable to show him a sample of the binder 


and if dealer is 
a valuable order may be lost. 

Most people will wait a few days to have 
special sizes or odd styles made up in the 
factory, but the modern buyer dislikes t 
a dealer using a catalog illustra- 
Che 


such 


buy from 
means of identification 
natural of the buyer in 
cases is that he is paying the stationer a 


tion as a sole 
impression 


premium for doing business with him with- 
out securing any service in return, and that 
if he must buy from catalog he can mail 
his orders direct to some manufacturer who 
sells to the consumer. 

a steady demand for the loose 
and if the 


There is 


leaf mentioned above, 


goods 
84 
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National Office Registers are Used in 
Offices all over the Country 





National Office Register in Office of Novak & Company, Rea! Estate, 709 W. 120th St., Chicago, III. 


HE National Office Register is as valuable in an office as 
the National Cash Register is in a store. It enforces a 
correct record of all transactions that are handled in an 
office. There is no chance for error where the National Office 


Register is in use. 


It relieves the bookeeper of his load of detail. It classifies 
automatically every transaction, thus enabling him to deal with 
totals instead of individual amounts. 3 


It enforces accuracy in the accounting department— 
enables the bookeeper to do more work with less effort, to 
balance his books quickly and go home on time. 


Write for booklet of information 


The National Cash Register Co., Dayton, Ohio 
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dealer will notify his trade of his ability 
to supply them, his business should not be 
long in developing. 

Methods of Advertising. 

An attractive display can be made of the 
binders in the store and in the windows as- 
sisted by signs, stating that the goods are 
in stock and can be supplied promptly. 
This is one of the best methods of adver- 
tisement. In smaller cities, a brief cam- 
paign of advertising in the local paper is 
not expensive and usually productive of 
good results. This advertising can be sup- 
plemented by mailing announcements, cata- 
logues and circular letters to the buyers of 
larger concerns. 

Where possible, the distribution of cata- 
logues should be accompanied by a per- 
sonal visit, on which calls the salesman 
can show one or two of the devices carried 
in stock, and, in this way, assist in fixing in 
mind of the buyer the fact that the goods 
are in stock. This, it seems to me, is the 
most important thing to bring out, for 
there can be no question that, all things 
being equal, most people prefer to buy their 
goods at home, thereby saving the expense 
of delivery and avoiding the possibility of 
error and dissatisfaction of ordering by 
mail. 

A Few Suggestions Regarding. Orders. 

There are two classes of loose leaf or- 
ders, those which are created by establish- 
ing a demand for binders, sheets and in- 
dexes by showing a customer how a new 
loose leaf system can be used to advantage, 
and those which are developed by the nec- 
essity for additional supplies to expand or 
continue systems already installed. 

While the first class of orders is usually 
the more profitable, the stationer is, as a 
rule, content to leave the creation of new 
demands to loose leaf specialists and sys- 


tematizers, and concerns himself more 
largely with demands which are already 
established. 


To make a specialty of the highest class 
of service along this line, to enter into 
the problems and meet in a satisfactory 
manner the requirements of the large users 
of loose leaf goods, means to make a splen- 
did success of loose leaf. 

There are thousands of stationers, print- 
ers and bookbinders handling loose leaf 
goods, but very few of them put the care 
and study into the handling of special or- 
ders to make it a is another 
case where the bottom rounds of the ladder 
are overcrowded, but there is ample room 
at the top for every one. 

Quality and service are the vital elements 
in the competition for established loose leaf 
trade. Poor quality is inexcusable nowa- 
days, and a poorly made loose leaf device, 
which comes to pieces at the end of a 
month's use, ie sure to make a diseatiched 


success. It 


customer. 
Particularly is this true of the metal part 
or mechanism of a device. The buyer rare- 


ly ever looks carefully into this, taking as a 
rule the dealer’s word that it is perfect. If 
it catches and binds after a few days and 
he is obliged to return it for a new one, 
waiting perhaps 


for a factory shipment 
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and then transferring all his sheets, feeling 
all the while that it will only be a few days 
until the same thing will happen again, it 
does not increase his respect for the house 
that sold it to him. 

There is only one sure way 
trouble of this kind and that is to examine 
with great care every binder that is sent 
out, locking and unlocking it several times 
to see that the mechanism is perfect, test- 
ing a sheet on the posts to see if the cen- 


to avoid 


ters and margins are correct, and looking 
over the bindery work carefully to see that 
the materials are properly adhered to the 
metal. These are details which are checked 
in every loose leaf factory before the goods 
are shipped, but, in the best of organiza- 
tions, errors and misunderstandings will 
arise, and by a little extra care the stationer 
will not only catch the imperfect goods 
which are sent to him but will soon attain 
a proficiency in the details of loose leaf 
that will stand him in good stead. 

It will be found that a great many loose 
leaf orders are for specials, and it often 
requires the utmost care on the part of the 
beginner to detect little oddities which 
make a binder special. Specials in loose leaf 
consist not only of special sizes but special 
gauges as well. 

It is not safe to take a chance on the 
gauge in any binder. It is much better to 
measure carefully with an accurate steel 
rule, the center to center and diameter of 
the punchings, and before mailing the or 
der in to the factory these dimensions 
should be compared with those given in the 
catalogue. 

If the carelessness could only be elim- 
inated from the handling of loose leaf or- 
ders, there is no telling how many thou- 
sands of dollars could be saved every year. 

3inders in the stock 
with special gauges are the most frequént 
cause of error, the dealer often taking for 
granted that the diameter of 
posts comport to the standard tables. It is 
much 


regular sizes but 


centers and 


even so 
make a lot of 


variation of 
would 


obvious that a 
as 1-16 of an inch 
binders or sheets absolutely useless 

The best rule to follow in making up or- 
ders for special goods to match up with 
similar goods already in use, is to send a 
sample sheet with order. In taking such 
orders it is a good plan to secure two sam- 


one of the manu 


ples, which to go to 
facturer and the other to be attached to the 
dealer’s copy of the order, so that when 
the goods are received they may be prop- 
erly checked. Another advantage of always 
retaining a sample sheet is that in making 
up reorders, which may come in by phone 
or mail, the necessity of holding up the or- 
der until the sample is sent for is avoided. 

There is, of course, less loss attached to 
errors which arise through ordering stock 
binders or sheets to fill in on orders of spe- 
cial goods than there ts in making an error 
in specifying the dimensions of special 
goods, for most manufacturers are willing 
to exchange stock goods if returned in 
gocd condition, and such errors only result 
in the loss of the transportation charges. 


However, delays caused by incorrect order- 





ing are always annoying to the customer, 
and often cause the loss of prestige which 
is hard,to regain. 


Ordering From the Factory. 


Loose leaf manufacturers provide con- 
venient order blanks in duplicate which, 
in the absence of a special house form, 
should be used by all dealers, and great 
care should be used in entering orders, 
printing out the lettering, showing exact 


position, size of type, etc. Before the order 
is mailed it should be carefully checked to 
see that no details are omitted which will 
cause loss of time by necessitating an in 
quiry from the factory. 

In taking orders for new sheet forms the 
dealer should always try to induce his cus- 
tomer to make this conform to a regular 
stock binder, as this not only saves the ex- 
tra cost of making up a special size, but en- 
ables the printer to cut the sheets from 
stock sizes of paper, thereby avoiding much 
needless waste. 

A common and very annoying error of 
those inexperienced in the loose leaf busi- 
ness is the careless trimming and punching 
of sheets. Absolute accuracy in this work 
is of vital importance, for, if sheets are not 
so made that they will align perfectly with 
the sheets already in use, rough, uneven 
edges in the binder will result and the cus- 
tomer can hardly be blamed if he rejects 
an order on account of even a slight differ- 
ence of this kind. 

In loose leaf the general rule adopted by 
all manufacturers is to specify the binding 
side first; thus, a sheet size 9144x11% inches 
would be read 9% inches on the binding or 
11% width or 
page. It is form the 


hinge side and inches in 


across the well to 
habit of specifying loose leaf sizes properly 
and to drop the method still used in some 
instances of reversing the dimensions and 
placing the letters B. S. after the last di 
mension to indicate that this is the binding 
side. The accidental omission of these let 
ters might cause a serious error in making 
the goods 


Care should be used to allow sufficient 


binding margin in loose leaf sheets, as nat 
frequently the 


margins are cause of 


Current and sectional post bind 


rOW 
complaint 


ers require at least 2% inches of binding 
space. 
The suggestions offered above are only 


great number which might be 


the experiences which come 


a few of a 

made out of 
from the handling of a 
loose leaf orders coming in every day from 


great volume of 
dealers in all parts of the country 

If space would permit, and the subject 
were of sufficient general interest, I would 
like to write more, but perhaps, after all 
experience is everybody’s best teacher, and 
the beginner in loose leaf, to whom this ar- 
ticle is addressed, will find the difficulties 
to be encountered in loose leaf are rapidly 
growing less because manufacturers, deal- 
ers and consumers are at last in harmony 
on the idea that simplification and stand- 
ardization are absolutely necessary if loose 
leaf systems are to continue to be the 
world’s method of accounting. 
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“ARMOR-CLAD” 


Lightweight, Fireproof 


SAFES 


Are made in FIVE SIZES, ABSOLUTELY FIRE- 
PROOF, secure and modern in everyrespect. Insure pro- 
tection against fire to all valuable articles, documents, etc. 


Convenient and Handsome 


Olive Green finish on Exterior; combination or key lock. 
ARMOR-CLAD Safes are made to contain various 
styles of interior filing devices, Jlustrations and infor- 
mation upon which we mail on request. 











( 
< 





maul WritE Us Topay 


sn THE ARMOR CLAD MFG. CO 
Pa. s% cing for live 5 . ) . 

TO ; THE DEALER: c nieniie ae ten of ae Beate a 

Steel Filing Equipment. Write us for Dealer's proposition. Canton, Ohio . 














SELL JOHNSON CHAIRS 




















ALL GRADES 


from the cheapest to the most expensive. You will find our 
line is as complete as any in the West. 

Through forty years of conscientious chair manufacture 
we have built an enviable reputation for good workmanship 
and square dealing. Call at our show rooms on the fourth 
floor of the new 


KARPEN BUILDING 


900 to 910 South Michigan Boulevard 
Corner of Eldredge Place, Chicago 

There you will find a large assortment of birch, oak, 
mahogany, walnut and Circassian walnut chairs in all the 
latest designs. There are cheap chairs and costly chairs; 
chairs for the office and for the home—in every conceivable 
desigt:. 

Catalog furnished on application to dealers only. 

Address all correspondence to the factory. 


JOHNSON CHAIR CO., 4401 W. North Ave., Chicago 























USINESS is business. It is a com- 
mon expression. Literally, it is true 
and stands for money successes. The 

principle, dimly seen by those who use the 

expression, is essential in the manag:ment 
of business but it also covers a multitude 
of business and stands for many an 
excuse. It is a cold-blooded expression, 
yet it contains enough of truth to keep it 
alive and to give some warrant for its use. 


sins 


Proper business ethics carries with it 
some sentiment. It eases the harshness of 
the “business is business” phrase. Senti- 
ment rules the world, and no business run 
without sentiment is a real success. A suc- 
cessful business achieves more than the 
accumulation of ‘money, it attains more 


than power. It does good for humanity in 
proportion as it educates, strengthens and 
broadens the character of those connected 
with it. Properly educated, business makes 
for understanding, for harmony and _ for 
brotherhood. Business conditions, always 
competitive, approach, in principle, the con- 
dition of an army upon the field of battle 
There must be enthusiasm plus discipline, 
plus complete harmony and co-ordination 
of all the parts. It must be able to protect 
itself, to keep up the fight and to keep go- 
ing in a profitable manner, and to do this 
sometimes demands an appearance of 
harshness. When the soldier falls dis- 
abled, he is taken from the field and re- 
ceives medical attention, another man step- 
ping into his place. So it is with business, 
but the battle goes right on either in war 
or in business. 

Business is the greatest educational force 
in the world. It has advanced the general 
average of mankind much further along 
the road of pfogress than any other known 
force. Business has entered every phase of 
life; not even charitable or religious insti- 
tutions can be conducted successfully with- 
out good business principles. Business 
the great civilizer. It controls the actions 
of men and makes everything to an extent 
subservient to requirements, because 
without business form other, 
man could not live except in the condition 
of savages in a climate where food grows 
naturally upon the trees, or where game 
may be killed with the arrow and the spear 
Wherever the flag of business goes. civiliza- 
tion follows 

_All through the ages we have the record 
of business transactions, the 
part of it is, no matter what new discov- 
the make among the 


is 


its 


in some or 


and curious 


eries archeologists 


buried cities of old Egypt, we find that the 
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STATIONER’S OPPORTUNITY : 


By Utysses Grant Case—Article I. 


business transactions of thousands of years 
ago were very similar in principle to what 
they are today. It is rather curious to dig 
up out of the drifted sand of a desert the 
papyrus memorandum of goods purchased 
five hundred years before the birth of 
Christ, and to realize that the form of the 
document and the character of the goods 
bought were essentially the same as they 
are in the year of grace 1911. 

The ancient civilizations did a prodigious 
amount of business; while they were short 
on ideas of justice and human equality, 
they were far-sighted in matters of com- 
mercial policy. Abraham, chief of the 
tribe of Israel, tender of flocks and herds, 
was himself no mean proposition when it 
came to handling the business of his tribe, 
and his successors have kept up the worthy 
traditions of the race. 


In the middle ages when war was the 
chief occupation of man, it was thought 
that business was not respectable. The 


tradesman’s daughter was not good enough 
to marry the nobleman’s son, according to 
the lights of those days. Finally, however, 
the world emerged from the barbarism of 
the early centuries, and England, through 
her immense sea-faring trade, became the 
leader among the nations in commercial 
pursuits. Other nations, for self 
tion, were forced to emulate Britain’s 
and to become themselves world 
powers in the business realm. Finally, 
business become honorable and has, in our 
day and generation, taken control of the 


protec- 
ex- 


ample 


great springs of life. 

Man’s freedom came when 
gan to sway the destinies of nations; today 
man is a friend of royalty, the 
titles and honors, the equal, 
superior, through energy and 


business be- 
the business 
recipient of 
and oft the 
mental efficiency, of the blue bloods and 
silk stockings. Across the water it is now 
popular for members of the noble families, 
and even for royalty, to be engaged in busi- 
ness. The transformation is not only won- 
derful, but it complete. Everyone 
supposed to work, to have some productive 
In our country find 
business 


is 1s 


occupation. own we 
that our 
come in the last half century. 


of the civil war our country was born again 


achievements have 


At the end 


big 


and progress has been by leaps and bounds. 
Man has but the simple elements provided 
by nature; he must use them or die. Man 
is the only animal which makes intelligent 
use of his surroundings. The has 
hands but he never makes a bow and ar- 
never builds a fire; he never uses 


ape 


row; he 
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the hands that nature has given him, ex- 
cept for the simplest purposes, because he 
has not the mind to do so. It mind 
which makes man the most formidable of 
all created things; which lifts him to a 
place little lower than the angels; which 
makes him triumph over the elements, the 
wild over hunger and pestilence, 
and which, in the end, conquers the earth 
through the unfolding of his own mental 


1S 


beasts, 


stature. 

Man is the pioneer, the builder, the grow- 
er of grain, and the trader. The lower ani- 
mals have certain characteristics of instinct 
which them to protect themselves 
for brief periods. Man, alone, is capable 
of sustained forethought and of profound 
reasoning. All that we are had its founda- 
tion in the efforts of our ancestors to im- 
prove their condition and to protect their 
families. Whatever is scientific; whatever 
makes for the saving of labor, the economy 
of time material, the preservation of 
health the elimination of infectious 
diseases, reacts in a beneficial 
business \ll the discoveries 
dents and scientists are making are tending 
to make the world better and a fitter place 
to live in. This is the object of business, 
and it is the best possible business. That 
men shall be efficient, that they and their 
families shall be properly clothed, housed 
and fed, that men shall be free, everyone 
shall be educated and all shall attain their 
maximum of efficiency—such is the purpose 


enable 


and 
and 
way upon 


which stu- 


of life, and business is more and more forc- 


ing men into an attitude which makes for 
the highest physical and intellectual effi- 
ciency. 

Our early settlers could not wait on 
time, but necessity made them account for 
every minute to sustain life itself and pro- 
tect their own. So was born the hustle 
and bustle and swiftness we have today 


We have practically, since then, annihilated 
space and time, and new wonders are born 


over night. And so we are today the great 


business nation, setting a pace for the 
world, emulated by the world, accused of 
Americanizing the world, a leader, and 


self-supporting, selling our wares 
wherever man This has 
been attained through the business emanci- 
pation of man, when the business man be- 


could be 


civilized exists 


came as honorable a name as that of king 


or queen or president, when man found 
himself and his capabilities, and when he 
succeeded in making all else depend on 
business. So all hail to business and the 
business man 
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Nine-tenths 


of all the check protectors sold today 
are of one make, the Protectograph, 
“The Machine that Todd Built.” It 1s 
fully covered by basic patents. 

About a dozen other makes of 
check protectors divide the remaining 
one-tenth of the business between them; and the Protecto- 
graph is the one conspicuous example of a check protector 
that has been a financial success. 


The Protectograph 


Stamps an Indelible« 
Sina Line Like This 


NOT OVER THIRTY DOLLARS $30$ 





The Protectograph is the check protector that has given continuous satisfaction 
to its purchasers for twelve years. It is the check protector backed up by a responsible 
house which takes care of each customer to make sure that his purchase gives him entire 
satisfaction as long as he uses it. The Protectograph is the check protector that enjoys 
the prestige of indorsement by the banks, the U. S. Treasury and leading financial and 
industrial institutions. 


During our twelve years in this industry we have worked out the score of funda- 
mental Todd patents on which the present art of check protection is based. There is no 
check protector on the market which really protects, unless it embodies the Todd basic 
patent of forcing acid-proof ink through the paper under pressure. 


Over 109,000 Protectographs 
in use today (Nov. 2, 1911) 


G. W. TODD & CO., Rochester, N. Y. 


Patentees and Sole Manufacturers 
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E TWO VISES 


SUPERIOR 
PAPER FASTENERS 
Made in Two Sizes, No. 1 and No. 2 


hold the papers together secure and 
straight so they can’t pivot 


A\N 
. 
NY 


\ 
N 


Ze 
EB 
Ln» 


LI 


a 


@The two points do the business—double the 
gtipping capacity as in no other paper fastener. 
GAnd “Superior” Paper Fasteners get the busi- 
ness for the dealer because they are the business 
man's favorite. And they 
PAY A GOOD PROFIT 
tothe trade. Dealers everywhere are having big 
success with the “Superior.” 
Gat Write for Samples and Prices. 


Superior Mfg. Co., Sidney, Ohio,U.S.A 














Office Appliance Manufacturers 


who want active representation by an established 
house in ey Republic, the most important 
market in South America, should write to 


BILLIET & CIA., 


361 Reconquista BUENOS AIRES 








THE REX CO., 


Established Dealers in Office Supplies and Agents 
for an American typewriter, 


VIENNA, AUSTRIA 


are always ready to consider agency propositions 








from American manufacturers. 
SEALING 


XMA TAPE 


WILL MAKE YOUR PACKAGES 
LOOK ATTRACTIVE 
7 DESIGNS SAMPLES ON REQUEST 





Prices. One Color (A) 60c per roll 
800 Ft. Two “* (B) 7c * * 
Rolls a a im) a.e* * 
EXPRESS CHARGES PREPAID 
Small Rolls 10c each 

TS Perr 100 Pkgs. $1.50 
Xmas Cards......... 100 * 2.00 
pO eres 100 * 2.00 
Calendar Pads (small) per gross 1.25 

‘“* = (large) " ae 
Xmas Assortments, in Holly Boxes, 


containing Tags, Cards, Seals & Labels. 
5c SIZE 10c BOXES 
$2.50 per 100 Pkgs. $6.00 per 100 Boxes 


ORDER NOW 


ALL KINDS OF GUMMED TAPE & MACHINES 


CHICAGO GUM TAPE CO. 
337 RIVER ST., Dept. B. CHICAGO 








Trt Aneio-Sanon Leans 


enn Or & Crmzanon 











DISPLAY OF DIXON PENCILS IN STORE WINDOW OF THOMAS GROOM & CO., BOSTON 


FINE DIXON WINDOW. 

The photograph shown on this page is 
that of a window display of the Dixon 
Anglo-Saxon pencil which recently attract- 
ed a great deal of attention in Boston. The 
display was made in the window of Thomas 
Groom & Co., well known Hub stationers. 

This is in line with the policy of the 
Joseph Dixon Crucible Company, who give 








all the encouragement and assistance pos- 
sible toward the promotion of Dixon win- 
dow displays by stationers throughout the 
country. 

Many a man is his own hoodoo 

Lots of people pray for gold when they 


really need soap. 


The W. B.Ca rpenter Co 


Printers. Stationers. 











DISPLAY OF “ALLSTEEL” FILING DEVICES IN THE ho 
TER COMPANY, CINCIN 





NDOW OF THE W. B. CARPEN- 
ATI. 
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“runt DHE EXPANSO” 
Sectional Post 
Current Binder 


(STANDARD GAUGES) 














The imitators are already busy with something ‘‘similar’’ to 


THE EXPANSO, which is indeed very flattering. 


You should stock a Sectional Post Current Binder, it is the most 


saleable device ever offered to the live Loose Leaf Dealer. 


Ypu should, however, be careful to stock the 100% Perfect 


Sectional Post Current Binder—THE EXPANSO. 


Imitations are after all experiments, the manufacturers try 
out at your risk. Safeguard your interests and satisfy your 
customers by selling the Original and Best—THE EXPANSO. 


Wewill ship sample subject to return at our expense if not fully 


up to our representations, or better still—your expectations. 


Send your sample order NOW. 








Stationers Loose Leaf Co. 


“SELLS TO THE TRADE ONLY” 
346 Broadway 
MILWAUKEE, WIS. 


203 Broadway 
NEW YORK CITY 














BENNETT’S 











MEMORANDUM and 


TRAV ELER'S yiey 
BOOK 

and Menthiy Bx 
ense Account. Vest 
ocket size. A page 
for each day in the 


month, also space for 
Collections, Receipts, 


Are You After 
British Trade ? 


If so, advertise in the ‘“‘ Stationer 
& Printer"’—the paper read 
by the good class Re- 


Monthly Diary Eve tailer and Whole- 

The Most Complete saler. 

Expense Bock Made Specimen” Copy and Rates ca Receipt 
Book whisudeam of Post Card. 


| *~ copy of Expexse 
ook memo pad in 
: genuine leather case 


or 2sS5c 


Money back tf not satisfied. 12 books, a year’s supply. ina 
neat box, with leather case, your name stamped old on 
cover, $1. Also Weekly, Personal, Family Expense Books, 


E. W. BENNETT, New Britain, Conn. Agents Wanted 





STATIONER & PRINTER 


160 Fleet Street 
LONDON, ENG. 
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MONARCH 


Light Touch 





Just a little 


minute 
Fatigue 
makes the 


Mona LightTouch rch 


neat ne “sivas 


HE light touch of the 

Monarch makes good 
work just a little easier tor the 
operator every minute of her 
working day, than is possible 
with any other machine. This 
means much more work in the 
whole day and no three o'clock 
fatigue. Hence, more busi- 
ness, more profit. Write us 
and we will write you. 

Better yet, let our nearest 
representative show you the 
Monarch. If he isn’t near 
encugh and you know of a 
good salesman, send us his 
name and address. 

THE MONARCH TYPEWRITER 
COMPANY 


Executive Offices: Monarch Togeeane 
Building, 300 Broadway, New York 
Canadian Offices: Toronto, Montreal, 
Branches and dealers in all countries. 




















MONARCH 
Light Touch 
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The Supremacy of Quality 


is strikingly shown in our line of Carbons and 
Ribbons. It has won us a permanent place 
with the most discriminating dealers. 


Are YOU particular? If so—you will ap- 
preciate the importance of getting the BEST 
at a SAVING in price. 


Our brand names concisely tell the value 
of our grades, 


**DISTINCTIVE”’ and 
*“*DISTINCTIVE LIGHTWEIGHT”’ 


are the perfection of all that this word implies. 
Their finish and work ‘‘distinctively” prove it. 
Clean to handle and absolutely Non-Smutting, 
they make the neatest and most legible copies. 


**MANIFOLDO”’ 


fully exemplifies its name in its work. The 
measure of its worth is by comparison. It 
signally demonstrates its superiority every 
time for making the greatest number of legible 
manifold copies. 


**“GENERAL SERVICE” and 
**GENERAL SERVICE LIGHTWEIGHT”’ 
aptly describe this particular grade. There 
are positively no better qualities made for gen- 
eral use at the price. Their enormous sale at- 
tests this. 







































Our other standard grades in Hard and 
Medium-soft finish will meet any specific re- 


quirement. 








**TYPE-TAPE”’ 


ribbons have ‘“‘Made Good”’ on their merits. 
A trial will convince you why we can fully 
guarantee them to give perfect satisfaction. 








Possibilities for increasing your profits 
await you in our line. To fully realize this 
—you must investigate. In your own interest 
—do so now—while the matter is before you. 


Neidich Process Company 
BURLINGTON - - - NEW JERSEY 


































C. S. & R. B. CO”S NEW YORK 
BRANCH. 


Charles R. Fargo, sales manager of the 
C. S. & R. B. Co., has just returned from 
New York, where he attended the National 
Business Show and arranged for the open- 
ing on January 1 of the new Eastern branch 
of the company, which will be located at 
133 William street. 

The C. S. & R. B. Co. has developed a 
large Eastern trade and has been shipping 
its product direct from the factory in Chi- 
cago, but there has been such a rapid in 
crease in the volume of business from the 
territory tributary to the Metropolis that a 
demand has often been felt in the last few 
years for a branch office in New York 

In line with the established policy of the 
company of giving its patrons the very best 
service possible, it has been decided to 
carry in the New York branch a complete 
stock of the binders, sheets and indexes in 
the new De Luxe line. 

In addition to this stock, a full line of 


metal parts will be carried, and the branch 
will be equipped with machinery so that 
special sizes and gauges of @Peerless sec- 
tional post metals can be made up on short 
notice 

A fine sample room will be a feature of 
the office and samples of all the popular 
C. S. & R. B. devices will be carried, so that 
buyers from foreign countries and cities 
near New York will have a much better 
opportunity than heretofore to examine the 
complete line. 

The New York office will be in charge of 
Mr. O. P. Hazard, the Eastern representa- 
tive of the company, who will also repre- 
sent the company in the territory east of 
Pittsburgh and north of Washington, D. C., 
including the eastern provinces of Canada 

Mr. Hazard will be assisted by Mr. J. E 
Polster and Mr. Samuel Klayfe, who will 
leave the Chicago office on December 1 to 
get the stock room ready for the opening 
of business and will be permanently con- 
nected with the branch. 

Mr. Polster has been city salesman of th: 
company for the past year, having advanced 


to that position through the order depart 
versed 


ment. He is therefore thoroughly 

in the company’s line and will be well able 
to care for the New York office during Mr 
Hazard’s absence on his regular trips.“ Mr 
Polster will make regular calls on the trade 
in Greater New York. 

Mr. Klayfe has been in the employ of the 
Cc. S. & R. B. Co. for nine years, during all 
of which time he has been connected with 
the order department. He will have charg: 
of the stock and order departments in the 
new branch 

Mr. Fargo reports that the New York, 
Boston and Philadelphia trade welcomed 


the establishment of the New 


the news of 
York 
earnest support 
to its present 
only through the trade. 


branch, and gave assurances of 
The company will adhere 


policy of selling its goods 
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606. CONGRESS 808. BICYCLE 


PLAYING CARDS, covo ences. PLAYING CARDS. 


ivory or Air-Cushion Finish. Club Indexes—lIdeal for Bridge. Ivory or Air-Cushion Finish. 








PONGRESR 


PLAYING CARDS 


606 
GOLD EDGES 


COPYRIGHT BY | 
Tue U.S PLayinc CarDCo. 


CINCINNATI, U.S.A. PLAYING CAR us - 











Look for the name “Congress” on ever Reduced size cut of Bicycle box. 
Each season we issue twelve new original art designs, Specia! skill and years of experience have developed 
other favorites are revised, some backs dropped— their matchless playing qualities. 


CONGRESS designs are thus kept modern and salable. No strain on the eyes to see BICYCLE CLUB INDEXES. 








75 CONGRESS designs, actual cards, are shown on a handsome folder——write us and we will send by return mail, FREE OF 
CHARGE. You can then make up your CONGRESS order——designs of your own selection. 


THE UNITED STATES PLAYING CARD COMPANY, Cincinnati, Ohio. 








makes packages neater; holds them more securely; saves 
time in packing and shipping; costs two-thirds less than 
tying with twine; will enable you to cut your paper 
smaller. 


Seal Your Christmas Packages with Holly Tape 


The Latest Novelty for Stores and Business Houses 








Print your name and address on the tape and every package will be your traveling advertisement. 


THE DETROIT TAPE SEALER has been approved and 
adopted by the United States Government 


LIVE DEALERS—This is a big opportunity for you. You can use the DETROIT TAPE SEALER in 

sending out all of your own packages; advertise your name and address on the tape; use the holly tape for your 

Christmas trade; advertise the fact that you have these package sealers for sale for all business concerns. 
Write at once for special trade discount and full particulars. 


OLD COLONY SALES COMPANY (Dept. O) 
Old Colony Building - CHICAGO 








; uw 
bho 





The ADAMS COLLEGE BOOK RINGS are 
Used Wherever a Cheap 
Quickly Operated Loose 
Leaf Binder Is Desired 

Most Satisfactory Loose Leaf Ring Ever Invented 











Allows Sheets to Lie Perfectly Flat at Any Point 
Can also be used as a key ring 


Sold by Leading Stationers 


Order Through Your Jobber Write for Catalogue 


HENRY T. ADAMS 
6823 SO. CHICAGO AVE. 


CHICAGO, ILL., U.S. A- 
























Don't miss your share of ths 
rade. We will help you by fur- 
nishing Free imprinted advertis- 


The Detroit Coin Wrapper Co. 
371 Harper av.Detroit,Mich. Toronte,Ont. 





Trademarks and Copyrights 


Send your business <lirect to 
Washingtes. Saves time and insures better service 


Personal Attention Guaranteed 
25 Years’ Active Practice 


Seeciaty —Typewriting and Adding Machines 
Address E. G. SIGGERS 


Suite 3, N. U. Bidg., Washington, DO « 














Form Letters 


A perfect imitation of 
letter with fill- 
in that can’t be detected. 








My Price is RIGHT 


Typewriter Ribbons 
Stenographic Work and Typewriter Copying 


J. L. WALKER, 
Central 3468 


32 So. Clark St 
CHICAGO ILL. 
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Lockwood, whose likeness 


Millington 
appears on the frontispiece of this issue of 
Office Appliances, and who was elected to 
the presidency of the National Association 
of Stationers and Manufacturers at Buffalo 
last month, is one of the best known sta- 


Ever since 


Association 


tioners in the United States. 
the inception of the National 
he has been one of the strongest exponents 
and one of the 
organization af- 


of the organization idea, 


soundest counsellors in 
fairs. 

Mr. 
career has been 
is of that high exemplary character which 
marks the life of the American gentleman 
He is a lineal descendant of the oldest son 
of Robert Lockwood, who landed at Water- 


Lockwood is a man whose business 


successful and whose life 


town (now Boston) with Governor Win- 
throp in 1630. Millington Lockwood was 
born and educated in Buffalo, N. Y. He 


is the son of John A. Lockwood of the 
old firm—Young, Lockwood & Co. of 
Buffalo. The elder Lockwood died in 1885 
and after his death the firm of Young, 
Lockwood & Co. was succeeded by Adams 
& White, Mr. Adams being the surviving 
partner of the old firm. Millington Lock- 
was in the employ of his father’s 
firm some ten years, leaving them in 1884 to 


wood 


engage in the stationery business in a small 
store at No. 18 Seneca Street, with Richard 


A. Ough, under the firm name of Lock- 
wood & Ough. In 1886 this company 
occupied also the second floor at No. 18 


Seneca Street, and two years later took the 
next store at No. 20, in addition to the one 
they had. About 
compelled a removal to larger quarters at 
326-328 Washington Street. In August 
1896 the firm of Lockwood & Ough 
solved, Mr. Lockwood opening a new store 
on the street floor of the newly completed 
Ellicott Square building, at that time the 
building in the world. In 


1893 increasing business 


dis- 


largest office 
1901, Pan-American 
removed to much larger 
floor of the 

year that 
obliged to add 

growing 
made this 
shipping in the 


Exposition year, he 
quarters on the 
and 


same, building 


time he 


second 


every since has found 
himself 
account of his 
latest addition, 


for storage and 


more space on 
The 
year, is a floor 
Caxton 


business 


building. 

Mr. Lockwood is a member of the 
Acacia, Buffalo, Ellicott Park 
and also of the Chamber of Commerce and 
of the Manufacturers’ Club. He is a Mason 
of high degree, being Past Master of the 
Queen City Lodge No. 358, and Past Dis- 
A. M. He 
A sso- 


and clubs, 


trict Deputy Grand Master F. 
was president of the Past Masters’ 


ciation in 1903, and is Eminent Commander 
of the Hugh de Payens Commandery No 


NEW PRESIDENT OF 
NATIONAL ASSOCIATION 


A Distinguished Citizen of Buffalo and True Son of the 
Empire State. 











Lockwood 1s 
3uffalo, 


organi- 


30 Knights 
president of the Stationers’ Club of 
held 


Templar Mr 


since the 
attended all 
Association 

held the 


which oftice he has 
club. le has 
National 


has 


zation of the 
conventions of the 
organization and 
Chairman of the com 


since its 
following positions: 


mittee on nominations and member of the 


program committee in 1905; chairman of 
the committee on miscellaneous items and 
member of the blank book committee in 


1906-7; also third vice president that year 
In 1907-8 he was chairman of the program 
member of the resolutions 
1908-9 Mr. 


convention 


committee and 


committee. In Lockwood was 


chairman of the committee; in 


1909-10 chairman of the resolutions com 
mittee; 1910-11 he was director from the 
stationers 

Mr. Lockwood is married and has a 
charming wife and two accomplished 
daughters, the elder of whom is Mrs. Frank 
B. Hoole, whose husband has been con 
nected with the Lockwood business many 
years. The younger daughter is at home 
One son, Richard B. Lockwood, is active 
in the business and was associated with 


Ralph S. Bauer of Lynn, Mass., and Charles 
K. Wadham, in the pleasant task of assist 
ing the ladies’ committee at the recent con- 
vention. 
Mrs 
having 
York, 
falo, 
tend the Omaha 
The National Association could 
sibly have made a better 
organization 


Lockwood has the distinction of 


attended the conventions at New 
Boston, Toledo, Baltimore and Buf 


and is already making plans to at 


convention next year 
not pos 
choice ror 
that Millington 


one of the strongest 


presi 
dent of the 
Lockwood He is 
men in the organization 


ablest and sanest 


and it is predicted that during his adminis- 


tration the association will make marked 


progres ss 


TYPEWRITER EXCHANGE SELLS 
OUT. 


R. J. Hug, of the American Typewriter 
Exchange, 143 North Dearborn street, Chi 
cago, has sold the business to C. O. Kinn 


who has been connected with the company 
years. Mr. thoroughly 


typewriter 


for two Kinn is a 


experienced man in the me 


chanical department and also has handled 


the office and selling ends for some time 


He was at one time employed for several 


vears in the mechanical department of the 
Oliver Typewriter Company. Mr. _ Kinn 
will continue the American Typewriter Ex- 
along the same lines as 


change business 


Mr. Hug, making a specialty of “fully re- 
paired” machines at remarkably reasonable 
prices. This concern sells in all parts of 


the country. 

















1200° Fah. Combines 
the Hardest 
with the 


Costliest 
Metals 





A Reliable 


Accountant 










8 Col. 
Machine 
oaly $125 


OU cannot employ a more 
faithful accountant than the 
Mechanical Accountant be- 

cause it is limited in its speed 
only by that of the operator, and 
it cannot make mistakes. It is 
constantly guarding you against 
accounting errors—alert to pre- 
vent miscalculations that might 
cost you money—and by its sav- 
ings its cost is. paid in a month. 


EGS 


PONT MGS. 





Every gold pen that 
is stamped with the 
name“ Waterman’s 
Ideal” is tipped with 
two little pin-head particles of selected iridium. Under 
an automatic blower system, the heat is applied to each 
individual pen blank and the gold is fused around these 
little particles—thus they are permanently set. When 
finished off this iridium forms the writing tip of the gold 
pens in Waterman’s Ideals. 

















Iridium comes to us from the extreme regions of the Ural 
Mountains of Russia, to serve principally as a permanent 
preservative of this, the most carefully made, resilient 
and durable gold pen in the world. 


Every detail of Waterman's Ideals is individually, thought- 
fully and carefully produced in this manner by thinking 
and skillful workmen. 


As you prefer—in the Regular, Safety or Self-Filling Type. 










Buy the Genuine. Catalogue on request. 


L. E. Waterman Company, 173 Broadway, New York 


Boston Chicago San Francisco Montreal 

















The “Modern”? Duplicator 


og NWDERN DUPLICAT pp 


Contains NO GLUE OR GELATINE : EP -- 
It is unaffected by heat or cold. 
You can make FIFTY DUPLICATE COPIES from every letter Durkin Reeves Py, a, 
ou write with pen and ink, pencil or typewriter. Or copies of Music, ; > . 
ose, Drawings, etc. ; 
Duplicators complete $3.00 to $7.00 according to size. Exclusive 


Agencies Wanted Everywhere. Some good Foreign Countries still open. 
Liberal commissions. Write us. 


O. P. DURKIN, REEVES & CO., 


339 Fifth Avenue, Manufacturers Pittsburg, Pa. 

















It is the most rapid, most durable 
and most accurate calculating 


. machine made—easiest to operate 


and most satisfactory for use in 
every Office. It adds as quickly 
as the operator can read the fig- 
ures. Just press the keys and 
glance at the result. Items are 
checked instantly, and can be cor- 
rected without going back over 
the work—there is no lever to 
pull—and there are no extra 
operations. The 


costs less than half the price of 
any other standard machine on 
the market. It will increase the 
efficiency of every office, save 
clerk’s time, cut down expenses 
and eliminate all possibility of ac- 
counting errors resulting in unne- 
cessary financial loss. 


Write for Booklet and Details of 
Free Trial Offer 


It will pay you to investigate the time, 
trouble and money saving this highly 
efficient machine means to you. Let 
us put the Mechanical Accountant in 
your office for 30 days’ free trial. Each 
machine is guaranteed for two years. 
Made in five capacities from $95.00 to 
$200.00 Write today for free booklet 
and full information. 


Mechanical Accountant Company 


17 Warren Street 


Providence, R. I. 





154 OFFICE APPLIANCES 





wets ONES COPIER “si*~ 


($35.00 Retail) 











This little machine embodies 
most of the advantages of other 
Roneo Copiers and has certain 
distinctive features entirely its 
own. 


It meets the demand for a good, low priced 
copying device. Letters, invoices, statements, 
etc., etc., automatically copied WITHOUT 
THE USB OF WATER OR CARBON. Suitable for letter-book or loose leaf filing. 


A FEW DISTINCTIVE FEATURES Copying paper, moistened at the factory, prepared 
‘ “ ; . ready for use and perforated at regular lengths, 
assuring uniformity of copies and avoiding entirely the use of a knife or cutting mechanism of any kind. Inter- 
changeable copy winding reels, permitting the copying of the mail of an individual or department and the 
immediate removal of the copies Automatic pressure secured without springs, requiring no adjustment and 
controlled by a lever permitting any degree of pressure necessary. Letters or documents to be copied are auto- 
matically gripped, copied and discharged from the machine Blurring or mutilation of originals impossible. 


Sold through exclusive agencies only. Your territory may be open. Better write and 
get particulars. 


THE FRONFO TELEPHONE TABLET 


(PAT. No, 856177) 





Handiest little device ever invented for use in connection with telephones. Made of sheet 
steel, insuring a smooth writing surface. The roll of paper pulls from the top, and cuts off 
any length desired. Can be supplied either in oxidize or nickle finish. Suitable for desk or 
wall telephones. Always ready for use, and always where you need it most when you are 
telephoning. List price 50c. Liberal trade discounts. Sold on exclusive agency basis only 
Your town may still be open. Write to us NOW. : 


371 BROADWAY 
EO COMFAN NEW YORK 


Branches and Agencies Everywhere 








HANDSOME JAPANESE STATION- 
ERY CATALOG. 


Office Appliances is in receipt of the 
1911 catalog of the House of Meikisha at 
Kobe, Japan. This catalog is a handsome- 
ly printed work of 72 pages, bound in stiff 
covers with red and gold as the predom1- 
nating decorative characteristics 

The House of Meikisha was established 
in 1888 and has achieved very remarkable 
success as a purveyor of up-to-date office 
appliances and staticnery. The catalog re- 
ceived by us a few days ago is printed in 
Japanese and in English and is highly il- 
lustrated throughout with halftone engrav- 
ings of the different lines. An index in 
both languages enables the reader to locate 
any line at a moment’s notice. 

In their announcement to their patrons 
the stationery department of the Meikisha 
Company states that the catalog includes 
all their imported goods which were 
brought direct from Europe and America 
where their business has been placed in 
the hands of reputable houses and manu- 
facturers. Many articles listed in the cata- 
log are of the company’s own make, how- 
ever, and are interesting for their useful 
ness and for the evidence of enterprise 
which is betrayed by these up-to-date sta- 
tioners in far away Japan. 

The company imports as far as possible 
directly from the factories abroad and gives 
as low a price as is consistent with reason- 
able margins of profit. 

The original company was known as the 
Meiskisha Printing Establishment. Ten 
vears ago, however, a statoinery depart- 
ment was added to the business, since 
which time it has combined both stationery 
and high grade printing 

The catalog lists a very large number of 
office devices including card files, loose leaf 
cabinet files and cabinet files made of oak 
and shioze wood. The company carries a 
complete line of record and guide cards for 
all of its filing equipment, desk trays, me 
chanical calendars, copying presses, adjust 
able book stands, paper fasteners, clips, 
paper stapling machines and envelope seal 
ers, check perforators, punches, Bates’ 
numbering machines and numbering ma- 
chines of other makes, eyelet punches, pen 
knives, inks, adhesives, the company fea 
turing Carter’s inks to a large extent, water 
colors, oil paints, Kohinoor and Faber pen 
cils, fountain pens, steel pens largely of 
English manufacture, wire baskets and 
trays, rubber dating stamps, paper fasten 
ers, composition duplicators, in fact, a 
complete stationery line including quite a 
large variety of loose leaf note books, 
Shannon and German letter files, etc., etc 

One could, indeed, step into the Meiki 
sha store at Kobe and obtain almost any 
thing that one could get in an up-to-date 
English or American establishment. The 
company, by the way, handles the Wel- 
lington, Franklin and Empire typewriters, 
the Yost typewriter and the Underwood, 
together with all the necessary supplies for 


these machines. 
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PEWRITER R\B® 
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CARTER’S IDEAL 


TYPEWRITER RIBBONS 


fulfil every requirement of the most exacting 
operator. It is because Carter’s Ideal Ribbons 
are made with the “fussy” operator in mind, 
that they will satisfy your entire trade. 


Carter’s Ideal Carbons Live Up To Every Test 


Write for handsome new catalogue 
showing goods in actual colors. 


The Garter’s Ink Company 


BOSTON NEW YORK CHICAGO MONTREAL 


























The Steel Line 
for Live Dealers 


The office furniture of real meritin both materials and 


construction. 


The line of original ideas. ‘ 

The goods that are advertised extensively to just the 
people you want for customers. 

T » name that carries with it all the prestige of THE 
SAF.1:-CABINET success. 

These new articles now ready: 


THE S-C STEEL DESK 
with THE SAFE - CABINET embodied in it 


Men who have only desk room 
readily see the value of the S-C 
desk Indeed anybody needing a 
desk finds this one irresistible not 
only because of the SAFE-CABI- 
NET pedestal but because of its 
beauty of design and finish as well. 





THE S-C STEEL 
OMNIBUS 
will bein demand by all who want up- 
to-date office equipment. In conve- 
nience, appearance and durability it is 
unequaled. 


THE S-C STEEL FILING-UNITS 





can be stacked upon one another without any outside 
frame or inside partitions. Same filing units can be used 
in THE SAFE-CABINET. You can offer your customers 
any sort of filing arrangement in the S-C Steel Filing- 
Units. A new and greatly improved 
pan suspension. Two series—20x18 
30x18. 


THE S-C VERTICAL 
LETTER FILE 


is especially desirable because of its 
easy_ working drawers and the fact that 
it is on casters and can be moved 
readily "as desired. Its superior con- 
struction plus the reasonable price 
makes it a great leader. 


Write today for details of the S-C agency 
proposition. Some good territory still open 





THE SAFE-CABINET CO. 


DEPT. A MARIETTA, OHIO 


Manufacturers of THE SAFE-CABINET and 
THE S-C BOOK-UNIT, that new steel library system 








THE = - 
VICTOR == 


OF ALL 


VICTORS , 


Victor No. 95 


THE WEEKS - NUMAN COMPANY (Original Originators) 





The Original — 
which Others 


Copy 


$12.00 Per Dozen 
Discount on Application 


39-41 Park Place, NEW YORK 
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FREE TO YOU 


Tell me what make typewriting 
machines you use in your office, 
and the color typewriter rib- 
bons and I will send you some 
Rothschild ribbons, express pre- 
paid, for test. 


When you get them do this: 


Have your best stenographers | 


put the ribbons on their ma- 
chines and use them HARD 
for two weeks. Have them 
watch and you do the same. 
By the end of two weeks you 
will have seen that my ribbons 
are the cleanest, most even, 
most satisfactory ribbons you 
ever used, IRRESPECT- 
IVE OF PRICE, and they will 
have developed so many ‘“‘sell- 
ing points” that you will have 
convinced yourself that they 
are a good purchase. 


Then (and not until then) I 
will quote my prices—which are 
positively the lowest for all rib- 
bons including Bi-Chromes, Tri- 
Chromes, and ribbons for the 
Multigraph nnd Writerpress. 
And, remember—the sample 
ribbons will be taken from reg- 
ular stock and that all future 
orders are guaranteed SAME 
HIGH QUALITY. 


Now, isn’t that a pretty square 
deal? You have everything to 
gain and nothing to lose, be- 
cause if my ribbons are not bet- 
ter in every way than I have 
said, I have got to take them 
back. 


And if THEY ARE—then you 
are going to save a lot of money. 





Ask for those samples TO-DAY. 


M. ROTHSCHILD, 


Typewriter Ribbon 
Specialist 


709 So. Dearborn St. 
ICAGO - U. S. A. 











OFFICE APPLIANCES 


DERBY DESK COMPANY SHOWS 
NEW STYLES. 


The Derby Desk Company of Boston, 
is now marketing a new style of type- 
writer desk designed and _ patented by 


James S. Hunter of the Derby Desk Com- 
staff . of The typewriter 
which is with a 


either 


pany’s experts. 


device housed pedestal, 


slides way on metal tracks and 


adjustable to weight 


absolutely 


rollers It is any 


of machine, is rigid when in 


position for use, and is said to be devoid 


of all machine-racking action The front 
or cover may be used as an ordinary slide 
such as is usually found in a desk 


This ts only one of many clever devices 
invented by Mr. Hunter, have con- 
tributed to the comfort and convenience of 


which 
the office. A new line of filing devices, em- 
bodying some of the new ideas in horizon- 
tal or sectional cabinets, also designed by 
Mr 


Hunter, will soon be seen on the mar- 


ket. 
When not at work, Hunter, it is said, 
amuses himself with clay modeling and 


inventions. His work in clay is considered 


of superior quality in the amateur class. 

Recent bas reliefs of the Mona 
and Cassandra, made by Mr. Hunter, have 
favorable 


Lisa 


cause of considerable 


the 


been the 
comment in classic art centers of 


Boston. 


BIG CONCERN MAKES RULERS. 


manufacturers of 
stationers’ 


largest 
office 
Manufacturing 


the 


school, 


One of 
rulers for and 
trade is the American 
cern located at Falconer, a suburb of James 
town, N. Y. This factory was started near- 
ly 40 years ago, but began the manufac- 
ture of rulers, striped boards and stationery 
The officers 


Con- 


supplies about 20 years ago. 
of the company are W. T. Falconer, presi- 
dent; A. C. Davis, secretary; Leslie Martin, 
sales manager. 
It is stated that the company has in the 
factory from 150 to 200 employes, as well 
as about a hundred others on the office and 
sales force. The concern manufactures 
school and office rulers, from the cheapest 
to the most expensive grades, and has a 
capacity in this line of 15,000,000 to 20,000,- 
In,addition the company makes 
for stationers’ trade, high polished 
arm-rests for bookkeepers and striped bill 
boards for files, clips and arches, also yard- 
sticks and an interesting line of thermom- 
The Amer 
only to 


0OO a year 
class 


eters and advertising novelties 
ican Manufacturing concern sells 


from whom it invites cor- 


wholesale trade 
respondence regarding goods and prices 





Tomorrow is with God alone 


A man hath but today 


—Whittier 




















BadgerBeauty 


LOOSE - LEAF LEDGER 


A Beauty in fact as well as 
name and as durable as it 
is sightly. 

250 ruled double entry 
leaves (only one ruling). 
Size 8 x 104. Leather tab 
index. Heavily beveled 
covers, with cloth sides. 
Back and corners of black 
seal grain cowhide leather. 
Expands about 80 per cent. 





Badger - It 


LOOSE - LEAF LEDGER 








The Badger-It has made a 
Hit! It’s an achievement in 
Ledger - making. 

200 printed double entry 
leaves (only one ruling). 
Size 8x 104. Linen tab 
index. Heavily beveled 
covers. Olive green full 
cloth binding. Expands about 
80 per cent. Suits the user 
— Satisfies the dealer. 


THESE ARE QUICK—MONEY GOODS, WITH A WIDE MARGIN FOR HANDLING. 
VE A PROFITABLE PROPOSITION FOR DEALERS. ns 
WRITE US ABOUT IT. 


\ MILWAUKEE 


nia creas ORIGINATORS OF THE LOOSE LEAF fil OF CATALOGING 
. . " 
FLORIDA ST. WISCONSIN 





Morehouse Loose- Leal Ledger 


ACK OF DUCK, WITH CORD > OF RED RUSSIA 














Number of | LEDGER || Extra a | oa I w . 
| . > TR | Pepe ndexes eaves || Transfer Binders 
( OMI LETE Per Set_ _ Per wo |} 


Size of Leaf | 5 onwen 





| rs 
7 x 8 ' | $3.50 *1 50. | .$.60 
x 10 1.50 .00 | 75 
) x Il 3 6.00 50 

x 14 | 7.50 5.00 |. 1.0 | 
STOCK / ; THE POPULAR RULINGS 





CK CLOTH SIDES, WITH BACK AND CORNERS OF RED RUSSIA COWHIDE LEATHER 








. } now . Extra | Extra 
i Number of | LEDGER | Extra Indexes Leaves Transfer Binders 


Size of Leaf . ——ae . 
Leaves COMPLETE | Covers Per Set_ | Per 100 





200 | $5.00 53. $.60..| $8.75 
250. _ | 6.00 | 3. 75 1.00 
300 | 7.00 | 3. 90 1.25 








300 8.00 | 3. 1.00..|.. 1.50 





ALIZE IN S EC / y R 








Indexes eaves Transfer Binders 


Size of Leaf | 
| Per Set_|_ Per 100 » |) 


ay eed of LEDGER | Extra 
Leaves | COMPLETE |) Covers 


| Extra | Bxtra || 





7 x 8}... 5.50. | $3.50..|..s60 |s.75. | .. $3.00 
8 x 10) ioe 6.50.) 3.75 25 1.00 . } 3.25 
9 x 1l1} 4.00 90.!.125_ | 3.50 
8) x 14 300 | 


| 
9.00 | 4.50..|. 1.00 | 4.00 
| | | 


"VE A LIBERAL PROPOSITION "OR DEALI 


73 
0) 


| 
| 
| 
| 
| 
| 
| 





JUROY SIDES, WITH BACK AND GORNERS OF RED RUSSIA COWHIDE LEATHER 








Extra Extra | 


io. Size of Leaf ——— « : LEDGER » I Fan Indexes Leaves || Transfer Binders 
eaves || COMPLETE || “°ve's | Per Set | Per 100 || 
| 





7 x 8 200 $6.00 | $4.00.]..$.60 | $.75..] . $3.00 
8 x 10 250 7.00. |. 4.25 .75..|..1.00 | 3.25 
9 x11 300 8.50. | . 4.50 90 | 1.25 | 3.50 
x 14 300 9.5 5.00.|..1.00 .|..1.50. | 4.00 














LEDGER COVERS ADMIT OF AN 80 PER CENT EXPANSION 


THE TRANSFER BINDERS ARE COMPLETE, WITH COMPRESSOR BAR, INDEX AND 25 LEAVES 


“Right Kind” Aluminum Sheet Holder 


) M°... just right for hard knock- No. | SHEET SIZE 
about wear. NO RIVETS— | 24] 2x 34 


No fumbling around for the thumb- 














PRICE | 





hole. One cover is a bit longer than 


the other. Opens up with a touch, 


x eK KKK KKM KK 


right away. Socket in back for pencil. 


STRONG — SIMPLE — SIGHTLY 


SHEET S. SPECIAL 






































MILWAUKEE 


26:1 - 266 - 268 - 270 
WISCONSIN 


FLORIDA ST. 
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DEATH OF STEPHEN T. BUCKHAM. 

Stephen T. Buckham, Greater New York 
representative of the Thaddeus Davids 
Company, was stricken with heart disease 
on November 5, while hunting at Oscanan 
na Lake, near Peekskill, N. Y., and died 
very suddenly. He became separated from 
his companions, and when they again 
gathered together he was missed. Search 
was instantly made and his body was found. 
The coroner’s inquest reported that Mr. 
Buckham’s death was due to heart failure 
brought on by over-exertion 

About a year ago Mr. Buckham suffered 
an accident while cranking up the automo- 
bile with which he made his rounds among 
the trade in Greater New York. He was 
in front of the machine, and while cranking 
it, the mechanism suddenly started, crush- 
ing him between the machine and the end 
of a wagon. Mr. Buckham was quite se 
verely injured and was laid up for a num 
ber of weeks 

Steve, as he was affectionately known 
to a large circle of friends, was 37 years 
old and had been married about fifteen 
years. He leaves a wife and three children, 
the oldest of whom is a son of about 13 
years. 

He was a thirty-second degree Mason 
and a member of the Royal Arcanum. His 
home was at 396 A. Decatur street, 
Brooklyn 

Steve Buckham was one of the most 


. popular men in the trade. He was a reg- 


ular attendant at local and national meet- 
ings of stationers’ associations. 30th he 
and Mrs. Buckham attended the Buffalo 
Convention last month. 

Mr. Buckham was a man who made and 
retained warm friendships. He was cour- 
teous, generous, tactful, conferring upon 
his friends those small courtesies of word 
and deed, which are so grateful to us all 
in times when a sympathetic word is 
treasured and appreciated. His passing is 
a real loss not only to the Thaddeus Davids 
Company, whom he served so loyally and 
well, but likewise to the trade of Greater 
New York and to his many friends through- 
out the country. 

Office Appliances extends profound sym- 
pathy to the bereaved family and associates 
of Mr. Buckham., 





ATTEND MINNEAPOLIS CONVEN- 
TION. 


General Sales Manager F. H. Dodge of 
the Burroughs Adding Machine Company, 
and William Earl Leever, head of the Sys- 
tem Service Department of the factory in 
Detroit, attended a three days’ conven- 
tion at Minneapolis, closing Saturday, Oc- 
tober 14. The purpose of the convention 
was to help the salesmen to a better knowl- 
edge of the best way to sell the Burroughs. 
Those in attendance were Messrs. P. K 
Russell, C. C. Jack, E. A. Bode, G. S. 
Cochran, C. D. Folke, R. A. Knapp, G. H. 
Parrish, W. A. Mahoney, J. F. Williams, 
George Vawter, George Rockeford, L. A. 
Peterson, O. J. Wynn and Robert De Veau. 
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PELOUZS 


POSTAL SCALES 


represent the very highest efficiency and reliability in 











actual service that has ever been produced in commercial 
scales. The action is positive and instantaneous. 
Pelouze Postal Scales show the exact cost in cents on 
all classes of mail matter. They are made in artistic 
models in sizes weighing 
from one pound to sixteen 
pounds. The best evidence 
of the satisfactory service 
of Pelouze Postal Scales is 
the fact that they are used 
almost universally in the 


office and the home. 





Mail and Exp. 16 Ibs. 
Union 24 Ibs Commercial 12 Ibs. 


=—/— DEALERS seam 
Victor 14 Ibs. 


Crescent 1 lb 


National 4 lbs 


you will find Pelouze Postal Scales pay you big dividends 
for all the pushing you give to them. There is a steady 
call for Pelouze Postal Scales and the dealer : who 
handles our proposition in an enterprising way will make  . 


handsome profits. 


SOLD THROUGH JOBBERS 


Pelouze Scale and Mfg. Co. 


232-242 E. Ohio Street, 
Chicago 














—— 
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The UNIT System Holds More Letters 
Than Does the Ordinary System of Filing 


The UNITS and FOLDERS take less space than do 
the folders and division cards in the ordinary system. 
In building up your office file system with the UNIT 
you simply add one section to another as high as you 
can reach or to the ceiling if you want to. Every 
UNIT is in plain sight, and easily removed when 
wanted. To remove a letter from your file reach for 
the proper UNIT, take it dowa and your letter is 
immediately at hand, without handling, pushing or 
pulling heavily ladep drawers. 


Heth eS 


af 


weoEssE Sees Hueiwocennue 


Capacity— 24,000 Regular Sized 
“a Letters. Equal to Eight 20-inch 
Ordinary Deep File Drawers. 


Dealers—Here Is Something New 


A vertical system of filing and finding that overcomes all of 
the objections found in the present vertical systems. 


We show here only one style of a great many we manufacture. 


Send for catalogue and full particulars. 


Dealer Agents Wanted 


Saves labor, time, floor space and loss of 
valuable letters 

At Less cost than the present ordinary methods. 

Efficiency and Economy in every UNIT. 


in Office Appliances 


The UNIT System Q 





Something New 


Y 
<Q 






of Filing 
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If you have filing troubles, look into this 
UNIT, It grows to any size from your floor 
to your ceiling. 


oe 
vy 
1°) 
& 
The UNIT System meets every require- [J 
ment in office filing, better than any other. [e] 
Its capacity is unlimited; occupies space fo 
for which no rent is paid—wall space. The 
cheapest and most practical filing system ” 
ever invented. < 


The UNIT saves labor and time in 
filing letters. Prevents the loss or 
misplacement of letters. Saves floor 
space because wall space can be 
used. Not necessary to remove 
letters from the UNIT to the 
storeroom, because the UNIT 
itself is removed—a 
new one replac- 
ing it. 


SEG 
The UNIT System 


is Practical for Any Business 


—no matter how large or how small. It gives the 
greatest practical service to General Managers, 
Superintendents, Traffic, Advertising and Sales Man- 
agers and department heads of every kind. Of 
untold value to Doctors, Lawyers, Merchants and 
others, because this system can be simplified by 
placing a section on the top of a desk, where it can 
be easily approached without effort or trouble. Ina 
large business the sections can be distributed in any 
part of the office. The valuable space taken up by 

resent ordinary files in the middle of the floor can 

e saved and wall space utilized. The operation 
results to the advantage of the person doing 
the filing. 


Sold on 30 Days Trial 


Send for full descriptive circular and catalog, mailed 
Free. We will gladly send you the UNIT System filing 
outfits to try in your office on 30 days trial. 

The many vew contrivances brought forth to improve 
the vertical system of filing demonstrate that_the vertical 
system is not yet absolutely practical. The UNIT System is 
more practical than any other system combining simplicity, 
economy, practicability, usefulness and all the latest im- 
provements necessary to a practical system of office filing. 


System~ Safe Cabinet Company 
538 McCormick Block, Chicago 


Ay 
~ 
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GETS ABLE NEW SALESMAN. 

Leroy Hill, formerly a repre- 
sentative of the Jones Improved Li 
Leaf Specialty Company, has taken a posi- 
tion with the Plew & Motter Company of 
Mr. Hill is one of 


men in the 


general 


Ose 


Chicago, on the road. 
the best 
country. 
the work since the inception of the loose 


pt sted loose leaf 


He has been actively engaged in 





leaf idea, and has devoted many years to 
the study of the needs of consumers. His 
experience in that department of the work 
enables him to make valuable 
to dealers as to the proper line of goods 
to stock, and how best to present the ad- 


suggestions 


vantages of loose leaf accounting systems 
His four years’ experience with the Jones 





Company has made him acquainted with 
almost every stationer in the country 
‘ 
LEROY HILL. 

Mr. Hill, in addition to his connection 
with the Jones Company and his present 
connection with the Plew & Motter Com 
pany, has been identified with such con 

},cerns as the Baker-Vawter Company, Jones 
Perpetual Ledger Company, and others 

FIRE IN DIETZ DESK FACTORY. 

J. F. Dietz & Co., manufacturers of office 
desks and tables, Cincinnati, Ohio, suffered 
a loss by fire on Tuesday, October 24th, 
but write to Office Appliances as foll 
“We wish to advise that the fire was 
fined to one of our eight buildings, and 
not interfere with the execution of orders 
We are now replacing the destroye: 
ing and contents and will be in g 
shape as ever within the next ten da 

The Dietz establishment is one of th 
largest desk manufacturing businesses in 


The plant occupied building 
309 to 325 West Third street 
through to the next block 
there 308 to 316 West Pearl 
stated that the fire loss was 


the country 

with frontag: 
and running 
with frontage 
street. It is 
fully covered by insurance. 
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In Spite of Cost, Dealers 
Prefer ]-Pc== Lines 


Every Irving-Pitt loose-leaf device is mechanically 
perfect. Every Irving-Pitt form is complete, concise, 
original and fills some definite business or professional 
need. 

It is dmpossible to m)kfe loose-leaf devices that-wi 
work more or cofiveniently,. look neater, or stan 
up under hard usag¢ mor ily 
[Pa : lines. jAnd there i 









for loose-leaf forms that cannot be | filled from)\ the 
[- P= 
Dealers frp leading jretailers j | 





tionery and 
tages. Thatlis why 
[|-P== | devices aad forms. 
“The tr that the class of business 
i fan suc¢ess or failure of 































sehd on ws [-P i= : 





iguyel in this standa 
ed’ for loose-leaf good 
ve goodg for less money, 
I-P.” 
ock is|the largegt and most com- 
plete in the is mot one “dead” item in the 
line; all “b ” forms and devices are elim- 
inated. Deglers have Vearngd that ndwhere else can 
they get Ifose-leaf supplie} (so quickly, so jatisfactorily. 
Be prepared to fill every loose-leaf want—look over 
your field—study the Gm J-Pc=> catalog—learn the 
many uses for Ga ]-Pc= forms and devices—and 
with the prompt Irving-Pitt service at your command 
you can enjoy the cream of the loose-leaf business in 



















your locality. 
“Irving-Pitt” stands for “Loose-Leaf ImProvement.” 





Catalogs upon request. 


Irving-Pitt Manufacturing Company 
KANSAS CITY, MISSOURI 2 
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EMERALITE 








WITH 


Green Glass Shade 


adds to the attractive ap- 
pearance and efficient 
illumination of any office, 
The rich green glass out- 
side plating diffuses a soft 
restful light. The pure 
white opal glass reflecting 
surface inside focuses the 


light exactly where 
needed. 


‘‘Kind to the Eyes’’ 


The Emeralite shade 
will not tarnish or collect 
dust. 


Emeralite lamps are de- 
signed to give uniformity 
of appearance to office 
equipment. Standards are 
heavily made and attrac- 
tively finished in old brass 
or statuary bronze. 


“They Sell on Sight” 


Send for Booklet Describing these and 
17 other Styles. 





H. G. McFaddin & Co. 


44 Warren Street, :: New York 











— 
aN Era en a eee ne > An Rates 
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He Gave 8,000 Pens 








Make This Test 


Yourself 


When He Found /t Wouldn’t Leak 


CAPTAIN of Industry walked into a 
Cc hicago store 
[ \ ‘What makes fountain pens leak? 
id. 

“I'll tel! you,” replied the dealer. ‘‘You set 
an ordinary fountain pen in oe | pocket point He 
up. The ink stays in the feed tube—won't 
rundown. The heat of your body makes the 
air in the pen expand and blow out through 
the inky feed- tube, pushing the ink ahead of 
it. so that— 

“So that I get smeared, when I take off the 
cap,"’ put in the Captain of Industry 

‘Just so. 

“Ts there any fountain pen that won't 
leak ?”’ asked the “Captain.” 

“There is,” replied the dealer. “It's the 
Parker. When you set a Parker fountain pen 
in your pocket the ink doesn’t stay in the 
feed-tube, but drops back to the reservoir them 
The air heats, expands and blows out of the 
feed-tube, but it can’t blow ink ahead of it, 


“Lucky Curve” 
him see the ink scoot down 

“Don’t you want one of these Parker Pens?” 
he sa asked the dealer 
“T want 8,000,” 
meant it. He bought one pen of the 
dealer, tried it for a time. then sent for George 
S. Parker and contracted for 8,000 Parker 
Fountain Pens, to give to his employees for 
Christmas. 

PARKER JACK KNIFE SAFETY PEN 
can be carried in any position in any pocket 
- Also pen knife size for lady's purse 
smear or spill ink 
$2.50 up 

RESERVE PARKER GIFT PENS NOW 


before the Christmas crowd. 


to the barrel wall and letting 


said the “Captain.”’ 


Can't leak, 


Great gift for anyone 


Dealer will hold 


till Christmas week, and engrave re- 


cipient’s name on pens costing $4.50 up. 
Don’t chase up a different gift for each per- 





X-Ray View 
of Parker Pen 











because no ink is there 

Then the dealer explained how capillary at- 
traction draws the 
Parker “Lucky Curve, 
He even showed him, by dropping ink into 
the feed-tube of a Parker pen, 


" as a blotter draws ink If your dealer doesn’t kee 


touching the 


son. Give Parker Pens toe 
your whole Christmas with one trip to one 
Ink down through the store, and spend but a few dollars 


verybody. Settle 


p Parker Pens and 


won't get you an assortment to select from, 
send for our catalogue and buy from us direct 


The Parker Pen Company, 200 Mill Street, Janesville, Wis. 


Our New York Retail Store, is at 11 Park Row, opposite the Post Office. 


LUCKY CURVE 
FOUNTAIN PEN 























A QUICK 
SELLER 


Because nothing ap- 
peals to the office 
man more directly 
than an accurate 


Desk Clock 


An attractive paper 
weight; a handsome 





20 Beaver St. 








dial, and a case of spar< ling glass—3} in. square- 
The top is on an angle, so the dial is easily seen- 


Sent anywhere prepaid for $1.50. 
Sold by Stationers and Office Outfitters generally. 


H. D. PHELPS 


Ansonia, Conn. 











WHEN IN 


DETROIT 


STOP AT 


HOTEL TULLER 


our and absolutely fire- 


. Adams and Park Ste. 
of the The- 


an > 


Has large Convention 
Has Grand 
on Roof Garden 
ame from 6 | Ay p.m. 
room 
jan. 
Rates $1.50 per day and up 
L. W. TULLER, Pree. 














“NEW COMMERCIAL” POSTAL 
SCALE. 
We illustrate herewith the “New Com- 


mercial” 
catalogue of the Pelouze Scale & Mfg. Co 


postal scale described in the new 


This scale indicates the exact cost of post 
age in cents up,to 4 pounds on all mail 
matter and also weighs express packages 
up to 12 pounds half ounce graduations 

It is of very 
steel construction 
white-enameled face and an improved slant 
distinct black figures and 
six-inch 


artistic design and of rigid 


throughout. It has a 
ing dial with 
rates, covered 
with nickel rim. The scale is finished in 
black enamel and hand- 

It has double 
distribute the 


with a glass sash 
French 
striped in 
post supports which evenly 
weight of mail matter, thus insuring accur 
acy. There is a nickel-plated platform 5'%4x 
a brass regulating screw af 
The size of the 


grey or 


colors. upright 


6 inches; and 
fords instant adjustment. 
scale over all is 51%4x8'%x8™% inches. The 


manufacturers guarantee its accuracy. Each 





scale is packed separately for shipment and 
the weight boxed is 8% pounds. Although 
this scale is a great improvement over the 
old “Commercial” 
Company 


postal scale, the Pelouze 


is making the new scale at sell 
$5.00, as low as the old one 
This company recently issued a new cat 
alogve which is really 
of the printer’s art. 


ing price, 


a beautiful exampl 
It is printed on highly 
coated calendar paper, bound in a rich gray 
linen-finish cover-stock with embossed dé 
sign showing the mark. The 


reproductions 


trade 
half-tone 
complete line of 
including 


Pelouze 
illustrations are 
showing the Pelouze 
scales, various designs of postal 


scales as well as scales for commercial and 
Interested wholesalers and 
for this catalogue to 
Scale and Mfg. Co., 232-242 Fast 


Ohio street, 


other purposes 
dealers should write 
Pelouze 
reeitiialt Illinois. 


WANTS AMERICAN AGENCIES. 

58 Rue Paradis, Marseilles. 
France, writes Office Appliances to the ef 
fect that he is interested in office furniture. 
typewriters, new or rebuilt, appa 
ratus constituting the outfit of an office. 
and also everything connected with type 
writers’ and stationers’ 


P. 3oisset, 


various 


supplies. It might 
be well for 
write him, aged in the general 
office appliances line and desires to make 
some connections with reliable houses. 


\merican manufacturers to 


as he is eng 
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This is a GOOD Line 

















EVERY TYPEWRITER RIBBON and each Sheet of Carbon Paper 
Shipped out from The Ault & Wiborg Factory has been made with the 






definite intention of causing the person who may use that article to 





want more just like it. 



















“ai a If you are not handling the A. & W. Line, 
it would be mighty good business for you to secure samples and 





prices. 
YOU’LL LIKE PROMPT SERVICE TOO 











The Ault & Wiborg Company _ 


Factory: Cincinnati, O. 








NEW ¥ YORK. Cor Pearl and Elm Sts. TORONTO, CANADA, 19-23 Charlotte St. 

> earborn St. . 
ST. LOUIS, 322 No. Third St. Pome py ne 7 Lamperille 50 
BUFFALO, 145-147 Ellicott St. , Primera Calle de Lopez, Nos. 16-20 
PHILADELPHIA, 1217 Cherry St. BUENOS AIRES, S. A., 1059 Calle Mejico 
MINNEAPOLIS, 729 Fourth St., South PARIS, FRANCE, 82 Quai de Jammapes 
SAN-FRANCISC 0, 545-547 Mission St. LONDON, E. C., ENGLAND, 4-5 St. John Square 


















ADDING MACHINE PAPER 


for all standard 
makes of machines 














Not a cheap book paper, but good Writing 
Paper, free from lint or breaks. 














We wind our own paper, enabling us to 


Write for Catalogs on sell to the trade at exceedingly low prices. 
Rettee copying books Send for samples and quantity prices. 
Shorthand note 
books Rockwell-Barnes Co. 


Typewriter papers 711 Munn Bldg. - «+ Chicago, I. 
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EQUIPMENT 
= BUSINESS 


HAT would you think if a 
man handed you a piece 
of brown paper with his name 
written on it, as his business 
card? You'd be rather non- 
plussed wouldn’t you? At least 
you would have a_ serious 
doubt as to his desirability as a 
business connection. In other 
words his equipment for busi- 
ness does have an effect on you. 
You do judge him by his equip- 
ment,—and every man is judg- 
ing youin the same way. Just 
remember that! 
Just as a card is an advance 
over a piece of brown paper 
with written name, so the 


Peerless Patent 
Book Form 
Card 







TEEL COMPANY 


PITTSSURGH Pa 






FISHER BUILOING 
cHIcAco 










€.K. HARRIS 


SAces Acenr 





is an advance over the printed, 
loose,’ card. You need this 
peerless card in your business 
equipment—and you need it 
because it is the best and cheap- 
est. Cheapest because every 
card can be used—none to 
throw away because they have 
become soiled in the pocket or 
case —none lost. Every card 
you pay for is available for the 
use for which it is intended. 

Send today for a sample of 
tab and see what the card is, 
and how it is detached from 
the book form with a smooth 
edge. You will be surprised 
and pleased. 


The JOHN B. WIGGINS COMPANY 


Engravers Die Embossers Plate Printers 


51-53 EAST ADAMS ST., CHICAGO 
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O. P. HAZARD, C. S. & R. B. CO.’S 
NEW EASTERN REPRE- 
SENTATIVE. 

The C. S. & R. B. Company of Chicago 
announces the retirement of I. P.. Denison, 
who has been connected with their house 
for many years as manager of their New 
York office and representative in the east 

ern states and Canada. 

Mr. Denison will bé succeeded by O. P 
Hazard, who for a number of years has 
been the southern representative of the 
Stationers’ Loose Leaf Company, of Mil 
waukee, and has a host of friends in the 
stationery trade. 

He is a young man of fine character and 
ability, with a keen insight into the loose 


oO. P. HAZARD. 


leaf business, and great things are expected 
of him in his new position 

Mr. Hazard will not only cover the eti- 
tire eastern part of the country and the 


eastern Canadian provinces, but he will 


also be in charge of the New York office, 


in which city he will make his headquarters 


The J. K. Gill Company of Portland 





Vie) Mota —x) 
NEW DEPARTURE / 
PENETRAT/VE laa ; 


cenannnnaanananneannannesnentionn anaieeeemenaanciaaaeee 


WOWR- SMEARYAG 
ANMATK DRXIAG WPRESSIONS 
RAN COLORS 














Knownand Sold 


Wherever 
Rubber Stamps 
Are Used 


“Excelsior” Self-Inking Stamp Pads 
“New Departure Penetrative Ink” Pads 
Volger’s indelible Ink Marking Outfits 
Volger’s Guaranteed Indelible Inks 
Volger’s Superior Stamping Inks 


(In Bulk, Brush Bottles and Combined Ink 
and Distributor Cans). 


Volger’s Superior Sign Marker Inks 


Volger’s “ Opake" Waterproof Ink for 
Stamping on Tin, Wood, Leather, 
Aluminum, Tracing Cloth, Etc. 


Volger’s “New Departure Quick Drying’ 
Penetrative Inks 


Guaranteed not to injure Rubber Hand 
tamps). Will stamp perfectly on paper, 
eotton goods, linens, leather, wood, and any 
surface that will absorb ink. 


We supply, free of expense, samples of 
our specialties, electrotypes and 
advertising matter. 


For upwards 25 years we have confined 
our efforts to the above Special 
Lines. Our reputation rests on the 
Superior and Uniform Excellence 





Oregon, have sent a black and yellow cov- 
ered “Want Book” to their customers \ 
yellow cord is attached, by which to hang 
the book upon a convenient hook. Inside 
the book there is ample room for the nota 
tion of wants and goods to be ordered 
On each page below the blank ruled lines 
are suggestions regarding Esterbrook pens 
Accompanying the book is a single sheet 
circular edition of Gill’s Trade Help Bulle 
tin, a large order blank and a quantity of 
printed circulars calling attention to vari- 


1S lines ot goods 








of our goods. Commercially, we 
enjoy the highest rating. 





| Rstabiished 1884 














B. G. Volger Mfg. Co. 


(INCORPORATED 


PASSAIC, N. J. 
U. S. A. 


Incorporated 190° 
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No. 559—42x96. Quartered Oak. Any Finish. Leg 4 inches. 


We are Offering special prices on 


OFFICE TABLES 


for this month. If you haven’t received circular advise us and we will put you on 
our regular mailing list. Our office furniture catalogue illustrates 


Costumers, Umbrella Stands, Waste Baskets, Toilet Cabinets, 
Office and Hotel Tables. Send for it. 


Conrey-Davis Mfg. Co., Shelbyville, Ind. 


















No, 35-—Oak 
or Imit. Mhg, 




































HE RECTIGRAPH necessary to touch the 

is a machine for the He print. The turning of one 

rapid reproduction of . crank, (at the operator’s 

written or printed matter, hand ) completes the whole 
mechanical drawings, plans, operation within less than |f 
specifications, designs, plats, one minute. 
ays, SE The process Rectigraph Prints are Ab- | 
is that of photography — eolutely Pa cnt ited 


with plates, films, dark rooms, 
fussing with chemicals, 
rubber gloves, expert manipu- 
lation and the entire parapher- 
nalia of ordinary photography 
eliminated. The entire 
process is embodied within 
the machine itself. The 
exposures are made upon an 
especially prepared sensitized 
paper which is contained 
within the machine upon a 
continuous roll, 500 feet in 
length. The exposed portion 
is then cut off to the desired 


Cost of Operation is Small — 
Results are Uniformly Good 
— Accuracy is Assured. 


The mechanism of the 
Rectigraph is simple, positive 
and dependable. The Recti- 
graph has been in use for ~ 
the past six years by Life | 
Insurance Companies, ‘Title 
Insurance and Abstract Com- 
panies, Publishing Houses 
and various manufacturing 
establishments. The United 
length by the machine and States Government has been 
carried through the develop- using the Rectigraph in the 
ing and “‘fixing’’ baths automatically. At no time, from General Land Office at Washington for the past three years. 
the exposure until the fixed print is delivered, is it PROTECTED BY THE BEIDLER PATENTS. 

A 





The Rectigraph is manufactured and leased by 


The RECTIGRAPH CO., ROCHESTER, N.Y. 


————. —~ 
———— 
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The McM 
Ring 





Fitting 
the curve 


of. 
perforation 


McM Multiple Ring 
Book—Sheets Do 
Not Tear Out 











30 different devices and 981 stock sizes 
materials and painstaking workmanship—they are Office Fixtures. 


RACTICALLY the security against tearing sheets possessed by the old 
sewed book coupled with flat-lying and interchangeable sheets has 
been developed by scientific construction of the McM 7-Ring Book. 


Sheets tearing was a radical fault requiring a radical remedy which did 
not lie within old standards, so new standards had to come; three rings were 
insufficient to furnish security against sheets tearing, so seven rings were 
used; the ordinary round wire ring was not correct in principle so another 
form was adopted. 


Incidentally the book is $’’ thinner than any other of its sheet capacity, 
has cloth lined and stayed pockets, has an automatic opener, has but three 
essential working parts in its metal, all contributing to Ring Book Perfec- 
tion,—but the real, the essentially important thing is,—Sheets do not tear. 


These Books are sold by Stationers, and we are telling 500,000 business 
men about the Big Idea—BECAUSE SHEETS DO NOT TEAR OUT. 


McMillan Book Co., 


NOTE: If you will keep in mind that loose leaf books are not to be regarded as “books” 
in the old sense, but as “Office Fixtures’’, you will understand why all McM products 
are made for permanent wear with extraordinary 








Ordinary 
Ring 





Touching 

perforation 
at but 

one point 





Syracuse, N. Y. 























WESLEY A. STANGER MAKES 
CHANGE. 

Wesley A. Stanger, who has for several 
months edited the “Office Outfitter,” has 
joined the forces of the Royal Typewriter 
Company in the capacity of correspondent, 
and will, for the time being, make his head- 
quarters in Chicago at the company’s Chi- 
cago office 


NEW CHICAGO MANAGER. 

George M. Dowd has joined the staff of 
the Buckeye Ribbon & Carbon Company, 
Cleveland, Ohio. He will make his head- 
quarters at Chicago and will cover the 
western territory. Mr. Dowd is thoroughly 
experienced in the ribbon and carbon busi- 
ness, having been connected in that line 
in the western field for some eight or ten 
vears Representing a house in such ex 





GEORGE M. DOWD. 


cellent standing and with such a grade of 
goods as the Buckeye, he doubtless will 
push to the front more prominently than 
ever. 


SELLS OFFICE APPLIANCES IN 
EUROPE. 

Henri Raveau of Raveau Freres, manu- 
facturers of office and typewriter furniture 
and supplies, fountain pens, inks, clips, 
carbon papers, ribbons, etc., 52, Faubourg 
Poissonniere, Paris, France, has engaged 
in the sale of all kinds of American prod 
ucts in Europe. On account of Mr. Ra- 
veau’s extensive relations and wide knowl- 
edge in this branch of the business, he 
feels that he can assure American export- 
ers of the success of his efforts, without 
expense, to manufacturers desirous of in- 
creasing their sales in Europe. 

It is interesting to note that it was Mr 
Raveau who negotiated the purchase of 
all the material of the former Remington- 
Sholes Company of Chicago, and superin- 
tended its installation in the establishment 
of Japy Freres & Company at Beaucourt, 
France 
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The Pocket Umbrella 


Is needed by every business man and 
woman. No office desk is complete with- 
out a Pocket Umbrella in the drawer 








The Pocket Umbrella is just The Pocket Umbrella 
the thing you want: just tele- when used for cane or rain 
scope it to about one-third of 
its ordinary length. There 
are no parts to be put on or 


looks just like any high 
grade umbrella; it is strong- 


taken off and it does not look er than any other umbrella 
bulky like a package but just made; it is also rust-proof 
like a miniature umbrella. because the frame is elec- 
Look at the accompanying tro-plated instead of 


illustration. 


The Pocket Umbrella can be . 
put in your grip when you The Pocket Umbrella is 


are ready to go on a business an excellent Christmas 
or pleasure trip; carry it in present. If your dealer 


your hip pocket on threaten- cannot supply your needs 
ing days and you are always rane" ae Siihionss ts 

prepared. It is the only um- eS ee 
brella that you will not lose, day. Money back if not 


misplace or be in the way. satisfactory. 


The Pocket Umbrella Co. 


Findlay, Ohio 


enameled. 




















have been made to supplant the 
old style of sealing bottles with 
corks. We were the first to 
adopt the new idea of sealing 
ink bottles with a neat cap, 
(see cut) not without much trouble 
and expense was this cap perfected, 
and like all good things it now has 















many imitators. 

a Our customers, however, are ap- 
tt: LER'S TUID preciating our improved sealing 
— WRITING devicé; also neat manner of wrap- 

ping bottles for the shelf which 


ree , Fase! Kei WA requires no re-wrapping for deliv- 
Cathet pire ery. Write for catalogue. 








THE ROBERT KELLER INK CO. 
DETROIT, MICH. 








If You Don’t Know 
About the 


CACC 


Loose Leaf Sample 
Proposition 

Now Is the Time 
To Investigate.. 





EALIZING the importance of having 
our dealers fully equipped. with a 
oa oped’ yp — we ae 
made up an outfit complete 
tail—from the small vest pocket, emo 
Book to the high-grade 
Included also is a nicely set Jae com- 
mercial forms, window Cereb e ner 
roy pe fact, everything that is 
to fit up a modern Loose Leaf Department. 
All of these devices are of the well known 
Cesco grade, recognized as the standard 
stationers by prominently displaying these 
bright new samples have secured enough 
business the first week a pay for the 
outfit ten times over. To get this com- 
plete equipment you are not asked to 
a fancy price—in fact, the amount 
not even cover our cost. This is your 
opportunity —_ but a trifling investment 
to put yourself in a position to compete 
with dealers who carry a stock of similar 
oods representing hundreds of dollars. 
e want to tell you more about the ex- 
ceptional offer—why we are making it— 
what the outfit consists of, and how you 
can examine it in your store without a 
penny’s expense. No easier or more eco- 
nomical way could possibl y be arranged for 
you. Write today for full particulars. 


—__— SEND FOR THIS CATALOG —— 


If you have not a copy of our complete 
catalog send for one today—it contains the 
most complete and up-to-date line of devices 
and forms on the market. 

Our Steel Ledger is the standard by which 
all others are measured. Its GUARANTEED 

for ten years. 


METAL PARTS FOR BOOK BINDERS 
AND EXPORT TRADE 


A complete machine shop equipped with 
special machinery enables us to produce 
| metals at exceptionally low rates. We solicit 
an opportunity to quote the larger buyers. 
Samples and metel part price list on request. 











The C. E. Sheppard Co. 
MANUFACTURERS OF 
LOOSE LEAF SUPPLIES 

82-84 Fulton St. NEW YORK 


CHICAGO—157 W. Randolph Street 
PHILADELPHIA—716 Chestnut St. 
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offer a range of ten grades 
and Strathmore Parchment down. 
of Manuscript Covers. 
actly what you need. 





Parchment 
difficult 





Strathmore Paper Company 
Mittineague, Mass., U.S. A. 


Successors to 


Mittineague Paper Company 


If the decision between the best and second 
best papers for business correspondence is 
the choice between a first and second ‘class 
impression of a firm, your customers should 
be shown 


Strathmore 


to convince one that 
“Strathmore Quality” will reflect credit on 
his business ideals. 


Write for the Strathmore Parchment Test 
It will show you why —if you don’t 
already know, and you can show him. 


The “Strathmore Quality” 


Typewriter Papers and Manuscript Covers 


from Strathmore Deed 
Also two grades 
It’s the line that contains ex- 
Write for a sample book. 








DIXON’S Adjustable 


DRAWER PARTITIONS 





dozen, postpaid. 


Readily applied, removed or adjusted to any desired position. 
Four sizes—1}, 2, 2] and 4 inches high. Price, 50 cents per 





T. P. & H. H. DIXON, 'reinscisiier ras 





\Y Aa Ide 





BEST ONE OUT! 


al Sanitary Sealer 


f 
Only &O Cents y 


Seals Envelopes, Attaches Stamps, Labels, Etc., Quicker and 
Better Than Any Other. Great Thing for Canvassers. 


IDEAL ENVELOPE SEALER CoO., 


22 Bliackstone Building. CLEVELAND, 


é \ 


A hs 


OHIO 


SEAL 














PRACTICAL LOOSE LEAF HINGE. 

The Berkshire Hills Paper Company, at 
the recent Stationers’ Convention in Buf- 
falo, gave out as a souvenir to members a 
neat limp leather pocket book containing 
samples of their new loose leaf ledger pa- 
pers with the specially patented hinge de- 
signed for use in loose leaf work. By the 
use of this hinge, which is made into every 
sheet, it is possible to fill the loose leaf 


| ledger with leaves which will lie perfectly 


flat when open. The hinge, so-called, does 
not affect the strength or quality of the 
paper, and may, if necessary, be written 
over as readily as any other part of the 
sheet 

The company has made a hobby of the 
construction of ledger papers for loose leaf 
books and is one of the undoubted leaders 
in its line. The demand for Berkshire Hills 
loose leaf ledger papers with the marginal 


hinge has shown an enormous growth « 


ing the past six months. Numerous new 
sizes have been added, making it neces 
sary for the company to revise its loose 
leaf circulars. The company contemplates, 
in the near future, the use of its patented 
marginal hinge in a still better grade of 


paper, because they find that users of the 
No. 1 ledger are beginning to demand that 
the hinge be placed upon the very highest 
quality of stock 

This marginal hinge in the future will be 
11/16 of an inch wide, that is to say, 11/16 
of an inch between the edge of the sheet 
and the first hinge. The company has now 
in stock a limited supply with the binding 
margin % of an inch and 1% inches and 
will be glad to furnish any width of mar 
gin, providing reasonable notice is given 
The company carries the widest possible 
variety of papers for loose leaf books, and 
is prepared to fill any order. 


TAPE SEALER HANDLED BY CHI- 
CAGO CONCERN. 

The Detroit Tape Sealer is now being 
marketed by the Old Colony Sales Com- 
pany, Old Colony building, Chicago. The 
idea of binding or sealing packages with a 





piece of strong gummed paper tape or 
cloth, though comparatively new, has 
proved so practicable that many represen- 
tative business houses have adopted this 
method. The principal advantages claimed 
for the tape sealing package-binding plan 
are the time, labor and money-saving re 
sults. 

The Detroit Tape Sealer, is advertised 
elsewhere in this number of Office Appli- 
ances. The distributors call special atten- 
tion at this time to the advertising possi- 
bilities in the use of gummed tape having 
the name and address or other advertising 
matter printed upon it. Dealers and others 
can seal their Christmas packages with 
holly tape which is the latest novelty of 
stores and business houses. By printing 
advertising matter on the tape, the pack- 
age becomes a traveling advertisement. 

The Old Colony Sales Company states 
that the Detroit Tape Sealer has been ap- 
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proved and adopted by the United States 
Government and point to this as proof of 
the practicability of the device. 

This proposition presents more than one 
opportunity to dealers. They can use it 
practically in their own business and they 
can make it a profit-winning article for 
sale. For full particulars regarding the 
device and trade discounts, write the com- 


pany at the above address. 


A NEW FOUNTAIN PEN PATENT. 

Henry G. Read of Omsk, West Siberia, 
recently took out an English patent for a 
new idea in fountain pens. Notwithstand- 
ing the extreme care which the English 
patent office uses, Mr. Read was able to 
get his application admitted without any 


alteration or reference to previous pat- 
ents. This seems to be evidence that Mr. 
Read has hit upon an original idea in 
fountain pens. 

The main idea of the new patent is to 
prevent the loss of the cap, or to prevent 
it from working off when the pen is in 
use by a writer. 

The material of the cap is so stamped 


























as to form three springs out of its own 
substance When put on, the springs en 
gage a corresponding depression in the 
penholder, forming an effectual and sim- 
ple grip to keep the cap in _ place, 
no fresh material or loose pieces being 
needed. The ends of the three springs are 
dented, the projections thus formed regis- 





tering in the grooves at each end of the 
holder. 

Mr. Read tells us that both of these little 
dodges cost practically nothing except for 
the tools to form them, their actual addi- AN OTHER H-H ADDITION 
tion to the pen costing from lc to 2c per 
pen. He believes that this would be a new 


(Note the round corners and flat stand brace.) 


selling point of value to any firm special- 


izing in fountain pens. He desires to find We knew the demand and our experts have been working 
some one in America to take up the Amer- over four months that we might offer the utmost in an 


ican patent and go shares with him in the 


expense of pushing it. Mr. Read may be 
let- H-H LOOSE LEAF 


reached at the above address, or any 


ter sent to him in care of this office will STENOGRAPHER’S NOTE BOOK 


be cheerfully forwarded. 


An American consul in Mexico reports : ‘ ; 
thee the new offée futéiture ot tke oom We consider this book —- handsome — convenient and 


sulate has attracted considerable attention economical — as one of the best additions to the already 


and is regarded with so much favor that popular and attractive H-H line. 
it is possible that a number of sales of such 
furniture could be made in the near future. Sold to the trade only. 

One firm in his district has expressed a Send for catalog and discounts. 
desire to receive catalogues from Ameri- 


can manufacturers of steel office furniture. HAMAC H E R-HAW K I N S M FG. CO. 


The address of this company can be se- 


s : sities a ¢ fae. New York 
cured by _writing the | ureau of Manufac m4. KANSAS CITY, MO. 
turers, Washington, D. C., and mentioning 


file No. 7483 
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HANDSOME GIFT BOOK. 


“Our Bridal Chimes” is the title of an 


ARTISTIC POSSIBILITIES J uiaue ana‘ veautisat git book for brides 


prepared by Adelaide S. Jordan and pub 





As a Stationer, you are lished by the Jordan Publishing Company 
expected to display good of Wheaton, Illinois. 
taste in suggesting the The book is bound in limp leather with 
chairs for an office. gold title and ornament on the cover. The 
Whenacustomer comes pages are of highly finished stock, and the 
into your store and wants book contains blank form of a marriage cer- 
an office chair, sell him the tificate, pages for the names of guests 
] 


RIGHT chair for his par- poem entitled “Our Bridal Chimes,” by Ade 
ticular office. laide S. Jordan, pages for the list of gifts 


te a a or and donors, for the bridal attendants, wed 
are made in styles to suit 
every requirement; they 
are finished to harmonize 
with any interior. 


Every stationer should 
carry aline of B. L. Marble 
office chairs; should dis- 
play them; should push 
them. 

Go after big business. Don’t let 
a bank, library, or public building 
of any kind escape your atten- 





tion. _Send for — illustra- ding cards, congratulations, etc., interspersed 
Gone if vas need them, but fur- with appropriate verses taken from various 
nish the chairs, B. L. Marble chairs ities 
a S©) 4+ * 
—the best, whatever the price. acetingg ee 
Russell Furlong, son of Walter H. Fur 


long, well known to the stationery trade all 
over the country, is sales manager for the 
Jordan Publishing Company, and during his 
connection with the organization he states 
that over 100,000 of these books have been 


The B. L. MARBLE CHAIR CO. 


BEDFORD OHIO 














— 
sold. 


AUTOMATIC 
FILING CABINETS 


are the best because they have 


THE AUTOMATIC FILE DRAWER 
The only one with HINGED DROP 

FRONT and AUTO- 
MATIC TILTING 





HOLDS ANNUAL MEETING. 

The Pacific Northwest Stationers’ Asso 
ciation held its annual meeting at Spokane, 
Washington, on September 22d to 23d 
Portland was represented by J. S. Ball of 
the Kilhan Stationery Co.; Tacoma, by 
Harry Opie of the Pioneer Bindery & 
Printing Company, and Ed. Glockler of 
Daughan-Morrill Company; Seattle, by 















c FOLLOWER 
) \O George Miller of Lowman & Hanford, and 
DR 4 . Valtz of > Jol W. Grahan 
A <& Roland A. Waltz of the John . Grahan 
S 2 AUTOMATIC . a , . 
Desk Top Section .............. $3.25 le meeting was very successiu and 
AUTOMATIC os \ Card and Drawer Section. ....... 6.00 y . 1 
Letter Size Tyo Automatic Letter File conditions in the Northwest were reported 
Aap 21.00 * ¢ ss : 
No. 198 2 Deemer: belaaiens ar " ida Leg Base Section.............. 4.00 as being in a Satistactory condition with a 
No. 104 4-Drawer...... 22.! e committe 3 : — C 4 “ie ; 
Also in Bill and Cap Sizes. HIGHEST . le oe. Snegite as i Se hoa $34.25 bright outlook for future business All 
GRADE Ue — 7 ene the members are working in harmony and 
all are members of the National As 


POPULAR P ( nearly all are 1 
ey ie 7] WITH Wee AL "), bs = sociation. R. A. Waltz of the John W 


DISCOUNT TO Graham Company, represented the organ 
POINTER 


Pe sm : ee National ice | 

/ 1e)§6©hNorthwestern Association las 
FOR? AFICO gAT FOR Low PR} large and progressive field and includes 
YO th a \CABINETS 6 GR ‘ICES de 


some of the best business houses in 





northwest 





CHRISTMAS SEALING TAPE. 


It is a comparatively short time since 


We want a legitimate dealer in Office Appli- 
ances in every city to take the exclusive sale of 
our line. 


Write us for our 72 page colored plate catalog Te a ee 
the idea of binding packages with sealing 





and proposition to dealers. 

_—.—_ : 

- . sig tape was originated. gut this custom is 

The Automatic File & Index Co. becoming more and more popular The 
AFICO CABINETS “bh: : pT . 

- cago ( ape ( any makes a spe- 

143-153 North Pearl Street No. 3. s-Drawer, leer aize $10.00 Chic go Gum q ape C ee makes a spe 

4, 4-Draw: wp F 4 2 7 i a 4 < . @ ( a- 

GREEN BAY, WIS. 0. -one Sal cialty of all kinds of sealing tape and ma 

chines This company calls particular at 
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Non- 


Breakable 


Pressed 
Steel 





SATISFIES EVEN THE MOST CRITICAL | 


Handsomely Bound 





Built for Service 


{| Fundamentally correct in construction. | Remarkably simple in mechanism. 


§ Absolute perfection in operation. {| Quality beyond comparison. 


Handle the ‘‘TATUM” line and eliminate your Loose Leaf troubles. Write for catalogue No. 27-B. 


THE SAM’L C. TATUM CO. : 


UNE 


Seal | 


New York Office, 
180 FULTON STREET 


Main Office and Factory, 
CINCINNATI, OHIO 





Makers of “The Line of True Merit” 

















L 





Our SUPERIOR SOLID RUBBER TYPE. 


has been upon the market for eighteen years and enjoys the reputation of 
being the only thoroughly satisfactory Solid Rubber Type. Other devices 
for hand printing have come and gone and the Superior Solid Rubber 
Type remains universally acknowledged to be the best. 
Catalogues for your counter distribution furnished upon request. 
For Sale by all Reliable Dealers. 
We manufacture and job a Complete Line of Stamp Shelf Goods and Accessories. 








, a apie Line Daters and Numberers Rubber Stamp Inks anne Cees 
Numbering Machines N ing Machi n ers 
Solid Rubber Type aig nay sn Ribbons for Metal Wheel Daters 
Self-Inking Pads rice and Sign Markers Stamp Racks 
(Excelsior, Woodruff & Superb) Time Stamps (All Styles) 


Every dealer should have our catalogue of office specialties, 
We are the largest jobbers in this line in the world, 
We do not sell at retasl 


The Superior Type Company —“sitrinaapenaene =e 








QUALITY—SER VICE—COURTESY ahd Go. Gti we, 
is our slogan CHICAGO | 
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| INTERNATIONAL—A QUALITY LINE 


OF 


Typewriter Ribbons and Carbon Papers 











We want every dealer in the United States to try a sample of our 
Famous WORLD and TUXEDO brands of non-filling, climate-proof 
Typewriter ribbons and smutless carbon papers. 


We know that a trial will convince you. Write at once for free 





samples and special dealers’ propositions. 


INTERNATIONAL CARBON PAPER COMPANY 


206 BROADWAY, NEW YORK, N. Y. 
Western Distributing Branch, 22 Quincy St., Chicago 


en debe dete Dd diet bette EEEEEE AS 





| 
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THE BLACK LITHOGRAPHIC (0. 





Sole Makers of the Royal Brands—Century Bond Lines— 
American Lines—Tuxedo Lines and Fast Mail Lines of 


NOTES, DRAFTS and RECEIPTS 


The largest and most complete lines in the world 





454 No. Tenth St., Philadelphia Western Office: 209 So. State St., Chicago 
WALTER H. FURLONG, General Manager 


LITHOGRAPHERS TO THE STATIONERY 
TRADE OF NOTES, DRAFTS & RECEIPTS. 




















tention at this time to the fact that this 
concern’s gummed tape is especially prac- 
ticable for use at Christmas time. Sealing 
the packages with this tape makes them 
more attractive and serves as a good ad- 
vertisement. This company offers several 
designs of gummed tape and various Christ- 
mas assortments in holly boxes containing 
tags, cards, seals and labels. 

See their advertisement elsewhere for 
special prices and write for further par- 
ticulars to the Chicago Gum Tape Com- 
pany, Department B, 337 River Street, 


“REBUILT” EXPANDS POLICY. 


.ddition to its line of Retyco rebui!ts, 


with which the company has established 
such an enviable reputation in the field, the 
Rebuilt Typewriter Company of Chicago 
will hereafter furnish the dealers with ma- 
hines “ready to use” and “in the rough.” 
This puts the company in a position-of sup 
plying its dealers with all classes of ma- 
hines for which they have a demand. 

\ new price list, which will be mailed 
within the next two weeks, will be of in- 
terest to every dealer in the country. 

Improvements in the facilities for manu- 
facture and plans for increasing the distri- 
bution, will enable the company to effect 
material savings which are to be passed 
on to the dealers. This difference will 


show clearly in the new price list. 

\ feature of the larger policy is the for- 
eign department which has been changed 
materially in the past six months. Instead 
of concentrating its output for the western 
hemisphere through a_ single house, the 
company will, in the future, handle its ma- 
chines in each country through a local na- 
tional agency Arrangements have already 
been made with some enterprising houses; 
some territory is yet unprovided for. Deal- 
ers who are desirous of increasing their 
business should write for the special prop- 
osition which the company is now making 
for its national agency 

Furnishing machines “ready to use” and 
in the rough” will greatly increase the 
company’s business. Sources of supply for 
machines in practically’ unlimited quanti- 
ties, have been arranged 

In mapping out the new policy and the 
present plan of campaign, President Bald- 
win, of the company, gives an interesting 
report of the increase in the company’s 


business during the last twelve months. - 


This business has been built up wholly on 
the Retyco Rebuilts and No. 2 Rebuilt 
Grade Dealers who have been handling 
these two classes of machines will be 
pleased to learn that the company will, in 
the future, be able to furnish them with 
‘in the rough” typewriters 


A dead beat isn’t as dead as he ought to 
be. 


It is no trouble in being rich. The trouble 
comes from not being in that condition. 
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A TIP FOR YOU 


Improve YOUR filing System With 
Everlasting Metal Tip Guide Cards 


@ The guide itself is made of stiff, heavy, tan pressboard which will not fray 
or tear. The tips and bottom extensions, through which the rod extends, are 
made of metal, eyeleted to the guide, and no amount of wear can bend or 
break them. These are the points at which an ordinary guide breaks first. 


@ You need only purchase a set of Metal Tip Guides once. After that no 
matter how your business changes or grows, your Index can be made over 
to fit it, because the NAME STRIPS ARE REMOVABLE. It only 
takes a second to remove an old name, number, subject and insert a new one. 
By adding a few more guides you can enlarge your index as your needs require. 


@ You can get an everlasting Metal Tip Index to fit any file, for your Letters, 
Invoices, Commercial Reports, Documents, Card Indexes, Checks, Legal 
Papers, or in any special size. The Metal Tabs are made in three sizes, 


1, 2, or 4 inches. 


DEALERS MAKE BIG MONEY 


by selling these guides as they appeal to every user of a VERTICAL FILE. 


@ THEY SELL AT SIGHT, because of their wonderful durability. We furnish advertising 
matter to all hustling dealers, with their imprint, and co-operate in every way to help them 
make sales. We allow a liberal discount and carry a large well assorted stock, so that we can 
fill all orders on the day we receive them. 


@ Write at once for descriptive circular, prices, discounts and complete selling propositien. 
You will find Hub’s Everlasting Metal Tipped Guide Card the biggest money 
maker in the field, 





1360-1380 W. Third Street CLEVELAND, OHIO 





THE J. C. HUB MANUFACTURING CO. 
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NEW BROWNE-MORSE DESK IN SECTIONS. 


A NEW BROWNE-MORSE 


TION. 


Unique Desk Built Up In Sections is New 
Idea of Progressive Concern. 


INVEN- 


“The Desk With Brains” is an innovation 
in desk manufacture which the 
Morse Company of Muskegon, Michigan, is 


srowne- 


putting upon the market, and with which 
they are sure to meet with success 

This new desk breaks the 
tradition of desk manufacture. 
the usual drawer arrangement, “The Desk 
with Brains” is equipped, or rather built of 
The accompany 


custom and 


Instead of 


regular cabinet sections. 
ing illustrations show the arrangement and 
character of this interesting piece of furni- 
ture 

In “The Desk with 
Morse Company believes it has: solved one 
of the big problems. Their standard Cab- 
inette “Little Sections of Qual- 
ity”—are 27 inches deep from front to back, 
two heights, 65¢ inches 


Brains” the Browne 


sections— 


and are made in 
and 13% inches and one width 16% inches. 
By the use of two 
—a sanitary base 9 inches 
a floor base 3 inches high—these sections 


styles of bases 


high, and 
are stacked together to form the pedestals 
of a desk. 

Their line of sections which can be used 
to build up the pedestals comprise fifteen 
different sizes or styles, embodying, prac 
tically, every known kind of a drawer used 
in standard filing cabinets, such as vertical 
files in letter and cap size, two drawer and 
four drawer sections of 3x5 and 4x6 card 
sizes, two 
cupboard and document file combinations, 


drawer 5x8 card sections with 


8x5 card sections with storage drawer com 
binations, legal blank and electrotype draw- 
ers in three and seven drawer sections, 
three 


age drawer sections in one and two drawer 


drawer document file sections, stor 


sizes and cupboard sections. 
With a floor base, four half sections, two 


one full section and two 


stacked together to 


full sections, or 
half 
form a pedestal. 

With a sanitary base, three half sections 


sections, may be 


or one full section and one half section, will 


complete a pedestal 

The tops are constructed cf five ply built 
up stock, 1% inches thick, pro- 
vided with which with 
the slats of the 
placed, the desk is as firm and solid as an 


and are 
slate intermember 
sections, so, when it is 


ordinary desk. 


\ttached to the top is a wide center 
drawer and two reversible arm rests or 
slide shelves. 


The tops are all thirty inches wide, and 
are made in fifty-five, sixty and sixty-six 
inch lengths. 

The furnished 
finished panel back or open back. 

Later, it is planned to make this desk in 


desks are with either a 


a forty-two inch single pedestal, also, in a 
typewriter desk. 

The present double pedestal desk can be 
furnished disappearing typewriter 
attachment, attached to the top 
and folds back out of sight, but gives plenty 


with a 
which is 


ot knee room 

From a dealers’ standpoint, this desk is 
a particularly good proposition, for he 1s 
not obliged to carry any additional stock 





the tops. All the sections forming 
the pedestals are standard stock se 
built up 


meet the 


except 
tions, 
thousands of 


which can be into 


combinations, to most exacting 


requirements of any customer. On these 
sections can be placed any one of the three 
lengths of tops. 


The 


from a selling standpoint, judged fr: 


Browne-Morse Company states that 
ym the 


large sales already reported, it is meeting a 


long felt want 
‘Nearly every man at a desk has a few 
papers, records, data, or information which 


he desires under his fingers’ tips, ready for 
“The Desk with 
being made up, the makers state, of various 


instant reference. Brains” 


sectional compartments which correspond 
to the cells of the brain, where information 
can be stored for future reference, will take 
care of the most exacting requirements 


It often precludes the necessity of buy 


ing both a desk and filing equipment, by 
‘combining them in one 

Advance information, in the way of a 
big poster circular, is now ready for dis 


Ss 
, 


tribution, and a beautiful new special cata- 
logue is in preparation now, and will short 
be ready to supply all requests 

The Browne-Morse Company, of Muske 
gon, Michigan, makers of this desk, will 
gladly supply any further’ information 


wanted 


CHANGES IN CHICAGO TYPE- 
WRITERDOM. 

During the last few weeks two three 
important changes have transpired in the 
Chicago typewriter field. W .G Linder 
son, for some time manager of the Chicago 
office of the Smith-Premier Typewriter 


Company, and for years connected with 
that company as salesman and_ branch 
manager elsewhere, has resigned and will, 
it is said, enter business after a time in 
some other field. Mr. Lenderson’s success 


or is U. T. Boldry, former Smith-Premier 
manager at Detroit. 

L. B. Wyckoff, who has for some 
managed the office of the Monarch 
writer Company in Chicago, 
few weeks ago. It is reported 
Wyckoff has left for Buffalo, N. \ 
he will take a prominent position with the 
Collins Baking Company, in which he is 
financially interested. 


tim¢ 
[ype 
resigned a 
that Mr 


W here 





DESK SET UP COMPLETE. 


















A Sanitary, Dust-tight file that 
has every requirement for prac- 
tical office use. 

This is one of the most prac- 
tically constructed cabinets 
manufactured. There is no 
— superfluous material. It costs 
you less, and sells fora better 
price than other files, netting 


you a liberal profit. 





. It is an excellent leader’’ 

Sf us Compact 

— Sections (or your filing cabinet depart- 
; ment. 
500 Line,’’ are 15 in. wide, fit almost any space. 
Horizontal Filing Sections are 34 in. wide and See one and be convinced. No. 421 
stack up with #2 Receding Door Sectional Bookcases. 
These lines are similarly designed, they align perfectly. 


oe ~ filing desks and innumerable office accessories. 
Both lines made in Quartered Oak, any finish, or Birch 


Mahogany. Carried in stock only in Oak in the white and 





in Golden Waxed Velvet finish. Sectional Bookcases 


Dull brass label holders and drawer pulls. and Mission designs are shown in Catalog ‘‘E’’. 


laa 


ffs 1220 Line is now made with both 


Stationary and Remoy- - 
able panel sides. Nine styles of filing drawers made to fit 162 Union Street 
into the unit. 

Letter, cap and invoice sizes in various capacities can be 


used with drawers for index cards, checks, vouchers, cuts, en 
sieetses, Maske, chc. Gee Caaten 'D"’. New York Office: 108 Fulton Street 
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Catalog “‘D’’ has 64 pages brimful of filing devicés, 


two styles, both in Standard 
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Unlimited Va Piety 


Onlimited 7 
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Will you tet your “Good J 
lement hinder you 


Fall Rush “yl 


_FREE “Filing ! 


YOu need 
talog “D” 
"@ Supplies 
Office 
Specialties 
pur complet 
Lines Filner 


PON ROE MICH. US. PON ROE MICH. US. + 


recor Every effort is made to keep dealers posted 
= Steet on prospective sales in their territories. 
> ie advertising appears regularly in 42 
One oF publications. 





All lines of business and the professions 









Products 
amg are solicited. 
<wisbing With our advertising helps you can sell 





Document “ 
Ledal Blank “* 
Letter 

Card Index “ 


some of our four lines of filing devices, 
office accessories or two lines of sectional 
bookcases. 
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You can offer your customers a variety in 
filing devices, sectional bookeases or office 
accessories —all in the #2 lines. 

The variety in quality and design gives 
you widest possible range of prices. 

A large, modern and well equipped factory 
assures prompt shipment of your orders. 
Have you both Catalogs “D” and “E”? 


Goods Reasonably 
them Reasonably 
eral Profit 


- en ee 
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Sectional 


Bookcases 


You BUY them reasonably so you can 


SELL them reasonably AT A 
LIBERAL PROFIT 





Mechanically Perfect 
Dust Proof 


A wood panel covers the entire top of eac h 
book section. The door raises and recedes 
into a space above the Dust Shield and 
under the bottom of the next section. 

The Dust Shield prevents door rubbing the 


book bindings 


Rigid 


The bookshelf is a solid piece of seasoned, 
kiln dried hardwood; it does not sag under 
twice the weight of the heaviest books that 


could be placed into the sections. 


Perfect Door Guide 


The #2 Patent Door Guide is very simply 
constructed of steel. 

It is riveted through the Dust Shield, insur- 
ing its rigidity. Absolutely positive in its 
action —the door can go only straight forward 
and backward. 


Shipped K. D. --Folded Fiat 
(Hinged Ends) 


The Section Ends of these cases are doubly 
hinged to the bookshelves. This makes 
assembling easy. Sections always align 
perfectly and are square when onc 
assembled. 

You save 45% of the frieght over the set-up 
stvle of cases 


You save 80% of the wareroom space. 


Four Complete Lines 

Filing Devices 
Aside from Two Complete Lines of Sectional 
Book« asesin all woodsand finishes--Standard 
and Mission stvles, we make four lines of 
filing devices, filing desks, etc. 
All extensively advertised. 
You will find both Catalog ‘‘D’’ (filing de 
vices) and Catalog ‘‘E’’ (sectional book- 


162 Union Street 


(Address mail to factory) New York Office: 


Write for cate 
cases) very interesting Filing Cabine 





ilogs ot Bookcases ind 
ts—both free. 


108 Fulton Street 























ENTERPRISING AGENTS. 

W. B. Dawson & Co. of Toronto, Mon- 
treal and Winnipeg, who the Canadian 
agents for the Tenacity Manufacturing 
Company, Cincinnati, Ohio, manufacturers 
of metal parts for book-binders and loose 
leaf device putting out 
on their own initiative advertising matter 
regarding the Tenacity line of metal parts. 
One of their circulars shows the post binder 
illustrated herewith and states that it is an 


are 


manufacturers, are 





unusual thing for loose leaf manufacturers 
to show a sectional view of the mechanical 
arrangement of a post binder. 

This particular device made by the Tenac 
ity Manufacturing Company is known as 
“the Griffin” endlock sectional post transfer. 
The manufacturers claim that it is the only 
binder in which the locking mechanism is 
entirely independent of the case part. It is 
made to fit any binder size, or center to 
center, and in solid or sectional posts. 

The Tenacity Manufacturing Company 
calls itself the “friend book-binders.”’ 
Any concern desiring loose leaf metal parts 
should write to this company at 116 Opera 
Place, Cincinnati, Ohio, for their catalog. 


of 


WELL ROUNDED RETAIL SELLING 


PLAN. 
The L. E. Waterman Co., makers of 
Waterman’s Ideal Fountain pens, are the 


fortunate possessors of a thoroughly pleas- 
ant well retail selling plan for 
their goods which are now a staple article 


rounded 


of the stationery trade 
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Loose Leaf Ledgers and Typewriter 
Books that Lock witha Yale Cylinder Lock 


@ This Yale Cylinder Lock feature makes the 
leaves as secure as those in bound books. The 
Yale Lock is part of the mechanism and cannot be 
removed or detatched. The turning of the Yale 
Key, one way or the other, also 
opens or closes the binder. A leaf 
cannot be inserted or taken out 
without the Yale Key. 










@ Progressive stationers and deal- 
ers can give their customers not 
only the highest grade of loose leaf 
binder, but positive security of 
leaves. 


@ Let us send you full details about 
our line of Mann Yale Cylinder 
Lock Ledgers and Typewriter Books. 


WILLIAM MANN COMPANY 


Makers of LOOSE-LEAF DEVICES, COPYING 
BOOKS AND PAPERS 
529 Market Street, PHILADELPHIA 


COPYING-PAPER MILLS at LAMBERTVILLE, NEW ERSEY 























NONNAST TABLES 











We build a complete 
line of Office and 


Directors’ Tables in 





Oak and Mahogany. 


“a 


Send for Our New Catalogue 


No. 312—MADE JIN 9 SIZES 


Ranging from Telephone Stand to 10 ft. Office Table. 


“ 


Cut shows 36 x 24 inch size. 


LOUIS F. NONNAST 


935-1025 No. Halsted St., Chicago, U.S.A 











VA Turn Our Advertising of Multoplex © 
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You Get the Correspondence You Want 
Without Delay From a 


FILING 


MULTOPLEX caginer = 
Quicker than it takes to tell it, your clerk can aa 
locate the folder containing the correspondence you ®& 
want, and get it to your desk. This greater FAS 
ethciency in correspondence filing is due to BA 
Fy 

&, 


1e 


OUR PATENTED ADJUSTABLE 
METAL DRAWER PARTITIONS 


Which Keep Contents Upright and Easily Accessible 





— Prevent folders sagging and crowding together. Ht 
— Permit more rapid filing A 
—Save file clerk's time , 
—Make locating correspondence easier. 
*revent misfhiled and lost, crumpled and torn letters. i 
— Permit you to fill drawers full without their becoming crowded. 
ba 


—Make a big saving in cost of inside equipment. No guide cards 
are needed and lighter weight folders can be used. 


Write For Our Book, “Faultless Filing” 


In 80 many ways will the Multoplex Cabinet save you money 
and give you greater filing efficiency, that it demands your in 
vestigation. It has the most important improvements made in 
filing cabinets for many years. We have merely outlined its good 
points, Get our book and know al! about it and our patented 
check file system—the best ever devised. Write today mentioning 
the name of your firm and your capacity. 


CANTON MFG. CO. é 
00 Blank Street, Canton, Ohio . 


NES ER ras 












Filing Cabinets Into Sales 


advertisement reproduced above is one of-a series that is appearing in 
Saturday Evening Post Collier’s Weekly 
Scientific American Literary Digest 

in connection with full pages in 
System, Business Magazine and Beach’s Magazine 


The 


Practically every business man in the country is being reached with the story of our 
epoch-making improvement of filing cabinets, as it is presented in these publications 
time and time again. 

Wonderful interest is being aroused. Business men are deeply concerned in the story 
of this new file, with the patented metal partitioned drawer, that does away with the follower 
block, that makes possible true vertical filing, that saves waste space, that enables file clerks to 
do more and better work and brings to pass the many other advantages spoken of in the 


advertisement above 


This is the 7Wieuex” CABINET 


You Saw at the Convention 





The most advanced step in filing devices since the of a filing system will be interested——he is anxio 
vention of the vertical file—the first real, radical lo away with errors, he is as desirous of saving tir 
vital and practicalimprovement ertical filing since and money, as you are to sell him 
the system was originated. It is the first filing cabir 2 
that has separated itself from the deadly samen Get the Agency of the Cabinet 
of the others by a big, exclusive, fundamental i That Has Outdistanced Competition. 
provement The first filing cabinet that put Write us today for our folder which tells of ir 
dealers who handle it ina position to aggressively a elling plans. Dealers literally scrambled 
after business—not waiting for a demand to happer opies of this folder at the convention. We are 
You can go right back to the office where you eiving many requests for the agency ever) " 
have recently sold office equipment and say, ‘‘Her« If you want the good profit to be made wit 
is a new filing cabinet—so different, so much better sale of this revolutionizing cabinet 1 
han the kind you are using that I know you will be profit side of yeur ledger—don't unk ‘ 
ted And the man with the responsil ite | 





Write Today for Our Dealers Proposition and the Agency. 
Just Fill Out and Mail in This Blank. 


Canton Manufacturing Company, 
1402 East Second Street, Canton, Ohio. 


arti ir r ¢ ib 


Please send me 














¢ 


principal factors 
Chey 


has three 


This 


which work harmoniously together 


plan 


are: the L. E. Waterman Co. as producer, 
the retail store as distributor, and_ the 
general public as consumer 

Every year there are marketed over a 
million and a half of Waterman’s Ideal 


Fountain Pens. At the producing end there 


is a factory organization of nearly a thou 
whom there is an 
esprit de keys 
the best possible performance of their du 
These without 
are people of experience in the making of 
fountain pens of perfected quality 
Supporting the factories 
for the distribution of the product from the 


sand employes, among 


corps which them up t 


ties employes, exception, 


and providing 
factory, are the head offices of the company 
at the New York 
an organization of 300 people devote them 


“Pen Corner” in where 
selves entirely, first, to the distribution of 
the product, and next, to the organization 
ideas co-operating 


the 


and 
everywhere with the 
country in their marketing the line 

The efforts of this large office organiza- 
the retail 


of selling plans 


retail stores of 


tion are entirely devoted to 


dealer. Partially through such selling 
ciples, the public in any part of the world 


prin 


can visit a Waterman’s Ideal dealer and 
receive almost the same intelligent atten 
tion and service that he would get were 
it possible for him to visit the manufac 


turers themselves. 
BYRON A. BROOKS. 
The death of Byron Alden Brooks at his 
home, 314 McDonough street, Brooklyn, on 
September 28th, 1911, removes a man whose 


name will always be associated with the 
early development of the typewriter; for 
Mr. Brooks, as an inventor in the early 
days of that industry, must always be reck 
oned with those contributing the most t 
typewriter development 

Mr. Brooks was born and received his 
early schooling in Teresa, N. Y.; afterward 
going to W esleyan to complete his educa 
tio! From that institution he was grad 
uated in 1871 and shortly after leaving col 
lege took up his residence in Brooklyn 
Here M1 Brooks was a teacher of higher 


mathematics prior to entering the employ 
of the manutacturers of the 
typewriter in the capacity of patent expert 


Remington 


inventcs 
Model 


and 
Che Remington printed in 
capital letters What the 


wanted was a typewriter which would write 


No. 1 


only people 


in both small and capital letters. The so- 
lution of the problem was found when Mr 
Brooks advanced the idea of two letters 
small and capital, on one type bar The 
inventio1 Lucien Crandall of a carriag« 


needed te 


shifting device was just the one 

complete the invention of Mr. Brooks; and 
the practical combination of these two in 
ventions piece of work executed by that 
past master of things mechanical, W. K 
Jenne, m possible the writing of botl 
the small and the capital letters from the 


1. Thus was the M 
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TRUSSELL’S 


Revolutionary Improvement In 


RING BOOKS 


WARRANTED NOT TO 
WEAR OR TEAR THE 
SHEETS, elm nating an 
inherent defect of all ring 
books. Slotted holes with 
spring points that grip the 
rings. No opening of rings 
or jagged points to catch 
and tear the sheets. 


Rings are SMOOTH and 
CONTINUOUS. 

Entire metal part in one 
piece. 

No moving parts—nothing 
to get out of order. 


Only the sheets being re- 
moved are released, all 
others remain firmly bound. 





PATENTS PENDING 





JOBBERS AND AGENTS WANTED IN ALL FOREIGN COUNTRIES 
for the only real jobbing proposition in the loose leaf business 





80-82 Fourth Ave., = New York 
E. A. TRUSSELL, Proprietor 

Agts. for Canada, WARWICK BROS. & RUTTER, Toronto 

Agts. Pacific Coast, The Bailey Specialty Co., San Francisco 














Carbon Paper and 





Typewriter Ribbon 






**The Pink 


. of Perfection’ 


The brand of measured quality 


Produced purposely and exclusively for 
dealers who get the 


“WORTH WHILE”? ORDERS 


< 





Miller - Bryant - Pierce Company 


Main Office and Factory, - . - AURORA, ILL., U. S. A. 
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Satisfied Feeling 


nA 


Bent Wood Users 


IS SELF-EVIDENT BY 
ITS UNIVERSAL POPULARITY 


Arm Chairs Stools 
Revelving Chairs Costumers 











‘‘Everything for the Office.’’ 








JACOB ann JOSEF 


KOHN 


() Thea 





VIENNA 
NEW YORK CHICAGO 
L012 W. 27th St. 1414-16 Wahash Ave. - 








New 
Type- 
writer 


Table 
No. 115 


We claim — Modern Design, Greater 
Strength and Stability, Largest Drawer 
Space. Spaces partitioned. No cross- 
grained legs to be easily broken. Easily 
set up, and handsome finish. 

Top 18”x30", height 25”, drawer 4”x8” 
x17". Finish golden oak gloss. Weight 120 
lbs. for crate of four. Shipped K. D. 





freight rates. 


Sample crate of four tables 
$7.25 cash with order 


THE HUDSON CABINET CO. 
Ellisburg, N. Y. 





well packed and crated, at second-class 
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New Desk Conveniences 
made under this trade << pnpetie 


mark are popular sellers 





No. 20 End 


No. 20—End Opening Stationery Rack 
No. o~ wy 1g — coe ationery Rack 
hogany 





pus irtered Oak or B Mahogany Desk Trays 

built up with “Imperial” idea of Sectional Posts. 
An extra advantage you can add as many trays 
as desired, also adjust space between trays 


Dealers write for our New Catalog O and 
proposition 


{mperial Methods C2 


Manufacturers of Filing Cabinets 


Madison and Market, CHICAGO 





"$3 


No. 25—Stationery Rack in + Oak and Birch Mahogany 











The “Steel-Tye” Expanding Envelope 


\ It holds equally well o one paper when flat, or one hun- 
dred papers when expanded. It fastens instantly just 
where you want it to fasten. 


No Tapes, No Strings, No Rubber Bands 


The fastening device is made of flexible steel which cannot break, yet fastens 
almost automatically and will not come open. The Envelopes are made of 
manila and red ““Leather-like”’ rope stock of great stréngth, and in all sizes from 
the document size 9}x4 inches to the cap size 15x9 inches. Other sizes made to 
order promptly. The “Steel-tye’’ Envelopes cost no more than the old style 
tape envelopes. Write for particulars 


George B. Graff Company 
294 Washington St., Boston, Mass. 


















CRANE’S LADIES’ STATIONERY 


Sold by All Stationers and Booksellers 


These goods are suited to the tastes of the most select trade. 

. Their merits are known the world over, and they yield a prof- 

Pe Mark it to the dealer. Once tried, the purchaser becomes a regular 
customer. 





Presented in the Following Styles and Qualities: 


EXTRA SUPERFINE QUALITY 


In Lavender Colored Boxes, containing } ream of Extra 
Fine Paper each; in like Boxes are Envelopes to match. 


SUPERFINE QUALITY. 
Inlight Blue Boxes, containing } ream of Note Paper each, 
and in separate Boxes } thousand Envelopes corresponding. 


ALL THIS STATIONERY CAN BE RELIED ON AS REPRESENTED. MANUFACTURED BY 


Our Papers are supplied in Bordered Goods and spe 
cia ities by EATON, CRANE & PIKE CO., vntena. nm 
and 225 Fifth Ave., New York, whose boxes bear the word a On, ass. 


“CRANES” containing our goods. 














t sais 





All the PROUDFIT principles and advantages 


Proudfits for Every Loose-Leaf Purpose 


ky vad St. Louis, Mo. 

Philadelphia San Francisco, Cal. 

Louisvi + Kansas City Me. 

Toronto, Can. Branches comes. Fla. 

oo ee Petes Tea 
uffalo, N. Y. 

Pittsburg, Pa. ——- — 


‘ 
Another New PROUDFIT |} 


The LEVER LOCK 


at Post Binder Prices 
No Posts or Thongs. Flat Opening 
Unlimited Capacity 





Factory and Main Office: 
Lyon and Campau Streets, Grand Rapids, Mich., U.S. A. 








San Antonio, Tex, 








TURNS LOSS INTO 100%,PROFIT 
People buy postage stamps (no pro- 
fit) to remit small amounts when 
& coin maiier would serve the pur- 
. 200 *“Leonard’s”’ in a neat dis- 

box 75c delivered. Samples 

nd further information free. 

The Detroit Coin' Wrapper Co, 371 Har- 
per Ave.. Detroit, Mich, Toronto. Ont. 























One of the 32 
Styles and Sizes of Cuspidors 
made by 


The Ireland and Matthews Mfg. Co. 
Foot of Iron St., 2 Detroit, Mich. 





























Remington brought out in the year 1878. 

Mr. Brooks was a widely known philan- 
thropist, was an author and a _ church 
worker. To enable the poor boys to study 
and read, he founded the Boy’s Welcome 
Home about a year ago and acted as chair- 
man of its Board of Directors. He was 
the chairman of the educational committee 
of the Bedford Branch of the Y. M. C. A., 
of which institution he was one of the 
founders. Mr. Brooks was a deacon in the 
Central Congregational Church for twenty 
years, a member of the Lincoln Club of 
3rooklyn and of the Hardware Club of 
Manhattan, and an officer in the Congrega 
tional Club 

Mr. Brooks was also an author, having 
written “Earth Revisited,” “Those Chil 
dren” and “Phil Vernon and his School- 
master,” which was generally considered 
the most popular. 

Mr. Brooks’ was a life of most unusual 
activity in varied lines. To those with whom 
he came in personal contact or whom he 
helped by his benevolences, he was a lov- 
ing friend; to all those connected with the 
typewriter industry, in view of his inven- 
tions, he was a_ benefactor. 





SALES MANAGER FOR SEATTLE 
OFFICE OF BURROUGHS. 

Frank D. Wilde, formerly assistant gen- 
eral sales manager of the Burroughs Add- 
ing Machine Company at Detroit, has been 
appointed sales manager of the Seattle 
agency, succeeding the late George R. An- 
drews 

Mr. Wilde has been with the company 
since 1904, starting as a salesman in Chi- 
cago. From there he was transferred to 
Toledo, and in January, 1907, became sales 
manager of that territory. Later he went 
to Cincinnati as sales manager, and about 
a year and a half ago went to the factory 
at Detroit, as assistant to General Sales 
Manager Dodge, in charge of educational 
work In Seattle Mr. Wilde will have 
charge of the Burroughs organization in 
Washington, Idaho and Montana. 





NEW BURROUGHS CONTEST. 
The Burroughs Adding Machine Com- 
pany has inaugurated a new kind of cor 
test for its sales force this year. Five 
gold watches bearing on the dial the im 


print of the new Burroughs trade mark, 
Pi Better Day's Work,” are to be 
awarded The — trade mark shows a 
picture of a man operating a Burroughs 
machine, while around the dial are the 


regular hour figures in Roman numer- 
als and over these figures are printed the 
months illustrating the idea “A Better 
Day’s Work” every hour of every month 
of every year. The selling force has been 
divided into five divisions, according to 
the number of points secured, and the dif 
ferent salesmen in each class are to re- 
ceive one of the watches. The contest 


is to close December Ist 
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THERE S SATISFACTION 
IN DA/ , BRAND 


D CARBON PAPERS 


M D ] , Daisy Brand Carbons and Typewriter Ribbons have so 
eaier: 
be satisfied with any other, after you give them a chance to try ‘‘Datsy” brand. 


This is no vain argument. Our products are so vastly different and superior— 
‘you won't have to compete with others in price, because they cannot com- 





many points of superiority that your customers will not 








pete with you in quality.’ 


Prove it to yourself. 


The Inked Products Company 


Write for samples. 


408-418 W. Indiana St., CHiCAGO 








Simplicity Tie Device 





WITH ASSORTED COLORS 


OF TAPES 

“12 inch, 
80c per 100. 

18 inch, 
90c per 100. 

24 inch, 
$1.00 per 100. 

36 inch, 
$1.15 per 100. 

48 inch, 
$1.25 per 100. 

60 inch, 


$1.35 per 100. 








CHEAPER THAN RUBBER sions This device consists of a pe- 
cullar shaped brass button, 
from the certer of Thi tape Is 
apa t round 7 

8 pa aroun 

to be tied in one or both mck 
tions and then given a turn 
around the button, where it 
holds with the utmost firm- 
wees, a vera may be 
unfasten a 

aher last forever and will not 


whe right discounts to the 
= e. 
Patented SS Samples on application. 

















UNIVERSAL PACKAGE TIE DEVICE CO., Macon, Ga., U. S. A. 


MANUFACTURED BY 











Twist 
This 


Every user of a pen will appreciate the many 


“Modern” Automatic 
Self-filling Fountain Pen 


Button ‘‘A fountain pen—that is different’’. Simply twist button at the end, 
P untwist, and the pen is filled. ‘As easy as winding your watch.” 
en By this simple operation the pen also cleans itself. Saves time and 
Fills annoyance and eliminates all possible danger of soiling fingers or 
Itself clothing when filling. Cannot leak, as there are no joints, this we 
tse guarantee. Fitted with 14 kt. gold pen, any style or size to suit 
the most exacting writer, and with either plain or fancy holders. 
Retails $2.00 to $6.00. 
Also mounted in Sterling Silver Filigree, Gold Filled and Mother 
of Pearl, at $5.00 to $12.00. 
Stationers and dealers should investigate the liberal proposition we 
are offering to the trade. We are increasing the demand by an ex- 
tensive advertising campaign in magazines of general circulation, of 
which you get the benefit. You will find this fountain pen a quick 
seller and different than any other self-filling type on the market. 
We also manufacture a complete line of lower end joint and safety 
types. 


A.A. Waterman & Co., N.Y. 27 Hamilton Building, New York 






exclusive features of a 

























Illustrated Catalog on Request. 


MODERN PEN COMPANY 


Sole Selling Agent For 






If itisn’tanA. A.” itisn’ta’* MODERN” 
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Géifer, ADJUSTABLE 





CUTLER DESK CO. 
Established 1824. Buffalo, N. Y., U.S. A. 


NEW PERFECTION 


Any fundamental type of 
commercial, legal or medical 
fling within pedestal of any 


desk. 


Business men, lawyers, doc- 
tors, railroad and insurance men 
can select the ideal equipment 


for individual needs. 


20 combinations of files 
possible in each roll-top, 14 
combinations in each flat-top. 
21 desks, in 3 grades, to 
choose from. 


agency. Department A. D. 





Metal combination locking device. 





EXCLUSIVE DESK CONSTRUCTION 


Solid oak or Mahogany: no built-up stock. ; 
Multiple dove-tail jointing: stronger than wood itself. 
Three-tenon drawer-rail and pedestal union 


Flexible double curtain; no glue or tacks. 
Finish composed of finest material and labor. 








NEW ECONOMY 


The dealer need carry only a few 
samples to demonstrate the entire 
system and to satisfy the most 
exacting buyer. 


The buyer can secure desk with 
equipment at much less than the 
cost of an ordinary desk and 
separate files. 


All Files Interchangeable 
and Priced Alike. Vertical let- 
ter drawer; 3x5 card drawers, can- 
celled check drawers; legal blank 
drawers; document files; cabinet and 
lock section; and others. 


Inter-Inter. Licensed by Macey Co. under Tobey 
patent June 4th 1907. 


Kifer, ADJUSTABLE 








LIGHT ENDLOCK 


Every bookbinder knows what an advantage this is. 


Foreign Accounts Solicited 





OVAL TOP “THE GRIFFIN” CLOSED ENDS 


HANDSOME SECTIONAL POST TRANSFER DURABLE 





The ‘‘Griffin”’ is absolutely the only binder in which 
locking mechanism is entirely independent of the case part. 


any binding size, or center to center; solid or sectional post. Write 
to-day for catalogue and, remember, we do no binding—we are not your competitor 


THE TENACITY MFG. CO., Friend of Bookbinders 


116 Opera Place, CINCINNATI, OHIO 


STRONG 


—— 


Made to fit 

















THE INTER-INTER LINE. 
The Macey Co. of Grand Rapids | 
made some changes in their Inter-Inte 
ing Cabinet line, making it an evs 
stock proposition for the dealet 
fore 
Che Inter-Inter line consists 


of interchangeable interior 


which it gets its name), comprising 
modern filing device, and a series 

| side cabinets having open spaces t 

' 

the unit This construction en 


user to select and arrange a cabi 
his exact requirements. The va 1s 
devices are arranged in units 


dimensions made interchangeabl« 


| any desired combination can be pros 


| It is almost like building a special 


Apply for catalog and | 


to order at the cost of stock patterns 


The outside cabinets were formerly 


in one, two, three and four opening size 


| The recent change has done away with 





two and three opening sizes, and the 
opening cabinet is now made as a 
that you can now start to build 
with one unit, and make the sky your 
as far as height is concerned Chis 
but two outside cabinets, the 
and the one opening. These are n 
three widths—letter size, 15 inches 
cap or legal size, 18 inches wide, and 
ance or double letter size 28 inches wid: 
One of the strong features of this lit 
the interchangeable legs These legs 
made in two heights, which sell for 
same price. They fit any of the four 
Inter-Inter or Upright cabinets, di 


Ing 


awav with various bases. The interchang 


able leg is a Macey patented feature. W1] 


building two or more cabinets together 


| one leg is used at the intersectior 





not only supports the cabinets 
them together 


\ll Macey vertical file and dee} 


en 


ly 


drawers are being fitted with a new suspé 


sion device called the “Macey Silent Slid 


The drawers slide on “domes of sil 
and the stop blocks have It 
\ll Macey Card Index Drawers 


being fitted with a new follower: 


which moves forward and back on a met 


track perforated every half inch 
ing a positive stop \ lever on the 
of the follower block engages ] 


tion in the metal track, and the 


|} only be moved by compressing the 


The Macey Cabinet line is made 
golden or antique, wax finish, 
hogany, varnish finish, rubbed 


new pattern of these cabinets 1 


| he avy square edge pilast rs 


matcl | deri lines Ol desks 
office furniture rhis line, 

every I enience to the ch 

i very attractive proposition 
because irge assortment cal 
ta ry small investment by 
interchangeable feature Dealet 
miliar with this line and desiri1 
tigate same al obtain catalogue 
Macey Co Grand Rapids M 

















MEILINKS 


Heavy Steel Plate 
SECURITY BOXES 
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Se 


are designed to fill the demand for a 
box in which to keep private papers 
which is more substantially built and 
equipped with a better lock than is 
provided in the ordinary ‘‘tin’’ box. 

In the office, bank or home there is nothing 
which will pr ovide any more safety than a 
Meilink Security Anny 





We now make two lines—to suit every class 
of trade. Both lines are made 16 gauge steel 
plate, with reinforced steel corners, brass handles, etc., etc. The “100” line is provided 
with a paracentric pin tumbler all-brass lock, while the ‘‘200’’ line is equipped with a two 


; - 
tumbler cash box lock. 


Length Width Depth Weight Styl Price Style Price 
9¢ in. 4} in 34 in. 44 Ib. 101 $6.00 201 $4.00 
11 in 74 in. 4 in. 64 Ib 102 $7.00 202 $5.00 
13 in 11 in 4 in. 9 Ib. 103 $8.00 203 $6.00 
144 in llin 4 in. 104 Ib. 104 $9.00 204 $7 00 


Each box is packed in tissue paper in a card-board box. 


Dealers write for special discounts and prices on our complete line. 


THE MEILINK MANUFACTURING CO. 


TOLEDO, OHIO, U. S. A. 




















RULERS and CLIP BOARDS 


THE STANDARD LINES 





For SCHOOL, OFFICE and STATIONERS’ TRADE 
We Manufacture complete lines in all sizes and finishes 
CRYSTAL FINISH FLEXIBLE POLISHED RULERS 
FILE and CLIP BOARDS YARDSTICKS ARM RESTS 
We sell to the Wholesale Trade Exclusively 


Falconer, N. Y. 


Suburb of Jamestown 


American Manufacturing Concern, 


Established 1892 Incorporated 1910 











‘Scientific Inkwell Construction 















reaches its highest practical value in the 


} Sengbusch Self- —— Inkstand 


17 


well is _ solutely non-evaporating, and closes cong se of pen It is 
the writer cannot over-dip his pen, and so flood the holder with 
superfluous ink. The ink is always fresh for the user 
In addition to these superior qualities of mechanical construction, the Sengbusch 
stand is built on beautiful lines which are pleasing to the eye. The result is that this 
k-well has become the most popular stand on the market, and it should make 
up a part of the equipment of every well appointed stationery store 
Stationers who are not now carrying this well in stock should se- 
cure circulars at once, as they are losing a sure profit 


: 
so constructed also that 





WRITE TO-DAY FOR TRADE DISCOUNTS AND CATALOGUES OF OUR COMPLETE LINE 





Sengbusch Self-Closing Inkstand Co. 


320 Montgomery Building, MILWAUKEE, WISCONSIN, U. S. A. 
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tion on 


Fountain 
Pens 


No better pens are 
made. We manufacture 


every part and guarantee 
every pen to give perfect 
service and satisfaction. 


You can get Sanford 

& Bennett Pens in all 

sizes and styles. They pos- 

sess many valuable improve- 
ments not found in others. 

higher you value your reputa- 

tion, the more particular you 

should be that your imprint 


pens come from us. 


We are the gp tg 
turers of high grade imprint 
pens in the ak Particular 
attention given to orders for 
special styles and designs. 


Write us today. You will 
find our prices surprisingly 
low, quality considered. 


Sanford & Bennett Co. 


51-53 Maiden Lane 
New York City 


Dependable 


Fountain 
Pens 


are money makers because 
every one you sell means a 
permanent customer. 


You cannot afford to sell 
poor quality fountain pens 
bearing your name. Disap- 
pointed customers are costly. 
But you can stake your reputa- 


Sanford 


Bennett 
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Q . 

be Startling 
New 
Invention 


The IMPROVED 


Clipless Paper Fasteners 


An innovation and positive economic office 
necessity that eliminates the expense of 
clips and pins, and saves 55% filing space 















Retail 
HE Clipless Paper Fastener employs no metal Price 
H or foreign material of any kind, but will $3.50 


fasten together securely from two to ten 
sheets of paper, making its own fastener from the 
paper itself by cutting a tongue out of the paper 
and drawing it back through a small slot. All done 
in one operation; nothing left to be done by hand: 
(See illustrations in upper corners.) 


Stang Machine 
Height 5 inches 


Retail Price $3.50 








Hand 
Machine 
Length 64 inches 








Use the Clipless Paper Fastener 


to attach the carpou wf reply to your letters before they leave your stenog- 
rapher’s hands, thus avoiding the possibility of error. @ To attach to your let- 
ters, checks, drafts, estimates, price-lists, invoices, statements, etc. Q To fasten 
together your second and third class mail matter, where you would otherwise use 
a clip. d In the bunching together of your patron's checks at the end of a day’s 
banking business. @ Wherever you would use a clip or pin for filing purposes. 
Then every file remains independent of every other file. Ko clips to push off or 


pins to fall out. 


Both Fasteners—Hand and Stand Machines—are made of 
the best tool steel, triple-plated with nickel. and 
contain all our latest improvements. 


Write For Prices, Discounts, Etc. | 


Clipless Paper Fastener Co. 


J, C. HAWKINS, Sole Owner 
Sole Manufacturers and Distributors 


NEWTON, IOWA $3 $$ U.S.A. 


Patented in Foreign Countries) Cable Address: “CLIPLESS 


Beware of Imitators and Infringers! 































A TYPEWRITER SIDE LINE. 


The expense of a typewriter desk or table 
is often the cause of typewriters being used 
under very unfavorable circumstances. The 





2 ae 


oh lay —,° " 





| Showing detail of friction locking device. Sets 
stand rigidly with enough friction to hold 
where wanted. 


| Weis Swinging Desk Stand is quickly and 
| easily attached to either side of any style 
| desk or table. 

| Top 14x18 ins. on substantial metal 
| frame. Stand swings or pivots right or left 
but can be very rigidly locked by a single 





Stand attached to Weis filing desk. 


| twist of a hanging lever. This triction lock 
| can be set quickly, either to lock the stand 
or to hold it so it will not move easily 





Used in many offices for reference bouks, 


card index, adding machines, etc., and for 




















stenographer’s note book while taking dic- 
tation 
Tops of golden, weathered and natural 
dull oak and birch mahogany. Metal parts 
oxidized nickel plated and black 
enamel 
Shipped knocked down, compact in cor- 
Quickly and rigidly assem- 
Machine does not 
furnished—helps 


Cc¢ ypper, 


rugated box. 
bled. Cannot collapse. 
wobble Printed matter 
sell them 


AN UP-TO-DATE EASTERN SCHOOL. 

The Lebanon Business College, Lebanon, 
Pa., A. G. Bauer, principal and proprietor, 
is one of the most progressive business col 
leges in the East. It is located on the fifth 
floor of the Mann building, the largest 
building in the city, situated on the princi- 
ple business street. This school does not 
only occupy fine quarters, but has the dis- 
tinction of being the best equipped school 
in that section of the state, perhaps in the 
whole state 

In addition to the regular courses in 
twentieth century bookkeeping and office 
practice, Gregg shorthand, and touch type- 


writing, and other commercial hranches, 
the school gives its pupils a thorough drill 
in the use of modern office appliances and 
has already installed besides the Under- 
wood, L. C. Smith & Bros. and Smith- 
Premier typewriters, a Burroughs Adding 
and Listing machine, Gammeter Multi- 


graph, Elliott-Fisher Billing machine, Edi- 









MANUFACTURING 
STATIONERS 


OFFICE APPLIANCES 


son Business phonograph and other labor 
saving devices. 

There is an increasing demand by the up 
to-date business men for the graduates of 
this school, and the principal has had more 
for than he able to 
supply. 


calls graduates was 


A NEW PEN. 

The accompanying cut is a 

a new pen recently perfected by J. Morton, 

the well known gold pen manufacturer at 
No. 2 Maiden Lane, New York. 


likeness of 
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prietor so much that Mr. Statler was called 
upon for a speech at one of the business 
meetings, and after his remarks a hundred 
or more strong-lunged members joined in 
the famous chorus—“We Hope He Lives 
to be a Hundred.” 

The Statler Hotel is conducted upon 
sound business principles. While its ap- 


pointments left nothing to be desired, yet 
greater than this, in point of service, was 
the straightforward, honest, manly efforts 
of all the hotel attaches to make the guests 
comfortable. 
petty graft. 


There is no sycophancy and 
Delegates and visitors seem to 


the cut, is, 
has features which 
the 


This pen, whose appearance is shown in 





should 


favorable attention of 


in several respects, unique and 
commend it to 
stationers, 


who ler Hotel. 


are requested to write Mr. Morton at the 


above address for further particulars. 


vice 
convention hotel. 
been so excellent from the manager clear 
down to the bell boy. 
cult to 
could have been improved upon 
tioners appreciated the efforts of the pro- 


THE HOTEL STATLER. 
Delegates and visitors to the Buffalo con- 
vention were highly pleased with the ser- cE. 
Statler, 
Seldom has hotel service 


rendered by the 


say in what 


Hotel 


Indeed, it is diffi- 
respect 


the 


the 


customers. 
service 


The sta- are: 


~“- 


be of one mind upon the subject of the un- 
usually excellent service given by the Stat- 





CHICAGO 


ADVERTISING MAN PASSES AWAY. 

The Blaine-Thompson Company, adver- 
tising agents of Cincinnati, announce, with 
deep sorrow, the death of their president, 
Blaine, which occurred on Tuesday 
morning, October 17. The death of Mr. 
Blaine, it is announced, will not interfere 
with the service of the company to its 


The remaining directors of the company 
J. E. Blaine, J. E. Blaine, Jr., George 
A. Shives and Rem Mulford, Jr. 


EE 





Our New Free Catalog “M” will be Ready for Mailing 
January Ist, 1912 


In this catalog binders are illustrated and described that will hold and preserve anything from a single sheet of 


paper to a bulky catalog. 


measure 


all-around binder on earth. 


Following are some occupations tl} 


indispensable: 


Office Supply Dealer 

Bank Supply Dealer 
Stationer 

Manufacturer 

Sales Agent 

Railway Passenger Agent 
Railway Ticket Agent 
Railway Purchasing Agent 
Railway Freight Agent 
Office Man 
Printer 

Abstract of Title / 
Club Secretary 

Y. M. C. A. Secretary 


ttorney 


« 


it will find this catalog 


Purchasing Agent 
Business Man 

Librarian 

Engineer 

Advertising Man 
Steamship Agent 

News Dealer 

Publisher 

Advertising Novelty Man 
Commercial Photographer 
Army Post 

Hotel 

Appraisal Engineer 
Telephone Company 


Dealers in office supplies will find an inexhaustible field for 


the sale of the binders we manufacture. 


one or more of them to advantage. 


Check items on the coupon in which you are interested 
mail the coupon to us at once. 





Binders are shown that preserve their contents absolutely without mutilation. 
to smal! perforations in their papers there is an inexpensive binder that gives perfect satisfaction. 


They will accomodate a bundle of drawings or blueprints just as well as magazines of even 
For those who do not object 


We make the best 


WSR SRR SSS BS seseeseesene 
CLIP THIS COUPON 


Barrett Bindery Co., Chicago: 


Mail me your FREE catalog “*M.”" 


items checked (X) below: 

Binders for Filing Magazines 
Binders for Library Reading Rooms 
Binders for Catalogs 

Binders for Premium Lists 

Binders for Waybilis 

Binders for Loose Sheets 

Binders for Drayman’s Order Forms 
Binders for Accountants 

Binders for Tariffs 

Binders for Appraisals 

Binders for Abstracts 

Binders for Photographs 

Binders for Check Books 

Binders for Telephone Directories 
Binders for Price Lists 

Binders for Letter Copies 


Every business can use Binders for Meter Sheets 
. Newspaper Files and File Racks 
Paper Fasteners (Brass) 
Paper Fastener Press 
Eyelets 
and 


Eyeleting Machinery (Hand Power) 
Eyeleting Machinery (Foot Power) 
Chicago Screw Posts (Brass) 





Iam particularly interested in the 


Paper Punching Machinery (Hand 
Power) 

Paper Punching Machinery (Foot 
Power) 

Metal Stamping and Specialties 

Die Cutting (Metal) 

Die Cutting (Paper or Cardboard) 

Label Cutting 

Indexing 

Round Cornering 

Paper Punching 

Hollow Die Cutting 

Novelties in Leather 

Novelties in Paper or Cardboard 

Embossing in Gold, Silver, ete. 

College Book and Key Rings 

Meter Record Sheets 

Pamphlet Binding 

Check Book Binding 

Perforating 

Scoring of Cardboard and Paper— 

Treasing of Ledger Sheets—- 

Tin Mounting 

T « Hangers 
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| Triner 













Scales 


are saving postage 


New Slanting Dial 


SUPERIOR a el he 
4 pounds by 4 oz They are scientifically Per h. in prin- MERCANTILE 
le } seftructior e xt led . - 
i ciple and construction ne extende 4 Postal and Express Scale 
Price $2.00 und slanting dials make them easy to ; 19 ’ 
I é K als mé the a@sy Capacity 2? pounds by Oz 
THE IDEAL (same model read, and the double uprights insure (See catalog for illustration) Price $3.50 
3 y bsolute acy. The perfection of 
2 pounds by 4 oz absolute accuracy le pertec 1 N g ! A 
: ] ] lov t ews ) 
Price $1.50 the mechanical principle employed, the “ lanting | ial 
standard of materials and the excel PRECINON 
THE GEM (same model lence of construction insures against Price $2.50 
| pound by 4 oz returns, complaints and dispute Capacity, 4 pounds by 4 0z. Dial in 
direct range of vision Figures in 2 


Price $1.25 


DEALERS find that TRINER 
P< ISTAL SCALES give handsome re- 
turns on the investment. There is a 
large margin of profit and constant de 
mand. TRINER POSTAL SCALES 
are favorites with dealers and cor 

sumers alike 





ORDER THROUGH YOUR JOBBER 


The Triner Scale & MI$.C0. 


2714-16-18 West 2ist Street 
CHICAGO, IIL, U.S. A. 





colors. Artistically popular scales 














Don’t Take Our 
Word for It 


When we say that our Transfer 
Cases are the best in the country. 


They Speak for 


Themselves 








Get ‘“‘Right’’ for the transferring 
season by getting in touch with us. 





Our catalog of high grade Sectional 
Filing Cabinets will also interest you. 


American Sectional Furniture Co., 





MINNEAPOLIS, 
MINN. 








| 
| 





| 


GERMAN BUSINESS MAN COMING. 
Oscar Wachtel, proprietor of M. Erlbach 
Nachfolger, Frankfurt, Germany, will be tn 


the States during the month of December 





OSCAR WACHTEL. 


and will make his headquarters s Ow! 


office, 287 Broadway 


Mr. Wachtel makes an annual pilgrimage 
to the States to call upon manufacturers 
whom he represents, and to look up any 
thing that may have come into t eld 


during the year 


INTERESTING ENGLISH STATION.- 
ERY CATALOG. 


The Gem Supplies Co., Ltd., of 22 Pear 
tree St., Goswell Road. Londot has 
favored Office Appliances with a copy 
its latest stationery catalog This book 
well illustrated and is printed in clear, bold 
faced type It contains 24 pages and is 
an admirably gotten up catalog [t is 
something which every stationer, and espe 
cially every English stationer, should have 
for reference The well know: Gem’ 
paper clips are described in their various 
modifications, also the “Star” clip, the 
“Ideal,” “Niagara” ring clips, “Cinch” clips, 


“Pinch” fasteners, the “Cado” Clip Cup 
which is a useful device for the 
contain paper clips, fasteners or pins. It 
is so constructed that it may be used for 
a paper weight 

The company carries the “Gem” Paper 
Clamp, “Ideal” Paper Clamp, and the “L 
E. B.” Binder Clip It lists all of the 
different sizes of “T” pins, and includes in 
its line the Hotchkiss Self-feeding Stap 
press, the Perfect Shielder and Stapler, 
Duncan Envelope Moistener, “S. & P 


Check Protector, Grabler Check Protector 


and envel pe opener, an extensi\ line oT 
“Gem” and “Capitol” Inkstands [ason’s 
Inkstand, Peerless’ Inkstand, t The 
company carries the “Gem” Fountain Pen 
in various sizes, the “Gem” Stylograph 
and the “Cado” Fountain-pen: Other 
specialties include numbering and iting 
machines, pocket oilers, ingenious 1 ilage 


bottles, et 
The Gem Company is widely known in 
England and does a very extensive busi 


ness 
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The is just what it implies. 

word ANDLESS No Red or Brown tapes to tie and knot, 
nor rubber bands to dry and rot. No 

Catches nor Hooks. When sealed and closed is perfectly smooth. The 


closing device is in out of the way. The modern idea and it’s a winner. 





The Bandless has the instinct of a clam, the strength 
of an elephant and the culture of a Bostonian 


How it oper- 
ates. What 
more to make 


Notice how 
the clip works. 
a perfect en- | Perfection. 


vel ype. 





Nothing to deteriorate—Non Wearing. Adjustable and Expansive. 








Made in all desirable sizes 


ietees No objectionable features. 


turns 
the trick 





Write for samples and prices. 


THE SMEAD MFG. CO., Dept. C, Hastings, Minnesota, U.S. A. 














“ALL THAT THE NAME IMPLIES” 


THE FAULTLESS 
Pen and Pencil Holder 





|e ee it 


oe ee ee oe ee oe oe ae 


“a 





Durable! Attractive! Satisfactory! 
The lever movement makes it easy to apply to the pocket without the use of both 
hands. It holds securely and does not pull or crush the pocket when inserting the pen or 
pencil 
Put up in three-dozen lots, assorted sizes, on attractive card with an easel back. 


L. D. VAN&VALKENBURG, manufacturer HOLYOKE, MASS., U. S. A. 
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Two Years’ Actual 
Test Proves the 
Supremacy of the 


White Stamp 
Affixer 


The foremost business firms throughout 
the country endorse The White Stamp 
Affixer because their daily use of it for two 
years has proved its efficiency absolutely. 
No other stamp affixer is backed by an 
actual trial record like that of the White 
Stamp Affixer. 


In two years that it has been on the 
market, we have studied carefully the 
manufacture and operation of this ma- 
chine, and today the White Stamp Affixer 
is the recognized Peer Stamp Affixers be- 
cause it is built upon absolutely correct 
scientific principles—the result of observ- 
ing its continuous service in the largest 
business offices. 


Write today for catalog and prices. 


DEALERS 


This machine is sold under a rigid manu- 
facturer’s guarantee which will protect you 
and your customer in every possible way. 
We stand behind you unreservedly in every 
claim you make. 


Inquiries are coming to us every day for 
a demonstration of the machine. The man 
on the ground gets the business. You are 
a live specialty man—get in touch with us 
at once. Good profit and quick sales. 


Office Appliance 


Manufacturing Co. 
Main Office and Factory: 
Providence Rhode Island 


NY. Sales Office: 
200 Fifth Avenue, Room 459 


Chicago Sales Office: 
157 W. Adams Street, Room 350. 




















_ 


OFFICE APPLIANCES 











Increase 
Your 
Paper 
Sales 





You can sell more Old Hampshire Bond Typewriter Papers 
and Manuscript Covers than the ordinary kind because your cus- 
tomers will come back for more, and we will send new trade thru 
our advertising. 

The Old Hampshire line provides highest quality of stock, 
national reputation, and exceptionally attractive boxes. Can you 
think of three more important factors in influencing the con- 
sumer? 


Write for sample book. 


HAMPSHIRE PAPER COMPANY 
South Hadley Falls, Mass. 




















Keen Competition Demands Modern Methods 


a“ Jispense with wire taskets and trays 


The 
Bristow Radial Distributor 


Serves the purpose of many— 
occupies about the space of 
one. Made in special sizes for 
special purposes. Affords all 
the advantages of accurate, 
rapid and economical distribu- 
tion of papers. A combination 
of facility and durability. 


Write for complete catalogue. 


FREDERICK BRISTOW 
East Orange New Jersey 




















(By Special Correspondente.) 


Brooklyn, N. Y. 

Edwin B. Stimpson Company have moved into their 
new building at 68-70 Franklin avenue, Brooklyn, which 
is being used as factory and salesroom. Now they are 
in a position to serve the trade with their varied line 
better than ever before. They make power and foot 
perforators, automatic feed eyeletter machines, riveting 
machines, and machinery for cutting, creasing, punch 
ing, slotting, embossing, folding, stamping, etc also 
special metal articles such as eyelets, washers, calendar 
hangers, catches and the ‘‘Dale’’ brass paper fasteners 
and hangers. 

Chicago, Ill. 

J. E, Colton, who has for so many years represented 
Eaton, Crane & Pike Company, was in Chicago the 
latter part of October, making his usual western trip. 
Mr. Colton will be in Kansas City, November 14 and 
15, and in St. Louis, November 16, 17 and 18, calling 
upon his regular trade. 

> . . 

Charles E. Pelton, the genial secretary of the Cres- 
cent Brass & Pin Company and eloquent peripatetic 
purveyor of Crescent pins, was recently in Chicago en 
route west Charlie will visit during November his 
regular trade in Dubuque, St. Paul, Duluth, Omaha 
Lincoln City, Kansas City, and St. Louis. 

Crawfordsville, Ind. 

F. 8S. Schultz and C, A. Scott have purchased the 
business of Charles E. Lacey, stationer and bookseller 
Crawfordsville Ind., operating under the name of 
Schultz & Scott These are two young men that give 
excellent promise to hold and increase the trade Mr. 
Lacey has built up Mr. Lacey has placed at the dis- 
posal of the new firm the valuable knowledge and ex- 
perience he has gained in his many years i! he sta- 
tionery business 

Kalamazoo, Mich. 

Word comes to us that Doubleday Bros. & Company, 
stationers, printers and blank book manufacturers, are 
preparing t 0 223-225 East Main street The 
new location, in the central district of Kal 


= 


gives them much larger quarters and f the most 
attractive stores in the city They will occupy 
story building with approximately 6,000 squa feet of 


floor space 


The ground floor will be utilized for the display of 
stationery office furniture and other offi ppliances 
Excellent facilities are offered for windo lisplays 
The second floor will be used for the printing 1 bind 
ing departments, which will number among their equip 
ment a new Babcock printing press, a ney Seybold 
paper cutter and other printing requisites, ea na ne 
to be operated by an individual motor rhe i fl 
will provide stock and storage room. 

The company is enjoying the results of eight years 
of tireless endeavor which has brought the business to 
its present high standing The officers are | d U 
Doubleday president; Will A. Wooden, s« ind 
manager, and John D. Thackeray, treasure 

Macon, Ga. 

The Parke Railway News Co. on Octol 
tinued the operation of its uptown book sti known 
to the trade as the Macon Book Company, and sold the 
principal part of the stock to the J. W. Burke ¢ pa 

Milwaukee, Wis. 

\ change is been made in the organization the 
Stationers’ Loose Leaf Company H. C. Miller 
linquished his holdings in the H. C. Miller Company 
ind purchased controlling interest in the §S ioners’ 
Loose Leaf Company, which henceforth w © oper- 
ated as a separate concern, A. H. Breuel, w has 

el rritory I n 


been in irge of the eastern te 


appointed general sales manager 


New York, N. Y. 





Eugene H. Tower, Inec., 338 Broadway N York, 
have secured new quarters at the corner f B lway 
and Worth street The new store, which ad S 
old one, gives them improved facilities for handling 
their increasing trade, and also larger space accommo- 
dations Their corner location in a busy dist t is 
conspicuous and no doubt will give their t i big 
boost 

Toledo, Ohio. 

A. J. Weidenkopf, formerly connected wi e Sys 
tem Service Department of the Burr hs A g Ma 
chine Company in Detroit, has joined the sales force 
of the Toledo office. Mr Weidenkopf started as a 
new salesmar but he surprised many f t older 


beads by turning in a cash sale of a 9-column spectal 
machine within 24 hours 
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The Supreme Authority 


for the business man 


WEBSTER’S 
NEW INTERNATIONAL 
DICTIONARY 


The Merriam Webster 


Questions in your letters, contracts and business demand imme- 
diate accurate answers. 
You are asked: 

‘*‘What is a reserve city?’’ 

‘*What is demurrage?’’ 

‘*What is ooiasurance?’’ 

‘*‘What is the value of a yen (Japan)?’’ 

‘*What is primage?’’ and the like. 


Effective Work Demands Modern Equipment 


The NEW INTERNATIONAL answers all kinds of questions with final authority. That this new 
work is a necessity in your establishment, we offer as proof the fact that the judges of the State Supreme 








Courts indorse an d recommend the NEW INTERNATIONAL as the one standard authority. This state- 
ment can be made of no other book. 400,000 words defined. 2700 pages. 6000 illustrations. ‘Cost $400,000. 
Write for sample pages, full partic ulars, etc. Name this paper and receive FREE a set of pocket maps. 
G. & C. MERRIAM co., SPRINGFIELD, MASS., U.S. A. 























SIMONSON 


for vertical letter files, card 
systems, and check files, 























Discounts to dealers. 


R. A.SIMONSON & CO, 


152 MICHIGAN AVE.. 
CHICAGO, ILL. 





















atalog 


Cat I 
DD. W. BEAUNMNEL & CO. Office and Factory, 








llustrating our full line and giving Prices and Discounts will be sent to Dealers on Request. 


35 Ann St., NEW YORK 
FOREIGN AGENTS WANTED 


THE THREE “RIVAL” FOUNTAIN PENS 


RIVAL NON-LEAKABLE 


Perfect Fitting, air-tight joints form a perfect, absolutel non 
leaking writing instrument. 









Heo ay Seth CURE 
en is m urn 
the collarin center Of barrel to 
a ng. Press hard rubber 

bar, release os pen is filled. 
No metal 





advantage 

de in three sizes No. 22, N 
" > retina 23 end 

id Mounted. 
RIVAL No.3 with Gaiters there 
; ry oun 

for Holiday and Fine Trade 

WE GUARANTEE EVERY PEN. 














THE RELIABLE | | Rochester Loose Leaf Devices 


TIME STAMP “THE COMPLETE LINE” 


Like a watch but 


Most simple and ac- 
curate Time Stamp 
made. 

Prints automatic- 
ally and in a straight 
line, the year, month, 
day, hour, minute, 
a.m., p.m. Also 
address and six other 
different words, such 
as Rec’d, Sent, ete. 
Guaranteed for one 





year. 
Stationers and 
Price office appliance deal- 


ers are making money 
STYLE with our machine. 
A Why don’t you? 


Reliable Time Stamp Co’ 


3 West Broadway, New York City. 











strong and durable. Satisfied Customers Means Success for the Dealer 
The “*Rochester’’ Line Will Satisfy the Most Critical 





The above sacut of our dollar outfit, containing 200 sheets and Index Rochester, N. Y. 


Dealers Everywhere 
SHOULD 
Write us 
for Prices and 
Discounts 


NOW 














Henry Conolly Co. 


42-48 Stone Street 
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oe Midget Binder 


is designed for fastening papers and general office use. It is large- 
ly used by insurance companies, lawyers, telephone exchanges, 
etc., for vouchers, legal documents and commercial blanks. 
















@ The device is handsomely nickeled and automatically 
fastens the staple through the sheets with a simple down- 
ward motion of the hand. The magazine will hold one hun- 
dred tinned steel wire staples be- 
fore replenishing is necessary. 


g Thismachine will cut down 
office expénse and save time 

—as well as fastening busi- 
ness papers in a secure 
way which would other- 
wise be impossible. 


Dealers 
Wanted 










The MIDGET BINDER illustrated herewith is but 
one of our standard machines, and whether or 1 I 
particular device meets your requirements wrt/e us To- 

day. We do and can make any kind of stapling machine 
to serve your purpose perfectly. 


S 


Canadian Representatives, Ernest J. Scott & Co., 59 St. Peter St., Montreal, Canada 


ACME STAPLE CO, Ltd. 


112 N. 9% St.. dept.o. Camdaden, Nu. 








You Get The Worth of 
Your Money When You Buy 


DESKS 


FROM 


HENDERSON 
DESK CO. 


Henderson, Kentucky 











Roll and Flat Top 

PLAIN OAK Desks. Bookkeepe1 
No. 620 Length 48inches. Price . . . . $ 9.50 and Typewriter, Desks 
No. 6204 Length 54 inches. ™ peo 


Watch this space next month. Catalogue on Reques 











(By Special Correspondence.) 


Boston, Mass 


The De Desk Company is sending to Ss age 
a handsome hanger which they have prepared with cor 
siderable care The sign consists of a panel of Derby 
Golden oak, which is a regular stock finish whic 
is mounted a leather sign that bears the expression 
‘‘Derby Business Furniture Lasts a Life Times printed 
in embossed letters The reverse side shows the ad 
dress of the company printed in the same mann¢ The 
leather sign was designed especially for Derby 
Desk Company by the Leathersmith Shops at their fac 
tory in Philadelphia Taken as a whole it is one 


of the finest examples of this style of advertising that 
we have seen in a long time. 


Buffalo, N. Y. 


Adolp Levy, 55 Seneca street, Buffalo, N. \ has 
opened a ew office furniture department Manufac 
turers of desks and chairs, especially thos ate 
near Buffak are invited to send catalogs and price 
lists 

Chicago, Ill. 

The Am an Seating Company, Chicago, have 
cently ssued a new 120 page catalog, descriptive f 
the various articles they manufacture Something at 
tractive for dealers is their acme-plate i satisfac 
tory substitute for natural slate blackboards It is 
made 1 black and green, possesses an ideal writing 
and erasing surface, causes less noise than slate and 
any one can set it up, as it is cut to actual siz Acme 
plat t is claimed, will not break in transit and 
weighs only a pound to the square foot rhe con 
pany have ntroduced their American steel sanitary 
desks which ire made in three styles statione 
automaties adjustable’’ and **pedest whicl 
represent the most modern ideas in construction and 
design Dealers are invited for exclusive agency 
proposit 

Charleston, 8. C. 
The Phoenix Furniture Company of Charleston 


would like to correspond with manufacturers of steel 
office furniture particularly those who can furnish of 
fices complet 
Hartford, Conn, 
Gustave Fischer, dealer in office supplies, Hartford 


I 


Conn has enlarged his floor space by building a bal 
cony i the rear of the store The office has been 
moved to the baleony and the space occupied by it 
previously is now used for the display of office furni 
ture \ complete assortment of Shaw-Walke filing 
cabinets is carried in stock regularly The sporting 
goods department has also been enlarged, Mr. Fischer 
doing a big business in this line. 
Philadelphia, Pa. 

The new Philadelphia store of the Globe-Wernicke 

Company is located on Chestnut street in the heart of 


the business district They have splendid spacious 
display rooms 230 feet deep by 40 feet wide, the floor 
ing of which is of quartered oak entirely. One room 


is devoted to the display of oak furniture exclusively 
while another section is used entirely for mahogany 
the trimming being in white woodwork with mahogany 


rails 
Rochester, N. Y, 

Sera 1 Wetmore & Co Rochester, N. \¥ ently 
completed extensive improvements to their store By 
way of celebration they issued to their friends engraved 
invitations to visit the store on ‘‘opening week” ir 
commemoration of the event Special attention was 


given to the office furniture and loose leaf depart 
ments They handle Shaw-Walker filing cabinets 
Horrocks desks. Danner sectional bookcases the Dick 


safe ibinets and Irving-Pitt loose leaf devices 


DUPLICATING 





(By Special Correspondence.) 
Fresno, Cal. 

The Multicolor Press Company, Fresno, Ca 

that their plant is running night and day to fill orders 


report 


which have been pouring in from all the company’s 
brancl flices Every effort is being made to supply 


the demand for the Multicolor machine 
San Francisco, Cal. 

J [ Harrington, manager of the office appliance 
department of the H. S. Crocker Company, has returned 
from a busy trip to Los Angeles in the interest of his 
specialties In the Addressograph, handled by this 
company, a new one-piece plate system has been added 
which makes the machine better than ever 
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L] 
You are looking at the picture of the best 


typewriter desk ever 
sold at the price 


It combines service, durability, sound 
construction and elegance of appearance 
at low cost. Our line consists of roll top, 
flat top, and typewriter desks, made of se- 
lect plain white oak or finished golden oak. 


Let us send you our complete catalog and prices. 


=. EVANSVILLE DESK CO. 


Length 55 in., Depth 32 in., Height M4 M4 
30 in. Price $32. 50, less 5% 10 days, Evansville, Indiana 
F, 0. B. Evansville, Ind. 





























Your Sales and Profits on Fountain Pens 


will be greatly increased if you represent the MORTON LINE. 





For over sixty years the name of MORTON has stood We make a specialty of imprint fountain pens. 


irs ity.. : ‘ 
alten We also make gold pens, gold and silver pencils. 
Test the properties of our pens for yourselves. 


They combine highest quality with extremely mod- Stop Letting Good Business Slip Through Your 
erate price. Fingers. | 
Write us for TERMS and PRICES AT ONCE, Special facilities for export trade. — 


J. MORTON 2 Maiden Lane NEW YORK 






























hi = FULTON SPECIALTIES 


This is the time for the Stationer to look for the CHART MARKERS before 
school opens again in September. _ The “FULTON” CHART MARKER is the 
best gotten up in regards to Outfit, as well as box, which is strong and at- 
tractive, and will surely bring a better price than the flimsy things presented 
by some competitors, while the price to you is the same. 


We wish to remind you also of our BUSINESS OUTFITS, which are the best 
made up goodsin the country in rubber type, in  feath to <7, as well as ap- 
pearance. The boxes are of polished wood or leatherette, and all the 5 and 
fa fonts contain two holders and an ink p 


FULTON PADS — Felt, Elite with wooden base, as well as the Non- 
Blurring made fror chemically treated wood are well town and have 








given perfect satisf faction wherever introduced. 







ay at sa bs A ee FULTON SIGN MARKERS, of which the sets with the Outline Letters 

.\7.\ &- -\%\F\t 5 are the style, at the present date, are supplied with the finest and 

1 brightest fill-in colors that are made in this country. We make those 

ourselves and after having made comparison with —ss we know 

what we are talking about. Dealers olive SE oye po ae 
not fail to ask for our descriptive matter fo class of 


ten ae eee = ravarARDEAce _—* 











FULTON RUBBER TYPE CO. 


ELIZABETH, N. J 
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The Multicolor Press 


It is the only machine on the market that will produce 
complete personal typewritten letters in three different colors at one opera- 
tion. 

It does this by printing the letterhead like a printer prints it, it type- 
writes the body of the letter with typewriter type and thru a typewriter 
ribbon, and it signs your name like you do it with your fountain pen. 


























Besides doing this kind of work, it will do all classes of commercial 
printing. 

It is the most practical office printing press on the market. 

It was built to do both duplicating and printing. It does not take up 
much room and any office boy or girl of average intelligence can run it after 
they receive our instructions. 











Multicolor Press Company 


Factory and General Offices, Fresno, Cal. 


Eastern Sales Division Central Sales Division Western Sales Division 
12 W. 3ist Street Plymouth Bldg. 366 Market Street 


New York Chicago, Ill. San Francisco, Cal. 
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Novelty Knives for Advertising Purposes 


Adapted for every class of 
business. Beneath transparent 
handles, advertisement is dur- 
ably affixed. Quality unsur- 
passed. Made of the t ma- 
terials and guaranteed, assures 
appreciation from the recip- 
ient. Individual names on them 
make a strong personal appeal. 


We have an attractive proposition for dealers in OFFICE APPLIANCES. 
Write for it today 


NOVELTY CUTLERY CoO., : 107 Bar St., Canton, Ohio 
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Ae There are two thiags about 


pu’=©= CRESCENT PINS 


that will especially interest you 


v 


They are made of the best spring brass by 
skilled workmen, which makes them as 
good as pins can be made. 


The promptness with which your order | 
SSEPWCO.\ 


will please you. 
DEALERS: 


Crescent Pins will pay you a good profit 
and give complete satisfaction to your cus- 
tomers. Crescent Bank and Office Pins, 
Pyramid Pins and Cushion Pin Rolls 

are TRADE Winners. 


Crescent Brass & Pin Co. 
Detroit, Mich. 











will be filled and the goods shipped MEE ccewcs. i 








(By Special Correspondence.) 
Oakland, Cal. 

Paul Divver, honored representative of Mittag & Vol 
ger, and holder of the Dicers’ Club Globe Trotting 
Championship Belt, visited Oakland October 13 and 
participated in the laying of the corner stone of Oak- 
land’s two-million-dollar city hall. 

San Francisco, Cal. 

S. W. J. Matthews, of the North America Sales 
Company, reports business picking up. Ben Laflin, whe 
formerly worked for this company, is again in the har 
ness and covers the trade in Oakland and San Fran 
cisco. 

. . 7 

A. B. Holmes, of the Columbia Ribbon & Carben 
Co., New York, is making his maiden trip over the 
Coast territory 

. . . 

E. S. Deering, traveling representative of the carbon 
and ribbon lines of the Carter Ink Co., has just re 
turned from a successful trip through the Northwest 
Frank S. Clarke, publicity man for the same concern, 
is now on the Coast, projecting an educational cam 
paign. He is scheduled for Los Angeles next week 

. > > 

Charles E. Dodge, of the Republic-Dodge Mfg. Co 

New York, has been calling on the local trade 
* > . 

The Ink Ribbon Mfg. Co. now has its offices and 

manufacturing plant at 61 Fremont street 
. . > 

The Ault & Wiborg Co. are busy manufacturing car 

bons and jobbing their various lines. The local trade, 


especially, shows more hopeful signs 
. > . 


J. A. Gottleib is this week calling on the Los An 
geles trade. 


LOOSE LEAF “9 





(By Special Correspondence.) 


Milwaukee, Wis. 

F. C, Haueisen, one of the original salesmen for the 
Stationers Isose Leaf Company, but for the past 
two years in other fields, has returned to the organ 
ization and will cover the central western territory 

. > . 

Finding their present quarters a little crowded by 
their increasing business, the Heinn Company, of Mil 
waukee, are making arrangements to double their space 
and working capacity Their line is a popular one with 
commercial stationers. 

New York, N. Y. 

The Dennison Manufacturing Company, New York 

are distributing a new catalog of Dennison’s adhesives 


which are said to be made strictly from codfish, gen 
erally regarded as the standard for adhesiveness, con 
sistency and purity. This catalog, which is the third 
one of recent issue in the Dennison series, briefly de 
scribes other well-known Dennison products, such as 
art paste, gummed labels, decorative seals, et« in 


addition to their line of. adhesives. 
. * . 
O. P. Hazard, for several years southern representa 
tive of the Stationers’ Loose Leaf Company, has suc 
ceeded to the eastern territory for C. 8S. & R. B. Com 


pany. Mr. Hazard has a host of friends in the com 
mercial stationery trade He is a young man with an 
upright character and great ability. With his thor 


ough knowledge of everything in the loose leaf busi- 
ness, big things are expected of him in his new posi- 
tion. His territory covers the entire eastern section of 
this country and the eastern provinces of Canada, the 
New York office, of which he is manager, being his 
headquarters 

. > . 

Aunouncement has been made that I. P. Denison 
who for many years has covered, the eastern states 
for C. S. & R. B. Company, has joined the forces of 
the Irving-Pitt Manufacturing Company, of Kansas 
City. ‘‘Denny,’’ as he is familiarly known throughout 
the trade is being called ‘‘Irving-Pitt’’ Denison by 
his friends. He knows every nook and corner in the 
loose-leaf business and the Irving-Pitt people are to 
be congratulated on such an acquisition to their sales 
department 
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“Sterling Typewriter Stand” 


Constructed along scientific lines and conceded to be the most prac- 
tical stand on the market. Drop and top made of five ply quartered 
oak and panels of three ply plain oak. Dictation slide. Lock in top 


drawer and divisions in all drawers. 
% Why not sample this stand? Write 
for catalogue showing our line of 
office desks mailed to dealers only. 


STERLING DESK Co. 


GRAND RAPIDS, 


























iN MICH. 
: Length Depth 
No. 15..40 in. 20 in. 





“YOU'VE TRIED THE REST 
NOW TRY THE BEST” 


TYPEWRITER 
RIBBONS 


AND 


CARBON 
PAPER 


Manufactured by 


to manufacture on short notice 


Loose Leaf Accounting Forms, Binders, Files, 
dgers and Price Books. 






Ven oN The S. 7 Smith Co. Ask for Catalog. 
Te Rissons 11 Barclay St., New York THE TENGWALL co. OF ILLINOIS 





22 Thames Street 
CHICAGO, U.S. A. NEW YORK, U.S. A. 




















STERLING ERASERS—-OVER SO% SAVED 


are a German Silver Shell contalaing a a — 
thin, flat Eraser which Is fed forward aa it 
becomes worn. Best forink ortypewriter. [ 
Always sharp and alwaysciean. Will not — 
cramp the fingers Can be used asa line 
finder on note-book or manuscript and 
has other desirable features. Agents 
wanted everywhere. Write for circular 
and prices. Sample 25c. 
TURNER BROS. - 
1022 Arch St. Philadelphia, Pa. MERIT SELLS THIS ARTICLE 




















Drawing Inks, Blacks and Colors 
Eternal Writing ink 


9 Engrossing Ink 
Taurine Muoliage 
Photo Mounter Paste 
Drawing Board and Library Mucilage 
Office Paste 


Liquid Paste 
Vegetable Giue, etc., etc. 


Strictly Original Goods of the Highest Grade Only. 
Show Cards, Color Cards and Imprinted Matter Supplied to the 
Trade. Discounts and Trade Prices give good profits. 


Consumers, emancipate yourselves from the use of corrosive and 
ill-smelling inks and adhesives and adopt the Higgins’ Inks and 
Adhesives. They will be a revelation to you. 


We protect the trade by referring 
all orders and inquiries thereto. 





CHAS. M. HIGGINS & CO., Qriginators and Manufacturers 
Main Office and Factory, Brooklyn, N. Y., U. S. A. New York—Chicago—Londea 

















A Few 
Minutes Work 


of an unskilled operator will provide 
hundreds of perfect copies of any 
typewritten original, the last letter 
as clear and clean as the first. This 
is why the 


UNDERWOOD 


Revolving Duplicator 


is preferred in well equipped offices 
to complicated expensive machines. 
There are a hundred profitable uses 
for the Underwood Duplicator in 
every office having a mailing list and 
using follow-up. 
The machine will pay for itself 
many times in a few weeks. It is the 
simplest, easiest, fastest and best du- 
plicator ever manufactured, and will 
save money, time and labor. Its use 
is a most inexpensive way to effect- 
ively create and increase business. 


Sold complete with all appliances 
and no license restrictions for only 


$35 Complete 


You can’t buy a better machine 


‘at any price. Underwood quality 


and mechanical perfection put it in a 
class by itself. 


Send for Booklet 
Underwood Typewriter Co.. Inc. 


Dept. B. Underwood Building 
30 Vesey St.—Cor. Charch New York City 
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A Staple Specialty for Stationers 


Lamson Consolidated Store Service Company 


161 Devonshire Street, Boston 


and is very easy of operation. 








“eer 
A Boon to Plants 
With Long Pay-Rolls 


S 


$ 


@ It is accurate, simple in construction, durable, cannot get out 


@ Used in thousands of public and private organizations. 
@ LAMSON COIN CASHIER is one foot square, seven inches high and 
is finely finished in nickel-plate and bronze. 

Get on our list. Send for Bulletin T-2. 
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Making up the pay envelopes is 
speeded up enormously with a LAM- 
SON COIN CASHIER at the cash- 
ier’s elbow. 

The operation is explained by the ill- 
ustration. 

Each pressure of the thumb on keys 
drops one coin of the required de- 
nomination into the hand. 

of order 


Price $10.00 








. 





nst Imperfection. 
RAPID is the solution of the pencil sharpener problem. 

ete with desk or wall bracket, 
demand for a really reliable and quick-acting pencil sharpener is grow- 

ing every day. You can answer this demand to the satisfaction of your 
customers and with big profit to yourself by handling the RAPID. 
fer a very interesting agency proposition with protected territorry guaran- 


C. SPIRO MFG. CO., 


$5 00. 


THE RAPID PENCIL SHARPENER IS MAKING A HIT! 


Don't lose the opportunity to get sole selling rights for your territory. 
Join in reaping the big profits. 
The business public has long been looking for a really reliable, never- 
get-out-of-order pencil sharpener—the RAPID is IT. 
Wonderfully simple, rapid and durable. 
twice as rapidly as any other sharpener. 
or other intricate and frail mechanism. 
order or break. A spiral milling cutter with 15” of cutting edge does the 
sharpening. Positively no lead breakage. 
one year and is easily re-sharpened. Machine is fully guaranteed 
Substantially constructed and beautifully finished. 


Sharpens a point more than 
Has no handles, chucks, clamps, 
Absolutely nothing to get out of 


Cutter is guaranteed to remain 


Write immediately for full particulars. 


101st St. and Colambus Ave., N. Y. City 


Price, com- 


We of- 


























MADE ESPECIALLY FOR 


THE BUSINESS MAN’S LETTERHEAD 
AND 


AN EXCEEDINGLY CHOICE PAPER 
FOR PERSONAL CORRESPONDENCE 








MOUNTAIN 


NOWDRIFT 


with pure white color and handsome finishes 
will se// readily to particular people 
Get Acquainted with it 
To-day 


Write at once for sample book to Movunraix Mitt Parer Company 


97 Forest Street, Lee, Berkshire County, Massachusetts 


MILL 








E 


NVELOPES 





AND 


WEDDING 


TO MATCH 





BRISTOL 


























Special Correspondence.) 


(By 


Chicago, Il. 


has recently joined the Chi go s 


Mr. C. E. Lines 
force of the Comptograph Company 


am . > 

Mr. I A. Niemann, head of the mechanical 
ment of the Comptograph Company, is away on his 
eation 

Dallas, Tex. 

R. E, Lederidge, district sales manager of the Dal 
ton Adding Machine Company at Houston, Texas As 
been appointed to assistant state manager with head 
quarters at Dallas 

. . > 

State Manager Moody of the Dalton Adding Machine 
Company has moved to a ground floor office at 1406 
Commerce street, Oriental Hotel building, considered 
to be the best location in Texas An increase of bus 
ness is reported Mr. Moody claims to have sold over 
80 per cent of the big firms in Dallas. 

Detroit, Mich. 

Charles Macklin of the Detroit office of the Bu 
roughs Adding Machine Company has just sold six 
15-column transit machines to the First National Bank 
which adds this bank to the large number using the 
new numerical transit system for writing transit t 
ters 

Fort Worth, Tex. 

Earl M. Brooks, district manager for Dalton Adding 
Machine Company, Fort Worth, Tex has moved to 
104 West Sixth street, ground floor, located under the 
Fort Worth Club Among Mr. Brooks’ sales this month 
are the Rock Island, Santa Fe and Southwestern ra 


roads 

Houston, Tex. 
appoined district ma 
with 


A. Wagner has been 
Dalton Adding Machine 
Houston 


Richard 
ager for the 
headquarters at 


Company 


Milwaukee, Wis, 


has taken charge of the Milwaukee 
succeeding Mr. f 


Schroeder 
Comptograph Company, 
transferred to Chicago 


Mr. C. 
office of the 
W. Ackerman 


San Antonio, Tex. 


Geo. S. Gaston, formerly of the Gaston Business Col 
lege, will assume charge of the Daiton Adding Machine 
Company office at 319 Navarre street, San Antonio 
Tex. 

San Francisco, Cal. 
W. W. Erskine, California agent for the Dalton Add 


Los Angeles 


ing Machine, has returned from a trip to 
good and 


and up the San Joaquin Valley Business is 
to fill orders for eight electric driver 


he expects shortly 
He sold four machines in Los 


machines in California 


Angeles and the month of -October promises to break 
all records with this company on the Coast The ma 
chines are giving excellent satisfaction in all parts of 


and efficlency 
Montgomery 


the State on account of their durability 


The daily window demonstrations at 37 
street still continue to attract interested crowds 
. . > 
The local office of the Burroughs Adding Machine 


Wells-Fargo-Nevada 
type machines re 


delivered to the 
highest 


has just 
Bank one of the 


Company 
National 


ceived on the Coast, namely a fifteen bank, variable 
split, duplex, electric transit machine with automati 
counter signals, and shuttle carriage. This machine 
will be used for the numerical transit system as wel! 
as in other departments. W. W. Cooley, sales manager 
of the loca! branch of the Burroughs Adding Machine 


Co., has been ill for the past two weeks and has just 
undergone successful operation He is now 

valescent, but it will be several weeks before he will 
be able to work in the harness again Cc. V. Hatha 
way, of the Burroughs Adding Machine Co Detroit 


has been visiting in the city, and now is on the way 
to Los Angeles 
Sydney, Australia. 
Mr. I. I Berk, of the Burroughs Adding Machine 
Company, reports that he has traveled 54,763 miles ir 
the last two years for the Burroughs company, the 


equivalent of more than twice the distance around the 
This does not include the travels in his own ter 
is one of the largest of any of the Bur 
travels have aggregated 
two years. 


earth 
ritory, 
roughs 


which 
foreign 
60,000 miles in the last 


igencies His 


possibly 
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Ribbon 


Points 


The Barrett Way—a Proven Success 
It has been demonstrated beyond any doubt 


4 


PPP PLL Let 








° ‘ 
-How many items added ? that the Barrett Way is a $ Most T pewriter Supply Dealers test 
° ? safer way to guard against the $ the ribbons of the various manufact- 
Next item to be added ?. errors of operating an adding ¢ urers before finally arriving at a deci- 
machine than any of the pre- > sion as to which is the best for their 
Tot: ] ; ms ' 2? trade. A Ribbon Dealer that is 
= al. vious checking-back methods. 2 SATISFIED is not as a rule inclined 
FNS A OR LPS $ to change the source of his supply, 
It also saves forty percent ¢ and he is wise in hesitating. 
of the time formerly required > What we want to do is to get the at- 
, rettine c et Tres re ? tention of th h not satisfied. 
in getting correct results 3 We want our ribbons tried by thos 
Vin: w 
More than that, The Bar- $ ribbons, ribbons WI ONGLY 
rett is the most versatile ma- 4 OF et pean that are SHORT 
chine on the market—can be 2 Peg tay g pe eg 
practically used in more ways 2 NOT GIVE SATISFACTION. 
than other adding machines. 9 These are the pom that will appre- 
¢ eae a TRULY — ie yy 
' ‘ n, one that will 
‘ Every feature iS a and produce sharp, clean writing 
time and labor saver. that will create a favorable impres- 





sion with the recipient of your letter. 


While we are not infallible, we have 
given so much attention to putting 
our ribbon department up on the basis 
of as near perfection as possible that 
we KNOW OUR GOODS CAN BE 
ABSOLUTELY DEPENDED 
UPON. 


For the OLIVER and BILLING 
machines we feel we have without 
question NOT ONLY the BEST, 
but ribbons that will give ENTIRE 





Proof of these statements 
will be furnished if you write | |! 
to | 


The Barrett Adding 
Machine Co. 


Grand Rapids . - - Michiges 








SATISFACTION. 





Our business has been built by the 
quality of our production and we are 
working harder than ever before to 
produce quality of the highest. 


To BONA FIDE dealers we will be 


EVERY LOOSE LEAF LIES FLAT WHEN USING 
THE IMPROVED UNIVERSITY BOOK RING 


Open Sidewis® 9 It meets every requirement for the 







From A to B he ; 
temporary binding of student’s 

Closes from and stenographer’s note books, pleased to forward samples and sub- 

BtoA and various loose leaves. Simple, mit quotations upon ribbons under 


our own name, in plain boxes or in 
special boxes to suit the dealer. 


SPECIAL spools for the Underwood, 


Remington Visible, Smith Premier 
Visible, Fox, Royal, Bar-Lock, etc. 


strong and neat. Made in four 

sizes. No.1, 1% inches diameter, 

light weight; No. 1, heavy weight, } 
1% inches; No. 2, 144 inches diam- y 
eter, light weight; No. 2, 1,’, inches 

diameter, heavyweight. Unjointed 

ring, 14 inches diameter. 


A 
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Patented Nov. 24, 1908 Write for particulars. Patented Feb. 4, 1902 We offer MORE CO-OPERATION 

than any OTHER MANUFACTUR- 

OTTO KELLNER, JR., 4028 STATE STREET, CHICAGO ER. Waste for our FACTORY REP- 
—_ RESENTATIVE PLAN. 








SOMETHING NEW! 


The Oliver Phone Servi-Set 


(Five Blades of Grass Where One Grew Before.) 


HOOP PPP PP PPP PPP PPP PPP PPP PPP PPP DOP PP PP PPD DDD DDD 


id 















Simple, Compact, Strong and Serviceable. 


ANTICIPATES EVERY EMERGENCY 


in telephone service. With the calendar and indexed 
directory in use the the pencil tablet 
is entirely out of the way and vice 





_ Material and tools are put at your ‘ . 
fingers’ ends with remarkable quick- Changing from Directory 
ness and cleverness. to Tablet. 

Strongly endorsed by busy people. Price $1.00. 

THE OLIVER PHONE SERVI-SET is one of this season's clev- 
erest and best selling new things and has come to stay. 

Liberal Discounts to The Trade. 


Oliver Manufacturing Company 





Ee 


111-113 West Broadway 
New York, U.S. A. 
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A Calendar, Directory, Tablet, Pencil js 
and Evacer Neatly Secuseé. 309 Walnut Street, Philadelphia, Pa. 
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iter Demon- Comptograph Adding Macb 
ng Stand. - on cer Stand. 


IDEAL 
Tubular Stands 


complete the usefulness and convenience of such 
office appliances as adding machines, typewrit- 
ers, envelope sealers, stampers, letter duplica- 
ters, coin counting, changing and assorting ma- 
chines, markers, phonographs, dictation 
and Wapees machines, letter copiers and 
ether office appliance machinery. They are com- 
pact, sanitary, stronger, lighter, more rigid, and 
im every way superior to any other kind of stand 
for business office use. 


They are made of cold-drawn, seamless steel 
tubing. highly finished; trimmings nickel plated 
and feet are equipped with easy revolving cast- 
ers, that will not mar the floor, or with nickel 
plated ball feet, or rubber tips. 


The typewriting demonstrating stand, 
shown, has a revolving table top, which can be 
locked in position so as not to revolve, permits 
demonstrator to show all sides of machine with- 
out moving from one position. Every retailer of 
these devices should have them on his floor. 


If you are interested in a stand that will 
timcrease the value of your product, send us 
your specifications and we shall be pleased to 
submit sample with quotations. 


The cuts herewith show but three of a great 
variety of Styles. 


Our brands are used by most of the prin 
cipal adding machine manufacturers and manu- 
facturers of other business office machinery. 


os further information and catalogue write 
e 








Fowler-Manson-Sherman Cycle 
Mig. Co. 
Lake and Peoria Sts., Chicago, Ill. 












































0 Years 


We have enjoyed constant pros- 
perity through selling right 
goods under right methods at 
right prices. 


WHY NOT STOCK A LINE OF 
OUR “cr GOODS 


YOUR BOXES? 


Build upon a brand or trade- 
mark of your own! It elimi- 
nates competition and enables 
you to fix and maintain prices. 


Are you not getting tired of 
promoting other people’s goods 
to the profit of some cheap com- 
petitor? Look about, can you 
find a single large, prosperous 
concern who have built and 
maintained their business upon 
some other man’s controlled 
brand? 

We are specialists in imprint 
goods, will attend to all the de- 
tail and will furnish goods at a 
price which will enable you to 
realize larger profits. At the 
same time the pleased customer 
will come back to you every 
time! 

Let us send samples and our 
plan. It leaves you absolutely 
free in every detail. 











New Process Carbon Papers 


and Inked Ribbons 


for every known purpose. 





Contract work a Specialty. 








U. S. Typewriter 
Ribbon Mfg. Co. 


Sansom & 8th St., Philadelphia, Pa., U. S. A. 
Cable Address, MUSTR. 
eo Se 



































(By Special Correspondence.) 





Atlanta, Ga. 

Mr. W. W. Edwards, who has been connected with 
the Atlanta office of The Monarch Typewriter Com 
pany for the past two years as inspector and supply 
salesman, has recently received a promotion He 
has been placed in charge of a city territory Mr 
Edwards is an energetic worker, and will no doubt 
make a good record placing Monarch machines 

> > > 

Mr. W. F. Passmore has joined the Monarch sales 
force, and has been assigned to a territory in South 
Georgia. Mr. Passmore is a new man in the selling 
end of the typewriter business, but he is an expert 
typewriter operator, having been a court reporter for 


the past several years, and it is predicted that 
will meet with much success in his new work. 
* * * 


Mr. E. P. Moody, who is connected with the Tampa 
office of The Monarch Typewriter Company, has re 
eently taken a few days’ vacation, visiting his rela 
tives in Atlanta. Mr. Moody states that since the 
trouble between the cigar manufacturers and makers 
has been adjusted, the typewriter business should 
be very good in Tampa during the next few months 

. . . 

A large order for Remington typewriters was re 
cently given by the Southern Shorthand and Business 
University in this city. When the seventy-five ma 
chines were ready to be delivered, the school en 
gaged a large Packard truck, on which they vere 
placed in a pyramid form on tiers The truck, pre 
ceded by a brass band driven in a tally-ho, paraded 
the principal thoroughfares for several hours and was 
the cynosure of thousands of eyes, owing to the fact 
that it was election day in the city. 


. > . 

Mr. L. H. Colsten, special representative of the 
Monarch Typewriter Company, recently visited the 
Atlanta office. Mr. Colsten is giving special attention 
to the business schools. He is an expert operator, 
and excited much admiration and interest by his 


splendid demonstrations to the Atlanta colleges 


Baltimore, Md. 


Mr. G. L. Sholes completed his fourth year on the 
7th of October as manager of the Monarch Baltimore 
office During this time the Monarch has grow 
steadily in popularity 

The Employment Department, under the manage 


to meet 


ment of Miss E Ww Spalding, continues I 
with the difficulty of not being able to get a sufficient 
number of stenographers to fill the positions \ 
number of the prominent commercial houses in Balti 
more who have secured stenographers through th 
Monarch Employment Department have expressed their 
appreciation of the efficient help they have been abl 


to secure. 


> > . 
Bangkok. 
Louis T. VYaeonowens, Ltd... is now the Remingt 


Typewriter Compauy’s representative in this city, hav 
ing been appointed recently 
Berlin, Germany. 
The Remington typewriter office in this city pp! 
the typewriter which was taken by the German Pol 


Expedition. ‘Thus is continued the Remington record 
in Polar explorations, a record which includes the 
famous expeditions of Peary, Shackleton and many 
others. In fact, it appears that Dr. Cook's party was 
almost the only one which did not carry a Remingto: 


in recent years 
Birmingham, England. 

Mr. P. Chambers, of the Remington typewriter office 
in this city, has just become a member of the five-year 
group of the Remington roll of honor 

Boston, Mass, 
Mr. M. P. Link, who is representing the Monar 


in an important city territory, has been receiving 
congratulations on his September business which com 
prised several important deals, including one order for 
twenty-five machines 

> . > 


A very effective window display was used by the 
Remington typewriter office in this city a short time 
ago In it was utilized the statement of the fact that 


the Remington Typewriter Company a little while 
previous to the display’s appearance had been booking 
orders for a machine a minute. For on a large placard 
was written in large type ‘‘A Machine a Minute.’’ 
This reaching across the entire window attracted the 


attention of pedestrians even at some distance from 


the window In the window were several new model 
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To the Trade We Are Offering Real Bargains in 


ans ua TYPEWRITERS 


These machines are always popular and 
are ready sellers. We have a large supply 
of them on hand, also a stock of all other 
makes of machines now on the market. 
They are in the rough, complete with all 
parts. 


If you do not have our latest price list you are 
losing money. Write for same immediately. 


YOUNG TYPEWRITER CO., Inc. 


162 No. Dearborn St., CHICAGO, ILL. 
All Makes of Typewriters at Wholesale 














VERS-E-TIL 
TYPEWRITER SILENCER 


The most wonderful and radical im- 
provement to the writing machine ever 





THE AC ME made. Permanently eliminates the 
ENVELOPE SEALER shock and sound and secures machine 
to the desk. Fits instantly and per- 
Me fectly, any machine made, without de- 
and STA P AFFIXER facing machine or marring surface of 
No matter the size of your mailing list de sk. A pertect fastener as well as 
you can’t afford to be without it. Auto- silencer. Beautiful in finish and de- 
matic Air Valve reg lates flow of water. sign and absolutely indestructible, 
Made of Brass, and Nickel Plated. Built * er Te ” 44 ? j 
i x elasti to the tor and 
on Px irely Mechanical Lines. Guaranteed giving = per. “ = ouch an 
for life. Sells for $1.00. Stationers and speed to the ac tion. — 
office supply dealers will find this a winner. Attractive proposition wit h exclusive 
Write for circulars and discounts. territory to Dealers and Salesmen. 


IT STOPS THE NOISE 
2 Write now for descriptive circular. 
Commercial Sales Mfg. Co. THE TYPEWRITER SPECIALTY COMPANY 
Oberlin, Ohio EAST LIVERPOOL, OHIO 


Sanitary, Speed and Efficiency 

















WAX SEALS CHECKS CORPORATE SEALS POCKET NOTARY METAL CHECKS | 


MEYER & WENTHE 


31N, DEARBORN ST. ce 


CHICAGO RUBBER STAMPS 


ELLIS <j TIME STAMP 


SAVESTime, Money, Trouble and Disputes 














WE ARE NOT AGENTS FOR THESE Goops 
WE MANUFACTURE THEM 


SEALS, STENCILS, STEEL STAMPS, BADGES, 


ak 


NAME PLATES, METAL CHECKS, 
RUBBER STAMPS, Etc. 


WRITE FOR CATALOGUE 


























Only Moderate Priced Aatomatic Time Stamp on the Market — GUARAN- 
TEED FOR ONE YEAR. pean THis: 
WESTINGHOUSE ELECTRIC & MFG. CO., 17! La Salle Street, Chicago. 
Chicago, Ill., Jul 1908 


Ellis Time Stamp Company, 87 Fifth Ave., Chicago 
Gentlemen—In response to yours of the 27th, the Ellis Time Stamp we 
have had in use at our Chicago office for the past six months is giving entire’ 
satisfaction. This fact is emiphasized 4 the meyer my orders you have 
teceived from our other district offices. Yours ver truly, 
Westinououss Esc. Mpo. Co., aylord, Manager. 


DEALERS — You can use it and sell it too. “ORDER TODAY. 


ELLIS TIME STAMP CO. 

















Sendict Estimates." 115 No. Fifth Ave., Chicago 
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= Felt == 
Specialties 


We make felt mats both plain and 
pinked edge, for typewriters, adding 
machines, and all other office appli- 
ances. Our felt mats deaden noise, 
eliminate vibration, protect office 
furniture, and facilitate moving of 
the various machines on the desks. 


For the manufacturing end of the 
office appliance business, we make 
everything imaginable in the line of 
felt washers, oil wicks, buffers, bas- 
ket felts lined with leather, rubbing 
and polishing felts, etc. 


All our machinery for this cutting 
and punching work was built by us 
specially, for our own use, and our 
facilities are such that we Can turn 
out anything in the line of felt for 
any purpose within a day or two 
after receipt of order. 


If you have ever bought anything of 
this kind, and want our prices, send 
usasample. If you have not used 
anything made of felt, and want 
to investigate, write us. 


We Are Specialists 
In Felt 


weme SHZ@O/E, wat 


N. E. BOOTH 


644 Pacific Street 


BROOKLYN, N. Y. 
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DEALER’S PROFIT! 


Is the Primary Object of this Announcement 


(JHLART STEEL 


TYPEWRITER STAND AND CABINET 


A commodity of genuine merit and real quality for which a great and permanent demand 


has been created b 


our big annual advertising campaigns and the self apparent economic 


features recognized by every buyer—that’s the Uhl Typewriter Stand and Cabinet, which per- 
sistent and intelligent manufacturing effort has placed beyond the zone of sales competition. 


Here’s the Reason 


The primitive folding typewriter desk 
requires ten square feet of floor space; 
it costs a lot of money; it is cumber- 
some and heavy to move; it secretes 
dust, germs and rubbish. The Uhi Art Steel 
writer Stand and Cabinet is compact; it re- 
quires but four square feet of floor space; it util- 
izes space that is otherwise wasted; it enables the 
stenographer to do more work and better work—she 
site out of drafts and where it is light; mounted on 
bronze bearing leather casters it can be instantly 
moved with slight effort to better working positions or 
from one room to another for direct dictation; the turn 
of a lever and the stand is rigidly locked to the floor 
ready for operating the machine; built of “‘U"’ steel, 
cold rolled and exceedingly strong; baseboard and sides 
of quartered oak or birch mabeaney. automobile body 
surface finish; roomy stationary rack, holding week's 
supply of all sizes; everything in sight and within 




















50% Profit 


Here's the live wire opportunity for stationers 
and office supply dealers looking fora Nation- 
ally advertised side line that yields 
nearly 50% profit. Weare reviving 
many supposedly dead territories 
with our Dealer’s Co-operative plan 
—<don’t let Inactive territory deter 
you from learning all about our 
Co-operative Selling 
Plan—it will put gin- 
ger in any business 
and give — ideas 
for quick disposal of 
other lines of goods 
carried 


Nearly 








Write today for 
Co-operative 











easy reach; when open, working space 18x44 inches 
not including stationary rack; absolutely guaran- 
teed in every respect and detail 





Selling Plan. 





Closed 



















Typewriter Specialty Co. 
152 Chambers St. New York 







ODORLESS 


ngetester- TYPEWRITER OIL 


ER SPEC, 
ae Airy ers of The world’s best lubricant for Typewriters, 
west Baono™™ Adding Machines and all delicate machinery, 
me «a xOR™ Chemically pure, gumless and colorless. 
— Covers Write to-day for free sample and prices. 
MORTON MFG. CO. 
for Louisville, Ky., 


U.S.A. 





Export orders giv- 


en careful atten- 
tion. 


Typewriters, Adding Machines, NW A 


Duplicating Machines, etc., etc. 
Manufacturer of HIGH GRADE 


F . A. WOODMANSE, INKS and MUCILAGE 


123 East Pearl Street JOHN B. BRINKMAN 


Manager 


IIANINg 




















Cincinnati, Ohio 





Woedmansee’s Everlasting Blue Black Writing Fluid. 

Woodmansee’s Everlasting Combined Writing and Copying Ink 

Weodmansee’s Stylographic and Fountain Pen lak. 

Weodmansee’s Midnight Black Ink (Highest Grade School 
Ink made). 

Woodmansee’s La Belle Vielet Ink 

Woodmansee’s Imperial Crimson Ink. 

Woedmansee’s Bankers’ Non-Evasive Blue Ink. 

Woodmansee’s Gum Mucilage. 

Woedmansee’s Infallible Adhesive White Paste 

Woodmansee’s Superior Stamp Pad Ink (in all Colors). 











A full line of these goods should be carried by all first class 
stationers and office supply dealers. 


They are sales winners and profit-makers. 
Latest catalog and prices sent on application. 


F.A. WOODMANSEE, Cincinnati, Ohio 









































Remingtons Remingtor uiding and su acting 
typewriter At i one of these machines S alr 
electric device vi ! yperated the keys it tt rate 
| of 810 strokes a mir which fact was orded 
small pla d the window This machine serv 
to hold the ittentik of the people wil gath d 
see what it was bout The sidewalk was le 
for many days front of the display 
Bridgeport; Conn, 

rhis eity of the Remington Type 
Company's ribbon factory now is the possessor likew 
of a Reming pewri salesroom recently o 
at No 141 Fairfield ivenue The new ft 
commodious ving me entire floor with 
mechanical 1 I and a stenographers 
department ind better than that is in n ex 
cellent location rh present quarters of t Rem 
ington Typewrit« Company here in comparisor tl 
the ones previously cupied in a_ stationery store 
offer quite iz contrast 

Brussels, Belgium. i 
rhe Remington typewriter organization in Europe has 
undergone two expansions recently; one, the opening of 
the new brat ffice at Christiania, mentioned els¢ 
where ind the other the opening of a new sub-brancl 
office at 105 de la Cathedrale, Charleroi 
* 

The giving f the fifteen-year Remington typewriter 
fraternity badg¢ M Jean Herpigny who is the 
oldest member the veteran ranks of the office il 
this city, was ade the occasion of a_ celebratio it 
Mr. Herpigny’s honor which the entire city selling j 
staff was pres | 

| Buencs Aires, A, R. | 

The Remingt r'ypewriter Company office this 
city are certail doing work, the nature ff which 
conclusively shows t t as fa is they are concerned 
at least, the recent newspaper comment that Am ul 

} devices are gz pushed in Soutl Ar s 
absolutely unfounded rhe office is doing a big s 
especially with the Remington adding and ib x 
typewriter 

Buffalo, N. Y. 

Mr. David A. Kemper is representing tl M I 
| Typewriter in Ithaca, N. Y Mr. Kemper is a stude 
| t the Cornell University, and has succeeded ir 
| teresting a large number of students in the li I 

Monarch 

Mr Ww ( ( manager of the Monarct flice 
made a trip during the past week, calling rre 
spondents throughout the _ territory He reports 

ditions very favorable 

| Columbus, Ohio. 

rhe Remington typewriter sub-oftice under Cir it 

| located in this city, recently moved into new 

better quarters The address of the new Columbus 
| office is now 21 East Gay street 

Detroit, Mich, 

There is a salesman in the Remington Typewriter 

Company's office in this city whose work leserves 

mention His name is Fester, and although but a 

new man, his record is of the highest 

| Glasgow, Scotland. 

| To the five-year group of the Remington typewriter 

roll of honor nother member was added, recently 
the person of Miss Jessie Lyon of this city 

Gothenburg, Sweden. 

} To the Remington Typewriter Company roll of honor 

| two new names ives been added, Miss Ellen Svenssor 
and Mr. Kristoff Nygren, both people having joined 
the five-year ge I 
Groton, N. Y. 
| Phe Standard Typewriter Company has recently 
| established a iblicity department, which wi be 
| located at the home office in Groton, N. Y. This new 
department will be in charge of Harold McD. Brown 
| at one time manager of the company’s New York 
office, but more recently acting sales manager during 
the absenes Mr. Howell 
* * 

F. J. Howe Ss manager of the Standard Type 
writer Compatr has just returned from a successf 
trip through Europe 

Johnstown, Pa, 

Mr. Somers of the Monarch sub-office reports fine 

| prospects for big fall business He has placed 
large number ichines in the schools in his territory 
‘ 
a. W. I Fl of the Remington typewriter office 
| in Pittsburg s been transferred to his old tory 
} at Johnstow It was in this latter city that Mr 
| Flinn was stationed for so many years before joining 
the Pittsburg staff and where he did such com 
mendable work Prophesying future probabilities from 
|} past results, it may be said that Mr, Flinn will make 
| things hum is old-new territory. 














OFFICE APPLIANCES 








Broome’s Folding 


Typewriter Table 


Made of oak. Golden or Mission finish. Com- 

plete with drawer and slide. $25.00 per dozen 

1 dozen to crate. — inches, 26 inches 
ig 


A MONEY MAKER FOR DEALERS 
Write for our inter ling proposition 


THE BROOME MFG. CO. 


PERU, INDIANA 




















The Lineograph 
DUPLICATOR 


Simple in construction. Simple to 
operate. Results always satisfac- 
tory whether type or hand-written 
circular. Neat, clean, compact. 
IMPORTANT. as eograph machines are scld 


without reatrictre ¢ user to purchase of our sup- 
ies. Send for Price ye ts and descripti ve booklet 


The Lineograph Company 
Makers of Duy rsand S s 


112 Fulton St., New York, U. S. A; 


plicato 








GENERAL AGENTS WAN TE © 


eral sales agency for the United Neg mee or 


x firm interested in taking th 
revailing design but having new feat 


w hundred dollar TY PE W RI’ r E - of the f 
periority, write immediately to 


Any person 


part—fora 


of positive s 

“TYPEWRITER, ’’ Care of Office Appliances, Tribune Building, a York City 
Machine is practically ready for the market. Demonstrating models can be seer At ar 
opportunity for the right parties. 











HUNGARY 


Gluck M. Odon 
Budapest, VI. 
Liszt Ferencz-tér 18. 
is always open for novelties as Dealer or Agent. 


P. CASTELLI & CO. 


Via Dante 4, Milan, Italy 


with splendid offices and show rooms a 
open for exclusive agencies for Italy and Col 

onies in all new and practical office appliances. 
Best references. 

















STOP THAT NOISE 


Our Sponge Rubber Air Cushion Pedestals 
positively absorb all shock and deaden 
the noise of any typewriter. 





They lighten and improve the touch wonderfully—an i immense 
help to the operator—and soon pay for themselves by saving 
wear and tearon the machine. Act just like pneumatic tires. 


Agents and dealers will find this a live seller. 








Write now for our proposition. 


Michigan Office Appliance Co. 
403-4 Sun Building, . DETROIT, MICH. 





r_ Pedestals 


The Taft-Peirce 
Manufacturing 


Company 


Woonsocket, 
R, I. 



























g We develop and manufacture 
high grade mechanical specialties 
on the contract basis. 

@ We have the largest establish- 
ment in the world in our line, cone 
ducted solely on the contract basis. 


g We can han 
q Our proposition is particularly 
attractive to new enterprises. 

@Send for our literature before 
building a plant of your own. 


















Contract 
Figure Means 


An Assured Profit 


le any sized contract, 
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Ribbons and Carbons 
have created a special de- 
mand for Indeliba quality 
in every locality where 
typewriters and carbon 
paper are used. 


INDELIBA 


Hard finish varieties of 
carbon paper appeal to 
the particular trade. 
Hundreds of dealers have 
built up a paying business 


with our carbon papers. 


alone. The favorite car- 
bon paper with the mer- 
chant, banker and busi- 
ness man generally. 


INDELIBA 


Bichrome and Trichrome 
ribbons are made in a 
variety which ensures the 
dealers’ order being filled 
every time. We are never 
“out” of any line. Rib- 
bons for any machine. 
Our specific formula guar- 
antees colors and durabil- 
ity seldom equaled. 


Better get our prices to- 
day. It will mean a big. 
increase in prosperity for 
your ribbon and carbon 
department. 

















Indeliba Mfg. Co. 


ROCHESTER,N.Y. 











ve 
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708, COMPLETE Line 


. If you are in the market for ribbons 
and carbons, send us your order. We make 
everything known in these goods including car- 
bon papers, stamp ribbons, typewriter ribbons, car- 
bon rolls, also transfer papers, typewriter oil and 
numbering machine ink. 

Get acquainted with us. You will find the 


goods and prices right. 























ES the RUBBER BAND. 
A. quickest aud most secure was of tying 
sp Valuable Documents, Notes, Deeds, lusuraace 
Papecs, etc, whea putting away fur safety or 


conrenieace. Considering thelr utility aod dur 

ability, they are cheaper thao perishable rubber 

hand-ortape Three lengths aud colors S:ationers keep 

them, or write us. Sample dozen 36 io , postpaid S0e 

Universal Package Tie Device Company, 
Dept, a’ MACON, GA,, U.S.A, 


SIXTY SHEETS O PAPE 
can be held together by 


THE VISE CLIP 


No tearing, no mutilation, no losing; they 
cannot élip in any direction. Easy to put 
on or take off. Lawyers, bookkeepers, 
atenographers, business men everywhere use 
The Vise Clip. Made of solid steel, nickel 
finish. 7) cents a hundred or $1.00 a thou- 
sand. Send for a sample hundred. 


nN o. B. Graff Co., 294 Washington St., Boston, Mass. 


THE CLIP THAT GRIPS] 






















F.W. HEYTHEKKER 


Office Appliance Dealer in 
AMSTERDAM HOLLAND 


Specially organized for the sale of smal] attractive 
erticles, furniture, etc. Will be pleased to receive 
aatalogs and. prices from manufacturers. Sole dealer- 
ships preferred. Wholesale and retail. 





























GOLD PENS ‘no stvies| | CARBON PAPER AND RIBBON 


Geld Pens for Jobbers and Fountain Pen 
anufacturers. 
cmatatatien | [MACHINERY 
e 


Hard Finish Carbon Machinery 





ies 


PRO PT REPAIR SERVICE 15 years’ experience 





All makes Gold, Fountain, Stylographic Pens, 


Peocil Cases perfectly repaired and returned JOHN WALDRON cea 


day received. Satisfaction Guaranteed. 
GEO. P. GAYDOUL, 47 Aan Street, NEW YORK NEW BRUNSWICK, NEW JERSEY 




















> DESKS 


372 BROADWAY NY. 


Manufacturers of a Full Line cf 


Office Furniture 


The Trade and Stationers Supplied at 
Wholesale Rates 
SEND FOR CATALOG 0 
Sectional Office Partitions 
Carried in stock for immediate delivery. Let us 
tell you how you can take orders for partitions 
a oe without bother to you and at a good margin of 


$18.00 Net profit. 



































Kansas City, Mo. 

Mr. G. E. Johnson, of the Remington typewriter 
office of this city, has entered the five-year band of 
the Remington roll of honor. 

Krakau, Russia, 

Two members of the Remington Typewriter Com 
pany office in this city have joined the five-year group 
of the Remington roll of honor. 

London, England. 

Miss V. M. Blackler, of the Remington Typewriter 
Company office in this city has just entered the five 
year group of the Remington roll of honor 

. . > 

Another Remington Typewriter Compary man te 
enter the ten-year group of the roll of honor is Mr 
Victor Batten of this city. Not only has Mr. Batten 
served the Remington company long, but he has also 
served it well, having won for himself a very con 
spicuous place as a salesman in this city 

> . . 

Another member of the Remington Typewriter Com 
pany office in this city to have his name added to the 
Remington roll of honor is Mr. Albert 8S. J. Bridgman, 
who has entered the five-year group 

> . . 

Much publicity was attained by the Remington Type 
writer Company office in this city from the fact that 
they had advertising cards sent out on one of the first 
trips taken by the aeroplanes from Hendon to Windsor 
for the United Kingdom Aerial Post. The Aerial Post 
was extensively advertised in the British papers and 
those receiving the cards, containing the greetings of 
the Remington Typewriter Company, are in nearly 
every case keeping them as mementoes of the important 
event, 

Los Angeles, Cal, 

Last month the trade journals referred to the 
transfer of Carl Salbach, former manager of the Los 
Angeles branch to the management of the San Fran 
cisco branch of the Smith Premier Typewriter Com 
pany. However, one feature, and to Mr. Salbach the 
most satisfactory feature in connection with this 
transfer, was overlooked. We refer to the gift to 
Mr. Salbach of a beautiful silver loving-cup by the 


Los Angeles office force. Frank E. Smith, salesman 
accompanied Mr. Salbach to San Francisco and was 
presented before his departure with a watch fob to 
show the good fellowship of his fellow workers 


Louisville, Ky. 


Mr Walter J Campbell of the Remingtor yp 
writer office of this city has recently been promoted 
from the position of mechanic to that of salesman 
the Southern Kentucky and Northern Tennessee te 
tory He ‘‘brought home the bacon”’ the first day out 
and in such portion that it is safe to say he will 
heard from agai: the near future 

Madras, India. 

Mr. N. Ramiah, of the Remington typewriter orga 
ization of this city, is now a member of the five i 
group of the Remington roll of honor. 

Memphis, Tenn. 

The Remington Typewriter Company offic i this 
city has moved into new and much improved quarter 
The new bra office is located in the Gl yi 
building on Madison avenue The building is 
latest kind, being constructed of reinforced t 

Milwaukee, Wis, 

Manager Bot! of the Monarch office has been sick 
for several days with tonsilitis, but he is back at his 
desk, ready for business again 

* > - 


Minneapolis, Minn. 

Mr. George P. Chester, formerly Monarch salesmar 
in an outlying territory, has recently been appointed 
to a territory in the city, and he is meeting with 
suecess, 

> > . 

Mr. E. H. Rittenberg, formerly with the Chicago 
office of the Monarch Typewriter Company, has taken 
charge of the mechanical department for the Monarch 
company in Minneapolis 

. > > 

Mr. R. S. Ricketson, a thoroughly experienced type 
writer salesman, has joined the Monarch forces, taking 
a city territory 

Montreal, Canada. 

Mr. Paul Hudon has recently been appointed manager 
of the Montreal branch of the Monarch Typewritet 
Company. 

Moscow, Russia. 

The Remington Typewriter Company of‘this city has 
three members who have recently entered the five-year 
group of the Remington roll of honor. They are 
Messrs. Konstantin Eisenstein, Nicholaus Nizowski and 
Peter Akimovitch Meshtsherikoff. 

New Orleans, La. 

The New Orleans office of the Monarch Typewriter 
Company made a very neat exhibit through their local 
representative, Mr. A. M. Rosenthal, at the Parish 
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We are almost daily receiving 


Shipments of Typewriters 


devoting three floors entire- 







ly to the business and carry 





‘Constantly in Stock 


thousands of machines. It 









is therefore 


PROFITABLE FOR A DEALER 


to keep constantly in touch with us as from our CON- 
STANTLY RENEWED STOCK we can furnish just what 
you want in small or large orders. 

We have ready for shipment either quick selling 


Remingtons and Smith Premiers, or popular 
Underwoods, L. C. Smiths, Olivers, etc. 


TYPEWRITER EMPORIUM 


(Largest Independent Dealers in the World) 
32-34 W. LAKE ST., CHICAGO 


Established 1892 

















Check the Articles that You Use 


and drop in the mail, but be sure to check 
the articles that you use even if they are 
only leased or on trial. 







Dun or Brad- 
streets Book 


**hs Convenient as Your Favorite Pen’’ 


My business is to locate your Adding 
Machines and Typewriters, your Tele- 
phones, Bill of Lading Machines, Auto- 

hic Register Machines and Small Card 
Pind ex Cabinets, your Dun and Bradstreets 
Book, etc, where they will do the most 
good. Will you cut out this “ad” and send 
it to me? at's all I want, but I want 
you to de it now. HENDRICKS. 


Adjustable Table Co. trt'tesas, ss. 

















BUCKEYE RIBBONS 


and 
CARBONS 


are manufac- 
tured with a 
view to meet the most exacting 
demands—a characteristic worth 

the dealer’s knowledge. 


LIC 





Supply Your Customers 
with a quality that will insure their 
satisfaction and continued patron- 
age. Talk quality first—then price. 
Typewriter Ribbons for all ma- 
chines. 





Carbon Paper 
Typewriter, Billing, and pencil 








ENSDERFER 
Typewriters 


Visible 
Writing 


Light 
Action 


Interchange- 
able Type 


Back- 
Spacer 





for all purposes. 


Our Specialty: 
Multigraph, Printograph, Writ- 
erpress Ribbons with perfect match 
Typewriter Ribbons. 


Write for Samples and Prices 


The Fuckey Ribbon and Carbon 


Company, *" ‘Git 4**: Cleveland, 0. 











NEW No. 8 MODEL 
Equipped with DECIMAL TABULATOR for which no charge is made 


SEND FOR CATALOG THIRTY-TWO 


The Blickensderfer Mfg. Co. 


STAMFORD, CONN. 




















~ 
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THE 


An Office Appliance Systematizing Typewriting 


Has capacity of large roller top— yet 
closed is small and compact. 


Active dealerships 
given exclusiv:é 
protection. A few 
territories uncover 


ed 
information 


Send for ful! 





Everything 
protected 





Grand Rapids, Mich. 


Byron Typewriter Cabinet 


BYRON TYPEWRITER CABINET CO. 


So. lonia and Prescott Sts., Grand Rapids,Mich. 









Every 
thing 
at your 
tinger 
tips 


Has receptacles, 
copy holder, 
shelves, table 

space, drawers 






EXECUTIVE OFFICES: 


FACTORES ————- 


San Jose, Cal. Walkerville, Canada 











Progressive 
Originators 
SNELLING’S 


Inked Typewriter Ribbon Cloth 


Properly Inked — Non-Filling — 
Roll Lengths 

















UY your ribbons on the Reel 
plan, saving the cost for 


individual making up of 
ribbons. 
You are not aware of the 


saving until you write us for 
quotations. 





At the same time ask for Our 
New Fall Catalog ready in Oct. 
It will be worth something to your 


Business education 


SNELLING & SON, Manufacturers | | 
South Brooklyn, N. Y. 
New York Milan 
Purveyors to U. S. Government 


London 

















Johnson 
Patent 
Positioning 
Screwdriver 


THORP & MARTIN COMPANY 


Patented August 25, 1908 


This Screwdriver you will find to 


be indispensable for placing screws 


in inaccessible places on type i 

: } 
writers, adding machines and a | 
like machinery, and is especially 


handy in all kinds of repair work 
The blade is n 


iade of two pieces ol 


spring steel, which, when in posi 
tion, sO press against the walls of 
the nick of the screw as to hold it 
n a perfectly rigid position, 
matter how large or how small 
crew may be, at it can be dri 
up without dropping, as 1s tre 
juently the case when the ordinary 
crewdriver is us Itis made 
three different lengths, six, eight 


and ten inches, and each length ir 


three different sizes for small, 
medium and large screws. Any 
tther lengths or sizes made on 





60 CENTS. 


special orders 





Typewriters, Parts, Platens, Tools 
and Supplies 


BOSTON, U. S.A. 








TYPEWR 





REPEAT ORDERS RECEIVED 
LOOK—WRITE 
THE ONLY 


Over 1,000 Machines in Stock, 
all makes 


DIFFERENCE 


| 


Special Offer to Dealers 


DETROIT TYPEWRITER CO., 





Our Perfect “DETROTYPE” Re-manufactured 


by expert factory workmen are a surprise to everyone 

FROM EVERY STATE 

WEAR and GUARANTEED LIKE NEW 
IS THE PRICE 


Illustrated Catalog 


ITERS 





Late Models, Back Spacers, 
2 Colors 


“co 


Detroit, Mich., U. S. A. 


to all 








Fair which was n Alexandria, Oct. 12, 18, and 14 
Mr Rosentha I it there was much int 5 
taker in his f machines and supplies al 
sarrnie sales t I nt ople ig 
this means 

M David | f th n tlic spe 
yeek at the N “ t of tl M t I 

rit ( mij t f billing i es 

Mr W I W ‘ iveling 
tive for t \l New i) is tli 
transfer ad N ~ t } dq 
Shreveport 

Mi Ww. 0 l breve pro Mi 
spondent it VP y Mis y ing the ¢ ( 
towns 

Mr Alm ‘ s jus be ippointe 
spondent f t M r'ypewriter Company at Moss 
Point, Miss 

New York, N. Y 

Mr H Ix Laml typewriter man of zg x 
perience, has d New York city sales f« 
the light touch Monarcl 

A recent visit thre New York = offic f the 
Remington Typewrite Company was Mr. Cl M 
Marquez, manager of the Office Supply Company, tl 
Remington representatives in Honolulu Mr. Marquez 
who is a native Hawaliat has done most merit 
work for Remington in his territory ind is 10st 
enthusiastic it t Ss preset business and future 
prospects 

Another Remingtor typewritet man fron this 
to enter the t r group is Mr Clifford Orbell 

Mr. E. L. Quinn, of the Remington typewriter off 
in this city, has recently joined the ten-year grou, 
the Remington roll of honor 

The third member of the Remington typewriter offic 
in this city to ente the ten-year group of the Retr 
ington roll of hor s Mr. F. I Clapp 


The 


Remingtor 


pleased recently to receive a_ visit from Mr \ 
Peltier, the district manager of the company's 
office at Quebec under Montreal The Remingtor 
writer office Quebee is the st office opened 
by any typewrit company and Mr Peltier 
enthusiasticalls : possibilities in that field 

The latest Remington Notes 
out on the f October will pursue pol 
nounced at ‘ time the last issue was publis 
that of making distinetly st. rh 
publicatic 

Mr Samu I Hall M il field pres¢ 
sailed ! mshi Mex . n OK 
Mexie Cit M Hal x] ts » spend ! 
days in Mex 1 ¢ ' ling n t 
Monaretl | inti 

Mr I ( ks of t executive off . 
Monarch Type t Companys was married 8S 
Oct 14 to Miss M Wi i Miss Wills 
formerly empl ! f the bhookkeern 
Monarch exe 

M Harold A I manager supplies departn 
f the Monat I ewriter Company wa mart 
Miss Kate Mor Dryden, N. ¥ on Thursday, ¢ 
2 Mr. Eark resume his official duties 
wedding trip extend over a period « 
three weeks 

On Oct, 2 tl Mi h Typewriter Compa 
branch office t 99 | t street west Detr M 
This office is under t managership of M W 
Hart who ‘ connected with tl M 
company for a imbe of years in Peori I] 
Louis Mc ul New York city Mr Hart 
salesman of e most successful 
organizatior Mr Hart is to 1 congratulated 
1dvance ind ti We ar certail tha 
Monarch business that i ready bee stablis 
Detroit w k ind M H 
lireetior 

Mr. I { speed of itor an ler 

f the lig M i pewri 

sive lling Mor } 

Mr I ( I f the S 

I f pewrit 

‘ M I Ww 


Cypewriter 


Company of tl 
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TURTON’S 


(improved) 


A: Good as Any—Better than Many . “SPRING CUSHION” 














LISTS 

















In Directory publishing it is shown that 70% 
of the people shift their address in twelve months 
That is people going to and leaving the city and mR JOHN ALLEN & co. \ ~ 
removing in the city to new locations. _ ' 478-480 Pearl Street, NEW YORK . 
, 7 he ae to deliver first class pried . own Manufacturers of 4 

y the posta! record to be more ar o ina 7 
year, notwithstanding the aid of the letter car : 4 
: oe : = - - f > ar 4 ) 
riers who are always on the alert to ascertain th arbon Fraper d apace pil jee ead DO ROT Cae ee 
whereabouts of those who move -_ : 

We keep the last edition of every Directory and a ‘ : > aay —Noise reduced to practically same degree as 
make the list fresh every time it is sold. We Typewriter, Pen, Pencil and Full were machine sonpented in mid-air. 
have the small as well as the big Directories, _ Carbon. _ we = - / ; 
which gives you the added advantage of circular- Guaranteed Non-Smut ~The ONLY “cushions” made specially for each 
izing the people in the small cities who are known , Long-lasting, Clean Writings Mane — MODEL— according to actual weight 
to be better prospects in 2 and vibration. 

et ake your list y yritten letters 4 

e oo ao ist, typewritten letters Typewriter Ribbons —Permanent results guaranteed. 
add g, 


For all makes of machines. Will give We nave atrial proposition” in 
best service and insure satisfac- connection with a exclusive agency 


tion to users. basis that will interest you. 
‘s ° a ry Write For Samples . 


; and Prices. Nie C M. TURTON Manufacturer 
7 N. Fifth Ave., Chicago ie 


Nashville, Tenn. 
































ELastic BANDS 


baat Red Treasury 
Seanmmicr/ DAvoL PaRA 











/ \\ “4 
AND ~" TRADE MARK ° E ie Sony 
QUAKER BRAND THE STANDARD FORALL = ntwoens voice PERFEDTINY 
PURE GUM RUBBER GOODS DiIsTINCT.FiTs ANY TELEPHON 
Receiver. (¢ 
ALL ABSOLUTELY GUARANTEED manuractuneo ev 
WRITE For PRICES QING > Write For PRICESy 























THE? WHITNEY SELF. 
FILLING FOUNTAIN PEN 


This penis filled instantly by oy raising 


The PHONE-EZE Dealers: 


Telephone Bracket} | No troubie 















































sellin a little lever and allowing it to fall back into 
4 its natural position. It does away with the 
old style filling that is so apt to result in 
S ta ys P ut a ink-soiled hands and clothes. 
A Self-filling Whitney cannot leak. It will 
Turns All ot sweat or drop ink. It writes with a 
Way Around steady, even flow s ink and starts the mo- 
ment the pen touches paper. 
A child or a grown PAPER FASTENERS Whitney Pens are guaranteed to be satis- 
person standing or : 1 factory and free from all defects in material 
seated can use it. The one fastener that really or workmanship. Our 365 day guarantee 
does the work—fastens securely goes with each pen. 
Style— through every sheet—top, bot- A i 3 
A—Side of roll tom, middle. Retails at 15c¢ a This No. 40 Whitney is $3.00 
top desk handy little box of 100 aT INS ee 
, . Write for free samples—5 sizes rite forinterestin 
fm = —to show your customers. DEALERS ee ee ae 
Side make a big profit on quick sales of Whitney 
Ce et Sat The De Long Hook and Guaranteed Fountain Pens and Dry Pow- 
Soe. der and Fluid Fountain Pen Inks. We fur- 
D—Wall or par- Eye Company nish all-glass show age, aneoee Coley 
iti 8 angers an 7 
won. PHILADELPHIA Whitney Fountein Pens are strong sellers 
E—Top of roll because of the quality, the yearly guarantee 
top desk. and our national advertising. Illustrated 
F—Floor or sta- catalog, free, showing complete line. 
tion use. i 
HITNEY-RICHARDS CO. . 
Style F Ask your dealer or write THE W , 
SEELY OFFICE APPLIANCE CO Prt eee eae a 
. PAPER FASTENERS ar Tike leveland, Ohio, U. S. A. 
114 Liberty Street New York City a a Cleve 3 " f 
a LL A ac ee : 
"GREER RR RE EE BE RE RE EA ELE LE Zi CIC RAR LEE 







This space in December will advertise our “Space Saver” 
Something absolutely new 


THE CLINGH CLIP CO., 192-96 Seneca St., Buffalo, N. Y. 
Tansnenssmsdeiniiilinaiaieesatieaeeineaaiaieiiaall a aaan =) =a) a) =) 2a) apa) a) a) a) aap =) s)5) =) =a 
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is always before the eyes of those users who are 
content with nothing short of the best. 
“Cobweb” and ‘Satin Finish’’ carbons are 
famous for clear impressions and durability. 
“Satin Finish” and ‘‘Gold Seal’’ typewriter 
ribbons are renowned as the ultimate in type- 
writer ribbon efficiency. Their uniformity of 
color and of texture, and their non-filling qual- 
ities give them a special standard all their own. 


DEALERS 


Many dealers have built up their business on 
the ‘‘Little’’ line. Samples and prices will be 
sent on request to interested parties. 


A. P. LITTLE 


Main Office and Pactory 


ROCHESTER, NEW YORK, U. S. A. 
Branch Offices : 
NEW YORK, PHILADELPHIA, PITTSBURGH, CLEVELAND, WASHINGTON, D. C. 
Distributing Offices : 
For Chicago and the West: 
ROCK WELL-BARNES CO., CHICAGO 
For London and the Continent: Wm. Hoare & Co., 28 Basinghall St , London, E. C. 
For Australia: Stott & Hoare, 426 Collins St., Melbourne. 

The New York Office is a spacious ground floor at 287 Broadway, Cor. 
Reade St., the largest, finest and best equipped office in the world devoted 
solely to Typewriter Supplies. Dealers, Typewriter Men, Purchasing Agents 
always welcome 
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Oliver for many years in the thriving town of 


field representative. At the present time he is making 
a tour of the Monarch offices and dealers. Both Mr 
Phelan and the Monarch Typewriter Company are to 
be congratulated 

. > > 

Mr. Harry D. Jacobs, manager of the Monarch 
Typewriter Company branch office, Philadelphia, was 
a recent caller at the executive offices, 300 Broadway 

al > . 

Mr. C. B. Heater, of the Monarch Typewriter Com 
pany executive offices, is looking over the western 
field in the interest of the company 

* . > 

A meeting of the creditors of the Typewriter In 

spection Company of New York was held Nov. 6, and 


a committee was appointed to confer with the head 
of the company, Mr. Thomas, to see what he could d 
toward making an offer for the company as a running 
concern It is reported that the present outlook in 


dicates about a 5 per cent dividend Liabilities are 
stated to be about $27,000, in round figures, the larger 
portion of which is secured by collateral which is 
said to be the personal property of Mr. Thomas. Of 
the entire liabilities the unsecured debts are said to 
approximate $11,000. The assets, consisting of stock 
of goods, office furniture and outstanding accounts, are 
reported to aggregate about $3,700. The committee 
appointed to confer with Mr. Thomas will meet agair 
on the 14th of November and confer with the referee 
with regard to the sale of the entire assets, which 
will be advertised for the 16th It is reported that 
some of those who were connected with Mr. Thomas 
have organized another company and have taken over 
much of the business which was formerly in the hands 
of the Typewriter Inspection Company. 

Oklahoma City, Okla. 

Mr F. H Hurry, of the Remington typewriter 
forces in this territory, has recently become a member 
of the five-year band of the roll of honor. 

> > * 

The manager of the Remington Typewriter Com 
pany’s office in this city, Mr. A. C. Plage, having 
completed his fifth year with the compafy, has joined 
the five-year group of the roll of honor. 

Oakland, Cal. 

L. and M. Alexander & Company, Coast agents for 
the L. C. Smith Bros. typewriter, have opened offices 
in the Commercial building, Oakland, under the mar 
agement of 8S. D. Pine 

> > . 

Joorfetz & Moon, proprietors of the Oakland Type 
writer Exchange, 952 Broadway, Oakland, agents ir 
this territory for the Smith Premier, and rebuilders of 
all makes of machines, report business good 

> . > 

The constantly growing business of the Royal Type 

writer Company has necessitated opening an office at 


215 Realty Syndicate building, Oakland, under the 
management of that premier salesman of the old 
guard, Robt. Stiles. 
Omaha, Neb. 
R. O. Watkins, who has been local agent for the 


ra 


| Buffalo, Wyo., paid his first visit to Omaha last 


month and reports business as good as ever Mr 
Watkins has made the Oliver machine the standard 


| at Buffalo and deserves the success that he has 


enjoyed. 
. * > 


G. E. Learman is now in charge of the Black Hills 


| for the Oliver 


| the beginning of the year Under Mr. Courtois 


> . . 

J. E. Sweet, an old Oliver warhorse, has returned 
to the service and is reported as making a splendid 
success in his Nebraska field. 

Ord, Nebr. 


W. W. Haskell, Oliver local agent at Ord, Nebr., ts 
keeping up his splendid work in that territory and 
has enjoyed a bigger business than ever this year 

Paris, France. 

The ten-year group of the Remington typewriter 
roll of honor ist was increased recently when Miss 
E. Giraud of the Remington office in this city joined 
that divisior 

al > > 


To Mr. C. Courtois, the French provincial manager 


for the Remington Typewriter Company, is due a great 
deal of credit for the heavy increase in sales which 
has taken plac since he assumed his present office at 


Remington provincial staff has nearly trebled and 
there are now very few points in the French territory 


| which are not well covered Railway communicatior 


outside of the big centres being very unsatisfactory 


| makes the provincial problem all the more hard 


solve That this obstacle has been overcome is being 

demonstrated every day by the steady increase in sales 
throughout the provincial territory 
Philadelphia, Pa. 

Mr. W. C. MeLaughlin, resident sales manager for 

the Monarch Typewriter Company at York, Pa made 

an attractive display of Monarch machines during the 
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““MARY SVILLEB’”’ 


OFFICE DESKS 


includes flat tops, roll tops, typewriter and bookkeep- 
er’s desks—each one a money-maker for dealers. 

Our typewriter attachment No. 1, for which pat- 
ent has been applied, will make any ordinary desk 








Don’t 
Blame 


the 
Operator 





No. 500 


Queen Typewriter Desk. 


(PATENTED) 


writer base 26 in. high Weight 
crated 100 pounds. 

Two large drawers, a fine sta- 
tionery cabinet with drawer, which 
is closed with door, fitted with 
lock, and extension slide directly 
beneath the top of pedestal, mak- 
ing the most valuable Typewriter 
Desk now on the market. Shipped 
complete with our latest patented 
copyholder, placing copy in direct 
line of vision. 

In opening the door in pedestal 
the paper cabinet is brought di- 
rectly to the front of desk, making 
easy access to the papers, etc. The 
back of the dooris made flat, on 
which to place papers when the 
desk is in use 

Finish and workmanship guar- 
anteed. 


now in use a typewriter desk. Whenever the type- 





(Patent applied! or) 


Miller’s Standard Pneumatic Ear Cushions 
will overcome 90% of poor telephone service. 


writer is not in use it disappears out of the way —no They fit the ear snugly and bring your far- 
42 in. wide, 24 in. deep. Type- trouble whatever to set in place or put out of sight. nee. 


away friend in talking 
Miller’s Standard Pneumatic Ear Cushions 


Write at once for catalogue of our complete line, mean the soothing comfort of telephone eon 
yrices, best dealer’ eet tar ee ~ oy a 

‘eS, Ss saler S$ rbances an i 4 , 
always connected Cw 3 ward rubber 


discounts, etc. receiver. 

Miller’s Standard Pneumatic Ear Cashions 
are sanitary. They can be instantly detached 
and cleaned in a few minutes. They are meade 











to fit any standard receiver and will 
definitely. 


If your Stationer or Rubber Dealer can’t 
supply you, send his name, or order from 
us, enclosing 50 cents. 


Agents Wanted 


The MILLER RUBBER CO. 
Dept. 2, So. High St., AKRON, OHIO, U.S.A. 


Marysville 

Cabinet 

Company 
Marysville, Ohio 
































Center Shaft Hollow End Pen Holders 


PREVENT @' OTR AND INK-STAINED FINGERS 


PRACTICAL — and 
Mechanically Right 


CLAIMS: 


Attractive finishes. 
Symmetrical appearance. 












SS SS 
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CENTER SHAFT PEN HOLDER CO., - - Hanover, Pa. 


Any style of steel pen exactly 
centered. 

May be laid on desk or open book 
without pen touching. 

DURABLE. 
A Perfect Pen Holder 
that sells and gives satisfaction. 
SEND for SAMPLES AND TRADE DISCOUNTS to 








Account for Every 
/| LABOR MINUTE | \ 


Here is the one logical method of keep- 
ing an accurate account of when you 
received and when you sent out letters, 
orders, contracts, etc. It will avoid all 


; disputes, as it rg 
every minute of the 

Follett's day oe night. 
NEWMODEL #! Absolutely autematic, 
: requires no attention 
Time : and is the only POSI- 
a TIVELY ACCURATE 
— register on the mar- 






























FOR FULL 
INFORMATION 








FOLLETT TIME REC. CO. 
671 Hudson Street, NEW YORK CITY 
Western Office: 126 Russ Bidg., Sen Francisce, Cal. 














The “L. E. B.” “Binder” Clip 


(Patent Applied for) 
An invention that revolutionizes this style 
of Clip. 


After the Binder Clip is applied the arms may 
be reversed and snapped against the documents 
or papers and thus kept out of the way. 


The cut is full size, and the Clip will hold from 
two to several hundred letters or memoranda. 





Hi When used at the side—instead of the top— 
Hi of the papers, a compete book is made, the 
pages of which may be easily opened and turned. 


When one arm is reversed against the papers 
the other forms a good hook or hanger. 


= —w Price, 5 cents each. (50 cents per dozen.) 


Catalogue o Office Specialties sent upon request. 


CUSHMAN & DENISON MFG. CO. **92¢%Bs Ph.4" 
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KEYSTONE 


CARBON PAPERS AND 
TYPEWRITER RIBBONS 


are famous for service. A sheet of Keystone Carbon 
Paper will be giving good service long after papers of 
other makes have been discarded. A Keystone type- 
writer ribbon will be turning out uniformly clean, 
beautiful letters long after ribbons of other makes are 
punched full of holes and doing “spotty”’ work. 


The secret of the durability of the Keystone pro- 
ducts is not alone in the quality of materials used. It 
is also a visible evidence to the user of skill in the pro- 
cess of manufacture—it is the result of long experience 
in over-coming defects that are unsurmountable to the 
novitiate. 


Dealers who wish to build a permanent, profitable 
typewriter department—a department which is built 
on the right service, the right goods—are invited to 
write us for samples and prices of our complete line. 


Selecting the line of typewriter ribbons and carbon 
papers which you are to handle and upon which you 
are to stake your reputation with your customer is 
serious business, and you cannot afford to over-look 
any of the fine points. 


Be sure to get full details of our proposition before 
making a definite commitment. 


Keystone Carbon Paper Mfg. Co. 


Home Office and Factory: FRANKLIN, PA. 
NEW YORK OFFICE: 26 Broadway 
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York fair, Oct. 3, 4 and 5, interesting many business | 
men in the Monarch machine and securing a number of 
j orders i 
— 
Previous to the tomobile race in Fairmount park 
the Monarch Philadelphia office displayed in their win 
dow large pictures of the famous drivers and panorami 
views of the track ntermingled with Monarch ma 
chines, attracting many people to our store 
* * * 
Mr. W. W. Prior, Monarch representative at Trent 
made a display f Monarch machines during 
frenton fair, Sept. 25 to 29, resulting in the sale 
two No. 3 Monarchs Mr. Prior enlarged his Trent 
quarters recent) 
Pittsburg, Pa. 
Mr. T. E. Mille von the gold watch offered ‘ 
Monarch = offic for showing the largest increase f 
business during the immer months He was giver 
close race by Mr Williams and Mr. Thomas 
“ee we 


| Oregon, which experience should serve him in good 


Mr. B. F. Turner is a new salesman at the Monarct 
office, handling a downtown territory. Mr. Turner has 
had considerable experience in operating different ma 
chines and is fitted for a very successful selling record 
by his other business experience 

Portland, Ore, 

Mr. H. H. Humphrey, who was formerly a member 
of the Remington Typewriter office in Spokane, before 
he went into business for himself, has again entered 
the employ of his old company, this time to work for 
the Portland office In years gone by, Mr. Humphrey 
traveled the ‘Palouse Country’’ where he made a 
splendid record for himself Mr. Humphrey found that 
the new model Remingtons and the Wahl adder were 
too good as selling propositions to let go and hence 
his return to the company From his past work for 
the Remington Typewriter Company it is safe to say 
that there will be something doing when Mr. Humphrey 
cuts loose in the Eastern Oregon territory to which he 
has been assigned 

: a's 

An old typewriter man, Mr. John R. Robertson, has 
entered the employ of the Remington typewriter office 
in this city Mr. Robertson was formerly of Kansas 
City and Chicago 

> . . 

Another new salesman to enter the employ of tt 
Remington Typewriter Company office in this city 
is Mr. A. 8. Ashley For the past three years Mr 
Ashley has been interested in the forming of com 
mercial clubs in the small towns in the state of 


stead as a Remington typewriter salesman Another 
asset which Mr. Ashley possesses is his experience 

the office of one of the local railroads where he a 
quired a knowledge of accounting systems whic! 
should prove of especial value to him in selling Wah 





adders Mr Ashley will travel the Southern Oregor 
territory 
. * > 
No less thar one hundred Remington typewriter 
were delivered to one school recently in this city rhe 


Bebnke-Walker Business College which gave this tr 
mendous order made the delivery of the machines the 


| occasion of a_ celebration As many of the type 


writers as could be loaded on a six-horse dray were 
placed thereon and the rest were put on a _ second 
truck Ahead of the two big loads was a large touring 
ear in which rode the officers of the school and lead 
ing the parade was a brass band which conducted the 
procession through the business streets of the city 
Attracted by the martial strains, the people flocked 
to the streets from which the music came to look at 
the procession and see the large banners floating fror 
standards on the trucks which announced that this was 
the largest order for writing machines ever placed ! 
the northwest 
Prag, Bohemia. 

The five-year group of the Remington Typewriter 
Company's roll of honor has recently bee n increased 
by the advent t its membership of Mrs. Stefanie 
Julisch of this city 

Providence, R. I. 
Mr. Chas. Essex, the city salesman for the Reming 


ton company in Providence, has resigned and 





a position with the Underwood company He now as 
| charge of a sub-branch at Waterbury, Con: M 

Essex has many friends among the business n 

Providence and they all wish him well, feeling sure 


that he will more than make good in his new posit 

* . 
The Underwood yitice says that business is sti 

continuing to boom with them and they are still gett 


more orders than they an promptly fill. 
. > . 


Mr. MeMillan of the L. C. Smith Company has be 


doing a good business and his competitors il 
typewriter business have found him to be very activ 
a > 
Mr \ E. Clarksor the popular country salesma 
at Underwood office, reports October as being an ex 


ceptionally good month with him 
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Terrell’s Steel Wardrobes 


A sanitary office necessity at a popular price. 
It is imperative that garments be kept in a 
neat, clean place, safe from intruders, disease 
germs and mice. 

The Terrell Steel Wardrobe is designed espe- 
cially for office use and will harmonize with 
the most elegant appointments. 

It is made of heavy patent leveled furniture 
steel, and fitted with a combination lock (or 
key-lock if desired). It has a hat shelf, four 
two-prong enameled steel hooks, and a rod for 
clothes hangers. Finished in baked enamel, 
olive green, maroon or black. 

FIRE-PROOF — It saves its cost in reduced 
insurance rates. 

Compact, durable, low in cost and high in 


efficiency. 
DEALERS 


The special interlocking slip joints make it easy 
to erect these wardrobes when shipped K. D. 
Ventilation in door omitted when desired. 
With or without casters. 

Can be sold easily to factories, schools, armo- 
ries, lodges, clubs, and all other places where 
lockers are needed, as well as offices. 











Write at once for catalogue, prices and terms. 


TERRELL’S EQUIPMENT CO., Geana irapise’ tien’ 


Buy a 
C. A. Cook 
Office Chair 

















Desks 


Medium Priced 
Durably Built 
Conveniently Arranged 
‘*Never-*tick'’ Drawers 


DEALERS 


We have been making a specialty 
of office desks for years, and have 
recen.ily added a complete line of roll 
top, flat top, and standing SANI- 
TARY DESKS. 

Dealers find this line a money- 
maker. It is popular in price and 
quality, with a good margin of profit. 

















NEW CATALOG JUST ISSUED. WRITE FORONE AT ONCE. 


THE TELL CITY DESK CO. 


TELL CITY, INDIANA, U.S. A. 

































and see for yourself what an 
easy, comfortable, high-grade 
product it is. We know that 
when you have once bought a 
"COOK" Chair for your office 
that you will hereafter insist 
upon having this kind only. 


COOK OFFICE CHAIRS can 
be secured from any live office 
furniture, stationery, or supply 
dealer of your city. If your 
dealer does not handle them, 
drop us a postal card and we 
will tell you of one who does. 


Better write us anyhow for our 
catalogue and prices so that you 
ean file it for future reference. 


DEALERS 


We have a big oppactaey for 
wide awake dealers to handle 
our high-grade quality office 
chairs in each town. If you sell 
ribbons and carbons or any- 
thing else in the supply line, 
and do not also get the chair 
business, you are losing money. 


Drop us a line to-day, and we 
will show you how we can in- 
crease your profits at once and 
enlarge your selling field. 


CA. (00k (0. 


Manufacturers 
16-28 Osborne St. 


Cambridge, Mass. 
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SUPERIOR 
OFFICE CHAIRS 


There is a fine, distinctive exclusiveness about 
Marble & Shattuck Chairs in both design 
and workmanship which places them far in 


advance of the times. 


DEALERS 


We have a money-making proposition to offer 
a dealer in each town who caters to the best 
business element in his community. Firms 
who can control large bank, corporation, city, 
county and state contracts should write us at 


once for full details regarding our proposition. 


Catalog on request. 











NEW YORK OFFICE 
815 Marbridge Bldg. 
Herald Square 
A. B. HUNN 


CHICAGO OFFICE 
304 South Wabash Ave. 
FRED D. HILLS 
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Fully Repaired Typewriters 


$3.50 


Over the Rough Price 


Each machine is eupioget with a new 
platen It is completely repaired, ben- 
zine cleaned, re-aligned, re-striped and 
re-varnished. § Youcan't get AS GOODa 
job anywhere else on earth for the money. 


SEND FOR PRICE LIST OR GIVE 
US A TRIAL ORDER AT ONCE 


TYPEWRITERS 





143 N. Dearborn St. CHICAGO, ILL 


saab b babii iid iiidied 











We manufacture 
the finest line of 


Sanitary 
Steel 
Chairs 


Typewriter, High 
and Low Desk— 
also Waiting 
Room Chairs and 
Counter Stools. 


Ask for cuts 
and prices 
They are right 


The Celina 


Specialty Co. 
Celina, Ohio 














throughout the United States 





THE NATIONAL WEEKLY BULLETIN 


IS NECESSARY TO YOUR SALES DEPARTMENT 


BECAUSE 


It is a complete classified list of all new corporations in the United States. 


The National Weekly Bulletin has no Competitors 


There 1s no other publication that attempts to give youa complete classified list of ALL new cor mpanies 
The publishers of this magazine are using our bulletin and we can also refer 

ou to some of the largest companies in nearly every line of business who will recomme nd our publication. 
There are approximately one thousand new corporations in the United States every wee 


Write for sample copy and full particulars 


National Sales Promotion Co., Publishers, 


Kalamazoo, Mich. 




















San Diego, Cal. 

The Remington Typewriter Company hs opened a 
new sub-branch office in this city at 1519 D street 
under the management of Mr. Henry 8S. Horner The 
promise of a boom for San Diego as a business center 
when the canal is completed is bright. 

San Francisco, Cal. 

Paul F. West, manager of the San Francisco branch 
of the Royal Typewriter Company, has returned from 
his trip in Southern California He found business 


good in the south, 
> . > 


| Aa Wood, senior salesman for the Underwood 


Typewriter Company at San _ Francisco broke all 
previous sales records for the month of September and 
expects to win the ‘“‘trip to the factory’’ priz 

. . . 


114 Bush street, has 


signifying 


The store of C. H. Jenkins Co., 
just been repainted outside a deep red 
business enthusiasm. Mr. Jenkins reports the sales o 
Blickensderfer typewriters showing a steady increase 

> . . 
T. J. Dayley, of the Sun Typewriter Company, New 
York, is on the Coast making a campaign for his 
The latest specialty by this company (San 
eck 


machine, 
Francisco office at 107 Montgomery street) is a cl 
writer which is sure to win a big market This ma- 
chine is designed solely for check writing and entails 
but a single operation of types, doing away with the 
necessity of a preparatory machine. Every type is 
perforated and inked with indelible ink 
. . . 

H. E. Wilde, of the Remington Company, has 1 
turned from a business trip to New York, and is 
again prepared to make things hum in his line on the 
Coast. H. J. Hastings, assistant manager of the local 
Remington branch, is home again after a short visit 
to Los Angeles 

. > . 

W. H. Fowler, formerly with tae Smith Premier 
Company, at Portland, Ore., is now making the San 
Joaquin Valley from the San Francisco office He is 
doing fine business in his new field. Frank E. Smith 
who was head salesman at the Los Angeles office, 
is now assigned to take care of the Smith Premier 
business in San Francisco north of Market street 
W. A. Ramsey, formerly manager of the local office 
now has the Coast territory from the San Francisco 
office. 

> . a 

The local offices of the Oliver Typewriter Company 
will move from the old quarters at 241 California 
street to larger and better quarters at 36S Pine 
street before November 1 

. > > 

The local office of the Underwood Typewriter Com 
pany is having a rush of business with the special 
machines, the check writer, billing machines, ete 
The western sales force is just getting started on the 
Underwood Computing machine which is made to 
meet the special requirements of different companies 
and from now on greater attention will be given te 
this departure. D. M. Leadley, a San Francisco type 
writer man of long experience, has now been placed 
in charge of the sub-branch of the Underwood com 
Sacramento 

St. Louis, Mo. 
Mr. E. A. Bulger, who has been with another type 
traveling southwest Missouri, has 


pany at 


writer company 
taken a position with the St. Louis office of the 
Monarch. 

The St. Louis office of the Monarch has sustained a 
loss in the departure of Mr. Bert Goebbels, one of the 
most popular and capable salesmen in this city, he 
having gone to Detroit, Mich., to demonstrate the 
many advantages of the Monarch to the citizens of that 
fast-growing metropolis. In this connection, we might 
make casual mention of the fact that Mr. Walter D 
Hart, who is now manager of the Detroit office of the 
Monarch, is a product of the Monarch St. Louis office. 

> . > 

Mr. R. M. Jones, manager of the St. Louis office of 
the Monarch returned from a 
most profitable 
Regardless of the fact that this section has been 
experiencing one of the worst drouths fin recent history, 
the only drouth the Monarch office has known has been 


a searcity of machines with which to fill the orders 
> > . 


Typewriter Company, 
trip to several ponts in his territory 


Seoville, recently appointed manager of 
Monarch office, has made a good 
largest 


Mr. R. § 
the Springfield, Ill 
start by taking several nice orders from the 
typewriter users in central Illinois. 

> . . 
St. Paul, Minn. 

Mr. W. H. Brennan, of the Monarch Typewriter Com 
pany, has been promoted recently to a city territory 
Mr. Brennan has been successful from the start 

Sw.tzerland. 

he Remington Typewriter Company have no less 
than eight salesrooms in Switzerland. They are located 
in Berne, Lausanne, Fribourg, Zurich, Basle, Geneva, 
Lacerne and Lugano 
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Some Stationers 


and Some Office Supply Dealers 
Are Making Money 


Every Minute for Two Reasons 


1—They know what to buy, where to buy 
and how to buy 


2—They know how to sell 


This may sound simple to some of you who read it, but it is not so 
simple as it may sounds. 

More buyers than you suspect never get as much as a ‘“‘look-in’’ to in- 
side prices and to the many hidden by-ways of saving money for the 
house in getting goods from the factory or jobber to the consumer, and 
More store managers than you suspect never get anywhere near to the 
hundred-and-one ways of adding a little here and a little there to the 
regular per cent of profit. 

A former clerk for one of the biggest and one of the most advertised 
office supply concerns in the United States during the past four years 
has risen to the position of general manager. 

That man can recite whole pages from the Managers’, Buyers’, Selling 
and Local Advertising articles in MODERN METHODS. 

He is a “‘ live wire.”’ He knows where to look for suggestions that will 
help him to Manage, Buy and Sell to the best possible advantage. He 
knows when he is reading one of those articles in MODERN METH- 
ODS that that article was written FOR HIM and he knows how to get 
out of it all the good there is in it for him. 

Every issue of MODERN METHODS containes articles carefully pre- 
pared by men who are well paid for their work and that is why they 
do it so well. 


F 1 00 we send you MODERN METHODS one year and 
or $ ° free and prepaid, a copy of Sherwin Cody’s wonder- 
ful book ‘‘HOW TO DO BUSINESS BY LETTER” or a copy of 
Arthur R. Markel’s great book, ‘‘ COLLECTION LETTERS.” Address 


MODERN METHODS 


38 R. & B. BUILDING DETROIT, ICH. 


























DURABLE, PRACTICAL, UNIQUE AND NOVEL 
Advertising Souvenirs 


Your ad die stamped on the 


“ARNE” PENCIL SHARPENER 


Best Penc il Sharpener ever invented. It works 
ike a plane Stops cutting after pencil is sharpened 
Has a round adjustable blade that will cut up twenty 


eet of pencil before need be sharpened. Blade can be 
removed and sharpened, thus making it everlasting 


3 IN ONE COMBINATION 


Comb, Penknife and Cigar Clipper 
Best Pocket Aluminum Comb, Keenly Sharpened 
Steel Penknife, a Perfect Cigar Clipper 


Prices are Right. Time is Short. Order Now. 


ARNE MANUFACTURING COMPANY, RACINE, WIS. 


Patentees and Sole Manufacturers 





ik, 


7 | 
We Are Onthe 
- Lookout for 


Money Makers 


We can open a way to 
larger profits for any 
office supply salesman 
who is making money 
today. 


More money is what 
YOU want. That 
is the opportunity 
which this advertise- 
ment gives you. 


Write us at once for 
full particulars regard- 
ing our exclusive plan 
of local representation 
by which we protect 
you and co-operate 
with you to help you 
secure large sales at 
right prices. 


Republic - Dodge rib- 
bons and carbons: are 
well known —durability 
and clearness of impres- 
sion have made them — 
famous. 


We have a few terri- 
tories open where bus- 
iness is literally waiting 
for some one to come 
around and grab it. 


Are you the man? 


Write, right now for 
complete sales plan, 
samples, prices, etc. 








Republic - Dodge 
Mfg. Co. 


Pearl and Prospect Streets 





BROOKLYN, N. Y. 














il 
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UNION UNION UNION UNION UNION UNION 


UNION 


UNION UNION 


UNION 








Your Own Brand 





Typewriter Ribbons 
and Carbon Papers 


EALERS who wish to handle a line of 
Typewriter Ribbons and Carbon 
Papers under their own imprint will find 
our proposition exceptionally attractive. 
We can make up for you as fine a line of 
goods as any advertised brand, and at the 
same time give you the advantage of hav- 
ing your own trade mark on them so you 
will be sure to receive the repeat orders. 


Dealers who prefer handling nationally 
known brands will find our SUMMIT, 
APEX and CYCLO lines unequalled for 


merit and purchaseable at a price which 


insures a handsome profit. 


No matter 


what your needs or desires are in the 
matter of ribbons and carbons, you will 
find that ‘‘UNION”’ can supply you with 


every service you require. 


Our facilities are unlimited and we place 
our entire experience, capital and equip- 


ment at your disposal. 


Write for full particulars at once. 


Union Ribbon & Carbon Co. 


Front and Laurel Streets 


Philadelphia, Pa. 








NOINN! NOINN! 


NOINN‘ 


NOIN?A 


NOIN!| NOIN!A NOINNA 


NOINS!‘ 


NOINS! 


NOINND 




















Syracuse, N. Y, 


The Syracuse Typewriter Exchange, represented 
L. M. Clifford, report having done a fine business 
during the month of October, both in new and second 


hand machines. The exchange have the agency for the 


Royal 
m . . > 
L. C. Marsde sales manager for the Underwood 
fypewriter Company at Syracuse. says his greatest 


trouble at present is trying to solve the problem of 
getting enough machines from the factory for bis 
territory 
. . > 
Now that baseball is over, the boys are taking 
bowling for a pastime. The Monarch’s and the L { 
Smith are members of the Commercial League and 
bowling some. November 1 the L. C. Smith's are in the 
lead with 11 games won and 4 lost, the Monarch’s 
are 2d with 8 games won and 7 lost Next week the 
typewriter rooters will be out in full form as the lead 
ers clash. At the present time the Smith's are rolling 
the best ball although the Monarch’s held the lead 
at one time 
. . > 
The typewriter situation in Syracuse shows no let 
up; in fact, the companies are farther behind on filling 
orders than they were a month ago It is expected 
that the L. C. Smith factory. will be in better shape 
in a short time as they are now installing new ma 
chinery in the addition to their factory which was 
being built this summer, 
. . > 
Alexander T. Brown, president of the Smith Premier 
Company, was one of five selected by Mayor Edw 
Schoeneck to take up the great municipal problem of 
Syracuse Mr. Brown has been before the Syracuss 
public for over thirty years as an inventor, manufa 
turer and capitalist, and is now connected with 
companies as the H. H. Franklin Automobile Compar 
Brown-Lipe Co Brown-Lipe-Chapin Co., and mar 
others. He also is a director of the Third National 
Bank, and is identified with the chamber of commerce 
and many charitable organizations 
. . > 
Mr. Raymnod L. Williams, of the Monarch ft 
writer works, was married Oct. 12 to Miss Jessie |} 
Hauck 


Utica, N. Y. 

The Remington typewriter band was much in evi 
dence during the celebration of ‘‘Utica Day’’ In this 
city. Among the several concerts which it gave was a 
complimentary one to Vice-President Sherman, in front 
of his residence on Genesee street Not only was the 


vice-president’s family enjoyably entertained but als 
the people of the neighborhood who came to hear the 
music. At the conclusion of the concert Mrs. Sherman 
served ice cream and cake and Mr. Sherman made 
speech, in which he complimented the band highly and 
expressed his appreciation of the honor 


Vienna, Austria. 


The Remington typewriter roll of honor list has 
been lengthened recently by the addition of the names 
of Mrs. Luise Staudinger and Mrs. Josephine Bachinger 
to the five-year group Both are members f the 
Remington staff in this city. 

. . . 


The firm of Glosglowsky & Company, agents for the 
Remington, have taken up the sale of a folding type 
writer manufactured in Vienna by the sewing machine 
manufacturers, Engler & Company This machine 
sold under the name of ‘‘Proteus,’’ and is said to be 
an imitation of the standard folding typewrite 

. * . 

The Rex Company, agents for the L. C. Smith & 
Bros. typewriter at Vienna, gave notice to the police 
some time ago, that thirty-two machines and othe 
goods had been stolen from their furnishings The 
police succeeded in arresting the man who took the 


goods—a mechanic, 28 years of age, by the name of Kat 
Gady. He was sent by the Rex Company to Syracuse 
in 1907 to study the L. C. Smith machine thers It 


is reported that Gady has been at his operations for 
some years, and in his house had a shop where h 
kept the stolen typewriters, machine parts and tools 
\ man employed by a railroad company figured as the 


owner of the shop About six months ago the shoy 
was sold to a typewriter agent, for 14,745 kroners 
Only a small part of the selling price had bee paid 
ind the greater part of the stock remained, so that 
the real loss of the Rex Company is reduced t n 


minimum 


Washington, D. C. 


Mr Clyde {¢ Dunnington, the popular Monarch 
salesman who was married a few weeks ago, is the 
recipient of a very handsome dinner service, the gift 
of the employes of the Washington office of th 
Monarch Typewriter Company. 

> . > 


Mr. J. Harry Kennedy, a popular young business mar 
of Frederick, Md., bas recently been appointed Monarch 
representative for Frederick and vicinity 
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Only $2. Per 100 








Beach’s 
“COMMON 
SENSE” 


















































Enthusiasm 


1S 


Contagious. 


“Catch It” 
And Make 


? 
Travelers | 
Expense 4 ? | 
Book MONDAY || Money 
Name...... | 
Dete...... 19 | Al If you get dull 
—-— | MR. D E E or dispirited you 
ITEMS AMOUNT | need a “bracer,” tonic in effect, a money 
: | maker, eye pleaser and satisfaction giver 
ne oe | that will give you “Ginger” and the real 
Ba acl ||| “Catching” enthusiasm which sells goods 
cceser scenes sens spontaneously. Established demand 
jaudkekwantcuane assists. 
Cass Pate Seems. so s0eseuns . 
ee eer ee . 
ene | | Right 
i cscs see | | 
Mileage Books, R b ilt 
Excess Baggage, | e u 
Livery, | 
“The Man They All Know” Sleeping Car,. . - «| | Underwood 
Baggage Transfer, "Bus, Etc. . 
Telegrams, Postage, Etc. e e@ 
The Cheapest and Best Visi e 
Books in the Market. wiaainoen | | 
Traveling | ' 
raveling Men, Book- _ ||| Typewriters 
keepers, Business Men ee 
all it» shen Total Expenses for the day, 
o 





Samples Free Upon Application. 


“I have used your books for several years, they are the 


best of the kind there is." —ARTHUR BARLOW. 


..-PRICES... 


Weekly Common Sense Expense Books, per 100 $2.00 
Monthly Common Sense Expense books, per 100 . 4.00 


Personal Expense Books, per 100.............. 


4.00 








E. H. BEACH, Publisher 


N. B.—Obtain the real thing fresh from 
the Home of “Rebuilt Like New.’’ 


We have them (also others) 


‘Write for new Price List just issued 


| GENERAL TYPEWRITER 


EXCHANGE, Inc. 


21 Murray Street 


NEW YORK - U.S.A. 


DETROIT, MICH., U. S. A. 
W. H. BEARDSLEY, Gen’! Mgr, 


———) 
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To issue a practical and successful guide « 
letters has been the aim of the author of t 


in one way only, by sending “1.00 for a ye 
(The magazine tor Office, Store and Factory 
FREE. See the coupon below. 











This book 1 


n 
hic 3 
The experts who have examined this wor 
thorough and practical treatise on letter writin; 
’s subscription 


ly. 


Here are 3 Remarkable Books 
and 4 Remarkable Offers 





how to write money getting 
k, John Horace Lytk 

k pronounce it 
You can secure this book 
BUSINESS 
TI is book will be sent you 


wonderful, 


Offer No. 2*Commercial Law Simplified 


; never sold for less than $3.50 


but is now wit! iwn from sa [t is a thor- 

ough, concise ¢ 1 tz2a n business 

OR law in all ot phases. 500 p q covering 
every subject of mmercial low. ) pages of 

w forms and a number “% f atures 

BETTER uch as The Statut Lim i ; 1 Rate 
ot Interé tin ever > State aD tnc . or- 

STILL por ition L iws of eve ry Sta . ‘ ook will 






be sent you with 
NESS (TI 


IS OFFER 


No. 4 


All Three of These Books 


Offer No. 4. We will send you all three of 
these books and a 2 year’s subscription to 
BUSINESS for only $4.00. Think of the 
value of these books to-you! You will find 
BUSINESS a constant help to you in your 
work. It will enable you to accomplish more, 
to make more, to be worth more to yourself 
and to others. Send in your remittance now 
and the books and magazine will be sent you 
immediately, prepaid. 


Sign and Send this Coupon Now. 


brings it. 


EN > 
THE PRINCIPLES 
OF SCIENTIFIC 
MANAGEMENT 





THE BUSINESS MAN’S PUBLISHING CO., LTD. 
No. 35 West Fort St., Detroit, Mich. 


You may enter my subscription for- - ‘ _year andsend me the offer mark 
in square for which I enclose $....-..-..-.-. 
(0 Offer No. 1 {} Offer No. 3 
0 Offer No. 2 ] Offer No. 4 
Name -. St. and No . cnititaltndialitatad — 
Occupatior Witt 


, City and State 
' 


years subscription to BUSI- 
zine for Office, Store and 


Factory) for only $2.00. The coupon below 


Offer No. 3 


The Principles of Scientific 
Management 





This is Frederick Winslow Taylor’s 


great book « tific business 
nanagement. One of the most vital 
and absorbing subjects of direct 
bearing upon your | n¢ This 
book sells for $1.50, but will be sent 
t u with a year’s subscription to 
BUSINESS (The magazine for Of- 
f Store and Factory) for only $2 








| 
; 
' 
} 
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CLASSIFIED INDEX TO ADVERTISERS 





ADDING MACHINES, 
Barrett Adding Machine Co 
Burroughs Adding Machine Co 
Comptograph Co... : 6 08 
Dalton Adding Machine Co 
Mechanical Accountant Co.. 

ADDING MACHINE ROLLS. 
Rockwell, Barnes Co 

ADDING TYPEWRITERS. 
Elliott-Fisher Co.. nists kale ae 
Moon, Hopkins B. M. Co...... 
Remington Typewriter Co.. : 
Underwood Typewriter Co... 

ADDRESSING a 
Addressograph 

ADVERTISING NOVELTIES. 
Novelty Cutlery Co 

AGENCIES WANTED. 
Heythekker, F. W 
Castelli P. & Co 


Odon, Gluck M...... 
ARM RESTS. 

Ame ae an Mfg. Concern 
BINDER 


ead Bindery Co 
BOOK RINGS, 


Adams, H. T Teer er et 


Kellner, Otto 
BUSINESS SHOWS. 

Annual Business Show 
CALCULATORS, 

Meilicke Calculator Co 
CASH BOXES. 

Meilink Mfg. Co.. 
CASH REGISTERS. 

National Cash Register Co 
CHAIRS, OFFICE, 

Celina Specialty Co 

Cook, C. A. Co a 

Davis Chair Co... 

Johnson Chair Co 

Kohn, Jacob & Jos 

Marble, B. L.. Chair Co ‘on 

Marble & Shattuck Chair Co.. 
CHANGE MAKERS. 

Lamson Consolidated S. S. Co 
CHECK PROTECTORS. 

Todd, G. W., & Co 
CLOCK, 

Phelps, H. D. 
COIN WRAPPERS. 

Detroit Coin Wrapper Co 
COPYING DEVICES. 

Eureka Blotter Bath Co 

Sg een re 
COSTUMERS. 

Conrey-Davis Mfg. Co 

Kohn. Jacob & Josef............. 
CUSPIDORS. 

Ireland & Matthews 
CUTLERY. 

Novelty Cutlery Co 
DECALCOMANIA. 

Mevyercord Co 
DESK LAMPS, 

McFaddin, H. G Co 
DESKS. 

Pe speveneees 

Cutler Desk Co.. 


Dietz, J. F., & Co....... 5 aa Se ae 


Dornette, The J., & Bros. Co 
Evansville Desk Co 


Henderson Desk Co sea maokerg 


Marysville Cabinet Co 
Moon Desk Co.. ° 
Moore Bro’... ..cscccs 
National Desk Co.... 
Shelbyville Desk Co.. 
Sterling Desk Co... 
Tell City Desk Co.... 

DICTATION MACHINES. 
Edison, Thos. A., Inc 

DICTIONARY. 

_— G. & C., Co 


Laganke, Chas. F. 
—— PARTITIONS, 
Dixon, T. & 
DUPLICATORS (COMPOSITION). 
Durkin, Reeves & Co 
DUPLICATE LETTER MACHINES, 
Auto Letter Machine Co 
Dick, A. B., Co . : os 
Lineograph gee baavwsewene 
Multicolor Press Co.. : 
Underwood Typewriter Co.. 
U. 8. Printograp h Co 
Writernress Co.. 
ENGRAVER. 
Wiggins, J. B., & Co 
ENVELOPE SEALERS. 
Acorn Brass Co.. 
Commercial a & Mfg Co. 
Ideal Envelope ler Co. 


Nat'l Env., Se a ‘& Stamp Mach. Co.... 


H. J. Reynolds & Co 
ERASERS. 

O. K. Mfg. Co.. 

Turner Bros 
EXPANDING ENVELOPES. 

"> Sy Sener 

ee WOE gc ac vcscedenc 
expen BOOKS. 

each, E. H 


Bennett, E. W..... RET 2055 6 


FELT. 


NR OR Pree rr rr rt reer err rr ree 


FILING CABINETS, METAL. 


Armor Clad Mfg. Co.... WUT TTT CT 


eS Ci then esos0¥eee 600s 
Edwards, 0. M., & Co.. 


Fireproof Furniture & Const. Co....-...-...... 


Gen'l Fireproofing Co 


Globe-Wernicke Co 
Safe-Cabinet Co.. 
FILING CABINETS, Woop. 
Amer. Sec. Furniture Co 
Auto File & Index Co 
trowne-Morse Co..... 
Canton Mfg. Co. : 
Globe-Wernicke Co... 
Imperial Methods Co.. 
i J ere 
System Safe c abinet Co 


Weis Mfg. Co.......... ...175-6-7 


FILING DEVICES. 

Cushman & Denison Mfg. Co 

Pratt Fastener Mfg. Co 

Smead Mfg. Co... 
we. LETTERS, 

Walker, J. L., Co 

FOUNTAIN PENS. 

D. W. Beaumel C 

4 \dern Pen Co ‘ 

DO. Mts ncnaddwe 

Parker Pen Co.. 

Sanford & Bennett ‘ 

Waterman, L. E., Co.. 

Whitney Richards Co.. 
GUMMED TAPE. 

Chicago Gum Tape Co.. 

Old Colony Sales Co 
HOTELS, 

yi J: 
INCORPORATION LISTS, 

National Sales Promotion Co. 
INDEX GUIDES. 

Hub, J. C.. Mfg. Co 

Simonson, R. A., & Co. 
INK PADS. 

Fulton Rubber Type Co 

Volger, B. G., Mfg. Co 
INKS, ADHESIVES, ETC. 

Carter’s Ink Co..... 

Davids, Thaddeus, Co. 

Chas. M. Higgins. : 

Keller, Robt., Ink Co.. 

Sanford Mfg. Co... 

Woodmansee, F. A 
INKSTANDS. 

G. BE. Mee. Ce... 

Sengbusch Self-closing Inkstand Co 

Weeks-Numan Co... 
LETTER DISTRIBUTORS, 

tristow, Frederick 
LISTS. 

Polk & 
LITHOGRAPHIC SPECIALTIES. 

Black Litho, Co....... 

Goes Litho. Co..... 
LOCKERS, 

Terrell’s a Co 
Looe a 4 


4 _. oes 7 


Con im iy, Henry, Co. ; 
Hamacher-Hawkins Mfg Co 


Heinn Co... eset Y "157 iE 


Irving-Pitt Mfg. Co 

Kalamazoo Loose Leaf Binder ( 
Mann Co., Wm.... 

MeMillan Book Co.. ; 

New Standard L. L. Co 


Plew & Motter Mfg. Co . SO-f 


Proudfit Loose Leaf Co 
Sheppard, The C. E., Co 
Stationers’ L. L. Co.. 
Sam'l C. Tatum Co 
Tenacity Mfg. Co 
Tengwall Co i 
MAIL OPENERS. 
Rapid Mail Opening sash. Co 
Simplex Letter Opener C 
MANUFACTURERS UNDER CONTRACT. 
Taft-Peirce Mfg is dare 
METAL OFFICE AND BANK | EQUIPMENT. 
Berger Mfg. Co.. : 
Edwards, 0. M., Co. on 
Fireproof Furniture & Const Co 
General 4 ye tied Co 
Moore Bros s 
Safe-Cabinet Co.. : 
Toledo Metal Furniture Co 
NUMBERING MACHINES, 
Meyer & Wenthe.... 
Superior Mfg. Co 
OIL. 
Morton Mfg. Co 
PACKAGE TIE DEVICE. 


Univ. Pkg. Tie Device Co 183- 


PAPER. 
Brown, L. L., Paper Co 
Byron Weston Co... 
Crane, Z. & W. M.. 
Eaton, Crane & Pike Co 
Hampshire Paper Co.. 
Mountain Mill Paper Co.. 
Strathmore Paper Co 
PAPER FASTENERS AND CLIPS. 
Clinch Clip Co 
Clipless Paper F astener Co 
DeLong Hook & Eye Co 


Graff, Geo. B., Co ‘ ‘ 182-202 


O.. Ewe Bbc. 5.. 

Superior Mfg. Co.. 
PAPER PUNCHES. 

Barrett Bindery Co. 
PATENTS. 

Sicgers, E. G 
PENCILS. 

Dixon, Joseph, prevent Co 

Faber Eberhard .. 
PENCIL SHARPENERS. 


Arne Mfg. Co....... Tt ‘ as 
Dies, A, Bis GOisses VeTTTTE tT ere tee 


GG caisson ake ka de'k ed 6dé20 0668 ceheReaNen 
Spiro Mfg. Co.. ‘ 


PEN HOLDERS. 








Center Shaft Pen Holder Co..............-005+ 207 
PEN AND PENCIL CLIPS. 
Van VOmmeneGes, Ba Wis avekcticcecevavaiep acne 198 
PENS, 
Geo. P. Gaydoul (gol a. snd be ache aie oe ae 202 
PHOTOGRAPH REPRODUCING MACHINE. 
 eptacs DOr secocsens ods aaapacnyee Vass asenn 165 
Crescent Brass & Pin Co. bne cecensanenenees 194 
PLAYING CARDS. 
American Playing Card Co....... ouy.ob eeu eee 219 
U. 8. Playing Card Ge... .occccss obese Cabuden -» 151 
POSTAL 8C 
Pelouze Scale & . 8: Serer cer eee 159 
Triner Scale & Mfg. Co......... GES AF <5 188 
PUBLISHERS, 
Business Men’s Publishing Co..............-. -. 214 
Modern Methods.............+. re ers 211 
Oe rer ere 76-216 
Stationer. and Printer... ..cccccccssseswoscasves 149 
RIBBONS AND CARBONS. 
Tene Aiden .B GOs vc vaacccescsavsibedaaaeaves 205 
AGM & WORE ORs osckcvce duvasbedvosvevarnice 163 
Ducwawe : TB Gs. Gos n.00.0000s0deedearevacnes 208 
Career BE, Gir ccsccvcccsicecsanncstossenvisnt 155 
Columbia R, E = BERR. GOscvcceecnes sawvaees - 197 
Coan Bis: Ae Gi en sina nes dban b%5s 00 bdeenneee 63 
J. A. Heals & Oo py ennee 0caddoedcondsseenensee 202 
Indeliba Mfg. Co.......... ERT Po yey Ae . 201 
ee SR rer ere 183 
International Carbon Paper Co..............++ 172 
Keystone Carbon Paper Co0..........seeeeeeeee 208 
TACHS,< Bis Bccbkcisn ve 
Manifold Supplies Co. 
Miller- wd >t Pierce Co. 
Mittag & Volger....... 
Neidich Process Co...... . 
Republic- . nh a BE, 808-600 occcsavesined 
ROCRONE, Ts ogo 0 ces ccnconnsesstesenesbee 
Smith, The 8. T Co 
ee a Pri eee eee 
a ere rene 
U. 8. T. W. Ribbon Co 
Webster, F. 8., Co........... 
RIBBON AND CARBON MACHINERY. 
Sem Wee GO... s vescccccacsscsvisséuiedens 
RUBBER BANDS, 
Dawet PARSE: OG. oo0:0, oo 0:6-¥e0ec ncut boas cee 
RUBBER TYPE. 
Felten Beeer Tepe Go... cin cstecideosavebar 198 
SONNE TIVO COs o0:cd.cn cncp shee cinseds + ivaenne 171 
RULERS. 
American ea: GOGO 0 'n:0.0 5.00 00 db asecedeskse 6 185 
STAMP AFFIXE 
Nat’l Env. Seal & Stamp. Mach. Co........... 
Office Appliance Mfg. Co...........cc.eeeeees . 189 
STAMPS, HAND. 
Meyer & ae ns 0ebenadsp asd ceeehedeaeeenan 199 
Su rice meth, ¢ nas0 00920040050 14 eakna enh whke 171 
STANDS, ~—_ OFFICE MACHINE. 
a etebis Tabl Cis 3 000nes0sh ee CLES REPAUA YEE 203 
Fowler- rene SAE Cycle Mbidcintie os vaee 198 
—— —— 
OR rrr ee 192 
STENOGRAP ERS’ NOTE BOOKS. 
Rockwell-Barnes Co..... 06's 6444 060 thownee deeas 168 
SWINGING T. W. STANDS. 
Wee Bee Gs ocans cadence becsoeans keenks 175-6-7-8 
TABLES, 
eee BE. Os 60540062 dcdes (nbakuné tone —s 
Consep’ Dawes. BEER. CO. vcc0' 0. vet wiverseb vows 165 
Nenmmast, TSG Fo cccks ic cvicccccskewestaavee 179 
St. Seba's. Te -Oei oi csieseisacas ences 79 
Stow & Davis Furniture Co........... Oak needs 87 
TELEPHONE ATTACHMENTS. 
Theweh Oe Ws 6.55 9.00.00 cccccedckonaseeineias 205 
Mier TRE Bs os oo cnc cccttccsedeaniaenanse 207 
GUGer Te, | SiO. s oc 60000650 dsneceeeuoaaae 197 
Seely Office Appliance Co.........scecsseccses 205 
TIME 8 . 
Wilts Time BtaGP OO. oi cs ccccccsevsescsincgen 199 
Wotlett Time Wee, OO... 06066005) sch teense 207 
Reliable Tienes Mtame Od... 0s .6sssdsvsevenhs . 191 
TYPEWRITER CABIN 
Byron Typewriter os YE eles aan 204 
Sinfoen CMOORe Osc 6550000 oes ladelweeeasosun 181 
Marysville Cabinet Co..............cssecees ne ae 
Toledo Metal Furniture Co................. aoe 
Ta } i on ra 
yewriter a | PPP Pyye reer - 200 
TYPE RITER CUSHI 
Mich. Office pon omy y . SSP TE Bie -+» 201 
Tastee, GD. Wa ssccemeevns sasesouraae ga swha sven ae 
newrlter giveaelty Geass WRG. cntschueest itt | 
TYPEWRITE 
Diet nketie Mfg. Ohh od ivecvakcmeneee . 208 
Wiese PES TODS os 6 din vows dcdeneoNenaaee PO 
Hammond PO ee rear 67 
Monarch T. Gc c 3's 0:0'03 80 skdn te Vereen . 149 
Woleshens We GO\.50200c0savebargdecuae re 
CBee SW Gilbwnrdesscducackbedessane -Back Cover 
Remington T. W. Co........... os ap omen pack oe 
Royal Typoewetter GO. oiiccccnccssicinenees idone. ae 
Recep F. WW. Otis cs c0s0derdhtnsvendesceane oa 13 
L. C. Smith & Bros Sein .as-0 bh RAW 6 6 b.0 66 se Rae 63 
Smith Premier Typewriter Co...............+. 
Standard Typewriter Co.............. ae 
Underwood Typewriter Co. . eae . 18-19 
Victor re ES on 
TYPEWRIT PARTS. 
Amnee & Fis 00.050 0.000000seecpssaess ames 14 
Thorp & Martin....... oo nw ob.e 9 news enee jebviwes 204 
TYPEWRITERS, REBUILT. 
Amer. Typewriter Ex.............. ‘sedate e.. 210 
Amer. Writing Mach Co................ on dihos 17 
Deotwedt -F.. We, Gi nccccesieckecave vcakdand vues 204 
General T. W. Exchange bi 3 hae y de chinnteee bade 
Bowes FT. WW. Gi idsses cc ccvenses coccsorvcces Oe 
Typewriter BEmporium................ cba 
B. D. Underwood Typewriter Exchange. . sees’ 82 
Wholesale Typewri Gio vedisesobionntea ssece*_ 
Young T. W. Oo..... seacenbnvedke ceeeee Fee 
REL 
Pues Walbotiia GOs 6. o5033 352-5. cagneseanaee 167 








OFFICE APPLIANCES 
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The Pencil 
ThatisALWAYS 
Right. 


Made 1n Sour Grades 


1 Extra Soft 2 Soft 
3 Hard 4 Very Hard 


EBERHARD FABER: NEw YoRK. 













WITH RED RUBBER 


N?® 462 


PAT. AUG. 2.1904 REG US. pat. oFy 




























Cultivate Correct English 


Even the man who compliments himself on his choice of diction 
will discover that he is not always conversant with accepted usage. 


“Correct Business Letter Writing and Business English” 
“The Correct Preposition and How to Use It” 
“The Correct Word and How to Use It” 


are three practical books by Josephine Turck Baker which 
will help you to cultivate correct English. 


Special---$3.00 For The Set 


Send money order at once to 
Office Appliances, 417 South Dearborn Street, Chicago. 



































erers 












way bill. 


OFFICE APPLIANCES 


Sold through the dealers. 


The Eureka Bath and Cloth 


constitutes a perfectly sanitary system of letter press copies. 
in the bath assures even distribution of moisture to the cloth, at the same time 
precluding bad odor, mustiness or mildew. The patent chemical surface cloth 
with non-raveling edge affords clean, clear-cut copies. There are more Eureka 
Baths in usc than e"l others combined. The wire net in the composition makes 
them unbreakable. They are furnished in all sizes from correspondence to 

4 Write for Eureka Booklet. 


THE EUREKA BLOTTER BATH CO., CHICAGO, ILL., U.S. A. 


6215-17-19 Wentworth Avenue 


The composition 





\ 














ALPHABETICAL INDEX TO ADVERTISERS 








A 
Acme Staple Co. aia eee eS .192 
Acorn Brass Mfg. ‘Co. 6 
EE eee wer rere re . - 182 
Addressograph Co. 139 
po Peer rire eee oom 
Allen, John, & Co. 205 
American Mfg. Concern............... - - 185 
Amer. Playing Card Co. 219 
Amer. Sec. Furniture Co.......... rr .- 188 
Am. Typewriter Exch. 210 
Amer. Writing Machine Co............ covsce ME 
Ames & Filstead 14 
Annual Business Show Co...........-6.....+++ 24 
Armor Clad Mfg. Co. 145 
Arne Mfg. C0....ccccccsess- verry Pere er eT 
Ault & Wiborg Co. 163 
Auto. File & Index Co............ Toe 
Auto. Letter Machine y 74 
GE: ..0.6s et sneedsead oven eae ives . .202 
Barrett Adding Machine Co. - 197 
Barrett Bindery Co.......... Like Dae ends Oe ae 
Beach, E. H. 213 
Beaumel, D. W., Co » Sede on iris ..191 
Bennett, E. W. 149 
ee | | CE eee sib sn ca 
Black Litho. Co. 172 
Blickensderfer Mfg. Co............ cule erace . .203 
SE EDA dln gic 6.060 Hing 0 4's su. Onmlem epee 6 .199 
Bristow, Frederick 190 
POSING CEPR Bcc cccccccccesicedintsanewse ..201 
Brown L. L. Paper Co. 29 
Browne-Morse Co........+++..-- eee ..135 
Buckeye Ribbon & Carbon Co. 203 
Burroughs Adding Mach. Co........... eee 
Business Man’s Pub. Co. 214 
Byron Typewriter Cabinet Co......... 4 204 
Byron Weston Co. e 30 
Canton Mfg. CO.....cccccccecs 5h elm ae algae 
Carter’s Ink Co. 155 
Castell, Pig B CO. wccveccesecss 907 abe eral 
Celina Specialty Co. 210 
Center Shaft Pen Holder Co............ oe 
Chicago Gum Tape Co. 148 
ee Sa Seam aot 70-71 
Clinch-Clip Co. ’ 205 
Clipless Paper Fastener Co........... on . 186 
Columbia Rib. & Carb. Mfg. Co. 197 
Commercial Sales Mfg. Co. 199 
Comptograph CO.....cccccccccsecsas sa ie 
Conolly, Henry, Co. 191 
Conrey-Davis Mfg. Co.......... ree er ere 
Cook, C. A., Co. 209 
ee Ss So Ree re Sans . .182 
Crescent Brass & Pin Co. 194 
Crown Ribbon & Carbon Co........ nv 6a ee 
Cushman & Denison Mfg. Co. 207 
Cutler Desk Co........ gar gaa ai . . 184 
Dalton Adding Machine Co.............++++++ 72 
Davids, Thaddeus, Co. 28 
Davie Chair Co., The.........- Lid we daaet 87 
Davol Rubber Co, 205 
De Long Hook & Bye Co... .....ccccsccvccces 205 


Detroit Coin Wrapper Co. 
Detroit T. W. Co ; eee ery 
Dick, A. B., Co. 83 


Diets, d. Fis B GO. e 0. ccses 76 
Dixon, Joseph, Crucible Co. 137 
Dixon, T. P. & ic cngkers 498 3 ornesntcs 168 
Dornette & Bro. “om ‘The 10 
Durkin, Reeves & Co.. ae ah ets . . 183 
E’aton, Crane & Pike Co...... Tee ee 
Edison, Thos. A., Inc. 75 
Edwards, O. M., Co.. , Sodhaiesy coreeea ies aa 
Elliott-Fisher Co. B. 


Ellis Time Stamp Co..... i ote F 
Eureka Blotter Bath Co. 217 


Evansville Desk manda POST rr re ee rt 193 
Faber, BherRard 2... ccccccccessccoses ; .216 
Fireproof Furniture & Const. Co. 12 
Sotlett Time Wee. CSO... .crcvocsccsssvvsstcscces 207 
Fowler-Menson-Sherman Cycle Mfg. Co 198 
Fulton Rubber Type oe. pk caddwaehead Rabies te 193 
Gaydoul, Geo. P “ bcs aewewe . 202 


General Fireproofing Co. 
General Typewriter Ex... 
Globe-Wernicke Co. 
Re Pree 
Graff, Geo. B., Co. 


H 
Hamacher-Hawkins Mfg. Co.. 
Hammond Typewriter Co. 


Hampshire Paper Co................ 


Heale & Co., J. A. 
Heinn Co. 
Henderson Desk Co. 
Heythekker, F. 
Higgins, Chas. M., & Co. 

Hub, J. Gin WIPE. GO. cisccsess 
Hudson Cabinet Co., He 


Ideal Env. Sealer Co...... 
imperial Methods Co. 

GOR RITE. Gre racccscsesioss 
Inked Products Co. 
International Carbon Paper Co. 
Ireland & Matthews Mfg. Co.. 
Irving-Pitt Mfg. Co. 


Johnson Chair Co........... 


K 
Kalamazoo Loose Leaf Binder Co. 
Keller, Robt., Ink Co 
eer). Ghee: cckvcpccdreixvacsas 
Keystone Carbon Paper Co. 
Kohn, Jacob & sangeet * ean ed 


Laganke, Chae. F........ccce. 2 
Lamson Consolidated S. S. Co. 
Lineograph Co. 
Little, A. P. 


Macey Co. 
Manifold Supplies Co. 

Mann, William, Co.............. 
Marble Chair Co., B. L. 

Marble & Shattuck Chair Co... 
Marysville Cabinet Co. 
McFaddin, H. G., & Co...... 
McMillan Book Co. 

Mechanical Accountant Co.... 
Meilicke Calculator Co. 

Meilink Mfg. Co.........+.+- 
Merriam, G. & C. Co. 

Meyercord Co. 
Meyer & Wenthe. 

Mich. Office Appl. Co....... 
Miller, Bryant, Pierce Co. 


Miller Rubber Co......... Sea aoe. ae ote 


Mittag & Volger 


Modern WIGEMOES 2c. ccecrcceccsscces 


Modern Pen Co. 

Monarch Typewriter Co...... 
Moon Desk Co. 

Moon-Hopkins B. M. Co........... 
Moore Bros. 
Morton, J. 
Morton Mfa. Co. 
Mountain Mill Paper Co. 
Multicolor Press Co. 


N 
National Cash Register Co. os 


National Desk Co. 


National Env. Sealing & Stamping Mach. Co A. 


National Sales Promotion Co. 
Neidich Process Co.. 

New Standard Loose ‘Leaf Co. 
Noiseless T. W. Co........... 
Nonnast, Louls F. 
Novelty Cutlery Co. 


Odeon, Glue, Wivacecccecs. 
Oo. K. Mfa. Co. 

Office Anpliance Mfg. Co.. 
Office Appliances 

Old Colony Sales Co....... 
Oliver Mfg. Co. 

Oliver Typewriter Co..... 
P 
Parker Pen Co.. 


Pelouze Scale & "Mfg. ‘Co. 
Phelps, H. 
Pocket Umbrella Co. 


Poetic, Ri big BD CBiesdiscccicdesedsicvacenmea 
Plew & Motter Mfg. Co. 89-90 
Pratt, Fs Terie. Gi ks6ns cubs wins anaes dare ‘ 
Proudfit Loose Leaf Co. 182 
Rapid Mail Opening Machine Co.............. 82 
Rebuilt Tyegurties Co. 69 
ee, 4 Oe eer -. 165 
Reliable Time hese Co. 191 
Remington Typewriter Co......... ery ree 7 
Republic-Dodge Mfg. Co. 211 
Reymetdia, Fis doy Ge BO ecveccccdscsccvxcsenne .. 86 
Rockwell Barnes Co. 163 
MORO Che. ose iacdtncsss lovignscreghaneatede .- 154 
Rothschild, M. M. 156 
Royal Typewriter Co. ‘* Cv epas vane areen ie oo 11 
Safe-Cabinet Co. ..... 6-0 0660's: pa Reaae inaaed 155 
Sanford on Co. 219 
ee _  . PEere ee ee 185 
Secor Typewriter Co, 13 
Seeley Office Appliance Co..........:.ee-eeee. 205 
Sengbusch Self-Closing Inkstand Co. 185 
Shelbyville oom CR i ee ROR he wine 86 
Sheppard, C , Co., The 167 
Glawere, Te. Bors oaa. cages as.endadseeedslekeie 152 
Simonson, R. A., & Co. 191 
Simplex Letter Opener Gat. cca cee 
Smead Mfg. Co. 189 
Smith, b. Gio @ Bre. GOeis. cock sissssdAaeun ° 
Smith, S. T., Co., The 195 
Smith Premier Typewriter ORs iar whats eas 4 
Snelling & Son 204 
Spire Mtg. COs.ccccccccccvscsccsssesssivdesesne 196 
Standard Ty ewriter Co, 
Stationer G Prma~AG ied. cc0sis 6 viersaeds eee s 2.149 
Stationers’ Loose Leaf Co. 149 
Starting Deeks. Gs oo6asiscencesswdevccsemncine 195 
St. John’s Table Co. 79 
Stow & Davis Furniture Co...............0055 87 
Strathmore Pa - Co. 168 
Superior BG, BOiiodceccccccescsecesa eK hee v8 148 
Superior Type Co. 171 
System Safe Cabinet C2: ss naeiad we eee éénsies . 160 
Taft-Peirce Mfg. Co........ Mash cieseminbaee . 201 
Tatum, Samuel C., Co. 171 
Te Cite Ge Gis osc 6000s dcedtes thins 209 
Tenacity Mfg. Co. 184 
VORMUMON Bs. cccnne soo 0008 bh0ekd ied accarcen 195 
Terrell’s Equipment Co. 209 
Thorp & Martin Ce.....ccssccscvcvseses sibs Sad 204 
Todd, G. W., Co. 147 
Toledo Metal ow Se re ee .200 
Triner Scale & Mfg. Co. 188 
Tuller Hotel ........ PPT TT oro re yee -162 
Turner Bros. 195 
VOOR Te Fetanee 0s a surus o bincek atone \ncrvbnanweeae 205 
Typewriter 201 
Typewriter Emporium ................. iinaea 203 
Typewriter Specialty Co. 200 
Typewriter Speciaity ber | TGs sc. c04sea seas 199 
Underwood Duplicator ...ccccccoscscdevevtece 195 
underwood Typewriter Co. Dog” | 
Underwood Typewriter Exchange, B. D.. - 82 
Union Ribbon & Carbon Co. “212 
Univ. Pkg. Tie Device Co..........-s005. 183-202 
U. S. Playing Card Co. 151 
U. GB. Primteeree. Gis és Mics tncxtcisdaveacwe 78 
U. S. Typewriter Ribbon Co. 198 
Vv 
Van Vatonbure, . 6. Dos diacvics vcdusiptdekeds 189 
Victor Typewriter Co. 85 
Voiges, TH. Gi, GOR Biibe cc cacctavtibwuct¥es .. 164 
w 
Waldron, dei, TOs. ssc. sisevestebeneees s+ .202 
Walker, J. L.. Co. 152 
Watermam, fis Bio BOsee occ ivedcacievedaers er 
Webster, F. S., Co. 31 
Wieaheg- ti: DOs. oa sic obec sd cvenbsis nue | 
Wels, The, Mfg. Co. 175-6-7-8 
Whitney-Richards Co., The............ ‘scesee 
Wholesale Typewriter Co. 3 
Wiggins, Jon Bo, Q@eosc. sett chiveeiadiceawei 164 
Woodmansee, F. A, 200 
Wrierereae OO. 66005600066 itsasnadd abe éosae Oar 
: y 
Young, TV. Wey GOuq WBicscsacddccnsset ee ..199 
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AN 








OPPORTUNITY 








NE of the best known manufacturers in the field of office 

equipment is ready to put into effect a plan which will 

: open up a big opportunity for some enterprising man 
in nearly every city of 100,000 or more population. 


@ It is not absolutely essential, but it is desirable, that the 
man who accepts the proposition has at least $1,500. On this 


all invesmstment | e can get into a business which will pay him from $2,000 to $5,000. A man who 
cannot make at least $2,000 out of it the first year, would not be able to qualify for the opportunity. 


The $1,500 is simply an evidence of good faith and an expression of actual interest. 


It would cover 


but a very small part of the stock with which the man would be provided. @ The opportunity is open 
for men who have experience in the handling of cabinets, chairs, desks, supplies, etc. They must be 
men of proven ability and integrity, men who are worthy of every trust. A hundred such men who 
have snap, ginger and enterprise to succeed, can, as a matter of fact, get into business for themselves 
on a guaranteed salary and with a stock of well known goods with which they can make a success. 


@ This plan constitutes such an opportunity as was never presented in this field. 
lishment of a profitable business from the start. 
have the characteristics which enable them to qualify for the 
opportunity, can date their success from the reading of this 


advertisement. 


@ | have conferred with the manufacturer who will put this plan into effect, and I have 
no hesitancy in saying that it is a most remarkable one, and that all the statements 


above set forth are absolutely true. 


Those who 


It means the estab- 








Address—**QPPORTUNITY” 


Care Office Appliances 
417 S. Dearborn Street, Chicago 








—Evan Johnson. 





WANT S 


HELP WANTED. 








WANTED — TWO GOOD TYPEWRITER RE- 

pairmen for Chicago office on any standard 
machine. When answering state on what ma- 
chine most experienced Address Q-11, care of 
Office Appliances, Chicago. 


TYPEWRITER SALESMEN WANTED BY 

one of the leading typewriter branch offices in 
Boston, Mass. Address G. M. W., care of Office 
Appliances, Chicago. 


WANTED- FIRST-CLASS SALESMAN, WITH 
record for getting the business. Surety bond 








required. Underwood Typewriter Company, 
Houston, Texas. 3 
WANTED — FIRST-CLASS FILING DEVICE 


and furniture salesman in large Southern city. 
Give references and also state what previous 
experience and what salary expected. Address 
X-14, care of Office Appliances, Chicago. 


SALESMEN FOR HIGH-GRADE SIDE LINE 

to stationery, drug and jewelry trade. Big 
commissions. Pocket samples. Commission on 
re-orders. References, State territory. H. W. 
Haslup, 911 Jefferson Ave., Toledo, Ohio. 











WANTED — SALESMAN TO SELL OFFICE 
supply trade high grade line of office chairs. 

Big variety, large factory, best facilities. Ad- 

dress O-12, care Office Appliances, Chicago. 








SITUATIONS WANTED 


SUCCESSFUL SALESMAN NOW TRAVELING 

for leading filing device manufacturer desires 
city position as salesman or manager. Thor- 
oughly familiar with commercial stationery, 
loose leaf, filing devices and office systems. Has 
experience, ability and energy necessary to cre- 
ate business. Address E-19, care of Office Ap- 
pliances, Chicago. 


TYPEWRITER 





REPAIRER UNDERSTAND- 


ing most of the leading machines is open for 
engagement, at home or abroad. Spanish spok- 
en. Address K-12, care of Office Appliances, 


Chicago. 


! 


AN EXPERIENCED BUYER HAVING A REC- 

ord of eight years with one of the largest 
houses in Chicago will be open for similar en- 
gagement November 15th. Special acquaintance 
with paper printing and supplies. Can establish 
System which produces best results. Best of 
references. Open for first-class connection only 
Address Buyer, care of Office Appliances, Chi 
cago 
YOUNG 

and who has had eight years’ experience as an 
office speciality salesman and who has made 
good, desires connection with some reliable firm 
as salesman in Japan, China or South America. 
At present employed and services entirely satis- 
factory to employer. Can furnish best of refer- 
ences as to character and ability and am willing 
to show results. Address HHH, care of Office 
Appliances, Chicago. 


FOR SALE. 


MAN OF COLLEGE EDUCATION 








FOR SALE QUICK—REBUILT AND REPAIR 
business; inventory $1,500; will sell for $750; 
nearest competitor 400 miles; good trade estab- 
lished; personal reasons for selling; best little 
city in America; no debts to interfere; golden 
opportunity for some one. Address Golden, care 
of Office Appliances, Chicago, II. 
$2,000 CASH BUYS WELL ESTABLISHED 
and profitable typewriter exchange and supply 
business in large growing western city. For 
further information address Opportunity, care 
of Office Appliances, Chicago. 





FOR SALE—NEW AND SECOND-HAND OF- 

fice machinery and devices of all kinds and 
makes, including Duplicating Machines, Ad- 
dressing Machines, Folding Machines, Envelope 
Sealers, Stamp Affixers, Time Recorders, Gum 
Tape Sealers, Pencil Sharpeners, Check Protec- 
tors, etc Also supplies. Write us before you 
buy. We have several real bargains. Collins 
& Co., 1324 Arch St., Philadelphia. 


BUSINESS OPPORTUNITIES. 





WANTED LIVE CARBON PAPER SALES- 

manager to connect with manufacturing com- 
pany fully equipped with latest machinery and 
producing the most up-to-date goods. Must be 
hustler with clear record, capable of developing 
sales end and able to invest about $3,000 for sub- 
stantial interest in the business. Big opportunity 
which will bear strictest investigation. Address 
P-12, care of Office Appliances, Chicago. 


WANTED—OFFICE APPLIANCE AGENCIES, 

also independent salesmen with requisite capi- 
tal for stocking agencies. A machine, selling at 
over hundred dollars with an individual sales- 
man’s record of over two machines a day is to 
be placed with exclusive agencies in all the large 
cities before advertising campaign is opened 
Our unique trial contract permits you to try the 
wonderful selling powers of this machine before 
you drop an unprofitable line. Address Y-10 
care of Office Appliances, Chicago. 


AN ENGLISH FIRM OF MANUFACTURERS 

and wholesale and export merchants with ex 
tensive connections throughout Great Britain is 
prepared to negotiate one or two first-class 
agencies for American manufacturers or special 
ties relating to duplicators, typewriters, and gen- 
eral office appliances, also of carbons and type 
writing ribbons, etc Reply to Resurrectionist, 
eare of Walter Harrison & Co., 11-12 Fenchurch 
St., London, Eng 





MISCELLANEOUS 











Cc. L. PARKER, PATENT ATTORNEY, EX- 

examiner U. S. patent office, 972 G Street, 
Washington, D. C. Inventors’ hand book, ‘Pro- 
tecting, Exploiting and Sellings Inventions,” 
sent free upon request. 


THE INVENTOR’S OUTLOOK TELLS THE 

truth about patents; not an attorney’s maga- 
zine. <A full illustrated description of Patent 
Office and its workings in next issue. One dol- 


lar a year. Subscribe at once. Inventor’s Out- 
look, Washington, D. C. 

LEARN TO WRITE EAR 25 to $100 
ADVERTISEMENTS AWEEK 
We can positively show you by mall How To INCREASE YOUR 
Salary Book mailed free. Page-Davis, Dep‘ 27, Chicago Ill. 





CHAS. F. LAGANKE 
MANUFACTURER OF 
High Grade Specialties, Models and 
Experimental Work, Special Tools. 


Card Building, 118 St. Clair Ave, N. E. 
CLEVELAND, O. 





Correspondence Solicited. 
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UTOPIAN | 
| Library Paste | 


Sticks instantly. Pure 
white. Will not discolor. 


Never dries out. The ideal | 
paste for office and for | 








The Original 
Water-well Jar 


WHE 2 AS EH he Reape shpat 





a ‘ 


general pasting. 


| For Sale by All Leading Stationers 
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IT’S THE “WEARING QUALITY,” SERVICE, 


That Makes Our Playing Cards Most Popular 





The American Playing Card Co.’s products have the proper slip, 
perfect finish and elasticity, that makes dealing satisfactory and the 


evening a pleasure. 


We manufacture all grades—-from a cheap Steamboat to a fine 
illuminated back card in four and five colors. Have a large and varied 


sortment of designs to select from. 


issociated with one of the largest and best known paper 


Closely < 
our special stock is grade for grade unequaled 


mills in the country, 
by any other manufacturer. 





Samples and prices on application. 


THE AMERICAN PLAYING CARD COMPANY, Kalamazoo, Mich., U.S. A. 





Be a Money-Maker! 


We Show the Way 


has been train¢ 


Take of your prospects. 
Are you satisfied with the outlook? 
Are you content to plod for another year ina path 


1 mental inventory 


that runs in a circle ? 


—— 


Don't you long for a great big opportunity—one 
that will ‘ry your steel ? 
One that offers full scope for your powers 
splendid rewards for your efforts? 
Here’s some good news for several hundred men 


and 


whose character and caliber are right. 
The 
. 


establish a large number of 


Oliver Typewriter Company is going to 
new Local Agencies in 
cities, towns and 
throughout the 
States where it is not 
represented. 
Applications 
be received for these de- 


villages 
United 
now 


will now 


sirable and profitable 
agencies. 
The manager of the 


Agency Department is mak- 
ing assignments of new territory as fast as he finds the 


right men, 


Amazing Success of “Printype” 


The introduction of the new “Printype’’ Oliver 


Typewriter has resulted in an enormous expansion of 


our business 


Far-reaching plans for the extension of our agency 


system have been set in motion to take care of the 
which “Printype”’ has 


business 


vast volume of new 
created 


virtually Book Type—the type 


Printype is 


business. 





Measure yourself by the standards briefly 
you believe in yourself, 
and not afraid of hard work, 
There may be an opening right in your hom 
“Opportunity Book,”’ 
Organization and the money-making possibilities of the 


Address 


which the eye grasp quickly 
The same type in all essentials as 
the world’s printing presses! 
The 
centuries proves best for the printed page. 
The advent of ‘‘Printype”’ has created as great a 
writing was first 


that used on 


type which the crystallized experience of 


sensation as resulted when vtszble 


successfully introduced by The Oliver Typewriter over 
a decade ago. 

Think what it means to 
represent the only writing 


that suc 


Oliver Local Agents to 
machine in the world 
essfully typewrites 
print! And remember that 
you can sell The Printype 
Oliver on the famous ‘17- 


Cents-a-Day Plan.” 


Agencies 
Control 
Local Sales 


Tie Standard Visible Writer 


[he Local Agent has ex 

clusive control of all sales 

of new Oliver Typewriters in his territory. He can 

build up as substantial and profitable a business as 

any merchant in the same community, without the 

heavy investment of capital which the merchant must 
necessarily make. 

We are exceedingly careful in the selection of Local 
Agents for The Oliver Typewriter. The qualities we 
require are ability, energy, character. We 
The work self-reliance. 


train our 
men in salesmanship. begets 
We place a premium on initiative 
Whether the Local Agent gives all or 
time to the work is left to his own d 


part of his 
lecision. 


Each man is judged by results. 


Are You the Right Man? 


outlined above. If 


if you are willing to accept responsibilities 
ol appli ation at once 
vn, Ask 


wonderful 


write a letter 
to for the 
Sale- 


typewriter 


which tells all about our 


f 


Agency Department 


The Oliver Typewriter Company 


Oliver Typewriter Building, 93 Dearborn St., Chicago 








